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“Cultivate the Habit of Success” 
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! HE maxims of the famous psychol- 
ogist, William James, appearing at 
top and bottom of this page, surely 
constitute a good slogan, and one 
to which I cling. 

After nearly four years of operating a re- 
tail lumber yard, with its attendant comedies 
and tragedies, I find the game most inter- 
esting. 

I have never advocated women leaving 
the home-life to take 
up any business, but 
there are circum- 
stances when it be- 
comes the logical act, 
and it is a gratifying 
thought to know that 
when that time ar- 
rives, women can and 
do enter the business 
world, and achieve a 
very fair degree of 
success. 

While my field is lumber and all building 
materials, I have observed the system—me- 
chanical and human—adopted by other lines 
and it is apparent to me that two of the most 
outstanding qualities that contribute to real 
success—enthusiasm and _ personality—are 
truly lacking in many merchants of today. 





ing, Kan., 


I am almost ashamed of myself sometimes ° 


for fear of over-enthusiasm, for when we re- 
ceive a car of lumber fresh from the mill I 


HE views of a lumberwoman as to 
how success in the retail lumber 
business may be attained are here set 
forth by Mrs. G. R. Benedict, Lans- 
who since the death of her 
husband in 1924 has successfully con- 
ducted, and increased, the business es- 
tablished by him in 1907 


really feel someone ought to come along and 
buy the wonderful odor, I love it so myself; 
and I find that the merchant who is in love 
with his goods, and who has sufficient per- 
sonality to impart that feeling to others, will 
find that it spreads like sunshine, and makes 
a bright path leading straight to success. 

The many cut-and-dried principles of busi- 
ness are vitally necessary to observe, but top 
it off with personal enthusiasm and watch 
the result. 

I turned on the ra- 
dio one day and hearda 
masculine voice shout, 
“The only way to 
reach harmony, hap- 
piness and success is 
to be able to get along 
with our fellowman.” 
Forgetful of the fact 
that he was probably 
far away, like a school 
boy I shouted “Atta 
boy!” I do not know what the theme of the 
speaker was, but the principle he stated truly 
applies to all business; and again, “Cultivate 
the habit of success.” 

I am looking forward to 1928 as a banner 
year; I take the same attitude every year, 
and in spite of big business, Babson and my 
business men friends, each year I have forged 
ahead of the preceding year, so my faith 
grows with it. 

















“Guard Against the Habit of Failure” 
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Watch Our Lists sii 
and Save Money 


Each time our ad runs in this publication we 


Ns 
show a number of items which we believe offer 
extra value. By watching these lists you can buy 
to best advantage. 
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Douglas DOUGLAS FIR a 
Fir of) Hemloc 


Douglas Fir Exploitation 
& Export Co. 


Exclusive foreign selling agents for 88 mills with daily 
eight hour capacity of 14,255,000 feet B. M. 
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Trade-Marking, Grade-Marking and Trade Extension 


Lumber Manufacturers’ Association held last August a reso- 
lution was adopted as follows: 

“It is the opinion of the directors of the National Lumber Manu- 
facturers’ Association that no program for trade extension will 
be complete or permanently effective without provision being mad 
for supplying any demand that may be created with lumber graded 
and prepared in accordance with the American Lumber Standards 
and identified by proper marking.” 

Also at a meeting held in Washington, Jan. 31, the board of 
hang made the following declaration in support of this reso- 
ution: 

“A practical program of trade-marking and grade-marking of 
lumber, administered with the aid of the official reinspection 


A" A MEETING of the board of directors of the National 





service of the respective regional associations, and reinforced by 
dependable financial guaranties, is the most direct means to that 
end now available, and feeling strongly that results expected 
through national trade extension activities can never be realized 
without such a program we, therefore, request the Trade Extension 
Committee and the officers of the association to prepare at once 
a detailed plan for securing the manufacture and distribution of, 
and the demand for, trade-marked and grade-marked American 
Standard lumber, which will insure the maximum codéperation of 
the regional associations, and the participation of the individuul 
National Trade Extension subscribers; and furthermore urge the 
adoption of an advertising program that will give the widest pub- 
licity to this policy.” 

Finally, the board of directors said: “For this purpose we 
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authorize the association to take such steps as may be necessary 
to put into effect this policy, which we consider the keystone for 
all trade extension activities.” At the recent Washington meeting 
the executive committee of the board of directors, also by unani- 
mous vote reaffirmed the resolution adopted at the August meet- 
ing of the board of directors, as recited above. 

From the foregoing it is plain that the directors of the national 
association deem the extension activities dependent for their per- 
manent success upon the manufacture and the grade-marking and 
trade-marking of American Standard lumber. This conviction has 
not come about hastily; it is the result of careful consideration 
and investigation, and it is in fact but in furtherance of the orig- 
inal policy initiated by Secretary Hoover of the Department of Com- 
merce to secure the standardization of lumber products. In fact, 
as announced last week (AMERICAN LUMBERMAN, Feb. 11, page 36) 
Secretary Hoover will call a general standardization conference in 
Washington for May 3 and 4, with American Lumber Standards 
as the major question to be considered. It is to be expected that 
the unity of opinion and effort here indicated will result in such a 
standardization of mill practices as shall bring to the industry the 
full benefits of the National Trade Extension activities. 





Tree Growing Promoted by Proper Use 


ERSONS WHO have not thought the matter through may 
—D see conflict between a vigorous advocacy of reforestation 

and a coincident campaign to promote a wider use of wood. 
There is, however, no essential contradiction or conflict between 
the two programs. This is true, first, because there is no 
present shortage of timber and because only to a limited degree 
can the wood needs of the future be provided for by the preser- 
vation of the present supply of timber. It is true, secondly, be- 
cause the demand for wood must be conserved and perpetuated 
in order that there shall be the necessary incentive and induce- 
ment to grow trees for future wood supply. 

For many years it has been apparent that the supply of virgin 
timber ultimately would be exhausted, and that, therefore, new 
forests must be grown to take its place. In order to arouse the 
public of the country to realization of this fact timber depletion 
and the prospective timber famine have been the major themes 
of the reforestation program propaganda. The people have been 
made to believe that there was a present shortage of timber, or 
at least that a scarcity was so imminent that the use of substitutes 
for wood was a civic duty if not a positive necessity. Both the 
cause of wood and the cause of forestry have suffered from this 
conviction of the public. 

It has become necessary, therefore, in the interest of both for- 
estry and lumbering that the situation shall be clarified, and that 
the people as a whole shall be enabled to see that at the same 
time that they should continue to utilize wood to the fullest 
practicable extent, they should also help in every practicable 
manner to protect the present timber stand from destruction by 
fire and insects and should further all activities designed to per- 
petuate the timber supply by regrowth and reforestation. There 
is no essential difference between the proper attitude toward 
the use of wood and toward the proper use of farm crops. The 
only difference between a crop of trees and a crop of wheat is a 
matter of time; and there is no more reason for reducing the 
consumption of wood that for reducing the consumption of wheat. 

In the public view the Forest Service of the Department of 
Agriculture has been looked to as the agency through which re- 
forestation should be brought about. In the same view the 
lumber industry has been deemed the destroyer of the forests. 
The fact is that the lumber industry is interested in regrowing 
the forests, and the Forest Service has come to be, through the 
sale of national forest timber, indirectly a manufacturer of lumber. 
When the iumber industry shall engage in tree growing on an 
adequate scale, as it promises to do, and thus puts its forests on 
a sustained yield basis, and when it becomes necessary, as it 
must, for the Forest Service to cut or have cut the mature timber 
in the national forests, the difference in policy and practice 
bétween the lumber industry and the Forest Service will be wiped 
out. It was recognition of this essential unity of interest and 
purpose that led to the correspondence between Axel Oxholm, 
director of the National Committee on Wood Utilization, and W. 





B. Greeley, chief forester, as published in part elsewhere in this 
paper. It is to be hoped that the statements made in this corre 
spondence will go far toward clearing away the misconceptions 
of the public and open the way for extending the use of wood 
in order that the growing of trees may be made economically 
practicable. 


Lumber of Russian Soviet Manufacture 


N GENERAL Americans are apt to be impatient of state 
oJ ments that suggest inferiority in themselves or their 
products, particularly when compared with those of foreign 
countries. This arises in part from the sort of loyalty that is essen- 
tial to the maintenance of national self respect, and in part is owing 
to the fact that political radicalism commonly has taken the form 
of disparagement of everything American and praise of everything 
foreign. Granting all that may be in justification of this sensi- 
tiveness to criticism, no American can afford to ignore methods 
either foreign or native that in any way are superior to his own 
in fields where his products must compete for the public patronage. 
Competition is no new thing for lumber manufacturers, for rivalry 
between regions and competition between species appear to be 
normal in the industry. Therefore, a litttle competition, such as 
that implied in the shipment of Russian lumber to American ports, 
need do hardly more than add spice to the problem of marketing. 
There is always, however, an opportunity to learn from competi- 
tors, and the Soviets are no exception, as will be made plain by 
a thoughtful perusal of the article elsewhere in this issue describ- 
ing a recent consignment of Russian lumber. 

It is commonly said that, owing to the cheapness of labor, it is 
practicable for manufacturers in Europe to expend more labor 
upon their products than can be economically expended upon 
similar products in the United States. But in the case of many 
products American manufacturers have demonstrated that, even 
with more highly paid labor, because of its efficiency, they can 
meet European competition in the world’s markets. That has 
been true with respect to lumber in most foreign markets. 

While there is little to fear from the competition of Russian 
lumber in American markets, there is in the character of the 
Russian product a suggestion of opportunities for improvement in 
American methods of manufacture that will likely be welcomed 
by lumber producers in this country. Accurate sawing, trimming 
and edging add to the value of a product that is to be used without 
further refinement, and there are intimations that important econ- 
mies in utilization are involved. America may not be ready for 
widths in multiples of -a half-inch, thicknesses in multiples of a 
quarter-inch and lengths in multiples of one foot; and yet the 
economy of material effected by manufacture, according to such 
standards, must appeal to those who wish to conserve their timber 
supply in every practicable manner. A careful reading of the 
article here referred to is recommended. 








Creating Sales by Suggestion 


HERE IS AN old adage to the effect that “A bird in the 
© hand is worth two in the bush.” The modern version reads, 

“A customer in the store is worth ten on the street,” at 
least, that is the principle that the department stores, chain 
stores and other exponents of high-pressure modern merchandis- 
ing work upon. 

For instance, step into a chain drug store and ask for a tooth- 
brush and see if you will get out without being asked to buy a 
tube of toothpaste, or vice versa. Or if razor blades are what 
you ask for, there is a good chance that you will walk out of 
the store the proud possessor also of a patent stropper, a new 
brush and probably a couple of tubes of some new and highly 
recommended shaving soap. 

After you get out on the sidewalk and feel of your bulging 
pockets, you may wonder how it was done. You recall that you 
had no intention of buying anything more than the single item 
that you asked the clerk for, and yet you have acquired a number 
of other articles that you very likely may need some time, but 
certainly had no intention of buying today. 

Do you feel that you have been “hornswoggled” or in any way 
imposed upon? Not at all. The articles probably are honest mer- 
chandise, worth the price, and you would have had to buy them 
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before very long, anyway. Neither the salesman nor his em- 
ployers, although striving to increase their sales volume by every 
cent possible, has any desire to force unwanted goods upon any 
one. Indeed, to do so would be suicidal, as the store expects 
to continue in business at the same location for a long time, and 
it wants to sell you and your family and your friends again and 
again. Therefore, it is essential that there shall not linger in 
the mind of the customer any thought that he has been taken 
advantage of. 

For that matter, no intelligent adult will buy an article that 
he does not want simply because a salesman suggests that he 
do so. What the salesman has done, if he is a real one and not 
a mere curbstone barker, is to sell you today, in his store, what 
otherwise you would have bought next week, or next month, in 
someone else’s store. Perfectly simple, isn’t it? 

So simple, in fact, that it seems strange that more lumber and 
building material dealers do not apply the same principle. Does 
the average dealer, when a customer comes into his.yard, mentally 





visualize the fact that the customer has at that moment just so 
much buying power, and no more—his total buying power being 
represented by cash in pocket, paycheck or other income about 
due, balance in bank, and legitimate credit? Does he realize that 
a host of unseen competitors, most of them not in the lumber 
business, are scheming to get as much of it as they can? In the 
customer’s own mind there may, at that moment, be an argument 
going on as to whether this week’s pay check shall go toward a 
new radio or for needed repairs or improvements to his home. 
To cast the deciding vote is the legitimate function of the lumber 
merchant. 

In a man comes in to buy a few boards ta fix the porch steps, 
and the dealer persuades him that it would be a fine idea to 
have his roof reshingled, new floors laid, or a closet built, he 
has performed a real service both for the customer and himself, 
provided the improvements are really needed; and if they are 
not needed, there is small likelihood of a customer being per- 
suaded to have them made. 











Lumber Movement Ahead of Year Ago 


[Special telegram to AMERICAN LUMBERMAN] 

WasHIncton, D. C., Feb. 16.—Reports re- 
ceived by telegraph today from 339 of the lead- 
ing softwood lumber mills of the country 
indicate that orders are maintaining the high 
plane recently established as compared with 
last year. Orders for the week ended Feb. 
11 were 58,000,000 feet, or 38 percent, larger than 
for the corresponding period of 1927; ship- 
ments and production increased in much the 
same proportion. As compared with the pre- 
ceding week, the volume of buying was about 
the same, there was little or no change in 
production and shipments fell off noticeably. 

Owing to the heavy accession to the list of 
hardwood reporting units, it is impossible to 
make helpful comparisons with previous pe- 
riods, either for the hardwood mills or the 
lumber mills as a whole. 

The unfilled orders of 217 southern pine and 
West Coast mills at the end of last week 
amounted to 541,055,849 feet, as against 608,- 
644,241 feet for 215 mills the previous week. 
The 104 identical southern pine mills in the 
group showed unfilled orders of 227,264,940 
feet last week, as against 220,631,369 feet for 
the week before. For the 113 West Coast 
mills, the unfilled orders were 413,790,909 feet, 
as against 388,012,872 feet for 111 mills a week 
earlier. 

Altogether the 339 reporting softwood mills 
had shipments 98 percent, and orders 113 per- 
ment, of actual production. For the southern 
pine mills, these percentages were respectively 
90 and 100; and for the West Coast mills, 89 
and 108. Of the reporting mills, the 339 with 
an established normal production for the week 
of 218,552,463 feet, gave actual production 
102 percent, shipments 100 percent, and orders 
116 percent thereof. 

The softwood figures for last week, the 
week before (revised) and the same week last 
year, follow: Production—223,428,000 feet, 
against 222,153,000 feet the week before, and 
184,969,000 feet last year. Shipments—219,- 
263,000 feet, against 240,883,000 feet the week 
before, and 173,913,000 feet last year. Orders 
—253,217,000 feet, against 255,982,000 feet the 
week before, and 195,133,000 feet last year. 

The hardwood figures for last week, the 
week before and the same week last year, 
follow: Production—36,440,000 feet, against 
12,924,000 feet the week before, and 20,861,000 
feet last year. Shipments—37,250,000 feet, 
against 11,152,000 feet the week before, and 
22,054,000 feet last year. Orders—46,457,000 
feet, against 13,480,000 feet the week before, 
and 24,761,000 feet last year. 

[Note:. “Normal” production as now re- 
ported by all but two of the nine reporting 
associations to the National lumber trade 
barometer is an average of past actual produc- 





tion over a period of from two to five years 
immediately preceding 1928. The two excep- 
tions base reports on estimated capacity.] 


The West Coast Lumbermen’s Association 
wires that new business for the 113 mills re- 
porting for the week ended Feb. 11 was 8 per- 
cent above production, and shipments were 11 
percent below production, which was 115,263,- 
963 feet, as compared with a normal préduction 
for the week of 100,778,767 feet. Of all new 
business taken during the week, 49 percent 
was for future water delivery, amounting to 
61,035,738 feet, of which 43,421,646 feet was 
for domestic cargo delivery, and 17,614,092 
feet export. New business by rail amounted 
to 57,456,600 feet, or 46 percent of the week’s 
new business. Forty-one percent of the week’s 
shipments moved by water, amounting to 
$2,333,574 feet, of which 30,141,014 feet moved 
coastwise and intercoastal, and 12,192,560 feet 
export. Rail shipments totaled 53,754,906 feet, 
or 53 percent of the week’s shipments, and 
local deliveries, 6,114,101 feet. Unshipped 
domestic cargo orders totaled 128,986,364 feet; 
foreign, 114,714,507 feet, and rail trade, 170,- 
090,038 feet. 

Further improvement of employment condi- 
tions in the Pacific Northwest was noted dur- 
ing the last week, according to the 4L em- 
ployment service. Douglas fir logging is now 
more active and nearly all of the major 
Douglas fir mills are cutting. Although there 
is still much unemployment in the western 
pine district, the situation is considerably ith- 
proved with the starting of the season’s cut at 
several mills at this unusually early date; 
night shifts have been put on at a few pine 
mills, 

The Western Pine Manufacturers’ Asso- 
ciation reports production from 30 mills as 
13,461,000 feet, and a normal figure for the 
week of 19,130,000 feet. The previous week 
33 mills reported production as 13,154,000 feet. 
Shipments and new business were considerably 
less this week. 

The California White & Sugar Pine Manu- 
facturers’ Association reports production for 
the week from 14 mills as 5,696,000 feet, as 
compared with a normal production of 6,002,- 
000 feet. Nineteen mills the week before re- 
ported production as 10,791,000 feet. There 
were heavy decreases in shipments and new 
business. 

The California Redwood Association re- 
ported from 15 mills production figures for 
the week of 8,633,000 feet, compared with a 
normal production of 8,030,000 feet, and for 
the preceding week, 8,753,000 feet. Shipments 
this week were about the same, with a good 
gain in orders. 

The Northern Pine Manufacturers’ Asso- 
ciation reported production from 9 mills for 
the week as 6,824,600 feet, as compared with 


a normal production of 6,559,400 feet, and for 
the previous week, 6,630,000 feet. Shipments 
and new business were somewhat below the 
week before. 

The Northern Hemlock & Hardwood Manu- 
facturers’ Association (in its softwood pro- 
duction) reported production from 16 mills 
as 1,238,000 feet, as compared with a normal 
for the week of 2,136,000 feet. Eighteen mills 
for the preceding week reported production 
as 1,769,000 feet. Shipments showed a notice- 
able decrease this week and orders decreased 
heavily. . 

Reports from 16 hardwood mills of the 
Northern Hemlock & Hardwood Manufactur- 
ers’ Association gave production as 4,740,000 
feet, as compared with normal figures of 
5,488,000 feet. Eighteen mills the previous 
week reported. production as 5,117,000 feet. 
Shipments showed some decrease, and erders a 
substantial increase. 

[The barometer of the Southern Pine Asso- 
ciation appears on page 54.—Enpiror.] 

[Report of Hardwood Manufacturers’ Insti- 
tute for week ended Feb. 9 appears on page 
83.—EpIror. | 


[Special telegram to AMERICAN LuMBERMAN] 
Norrotk, Va., Feb. 16—For the week 
ended Feb. 11, thirty-five mills reporting to the 
‘North Carolina Pine Association, and having 
a normal production of 8,436,000 feet, manu- 
factured 6,438,049 feet, shipped 6,071,795 feet, 
and booked orders for 4,702,500 feet. 


Discusses Hardwood Plan 


[Special telegram to American LumMBERMAN] 

Pine Biurr, Ark., Feb. 15.—The West Side 
Hardwood Club held here today at the Hotel 
Pines one of the best meetings in many months. 
President E. H. Elsberry was in the chair and 
directed the meeting. An open discussion of 
the merits of the program outlined by the 
Hardwood Manufacturers’ Institute at the 
recent conference of hardwood manufacturers 
held in Memphis brought forth some splendid 
talks in favor of the plan. It was found that 
a majority of the members were already par- 
ticipating in the new plan and it was again 
pointed out that only through concerted ac- 
tion by all of the mills can the industry hope 
to effect improvement. 

The twenty-four mills represented at today’s 
meeting reported stocks on hand at 85,000,000 
feet, orders aggregating 15,000,000 feet with 
10,000,000 feet of logs. Flooring oak has been 
moving very freely with prices advanced 
about $3 a thousand and it was reported that 
inquiries for other woods have been excep- 
tionally good with a heavy volume of ship- 
ments since the last meeting. The club will 
hold its next meeting here on March 21. 
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Sand Blast Etching of Wood 


We desire to know where we can get in 
touch with concerns in position to do sand 
blasting in etched designs, and also in flat 
surfaces with and without staining and fin- 
ishing, on various hardwoods and softwoods, 
such as oak, butternut, ash, chestnut, red- 
wood, Douglas fir, Pondosa pine, Sitka spruce, 
shortleaf pine. Any information you can give 
us along this line will be appreciated.—In- 
quiry No. 2,092. 


{This inquiry comes from a lumber organ- 
ization which is interested in promoting the 
use of wood. Responses are desired from 
concerns able to do this sand blasting or from 
persons who know of concerns that are doing 
this work.—EbiTor. ] 


Stands and Uses of Woods 


The writer has been asked to appear on the 
program of a teachers’ association which con- 
venes in our city in April, giving a talk on 
the different kinds of hardwoods and their 
uses, incidentally bringing out the amount of 
standing timber of each species, its location 
and the specific use for which it is adapted. 
While I have been asked to talk particularly 
regarding hardwoods, I wish to give a word 
also on softwoods, which we think of as fir, 
spruce etc. 

I shall be glad to have you send me by mail 
information regarding books that are available 
along this line.—INQuiry No. 2,093. 


[This inquiry comes from Washington. As 
there has been no comprehensive and authori- 
tative census of the timber stand of the coun- 
try made, such figures as are available are only 
estimates. In fact, legislation now before Con- 
gress is designed to provide the means of mak- 
ing a comprehensive census of the timber 
resources of the country, with a view to afford- 
ing a sound basis for a forestry program. 

The only table available at this time is one 
that was prepared in 1920 and that is doubt- 
less based upon some data at least that was 
collected some years prior to that date. The 
table is given below. 

With respect to books dealing with uses of 
lumber, probably the best are Kellogg’s “Lum- 
ber and Its Uses” and Koehler’s “The Proper- 
ties and Uses of Wood,” both of which are 
supplied by the AMERICAN LUMBERMAN at the 
publishers’ prices, $4 in the case of the first 
and $3.50 in the case of the second. 

Perhaps it will not be out of place here to 


say that this inquirer is to be commended for 
accepting an invitation to address a teachers’ 
organization on lumber and its uses. There is, 
of course, a vast amount of material related 
to the subject on which this inquirer intends to 
speak, but much of it is scattered through the 


pages of the AMERICAN LUMBERMAN and 
through numerous bulletins issued by the For- 
est Service and in other periodicals. It is 
hoped that this inquirer will be able to obtain 
from the books mentioned and from the table 
here printed enough acceptable material to 
enable him to do justice to the subject he in- 
tends to discuss.—EpITor. | 


Designs for Porch and Lawn Furniture 


We have in connection with our business a 
small woodworking plant, and in order to take 
up the slack periods we desire to make such 
items as porch, lawn and kitchen furniture, 
and garden trellises. We shall be very much 
obliged if you will advise us where books 
giving instructions and plans for making up 
these and similar items can be obtained.— 
INQUIRY No. 2,091. 


[This inquiry comes from the West Indies. 
The Southern Pine Association some months 
ago published a very attractive book entitled 
“Beautifying the Home Grounds” which con- 
tains pictures and instructions for making lat- 
tice work and lawn structures of the kind men- 
tioned in this inquiry. The Long-Bell Lumber 
Co. also has published a beautiful book entitled 
“The Book of Lawn Furniture.” There are a 
number of manuals designed for the use prin- 
cipally of manual training students that con- 
tain directions for the making of lawn and 
porch furniture. The name of this inquirer 
will be supplied on request.—Epitor.] 


—— 


Skidding Attachments for Tractors 


Will you kindly give me the names and ad- 
dresses of those concerns you know of who 
are manufacturing log skidders for use in con- 
nection with the Fordson or the McCormick- 
Deerirg tractors. Also please give me the 
names and addresses of parties from whom I 
may secure a book of plans for summer camp 
cabins or bungalows.—INQuIRY No. 2,094. 


[This inquiry comes from North Carolina. 
In response the names of several concerns 
have been supplied. By some concerns ‘attach- 
ments are made for providing crawler traction 
for the tractors to be used in skidding, that is, 
pulling or dragging logs. In other cases 
winches or drums are provided for tractors 
so that logs can be drawn in by means of 
cables. 

Several books of plans for simmer cabins 
and bungalows have been published and the 
AMERICAN LUMBERMAN supplies these at the 
publisher’s price. They are listed and described 
in the catalog of Books for Lumberman which 
is mailed on request.—EbiTor. ] 


Would Buy Ironing Boards 


Do you know of a firm that manufactures 
ironing boards? We are making a kitchen 
cabinet with ironing board attached and 
thought it might be practicable for us to buy 
the ironing boards already made up. 

Is plywood ever used in the manufacture of 
ironing boards? We want to get away from 
glue joints.—INqQuiIRY No. 2,090. 


{This inquiry comes from a lumber concern 
in Pennsylvania. In response the names and 
addresses of a number. of manufacturers of 
built-in wood specialties have been sent. The 
name of the inquirer will be supplied on re- 
quest.—Eb1Tor. ] 
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TIMBER STAND: SAW TIMBER, UNITED STATES, BY SPECIES AND 
REGIONS, 1920 
f S. Atlan- Lower 
_New Middle ticand Missis- 
Species England Atlantic Lake Central EastGulf sippi Total 
(Million board feet—i. e., 000,000 omitted) 
ORE A 1,510 ,500 8,301 64,712 27,389 49,460 157,372 
Birch, beech and maple. 8,143 16,897 36,076 20.505 4,522 4,641 90,784 
I oo bab, a dain i eect * (demdai a ~@st—2 3,728 13,400 26,918 44,222 
eS 960 ma aha 7,98 7 Peres 19,319 
| eS See 40 412 187 6,791 3,183 5,171 15,784 
Cottonwood and aspen. 374 13 999 2,131 1,340 5,967 10,824 
Patow vt Seamnnee Fes ee 215 tH ent 2,929 1,256 3,182 ,98 
i hté6se bee Suda 2 5,193 4,020 265 9,611 
PN) tt cise odi-eee.owé 77 2,113 21,887 19,174 21,524 36,996 101,771 
Eastern hardwoods 11,319 29,504 69,350 133,152 83,750 132,600 459,675 
i Ce ~~ CGtee ) «(hecGe. | cee es 365 121,442 135,884 257,691 
Rs dot en bec. 00 bos 1,804 5,036 18,301 3,910 Se sere 30,896 
Spruce and fir......... 23,971 2,948 meee . edens rere 31,572 
Cypress .. tte Rsewern SA ahd. eben kenke  “xema's 11,208 11,713 22,921 
White and Norway pine 9,816 4,037 8,000 515 a 23,457 
DUC SS so beeoete 2,889 3,332 10,687 6,528 362 711 24,509 
Eastern softwoods 38.480 15,353 40,760 11,318 136,827 148,308 391,046 
Speci hoa rey 
es Mt. oast Total 000,000 feet of logs afloat in 
Douglas fir........ “ Bs P 
Werte others pine 36,943 658,571 595,505 the Snohomish River and its 
wand Jeffrey pine. 66,125 183,453 249,578 tributaries, the first of the 
estern hemlock... ,0$ ,000 95,092 month etw: i 
See 8,870 82,479 91,349 aoa ep a nye ai al ec 
IR dein acy heeds 72,208 72,208 © BSSS GS Ravigewee. 
Weoters watts pine T - - & 
and sugar pine... 18,586 38,485 57,071 
Western red cedar. 4,348 49,000 563,348 The steam sawmill of Thomas 
Lodgepole pine.... 39,353 4,566 43,919 Auger & Co. at Scofield, Mich., 
ED, Sire as brace Bra: ,467 13,355 39,322 w com ] 
cn oh aie aa 21,366 44,914 66,280 “ pletely ves 





West’n softwoods 223,141 1,141,031 1,364,172 


Friday of last week by the ex- 
plosion of the boiler. There 





were five persons in the build- 
ing at the time, but strange to 
say, none were killed and only 
two badly injured. 


The sawmill at Tacoma, 
Washington Territory, cut 112,- 
000 feet of lumber in eleven 
and one-half hours recently. 

* + * 


Bird & Holcomb, of Stephen- 
son, Mich. are _ buildin a 
tramroad upon which to ‘het 
logs to their mill. The track 
is to be of wood instead of 
iron, and it is expected that 
the cost will not exceed $250 
per mile. The experiment will 
be watched by other lumber- 
men in that vicinity with con- 
siderable interest. 

ie ie 

Stanton, Mich., shipped 4,262 
car loads of lumber and shin- 
gles to market in 1877. 


The mud in country roads 
seems to get deeper and deeper 
every day, and its effect upon 
the sales of lumber from in- 
terior yards is such as to ma- 
terially diminish the volume of 
their orders. No one, however, 





seems to grumble at the situa- 
tion, the prevailing impression 
being that the quantity of stock 
in the market is no larger than 
it should be for the demand 
that will probably be experi- 
enced. 
* 8 *® 

The war between the eastern 
railroads has caused them to 
make some concessions in their 
freight rates. They are un- 
doubtedly in hopes that the 
variations may be speedily ad- 
justed and the rates restored 
to the old basis. 

* 8 *# 

A. W. Farr of Portage, Mich., 
is — in 4,000,000 feet of 
hemlock logs, besides a quan- 
tity of shingle and stave bolts. 


* * 


The citizens of Cadillac, 
Mich. are raising funds to 
build a railroad from that point 
to Reeder on Muskrat Lake, for 
the purpose of securing a large 
tract of pine timber near that 
village, which can not be moved 
by any other means. Surveys 
have been completed, iron se- 
cured, and the funds mostly 
guaranteed. The _ estimated 
cost of the road is $150,000. 
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Southern Pine Volume Increases; Prices Stronger 


Southern pine orders were slightly above production dur- 
ing the week ended Feb. 10, though there had also been a 
gain in output. Average bookings per unit of production 
were considerably larger than in the preceding week, dur- 
ing which there seems to have been a temporary lull, The 
inquiry is now quite promising. The mills have very heavy 
order files, which have been steadily increasing in the last 
few weeks, partly because assortments of some of the most 
wanted items are becoming broken. Yards in the South 
and Southwest appear to have been supplying the bulk of 
the business, and their orders have been running strongly 
to medium grades. In the middle West country yards are 
more generally in the market than city, while eastern trade 
continues slow. The whole tone of the market is more sat- 
isfactory, there being a readier acceptance of mill quota- 
tions, as it looks as if there will soon be slight advances. 


North Carolina Pine Slow; Roofer Market Stronger 


North Carolina pine mills have been finding business 
rather slow, having sold only ninety percent of their cut 
during the first five weeks of the year. In this period they 
had cut 76 percent of normal amount, against 71 percent for 
the corresponding period of last year. Bad weather has been 
keeping down retail sales in the East, though in the last 
week yards have been moving out a good deal more material. 
In the South, business has been better. Higher grades of 
yard stocks have therefore been rather slow, while the lower 
have been pretty well taken care of. Box makers have been 
taking only current needs, and look keenly for bargains. 
Prices as a whole show practically no change, but occasion- 
ally a mill makes a concession for immediate shipment busi- 
ness. Roofer manufacturers have reported improvement in 
volume of orders, with current sales mostly around $18 for 
the 6-inch. Production remains curtailed at the larger mills, 
though the smaller plants continue active. 


Cypress Volume Gains and Low Prices Are Withdrawn 


Volume of business in southern red cypress appears to be 
making some gain. Mill production is still much curtailed, 
and stocks are rather heavy. Florida trade, however, will 
probably be able to absorb a larger quantity of the cut this 
year, as stocks of retail yards have at last been reduced to 
about the buying point. Industrial demand from the North 
is considered fair, and finds tank stock scarce. Most shop 
items have been moving fairly well, though 4/4 continues 
in too heavy supply and is weak. Northern yard trade is 
becoming the best division of the market. As a result of 
gains in bookings and prospects for further increase, prices 
have taken on a firmer tone, and the low quotations put out 
some weeks ago have been withdrawn. 


Northern Pine and Hemlock Trade Seasonably Good 


Northern pine mills have shipped ten percent more than 
their cut during the first five weeks of the year, which was 
of course a period of low output. Volume of bookings tends 
to gain, and present inquiry encourages the hope that there 
will soon be a further expansion in the movement. Retail 
yards in the middle West have been showing more interest 
in stocking up for spring. Increased activity in metal work- 
ing industries is resulting in more inquiry in regard to pat- 
tern lumber. Box grades have recently been in excellent de- 
mand in the middle West. In the East, wholesale volume is 
running ahead of last year’s at this season. Quotations on 
all items are firm, in view of the fact that dry stocks of 
wanted items are none too plentiful. Improvement in the 


Lumber Statistics Appear on Pages 54 and 83; 





weather may result in a larger log input than last season’s. 

Business in hemlock has shown a healthy, seasonal in- 
crease during the last week. Wisconsin and Michigan 
retailers are showing a desire to build up stocks for spring, 
as a good trade is expected in rural and resort sections. Mill 
stocks are low, and prices firm at $4 off list. 


West Coast Mills Are Building Up Heavy Order Files 


For the first five weeks of the year, West Coast mills 
booked orders for eight percent more than their production, 
but shipped two percent less. In the week ended Feb. 11, 
orders were in the same relation to production, but ship- 
ments were eleven percent below. Some mills appear to be 
delaying shipments in order to avoid overweights, and 
stocks in shipping condition are known to be quite low. 
In the last week there was a marked expansion in domestic 
cargo shipments, especially to the Atlantic coast, where 
spring trade is opening up. California stocks are low, and 
improved prospects encourage replenishment. Rail trade 
volume is maintained, and the heavy volume of inquiry sup- 
ports the expectation that it will soon expand. Clears are 
still scarce. Prices are strong, with advances predicted. 


California Redwood Mills Have Large Order Files 


Redwood mills during the first five weeks of the year re- 
ported a production twenty percent in excess of normal, be- 
cause stocks of many items had run down and had to be 
replenished for spring trade. Bookings covered 95 percent 
of the cut, however. As shipments amounted to only 74 per- 
cent of the cut, files of unfilled orders were well filled out, 
and stood about thirty percent above normal on Feb. 4. So 
far this year, the northern part of the State has been the 
heaviest buyer, but it is believed southern California will 
soon order on a larger scale. Eastern trade has been fair, 
and is showing steady expansion. Market prospects are 
good, and prices have a firm tone. 


Northern Hardwood Mills Book Good Week’s Business 


Trade in northern hardwoods has been a little draggy, 
but appears to be picking up, a fine volume of business 
having been booked in the week ended Feb. 4. Volume of 
orders being placed by most industrial concerns is thought 
to be less than present consumption, with consequent reduc- 
tion in their stocks of raw material. They are proceeding 
cautiously, but confidence in the business outlook is in- 
creasing and they should soon be in the market for larger 
amounts. More orders might also be expected from the 
hardwood flooring factories, as on Jan. 1 their stocks— 
which were 6.5 percent larger than on Jan. 1, 1927—-were 
80 percent covered with orders, against a covering of only 
69 percent the first of 1927. Prices remain firm. 


Southern Hardwood Orders Far Ahead of Production 


The Hardwood Manufacturers’ Institute, in its reports 
for the week ended Feb. 9, adopted a new basis for unit 
of production—a productive capacity of 35,000 feet a day. 
Output during the week was thirty-one percent below ca- 
pacity, but bookings were only eight percent below capacity 
and exceeded actual cut by one-third. Demand from all 
classes of buyers seems to be gaining, although most of 
them are ordering according to present needs. The best 
business comes from automobile plants, whose operations 
are expanding, but furniture makers are active and are 
taking increasing amounts. Both flooring and millwork 
factories are steadily in the market, as yard demand for 
their products has been showing improvement. Some shad- 
ing has been reported, but the list generally is stronger. 


Market Prices and Reports on Pages 91 to 96 
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To Guarantee Quality of Branded Lumber 
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Looking Into Highway and Tourist Camp Uses—Merits of Double Roof— 
Tests Show That Frame Construction Lowers Heating Costs 


Wasuincton, D. C., Feb. 16.—The National 
Lumber Manufacturers’ Association is again 
emphasizing this week the importance of the 
resolution adopted by the executive commit- 
tee of the board of directors in its meeting 
Jan. 31 declaring strongly in favor of grade- 
marked and trade-marked lumber as an essen- 
tial to the success of the National lumber trade 
extension campaign. 

According to headquarters, this resolution, 
unanimously adopted, was the first shot in a 
determined effort to create a nation-wide con- 
sumer preference for lumber of guaranteed 
quality. It is the purpose to draw a clear 
line of distinction for the mutual benefit of 
users and manufacturers of lumber between 
good lumber, well manufactured, carefully 
graded and accurately sized under American 
lumber standard rules, on the one hand, and 
inferior lumber, poorly manufactured, unsea- 
soned and carelessly graded, on the other. 

It is defin- 
itely proposed 


of such lumber, who feels that he is aggrieved 
regarding quality and sizes, will not have to 
enter into an interminable discussion with 
the manufacturer but will get prompt adjust- 
ment of his claim from the association. 

The grade-marking system in itself is ngt 
a new departure. It has been used for years 
by most manufacturers producing standard 
commodities. Lumber manufacturers in the 
South and elsewhere have carried on this 
system for some time past and the local suc- 
cess achieved by them has now enabled the 
National Lumber Manufacturers’ Association 
to take it up on a national scale. By becom- 
ing more familiar with lumber grades and 
being able to check up on their purchases, 
the consumers will be enabled to put each 
grade of lumber to its proper use. 

This important announcement in regard to 
the lumber manufacturers’ attitude toward 
grade-marking comes at a very appropriate 
time since the national committee is on the 
eve of launching its campaign for a wider 
use of grade-marked lumber. 


home owners, according to the National Lum- 
ber Manufacturers’ Association, which points 
out that laying new shingles over old roofing 
material is one of the most advantageous 
methods of roof repair. While the practice of 
covering roofs and siding with a layer of wood 
is not new, having been used almost universally 
by the early New England settlers to protect 
themselves from the bitter winters, it is coming 
more and more into vogue. Instead of remov- 
ing the covering of old shingles, the wise owner 
nowadays lays his new shingles over the old 
roof. Briefly stated, the advantages accruing 
from this practice are: 

It saves the cost of removing the old roof 
and avoids dirt and litter of old shingles. It 
saves labor in cleaning up the scattered shingles. 
It keeps the house protected from storms dur- 
ing shingling. It reduces fuel bills, and also 
increases the comfort of the house both in 
winter and in summer. 

It has been 





to put the 





financial guar- 
anty of the 
National 
Lumber 
M an ufactur- 
ers’ Associa- 
tion behind 
every stick of 
grade - marked 
lumber from 
the mills au- 
thorized to 
use the asso- 
ciation trade- 
mark. 
In the opin- 

ion of the a 
committee, no 
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that shingled 
roofs are 
splendid insu- 
lating medi- 
ums and that 
an extra cov- 
ering of 
shingles on a 
house may be 
compared toa 
warm overcoat 
in winter. 
Likewise, 
wood being a 
nonconductive 
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greater serv- 
ice can be 
rendered to 
the buyers and users of lumber, and to the 
cause of practical conservation. 


Since the meeting of the executive commit- 
tee, headquarters has submitted to all mem- 
bers, including the few who were unable to 
attend the meeting, a copy of the resolution 
for their signatures. Signed copies of the 
resolution are being sent to all contributors to 
the trade extension campaign and to others 
interested. 


Commends Stand on Grade-Marked Lumber 


In a statement today, Axel H. Oxholm, di- 
rector of the National Committee on Wood 
Utilization, strongly commends the action of 
the executive committee of the board of di- 
rectors of the National Lumber Manufacturers’ 
Association in inaugurating grade-marking of 
lumber produced by association members and 
backing it with a financial guaranty. Mr. Ox- 
holm points out that his committee considers 
this one of the most important steps toward 
efficient use of forest products. Mr. Oxholm 
says: 

The plan calls for the marking of each piece 
of lumber with the grade it represents in 
accordance with American Lumber Stand- 
ards. These standards are promulgated and 
approved by the Department of Commerce. 
The most important feature of this plan is 
the financial guaranty offered by the asso- 
ciation in regard to the correctness of the 
lumber grades of its members. The associa- 
tion assumes direct financial responsibility 
to the public for the grade-marked lumber 
bearing the association symbol. A purchaser 


Billboard designed by General Outdoor Advertising Co. 


Reports received from the central division 
indicate that two new pamphlets “New Homes 
From Old Houses” and “A Few Boards,” re- 
cently published by the National association, 
are being enthusiastically received by home 
economics extension workers. One demon- 
strator said that “A Few Boards” contained 
just the material for which she had been look- 
ing for months and that she could distribute 
2,000 copies to advantage. 

Plaster inspectors of San Diego recently in- 
terviewed by E. E. Bowe, of the western divi- 
sion, state that plastered walls with lime and 
sand plaster are coming back in style and that 
there will be an increased demand for wood 
lath. The inspectors told Mr. Bowe that they 
allow no pitch pockets which go through the 
lath to be accepted. They are educating lathers 
to place the side of the lath which contains 
a pitch streak or pocket which does not go 
through the lath to the stud side of the wall. 

Requests for addresses by Winfield Scott, 
public relations representative of the western 
division. are coming in rapidly from service 
clubs, women’s organizations and schools. Mr. 
Scott will make a speaking tour of northern 
California between March 15 and April 15 
and has already obtained many speaking dates 
for talks on reforestation. He will be avail- 
able as a speaker for California forestry pro- 
grams during the week of April 22-29. 


Shingled Roofs as Insulating Mediums 


Recent developments in regard to roofing 
practices have proved of distinct benefit to 


in a more 

comfortable 

dwelling in 
summer, in that wood retains heat from with- 
in and repulses heat from without. 

One of the additional advantages from this 
new re-roofing practice is that it makes the 
house look more substantial, and therefore adds 
to its value. The old shingles are entirely hid- 
den from view and the new ones give an ap- 
pearance of thickness to the roof that lends it 
an air of durability backed by reality. Not 
only may shingled roofs be treated in this man- 
ner, but any kind of roofing material that is 
firm may be covered with a layer of shingles. 
It is necessary to cut away only possible over- 
hang so that the old material will not show at 
eaves or gable edges. 


Reducing Fuel Wasted in Heating Homes 


American home owners are spending need- 
lessly about a billion dollars a year for fuel to 
heat faultily constructed houses, according to 
thermal engineers who have studied the insu- 
lating properties of certain building materials 
and the methods of constructing warmth-re- 
taining homes. A publication recently issued 
by the bureau of standards indicates that al- 
most one-third of the home-owner’s heat dol- 
lar escapes through roofs and walls, and about 
15 percent through and around doors and win- 
dows. 

It is estimated that only about 50 cents of the 
dollar invested in fuel for the average home 
ever reaches the living rooms at all. The rest 
goes up through the chimney or into the ash 
can in the form of .unburned fuel. With a 


good heating plant and careful firing this 
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res: 
waste can be reduced to 40 cents, and in ex- 
ceptional instances where the chimney draft 
is good, to 30 cents. ; 
Fifteen to 20 percent of the fuel otherwise 
wasted can be saved, according to the bureau 
of standards, by weather-stripping the win- 
dows; 25 to 30 percent by using double or 
storm windows in addition. The use of % 
inch of insulation material between the studs 
produces about the same effect. Much better 
results, the bureau says, are secured if this 
insulating material is placed in the middle of 


‘the stud spaces in a frame wall than if it is 


used as sheathing or plaster base. 
Insulating Qualities of Wood 


Aside from the annual fuel saving and great 
comfort, an insulated house requires a smaller 
heating plant than a non-insulated house of 
the same size and saves on the initial cost of 
furnace, radiators and piping. On the other 
hand, the cost of special insulation for a new 
house varies from 3 percent upward of the to- 
tal cost of the building. It is held to be very 
fortunate, therefore, that lumber, from which 
more than 80 percent of American homes are 
built, is an excellent insulating material. Other- 
wise the country’s. aggregate fuel bill would 
be much greater. Wood leads all other struc- 
tural materials used for dwellings, the heat loss 
per inch of thickness being in proportion of 
one to six or eight for concrete, three to six 
for brick, three for gypsum and two to five 
for plaster. 

Tests conducted under the auspices of the 
Norwegian Government clearly established the 


insulating qualities of wood. Prof. Andrew 
Bugge, of the Norwegian Technical Univer- 
sity, erected 27 small houses, each of a differ- 
ent building material or combination of ma- 
terials. The floors, ceilings, double windows 
and doors were all alike, the only variable fea- 
ture in the houses being the construction of 
the walls. Electric heaters were turned on and 
the houses kept to 70 degrees. The meters 
told the story. Frame construction led all 
others in economy of heat. 


Home Building and Equipment Exposition 


The largest collection of lumber exhibits 
ever shown at an exposition will be on dis- 
play at the ninth annual own-your-home build- 
ing and equipment exposition which will open 
Tuesday, Feb. 21, at Madison Square Garden, 
New York. The exposition will continue daily 
and evenings for eight days. Arthur T. Up- 
son, manager of the eastern division of the 
National Lumber Manufacturers’ Association, 
is chairman of the lumber and wood products 
committee of the exposition. 

Outstanding among the wood exhibits will 
be the lumber house in Madison Square Gar- 
den, built by the National Lumber Manufac- 
turers’ Association. It will show all the de- 
tails of proper frame construction and 
methods of interior wood finish and decoration. 
Other exhibits of interest will be those of 
several lumber manufacturing associations, in- 
cluding the maple flooring producers, the 
Southern Pine Association and the West 
Coast Lumber Bureau, in addition to exhibits 
of special wood products by smaller groups of 





Business in Brief 





Probably, the latest week in business can be described as one in which most of the gains 
that have been made within recent weeks have been held and the trend toward betterment 
continued in evidence. Rarely in times past, it is believed, has so nicely 

GENERAL balanced a situation come about as that which now exists. Loadings of 
revenue freight for the week ended Feb. 4 totaled 926,204 cars, a gain of 

23,372 cars over the week ended Jan. 28, which also made an increase of 18,737 cars above the 
week ended Jan. 21. Bank clearings for the latest week, as reported by Dun’s totaled 
$9,971,873,000, compared with $8,930,779,000 for the corresponding week of 1927. Commercial 
failures for the later week numbered 546, compared with 594 for the corresponding week of 1927. 


The money situation during the last week has ruled somewhat firmer, as indicated by the 

call rate of 4% percent in New York Harvard Economic Society’s wholesale commodity price 

index declined for the week ended Feb. 8 to 96.6 from 97.1 for the week 

PRICES ended Feb. 1; this being the fourth consecutive weekly decline, but the total 

has been only 1.7. Prior to Jan. 11 there had beem three successive ad- 

vances, the total being relatively small. Dumn’s records 32 advances to 44 declines in com- 

modity prices for the week, the price index for the latest month standing at $191.884, compared 
with $185.471 for the corresponding month of 1927. 


Both corn and wheat registered substantial gains in the market during the last week; No. 2 

red wheat rising to $1.62, at Chicago, compared with $1.56 the week before and $1.524% last 

year. No. 2 yellow corn rose to $1.12% last week, from $1.07% the week 

PROVISIONS before and 93%c last year. Extra creamery butter dropped to 47c a pound 

last week, from 48c the week before and 5lc last year. Spot cotton at New 

Orleans rose to 17.65c a pound during the middle of the week, and to 18.25c a pound at New 
York, thus registering a gain of fully $20 a bale over the corresponding date of last year. 


During the last week the steel situation has strengthened in several particulars. There have 
been increases in orders received for future shipment, gains in requisitions for immediate 
delivery and a consequent enlargement of current output. Mills in the 
STEEL Chicago district are operating at 92 percent, and in the Pittsburgh district 
at 75 to 8 percent of capacity; the total increase in volume for last month 
being placed at 26 percent. With this improvement im the sales situation has come an advance 
in prices to be made effective in the early future. 
According to estimates of the bureau of mimes the output of bituminous coal for the week 
ended Feb. 4 amounted to 10,116,000 net tons, including coal coked at the mines and lignite, 
compared with 10,121,000 net tons for the week ended Jan. 28, a reduction 
FUELS for the later week of 5,000 tons. Anthracite, however, for the later week 
increased to 1,579,000 net tons, making a gain of 27.7 percent over the week 
immediately before. The average daily output of crude oil, as estimated by the American 
Petroleum Institute, for the week ended Feb. 11 was 2,358,500 barrels, compared with an aver- 
age output of 2,366,300 barrels daily during the week ended Feb. 4. 











producers and by individual manufacturers. 

“good construction section” will show 
models of a large variety of lumber con- 
struction and products. Competing materials 
and materials associated with lumber con- 
struction will be exhibited with those of equip- 
ment and furnishings for the home. 

Saturday, Feb. 25, has been set aside as 
lumber day. All during the exposition, how- 
ever, there will be talks by competent engineers, 
archifects and builders on good home con- 
struction. Many of the talks will be broad- 
cast. Preceding the opening, extensive pub- 
licity will ‘be given to the exposition in the 
form of electrical displays, posters and other 
forms of advertising. 

Those in charge of the show expect an at- 
tendance of approximately 200,000. The Na- 
tional association’s participation in the exposi- 
tion is expected to result in the crystallization 
of the urge to build a home in which lumber 
will play an important part. 

Wood Sash for Minneapolis Structure 


Edward J. Fisher, of the Minneapolis dis- 
trict office, reports that after considerable de- 
liberation the committee on interior finish for 
the new. Chamber of Commerce Building in 
that city has decided to use wood sash in the 
$600,000 structure. Before the decision was 
announced Mr. Fisher called upon members 
of the committee and stressed the advantages 
of wood sash. He found the chairman of 
the committee already familiar with “An 
Analysis of the Advertising Claims of Steel 
Sash” prepared by the engineers of the trade 
extension department of the National Lum- 
ber Manufacturers’ Association. 

Staff members of the central division are 
emphasizing the advantages of wood for vari- 
ous uses on State highways. They will call 
upon State highway commissioners and engi- 
neers in centra] division States, using as talk- 
ing points the superior qualities of wood when 
used as flooring for highway bridges, laminated 
signs for highways and posts to support them. 
posts for guard rails and plank for tops of 
guard rails. Engineers of the division are 
now obtaining data on specifications and main- 
tenance costs and photographs of wood con- 
struction incidental to highway work. 

In view of the increasing number of auto- 
mobilists’ tourist camps in all sections of the 
country, C. E. Close, of the central division, 
is preparing plans, specifications and bills of 
material for camp cottages of lumber. The 
idea is to design a complete layout for a unit 
of six cottages, with auxiliary buildings and 
a neat landscape effect suggested. Eac's cot- 
tage will be slightly different from the others. 
An attached garage will be a feature easily 
added. The design will also include an out- 
door fireplace, lunch counter near the road- 
side and tables for the use of passing motor- 
ists, 





To Engage in Lumber Business 


Evansvit_e, Inp., Feb, 15.—Frank L. Don- 
nell, who for the last few years has been asso- 
ciated with the Evansville Band Mill Co. here 
has resigned and has gone to Morris, near 
Greensburg, Ind., to engage in the lumber busi- 
ness. He was in the lumber business at Morris 
a number of years ago. Mr. Donnell is well 
known to the lumbermen of the State, having 
been president of the Indiana Hardwood Lum- 
bermen’s Association for several years. 

Frank M. Cutsinger, head of the Evansville 
Band Mill Co., has about closed out all the 
lumber he had on hand when the company sold 
its plant about two years ago to Graham 
Bros., truck manufacturers of this city. Mr. 
Cutsinger has no business plans for the imme- 
diate future. For a number of years Mr. 
Cutsinger was engaged in business in this city 
with the late Bedna Young under the firm 
name of Young & Cutsinger. This old firm 
operated one of the largest band mills in 
Evansville fifteen or twenty years ago. 

THERE ARE about 5,000 different economic uses 
for wood. 
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Searching for Sales Opportunities a Good Habit 


Real Efforts Made to Merchandise Color Harmony Led to Other 


Unexpected Business Besides Moving Paint Stocks 


Wandering about among the exhibits at 
the Northeastern convention, held this year 
in Boston, we fell into conversation with a 
paint manufacturer, whose concern, I under- 
stand, distributes its product exclusively 
through lumber yards and building material 
stores. This manufacturer repeated a com- 
ment made by a mid-western line yard execu- 
tive about the handling of paints. This 
executive, whose name he didn’t happen to 
mention, said he considered paints one of his 
best mercantile lines. It is a pleasant line 
to handle and brings in a reasonable profit; 
but this isn’t all. 

“I’d consider paint one of my most useful 
lines if it didn’t 
bring in a cent of 
profit,” this lumber- 
man was reported to 
have said. “It has a 
value I can hardly 
compute in training 
my branch managers 
in salesmanship. 
We'd been trying to 
train our managers 
in sound ways of 
creative selling, and 
we didn’t get very 
far with it. You can 
fix up rules and sug- 
gest methods, but 
these things don’t 
work very well until 
you actually get the 
managers interested; 
and they don’t seem 
to get interested 
until they have a 
clear-cut demonstra- 
tion of the fact that 
seeking sales really is effective in increasing 
volume. We put in a line of paints and 
made it clear that we expected this mer- 
chandise to move. 


Seeking Out Customers for Paint 


“It was something new. Our customers 
were accustomed to buying paints at other 
stores and to buying them only when they 
themselves had decided they needed paint. 
Naturally the creation of a new paint store 
didn’t excite these customers, and they con- 
tinued to think of the other places as the 
sources of their paint supplies. Our stock 
didn’t move, and it became clear to the man- 
agers that if they were to show a profit on 
the new line they’d have to seek out the 
customers. They began doing so, and to 
their surprise they found it fairly easy to 
interest prospects and to make sales. And 
while selling paints they found it easy to 
suggest other things; remodeling jobs, new 
roofs and the like. From that beginning we 
have developed the habit of looking for sales 
opportunities; and now our managers are 


well started on the business of creative sales- 
manship. And that’s the reason I say the 
paint line would have been profitable if it 
had not made us a cent of profit on paint 
sales. But as a matter of fact these sales 
are profitable and satisfactory. They round 
out our service and create customer satis- 
faction.” 

An eastern dealer said he had added paints 
and finishes in order to control the quality 
of these things and their application. 


A Defensive Move That Paid 


“We sell a lot of fine interior trim in the 
course of a year,” he said. “But is isn’t 





That progressive retail lumbermen have sensed the “rising tide of color” is indicated by this 
well stocked paint department of the Kuntz-Sternenberg Lumber Co., of Austin, Tex., whose 
offices are pleasingly suggestive of the merits of the products the company sells 


going to do us any good to take all the pains 
in the world to have this trim right if some 
inefficient and irresponsible painter or paint 
contractor spoils it after it is in place. What 
are you going to do in such a case? The 
painter will say the woodwork was bad, and 
the customer will believe him. It very sel- 
dom happens that the painter has financial 
responsibility enough to make it possible to 
get damages from him in the courts. So 
the customer jumps on us. It isn’t our 
fault that someone over whom we have no 
control has spoiled our good trim. We 
might refuse to do anything about it, but 
that would create a world of ill will. Some- 
times it’s possible to clean the woodwork 
and start over again, but frequently it isn’t. 
More than once we have removed such trim 
and replaced it, at heavy cost to ourselves. 
After that had happened a time or two we 
added a paint and finish department, con- 
trol the workmen who apply it, make a 
reasonable profit on the operation and assure 
ourselves and our customers of a job carried 
through to complete satisfaction. It started 


with us as a defensive measure, and then 
we found we’d added a profitable and satis. 
factory line of merchandise and service,” 

This matter of painting and finishing is 
coming in for more and more attention from 
lumbermen. Some dealers have taken it 
on in a haphazard way, have bought from 
any salesman who came along, neglected to 
make up a stock schedule and so let in- 
vestments creep up to the place where sales 
wouldn’t pay a profit on the line, allowed 
cans to get old and hard and become un- 
salable and especially have done nothing to 
create sales. These bad practices suggest 
remedies. Perhaps the point at which a 
dealer needs the 
most outside sugges- 
tion is in creating 
sales. One reason for 
this is that some of 
us have failed to no- 
tice “the rising tide 
of color” in modern 
life. Take a_ look 
around and _ notice 
the new and striking 
use of color every- 
where; in clothing, 
in magazine and bill- 
board advertising, in 
theaters, in architec- 
ture, and in fact in 
almost every depart- 
ment of human en- 
terprise. 

Miss M. W. Stod- 
dard, publicity man- 
ager of the Dix Lum- 
ber Co., Cambridge, 
made a clever ad- 
dress at the North- 
eastern meeting on the subject of reaching 
women with lumber yard advertising. She 
mentioned this matter of color; not in ad- 
vertising but in home decoration. She men- 
tioned being out on the streets of Beacon 
Hill in Boston on Christmas Eve; a time 
when householders put lighted candles in 
the windows and leave the shades up so 
that passers-by can see in. She told of see- 
ing a basement kitchen done in beautiful 
shades of green. Even the range, due to the 
enterprise of stove manufacturers and their 
appreciation of the new interest in color, 
was finished in a harmonizing shade of 
green. As Miss Stoddard described this 
room it seemed utterly charming; a place 
where kitchen work might become a pleas- 
ure instead of drudgery. 

We thought of this story when, in another 
city, we happened to look in at the uncur- 
tained window of a church kitchen. The 
walls were of matched ceiling, painted a 
discouraged drab. A man cook was slosh- 
ing around in his messes, and the room 
looked like something an uninspired male 












etta ] 
one 
Nort] 
color 
no | 
haire 
pract 
nue | 
even 
each 
ing | 
tomé 
us a 
a c 
ane 
bec: 











| then 
Satis. 
ce,” 
ing is 
| from 
en it 
from 
ted to 
et in- 
sales 
lowed 
e€ un- 
ng to 
ggest 
ch a 
the 
Sees- 
ating 
yn for 
ne of 
O no- 
tide 
\dern 
look 
otice 
king 
very- 
hing, 
bill- 
g, in 
itec- 
t in 
part- 
en- 


stod- 
nan- 
sum- 
dge, 
ad- 
rth- 
ling 
She 
ad- 
nen- 
con 
ime 
in 
so 
see- 
iful 
the 
leir 
lor, 
of 
his 
ace 
as- 


ur- 
‘he 


sh- 


ile 











Feervary 18, 1928 


AMERICAN LUMBERMAN 45 





— 


would fix up. Paint, judiciously selected, 
could easily have given it a charm that was 
wholly lacking. In its actual state it looked 
about as attractive as the army barracks in 
which a good many readers of this depart- 
ment lived in their training-camp days. Re- 
member what a relief it was to escape from 
these barracks to the Y. M. C. A. huts with 
their painted interiors? The huts were 
nothing to rouse the plaudits of an interior 
decorator; but compared with the barracks 
they were palaces. A little paint made all 
the difference. 

G. A. LaVallee, vice president of the Mari- 
etta Paint & Color Co., Marietta, Ohio, made 
one of the outstanding addresses of the 
Northeastern convention on the subject of 
color harmony. This is a subject that is 
no longer the exclusive province of long- 
haired artists. It has come right down to 
practical building levels. It is another ave- 
nue of customer interest that is teaching us, 
even the little yards that must scrutinize 
each expansion with great care, that a build- 
ing isn’t done until it is done; and that cus- 
tomers are going to suspend judgment about 
us and our work until the house is actually 
a completed and lived-in affair. Paint is 
an enormously important factor in our work, 
because it goes on top of our lumber 
and is the thing that 
the observer looks 
at. Colors are be- 
coming brighter and 
more daring, and 
this fact makes the 
choice and applica- 
tion of them more 
important. A house 
dazzle-painted like a 
camouflaged ship 
may be  colorful— 
and awful. The 
more striking the 
color, the greater 
the skill needed in 
selecting it. You 
may say that this | 
lies outside the prov-  - 
ince of lumber re 
tailing, and perhaps 
it does in a narrow 
sense. But custo- 
mers are becoming 
interested in color and will not be put off. 
Then it’s hard to see how we are going 
to escape a collateral responstbility. The 
success of painting or the lack of success 
will have much to do with the interest and 
satisfaction of the public in building. 

Each association has its own personality, 
its own way of approaching the new matters 
that are constantly coming up in the lumber 
business. Most“ regional associations in 
these days are successful in their endeavors, 
for the members appreciate the fact that in 
dozens of matters they need codperative ef- 
fort to keep abreast of modern ideas. The 


difficult work of the secretaries is being ap ~ 


preciated, and members are realizing that 
they must contribute more than their dues 
in order that the secretary may do his work 
efficiently. They must contribute interest 
and codéperation. It is very refreshing to 
see the way in which the Northeasterners 
plunge into association work; how they at- 
tend the meetings, labor hard on commit- 
tees, ask practical questions of the speakers 
and work out matters of policy. These men 
are hard boiled in a constructive way; that 
is, the aimless and fuzzy line of bromides 
and bunk doesn’t get far with them. The 


speakers seemed to realize this and present- 
ed both old and new ideas in a practical! 
way. They had to, or some brother would 
stand up and ask embarrassing questions. 
The Northeastern eonvention, like the 
Northwestern which we attended just before 
it, was essentially a school of retailing. 
And how the convention did work! Long 
sessions, well attended, old matters such as 
dealer distribution attacked persistently and 
from new angles, new ideas arising from 
the rapid changes of lumber merchandising 
presented and taken apart to see how they 
were made and how they would work; it was 
a thorough overhauling of our business. 
One of the new fields, that are being so fre- 
quently and rapidly opened up, was the 
matter of research. A person could imagine 
such things being tried in the old days when 
conventions were not taken seriously; but 


my imagination irresistibly paints a picture . 


of the convention rising as one man after 
the first five minutes and retiring to the 
bar. Not so now. Of course the bar has 
been outlawed; another development that 
the ancient conventioner couldn’t vision even 
in his dreams. The perennial bootlegger 
may have bloomed in Boston during the 
convention, but if so we failed to see any 
of his handiwork in or around the conven- 





When the Warren Lumber Co., of Fort Morgan, Colo., rebuilt its office and store building sev- 
eral years ago after a fire, adequate space was provided for an attractive display of its large stock 
of paints, which find a ready‘ sale in that district 


tion. It was a sober gathering, and when 
a whole session, or most of it, was given to 
this matter of research there was a visible 
tightening of interest. 

What, asks a retailer who is suspicious 
of academic words, has research got to do 
with selling lumber? Apparently quite a 
bit. It’s nothing more nor less than study- 
ing the market, the goods and the methods 
of handling and selling. The advantage -of 
using the word is that it implies a certain 
scientific aceuracy instead of the old guess- 
work and taking for granted. Someone, quoted 
I believe in these columns a week or two ago, 
said that whenever an industry begins tak- 
ing anything for granted it is time to make 
an analysis of that thing to see what may 
be wrong. Sometimes research is applied 
to these big things that involve a whole in- 
dustry’s aims and objects, sometimes it 
goes into processes. It may make a national 
or a local market analysis; or it may search 
for ways of increasing the efficiency of de- 
livery trucks. 

There are different ways of using and 
explaining facts dug up by research. For 
instance, the famous Harvard report on the 
operating expenses of building material 


dealers showed that the dealers whose fig- 
ures were used in making the report made 
an average net profit for 1926 of but 0.3 
percent. That’s a pretty small showing. 
Sidney A. Swensrud, representing the uni- 
versity in explaining the report, stated that 
in his opinion this report, whch covers some 
sixty-five pages, indicates the need for watch- 
ing expenses. He told of one dealer who 
reduced his delivery costs by 35 percent in 
one year by studying his delivery problem 
and keeping costs on his separate trucks to 
determine which size and kind was most 
efficient for his purpose. Certainly this was 
worth doing. But the average delivery ex- 
pense for the reporting yards was 3.2 per- 
cent. If a person saved one-third of this 
amount he would be that much to the good; 
but that wouldn’t go far toward putting the 
net profit on a satisfactory basis. William 
Lucas, of the Eastern Millwork Bureau, and 
other speakers called attention to the fact 
that cutting expense was all right but that 
the figures themselves indicated a more 
serious weakness in another field. What is 
the use of a laborious cutting down of ex- 
penses a percent or two if salesmanship 
promptly passes the saving on to the cus- 
tomer through cut prices? These speakers 
laid emphasis on mark-up and the study of 
competition and mar- 
kets to assure a full 
volume at reasonable 
prices. Cut expense, 
to be sure; but don’t 
immediately throw 
away all the savings 
and more through 
cut prices. 

The Northeastern 
has a committee on 
research that is 
working all the time 
on matters which the 
association can do 
better than the indi- 
vidual members can 
do them. This com- 
mittee has been 
studying office and 
yard equipment. It 
has found that there 
seems no standard 
manner of equipping 
or managing an office. It is studying these 
things for the purpose of passing on the best 
practice to all the members. It has found 
the same condition in the equipping and 
managing of the yard. Many members are 
buying trucks, in these days when delivery 
is expanding in spite of efforts to hold it 
down, and too many of these purchasers have 
no knowledge in advance of the number or 
size of trucks best fitted to their purposes 
and no knowledge of how to operate fleets 
efficiently. They learn by experience, of 
course, but this is pretty costly knowledge. 
The association is making it possible for its 
members to learn from the experience of 
others; experience that is already paid for. 

This committee is working on the theory 
that a yard ought to be headquarters not 
only for building material but also for 
knowledge about building materials. U. M. 
Carlton, reporting for the committee, made 
this statement: “A more efficient competitor 
is already building to take your place.” The 
way to checkmate this move is to build 
greater efficiency, yourself. But this com- 
petitor, whe may not be a lumber dealer, 
finds it easy to assemble the factors of his 
industry and to put them to use quickly. He 
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does this by reason of the research that is 
going on in business circles. 


Proof of Value of Research 


Research can study. markets and is doing 
so. Well, retailers can use the same tools of 
research if they will. But the dealer who 
refuses to expand, without careful consider- 
ation of the reasons for his refusal, is not 
applying the spirit of research. He will not 
do thus and so, chiefly because he doesn’t 
like the idea at first glance. Someone else 
will do it, and presently this other fellow, 
who has guessed the capacity of the market 
better, is carrying away the trade. The new 
idea of financing is a case in point. This 
lacks much of being a universally accepted 
idea. Doubtless dealers in certain places 
have been wise to stay away from it. Hither 
they’ve been lucky, or they’ve studied their 
markets with care. In certain other places 
local dealers have decided against it without 
being lucky and without basing their con- 


clusions on careful analysis; and outside 
concerns have offered financing plans, with 
disastrous results to the unwilling lumber- 
men. 

In many places, agd especially in this east- 
ern country, dealers are finding that they 
must handle a number of materials that 
were unknown a quarter of a century ago. 
A large number of these things are fabri- 
cated articles. Some are very good, some 
are fair, some are very bad. How is a dealer 
to choose; by the method of buying the 
cheapest one? That doesn’t tell him any- 
thing about the quality or usefulness of the 
article. But there are ways of testing these 
things. The association can arrange for 
tests in commercial laboratories or in cer- 
tain cases it can invoke the help of the Fed- 
eral bureau of standards. This bureau has 
found that some manufactured articles bear- 
ing a very high price are no better and in 
some cases not so good as other articles 
selling for much less. These things are go- 





ing to count in the future reputation of re. 
tailing. They are a few of the things the 
Northeastern has in mind in emphasizing 
its department of research. 


SRSREEEBAAABABGLSAS: 


Display Features Western Wood; 


Marion, Inp., Feb. 14.—The display of G. W. 
Heinzmann & Son (Inc.) at the Home Com. 
plete exposition recently held was one of the 
most novel ever seen in this city. It portrayeq 
almost every use of lumber and wood in home 
construction. The base of the display was sup. 
ported by six massive rough cuts from Douglas 
fir logs, and large slabs of Douglas fir three 
feet wide were laid on the base. These slabs 
were just as they were taken from the saws, 
with the bark on them. The main columns 
were of different western woods, finished in 
various colors of paint and some with sand- 
blasted designs. The interior featured built-in 
home conveniences, including a kitchen cabinet, 


Retail Concern Renders a Complete Service 


Littte Rock, Ark., Feb. 13.—Operating 
under the slogans “The Complete Building Ma- 
terial Department Store,” and “Certified -Ma- 
terials,” The Arkmo Lumber Yards truly live 
up to their “department store” slogan; for 
under one roof, and doing away with the ex- 
asperating trips from store to store when in 


ing, 40 by 50 feet, fronts the entrance to the 
yards. Concrete roadways have been con- 
structed throughout the grounds, and in addi- 
tion concreted parking places are provided for 
customers and employees. All ground not actu- 
ally occupied by the plant is being prepared for 
a beautification program. 








New store and office of Arkmo Lumber Yards, Little Rock, Ark. 


the throes of building, can be found everything 
from foundation material to wallpaper. From 
the very start, several months ago, the yards 
have done a “bang-up” business, and have 
practically doubled the force of employees. The 
plant is under the direction and management 
of P. B. Starmer. 

The Arkmo Lumber Yards comprise one 
of Arkansas’ leading line-yard concerns. The 
present company, which is a subsidiary of the 
Stout Lumber Co., was organized in 1916, suc- 
ceeding its predecessor, which at that time op- 
erated a total of twelve yards. Under the 
present management of W. C. Chamberlin, the 
business has expanded to twenty-two yards, all 
in Arkansas. The yards at North Little Rock 
serve as an assembling and distributing plant 
which not only serves all of the company yards 
but also conducts a general wholesale and re- 
tail business in lumber, heavy timbers, sash, 
doors, roofing and building materials. 


The plant and distributing yards are located 
on property formerly occupied by the Missouri 
Pacific Booster Club, comprising approximately 
seven acres. The ground was secured under 
a long lease from the railroad company. The 
physical plant includes a lumber shed 600 feet 
long; a warehouse 50x 300 feet; tile and 
shingle sheds; a planing mill with daily capac- 
ity 35,000 feet; fuel and boiler house, and a 
large dry kiln. The boiler plant operates 24 
hours a day and is heated entirely by sawdust. 

A handsome brick and concrete office build- 


In addition to furnishing everything for the 
home, the company finances the home builder 
on easy terms. This feature, coupled with the 
fact that all materials can be personally selected 
by the purchaser all at once, is making the 
name Arkmo a household word in the city. 
A fruitful advertising campaign through local 
newspapers is being handled for the yards by 
Robert H. Brooks Company, of Little Rock. 

One of the largest retail lumber orders ever 
handled in Arkansas was consummated by The 


Arkmo Yards under the Red Cross rehabilita- 
tion program following the spring floods. The 
order required 125 cars to handle the lumber 
alone, in addition to four cars of roofing, a car- 
load each of windows and doors, a carload of 
nails, one of screen doors, two cars of lime, one 
of cement, and a large shipment of finished 
and rough hardware. Approximately 2,000,000 
feet of lumber were shipped. This order was 
the largest ever filled in the State, with the 
single exception of an order for the Camp Pike 
cantonment at Little Rock during the World 
War, which also was filled by Arkmo. The 
lumber for the Red Cross order was cut from 
Arkansas forests exclusively. A special force 
of men, and extra clerical workers, were re- 
quired to handle the order. Three hundred 
and ten houses were erected by the Red Cross 
with the Arkmo shipments alone. 

Offices of the yards formerly were located 
at Thornton, Ark., home of the parent concern, 
the Stout Lumber Co. General offices are now 
maintained in the Rector Building, Little Rock. 
Officers of the company are: W. C. Ribenack, 
president; F. W. Niemeyer (president of the 
Bankers Trust Company of Little Rock), secre- 
tary and treasurer. 

Buildings in the United States today have a 
total value of $180,370,000,000, according to 
statistics recently compiled by the Copper and 
Brass Research Association. The same study 
indicates that new construction in 1928 will 
total almost $10,000,000,000. This latter esti- 
mate, of course, includes new building and re- 
pairs and maintenance of existing structures 
Expenditures in 1927 on the same basis ap- 
proximated $9,775,000,000. 














Order and neatness are carefully observed in the Arkmo yards 
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Ads That Sell Household Conveniences 


There are sO many minor uses for lumber 
and building materials that the average lumber 
merchant frequently overlooks some excellent 
opportunities not only to sell lumber but to 
make friends also. How many dealers have 
considered the basement in the average home 
and the opportunities it affords for additional 
uses of lumber? 


The management of the Newton Lumber & 
Manufacturing Co., Colorado Springs, Colo., 
is always looking for places where lumber may 
be used to advantage in the home. Not long 
ago it took the basement into consideration 
and ran a two-inch double-column advertise- 
ment in the local newspapers about it, as fol- 
lows: 

Basement Shelves 


are always useful conveniences. There are a 
good many households that are getting along 
without enough storage space when they don’t 
need to do it. The average house doesn’t 
have places for storage, generally because the 
builder didn’t take the trouble to plan for 
them. But this lack can usually be over- 
come by building in shelves and _ storage 
cabinets in the basement. In nearly every 
house, places in the basement can be found 
for building in these conveniences, and it 
doesn’t take much material nor is it expen- 
sive, when they are measured by their use- 
fulness. A good carpenter, and Newton’s 
materials, are all that are needed to do the 
job. And you’ll be surprised how low the 
cost will be for such serviceable additions to 
the home’s storage space. 


This sort of appeal characterizes much of the 
“home owner” advertising done by this com- 
pany with excellent results. It is “reminder 
advertising,” inasmuch as it calls to mind the 
little things that need to be done around the 
house that might require just a few feet of 
lumber, but every foot of lumber sold adds 
to the volume at the end of the year and is 
worth the efforts to sell. 


Another advertisement of the series was on 
bookcases, as follows: 
A Place for Books 


can be built into a house very easily at a little 
cost. With more books being bought and read 
than ever before, the problem of where to 
put these books and still keep them acces- 
sible comes up in the average household. 

People with many books and no separate 
library must house their books in living rooms 
or halls or bedrooms, and a good carpenter 
can easily solve the storage problem by build- 
ing in bookcases in these rooms. The book- 
cases can be built in or made movable, and 
either one of these types of bookcases is a 
comparatively simple thing for a good car- 
penter, using Newton’s materials, to construct 
with complete success. 

At a very small cost, bookcases can be 
built in, or movable ones constructed, that 
will match the woodwork or furnishing of a 
room. And having them built for you will 
assure their being just what you want and 
need. 


Another piece of advertising copy urged the 
rearranging and re-equipping of out-of-date, 
poorly planned kitchens, in order to ease the 
labors of the housewife, as follows: 


A Few Changes Take the Drudgery Out of a 
Poorly Planned Kitchen 

It’s strange that so many women, who 
must spend so much time in their kitchens, 
put up with inconvenient and depressing sur- 
roundings in this important room, when a 
few simple alterations—costing very little— 
will take away most of the drudgery. 

A good .carpenter—using Newton’s mate- 
rials—can suggest any number of changes in 
a kitchen that will make working there much 
easier. Attractive open shelves above a gas 
stove, built-in cabinets, storage chests, re- 
arrangement of present built-in equipment—a 
good workman can easily build or arrange 
features in your kitchen that will add to the 
ease of working there and the pleasure of 
living. If you don’t know a good carpenter 
to help you fix over your kitchen, we’ll 
gladly help you find one. 


Still another advertisement was run on “Fin- 
ishing an Extra Room in the Attic.” 


An unusual feature of the Newton adver- 
tising is that no particular heed is paid to “the 
handy man about the house.” Always the 
message mentions “a good carpenter’—and 
Newton’s materials. 

There are two reasons for this. In the first 
place, the advertisements do not incur the un- 
friendliness of the local carpenter’, for they never 
suggest that a carpenter is not needed or that 
the man of the house can do the work himself. 


But, on the other hand, the man around the 
house may be a good enough carpenter to do 
the work himself. At least he probably 
thinks he is, and so the reference to “a good 
carpenter” does not hurt his feelings. Again, 
it makes no difference how good the materials 
may be, a poor mechanic can make a botch 
out of the job. Therefore, it is much better to 
emphasize good carpentry and using good ma- 
terials than to try to appeal to every Tom, 
Dick and Harry who can saw a board or drive 
a nail. Poor workmanship, regardless of the 
quality of the material, is not a good adver- 
tisement for the lumber dealer. 

The advertising runs three days a week— 
Tuesdays, Wednesdays -and Thursdays. When 
asked regarding this schedule, Secretary W. T. 
Marker explained that Sunday was not a good 
day because the papers were so large that the 
two-inch double-column advertisement would 
be lost. Friday isn’t a good day because the 
people haven’t got their weekly pay checks. 
Saturday is too late in the week to appeal to 
them, because they are thinking about what 
they will do Sunday, and anyway the lumber 
yard closes Saturday afternoon. 

These small advertisements playing consist- 
ently upon single ideas, some of them ideas that 
are seldom considered, have resulted in a large 
increase in the small orders that pave the way 
for larger ones later on. 


A Summer Home With Charm and Comfort 








This attractive little 
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summer cottage among the 
trees fits into its wooded 
environment very nicely, 
and makes a picture which 
the tired “week-ender” will 
greet with pleasure. The 
accompanying sketch sug- 
gests a practicable division 
of the floor space. (S-5) 
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Retailers’ Idea Exchange 


Bring What You Can — Take What You Need 


If two men swap Dollars neither profits — but if they swap Ideas both profit 














Will Study Poultry House Design 


Co_umsus, Ou10, Feb. 14.—Lumber dealers, 
especially those in the rural communities of 
Ohio, have been asked to attend the Baby 
Chick Fair, to be held by the department of 
poultry husbandry, Ohio State University, 
March 22 and 23, for the purpose of consider- 
ing how best to promote erection of approved 
types of poultry houses, and kindred subjects. 
The meeting has been called by Howard Potter, 
president of the Ohio Association of Retail 
Lumber Dealers, who urges all rural lumber- 
men to attend. The needs of the farmers will 
be studied by the dealers, with especial refer- 


ence to possibilities for increased 
lumber for small farm buildings. 

President Potter is of the opinion that a 
lumber dealer should be more than merely a 
distributing agent. He should be able to act 
in the capacity of a consulting engineer with 
farmers in building poultry houses. Funda- 
mental principles of poultry housing will be 
explained at the coming meeting, in order that 
lumbermen may be better able to cooperate 
with poultrymen. The question of financing 
poultry buildings will also be considered, with 
especial reference to the possibilities of some 
sort of a deferred payment plan. 


sales of 





wallboard. He says: 


This Week’s 


Easy Way to Carry Wallboard 


Burr F. Shore, lumber retailer at Evart, Mich., sends in this 
excellent “Tip,” which describes a labor-saving method of “toting” 


“A bundle of wallboard is quite heavy and unhandy to carry, 
especially through a doorway. So we took two iron rods and bent 
a square turn at each end of both. These turns are in opposite 


Timely Tip 




















conform to their needs, 


Lumberman, about his method.” 





directions; that is, the bent-over part at one end points one way, 
and at the other end in the opposite direction. 
carrying handles, as they might be called—are clearly shown by 
accompanying sketch. They should be of sufficient length so that 
when a man has hold of the handle end, in carrying position, the 
other end will clear the floor by about four inches. 

“In carrying, the bundle is stood on edge and one of the bent- 
over ends slipped under it, the other end being used as a carrying 
handle, and with one man at each end of the bundle (of course on 
opposite sides) the load is carried with perfect ease. While being 
carried, the bundle may be supported or steadied by the free hand. 
If this work is usually done by extra tall or extra short men, or one 
very tall and one very short man, the length of the rods should 


_ “It is to be noted that the rods do not hook into the wallboard 
or injure it in any way. We use the same rods for carrying sheet- 
rock and other plaster-boards, for which use the lower turn of the 
rod, on which the bundle rests, is padded. 

“Perhaps some other dealer may have a better idea for doing 
the same job. If so, we would like to hear, through the American 


Watch for Next Week’s “Tip” 


These rods—or 








Boosts “Thrifty Pigs” Plan 

Hiceinsvitte, Mo. Feb. 13.—The Ledigh 
Lumber Co. is offering a new $27 individual 
hog house, modified A type, for the ten best 
reasons for adopting the “Grow Thrifty Pigs.” 
plan. The contest, which is open to any adult 
in the country engaged in farming, will close 
Feb. 25. a 

The “Grow Thrifty Pigs” plan consists of 
these four steps: 

1. Scraping and cleaning of the farrowing 
house and pens, and disinfecting with boiling 
lye solution of one can of lye to ten gallons of 
water. 

2. Brushing the sow thoroughly or washing 
with warm soapy water if necessary, before 
she is placed in the clean farrowing house. 

3. Keeping the pigs confined in the clean 
house on clean new pasture until they are four 
months old. 

4. Feeding a ration of corn and tankage, 
one-half gallon of tankage to each bushel of 
corn to pigs on pasture. 


Keep Prices on a “Profit Basis” 


We have been asked frequently where and 
how we get so many good ideas to print, re- 
garding labor-saving methods, merchandising, 
advertising etc. The answer is easy. The 
AMERICAN LUMBERMAN is fortunate in having 
a host of retailer friends who are glad to co- 
Operate for the betterment of the lumber busi- 
ness, in the spirit of the slogan appearing at 
the head of this department. By way of illus- 
tration of that fact, the following communica- 
tion from a well-known lumber merchant, in- 
cidentally embodying an excellent idea, will 
suffice. The dealer referred to is George F. 
Colton, president Crumb-Colton Co., Rockford, 
Ill., who writes : 

“In the spirit of codperation we are glad to 
comply with your request for an expression of 
our views as to how dealers can maintain prices 
upon a fair basis and avoid ruinous price-cut- 
ting. Permit us to say at the outset that we 
value the constant helpfulness of the AMERICAN 
LUMBERMAN in its efforts to keep us fellows in 
the lumber and building supply business up te 
date. It must at times apear like an unhill task, 
as so many dealers seem slow to adopt the more 
modern methods of selling their merchandise. 

“Coming back to the subject of prices, we 
have tried very hard to keep our company 
entirely free from price agreements of any sort. 
We believe that we have been very successful. 
For some time it has been our policy to have 
a retail price of our own, and to sell at that 
price and no other. Whether one piece or a 
house bill, it is all the same in our office. We 
have competition and lose some business to our 
neighbors, but we do not change our prices 
quoted on individual bills. If price changes 
must be made, we change the whole list and 
quote all new business on the new list basis. 
We are getting our share of the business in our 
market. It will take some little time to sell this 
idea to the dealer who has always been able to 
cut a bill, and then cut it again to meet a com- 
petitive condition, but once he has ‘sold’ him- 
self, and finds the answer on the right side of 
Profit and Loss account in the way of increased 
profits earned, he is a pretty hard fellow to 
get back to the old way of doing thi 

“One method we have found successful in 
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a 
selling house bills is the Holtbid system. We 
sell many bills in this"way without competition 
from our neighbors. We have always made it 
a policy not to guarantee our estimates but can 
truthfully tell our customers that out of all 
the bills we have sold in this way, we have 
never yet had our estimate run short. Gener- 
ally there is an overage of from two to five 
percent, and it makes a customer feel pretty 
good to have his total bill less than our esti- 
mate. In figuring these estimates and in pric- 
ing the sales we adhere strictly to the one-price 
policy. Our customers pay list price current 
for their material. Nothing is added for the 
extra service given them. Nothing is deducted 
for bill lots.” : 

{Nore: The cost figuring system referred to 
by Mr. Colton was originated and for some 
years sold by A. W. Holt, now head of the 
‘Automatic Building Costs Co., 30 North La- 
Salle street, Chicago, whose perfected system is 
embodied in a handbook entitled “Automatic 
Building Costs,” by the use of which practic- 
ally any house, whether of frame or other con- 
struction, can be figured in five minutes. Mr. 
Holt will be pleased to forward complete de- 
tails to any dealer desiring further informa- 
tion about this really remarkable system of 
figuring building costs.—EpiTor. ] 


How Customers Are Lost 


An eastern retail concern operating a num- 
ber of yards, in a bulletin to its managers and 
other employees lists the following ways in 
which customers are lost: 


1. A cold-blooded letter from the collection 
department. 

2. Discourtesy on the part of salesmen. 

Delayed deliveries. 

4. Promises that are not kept. 

5. Refusal to correct mistakes. 

6. Making an adjustment so as to leave a 
grudge or a sting in it. 


The AMERICAN LUMBERMAN will be glad to 
have the ideas of retailer readers as to the 
most frequent causes for losing customers, and 
how such losses may be prevented. Perhaps 
you can recall some instance where a disgruntled 
customer went away, and was afterward won 
back. Tell us about it, please, in a short letter 
—or a long one if necessary. 


The Delivery Question Again 


The problem of whether or not to make 
“free” delivery of lumber and other mate- 
rials admittedly is a complex one. A great 
many dealers take the position that this is a 
necessary service, and a trade-builder which 
they would not care to dispense with, even 
if other dealers in their territory were will- 
ing to consent to do so. 

Others have solved the problem by making 
a delivery charge, either flat or on a zone 
basis, depending on local conditions, while still 
others have eliminated it so far as they are con- 
cerned by cutting out all deliveries on their 
own account and turning that job over to the 
local transfer concerns or draymen. 

In the last mamed category is the Pecos 
Valley Lumber Co., of Roswell, N. M., whose 
experience and comment on the result are given 
by J. H. Mullis, vice-president and general 
manager, in a recent communication to the 
AMERICAN LUMBERMAN, as follows: 

“We have been in business twenty-five years 
and for the first five years delivered free, two 
teams and two men being required to take care 
of that service. The expense of course was 
considerable, in fact was cutting into our mar- 
gin to such an extent that something had to 
be done. Accordingly, we had a consultation 
with our competitors and all agreed to cuf out 
the free delivery, which agreement has been ad- 
hered to to this day. 

“Deliveries from all the local yards are now 
made by transfer concerns which operate their 


own trucks and charge reasonable prices for 
their services. These transfer concerns make 
their charges direct to the contractor or con- 
sumer. We feel that cutting out free delivery 
has added considerably to our profits, and we 
would recommend this method to any retail 
concern that is making free deliveries.” 


(@@a@aaenanae2en 


GETTING live prospects and working on them 
by mail, telephone and direct personal calls are 
regarded by the Shelbyville Lumber & Coal Co., 
Shelbyville, Mich., as being good ways to build 
up sales. The best sources of real prospects 
have been found by this firm to be the local car- 


Ten Postals to Prospects Daily 


Here is an idea for circularizing a mailing 
list of prospects, developed by Hodges Bros., 
who operate a line of yards in Kansas with 
headquarters at Olathe, which plan has the 
merit of simplicity, and some other good points 
as well. Probably “circularizing” is hardly the 
right word, as postal cards are the medium 
used, but anyway, the plan insures that ten 
prospects shal] hear from the company each 
day about some item of stock that is timely 
just then. Explaining this idea Hodges Bros. 
write the AMERICAN LUMBERMAN as follows: 

“We are reducing our newspaper advertising 
to a minimum, and in 





lieu thereof are en- 





MEE couraging our manag- 
ers to each have a com- 








Im going to s¢ 


When I build ny 
Century F/RST 


plete mailing list, ar- 
ranged alphabetically, 
covering the territory 
in which they operate, 
and each day to begin 
at the top of the mail- 
ing list and mail out ten 


atetists 








One of a battery of handsomely painted billboards by means of which 
the Century Lumber Co., Des Moines, Iowa, is impressing the home- 


building idea upon the people of that city. 


we're ready to help” 


uile At another location a 
similar board proclaims the message, “When you're ready to build, 


postal cards, which they 
get up themselves, call- 
ing attention to some 
special item seasonable 
at the time. They mail 
some of these each day 
until the entire list has 
been covered, when they 
begin at the top and so 
repeat the process. 





penters and the customers who call at the office 
and who know about other work contemplated 
by themselves or their neighbors. 


This Week's 
AD-IDEA 


WHY SOME ADS DO NOT PULL 


An address recently delivered before the Mil- 
waukee Advertising Club by W. A. Murchison, 
sales promotion manager for a local depart- 
ment store, expressed some thoughts that lum- 
ber dealers might apply to their own business. 

“A surprising number of concerns are still 
using old merchandising methods, and when 
their advertising is not effective, they blame 
the media rather than themselves,” said the 
speaker. “There are two extremes of inef- 
fective advertising. One of these is reached 
in the type of advertisement that almost 
apologizes for itself and for the merchandise 
offered. The other extreme is the bombastic 
advertisement, full of superlative claims. Su- 
perlatives do not pull any more.” 

Another evil is that of trying to keep up 
with someone else in the size of advertising 
space. Big space is not always necessary for 
good results. In fact, small space well used is 
better than large space wrongly used. 

“Advertising will pull if the merchant of- 
fers something that the people want, at the time 
they want it, and at the price they will pay,” 
said Mr. Murchison. “The successful ad- 
vertiser will study the customers’ wants in 
the light of experience and immediate cir- 
cumstances. Advertising will not register un- 
less the merchandise is right. The goods and 
service back of the advertising are funda- 
mental, and even medium advertising will pro- 
duce results if these fundamentals are right.” 


Another Ad-Idea Next Week 














“We feel that this 
manner of advertising has the personal touch 
and gets the attention of customers that can 
not be reached in any other way.” 


Wood Display Stand for Groceries 


The manager of one of the suburban stores 
of the Great Atlantic & Pacific Tea Co., one 
of the largest chain stores in the United States, 
may have stirred up a considerable lumber 
order for yards in many different States. This 
manager, after having talked up his idea to 
his employers for several weeks, at last was 
permitted to order a load of fine dressed 
boards and 2x4s. A carpenter was employed 
and made a bench or table on which to dis- 
play fruit and vegetables. It stands completed 
today and has been stained similar to the shelv- 
ing and counters. It is 10 feet long and 5 
wide. In front it has two rows of bins, four 
bins in each row. The lower one is 4 inches 
from the floor, and the upper one is almost 
level with the top of the table. The lower 
row of bins extends out from the upper one 
so that the particular fruit or vegetable is 
handily reached from any angle in which it is 
approached. The top of the table itself pro- 
vides space for a great variety of articles, and 
the whole may be moved from one part of the 
store to another. 

The bystander is at once impressed that this 
is a well designed and built piece of store fur- 
niture, calculated to increase sales by the arti- 
fice of a clever display. It is sure to serve as 
a model for considerable manufacture, not only 
for inside stores, but especially for roadside 
stands where the farming fraternity have vied 
with each other on contriving attractive dis- 
plays of their wares. 


DuRING WAGE DISCUSSIONS in a British in- 
dustry, held in London, the question of Com- 
munist agitation arose. One of the employers 
turned to the trade union delegation and said: 
“One of your fellows came to my place and 
addressed my men. I had a stenographer take 
down his speech. This was the peroration, 
‘List to the clarion call! The plank of progress 
is now ripe for plucking. Soon shall we see 
the avalanche descending from the mountain 
top,.and, with its mailed fist, crashing beneath 
its iron heel the snake in the grass that is bar- 
ring the floodgates of democracy from walking 
hand in hand with the British lion.’” 





~~ 


re: 





50 AMERICAN LUMBERMAN 


FEBRUARY 18, 1998 





ee 


Three Generations in Lumber. Retailing 


Among those in attendance at the annual con- 
vention of the Illinois Lumber & Material Deal- 
ers’ Association in Chicago last week was a 
young man who has just recently joined his 
father in the retail lumber business and repre- 
sents the third generation in that organization. 
This is Eugene R. Schwartz, who recently was 
elected vice president of the C. L. Schwartz 
Lumber Co., Naperville, Ill. As the third 
generation of the Schwartz family to engage 
in the retail lumber and material business as 
his life work, Eugene Schwartz becomes affili- 
ated with a company that has been contin- 
uously successful since 1882, when the busi- 
ness was started by Michael and Anthony 
Schwartz, father and uncle of Charles L. 
Schwartz, present president of the company. 
Eugene is the eldest son of Charles L. and 
Olive D. Schwartz and graduated from the 
engineering course at Notre Dame University 
last June. In keeping with the traditions of 
the family, his mother has rendered distin- 
guished service in the founding of the Ladies’ 
Auxiliary of the Illinois Lumber & Material 
Dealers’ Association and has served several 
years as treasurer of that organization. 

This business, with which Charles L. 
Schwartz has been connected since 1890, was 
incorporated the first of this year with an 
authorized capital stock of $250,000, with 
Charles L. Schwartz, president, Eugene R. 
Schwartz, vice president, and Bernard C. Die- 
ter, secretary. The Schwartzes were always 
advocates of progressive merchandising, aided 
in association effort and subscribed to the lum- 
ber trade papers. The records show that since 
the foundation of this business, the AMERICAN 
LuUMBERMAN has been a regular weekly visitor. 

As early as 1883 the Schwartz concern was 
a member of the National Association of Lum- 





ber Dealers and since 1892 has been a mem- 
ber of the Illinois Lumber & Material Dealers’ 
Association. Looking through some old docu- 
ments recently, Mr. Schwartz found a mem- 
bership certificate issued Feb. 26, 1883, to 


Pffotos by Moffett, Chicago 
E. R. SCHWARTZ, Cc. L. SCHWARTZ, 
Naperville, IIL; Naperville, I11.; 
Respectively Vice President and President, 
Cc. L. Schwartz Lumber Co. 


Michael Schwartz, signed by J. D. Morgan, 
secretary of the National Association of Lum- 
ber Dealers, and also a membership certificate 
in the Illinois Retail Lumber Dealers’ Asso- 
ciation, dated March 12, 1892, signed by S. L. 
Derby, president, and P. F. Ahrens, secretary. 





Membership fee in the National Association of 
Lumber Dealers at that time was $4 and the 
annual dues $2; and the membership fee jy 
the Illinois association was $8. 

In becoming associated with his father in the 
business, Eugene Schwartz has the background 
of a splendid example of service rendered by 
Charles L.. Schwartz to his country, his com- 
munity and the lumber industry. During the 
world war he was a member of the local war 
board of Du Page County and during the 
war years of 1917-1918 he served as president 
of the Illinois Lumber & Material Dealers’ 
Association. He represented the Illinois asso- 
ciation on the consulting committee for the 
standardization of lumber under the auspices 
of Hon. Herbert Hoover, Secretary of Com- 
merce, has served as a director and vice presi- 
dent of the National Retail Lumber Dealers’ 
Association, is president of the Northern IIli- 
nois Lumbermen’s Club and counselor for the 
Concatenated Order of Hoo-Hoo for northern 
Illinois, into. which organization Eugene was 
initiated during the Illinois convention last 
week. In his home city, Charles L. Schwartz 
has served as city commissioner, helped to or- 
ganize and is president of the Naperville 
Building & Loan Association, and is vice presi- 
dent of the Reuss State Bank. 

The Schwartz yards always have been con- 
ducted on the policy of satisfactory service to 
the trade. They furnish a plan service and 
building counsel to their customers and _ the 
business is conducted according to the highest 
ethics and business standards. It is a good 
omen when the younger men find the lumber 
industry so progressive as to attract them to 
its standards, indicating that this is a field 
worthy of the best efforts of the coming gen- 
eration. 





Opens New Redwood 
Wholesale Depot 


Retail lumber dealers located in towns and 
cities north and northwest of Chicago will be 
interested in the new wholesale service for 
their special benefit that has just been estab- 


Bungalow Siding in Elston Avenue Warehouse 
of Pacific Lumber Co. of Illinois 


lished by the Pacific 
Lumber Co. of Illinois, 
manufacturer and dis- 
tributor of California 
redwood, according to 
announcement made 
this week by F. R. 
Adams, sales manager. 

This new wholesale 
distributing depot of 
the above company, 
where dealers may se- 
cure any and all items 
of redwood, is located 
on the northwest side 
of Chicago, so that all 
delays and trucking ex- 
pense of going through 
the loop to the Pacific 
Lumber company’s 
South Side yard is entirely avoided. The new 
wholesale distributing depot is very conven- 
iently located and readily accessible from all 
points to the north or northwest of the Loop 
district of Chicago, being located at 5601 Els- 
ton Avenue, where the Pacific Lumber com- 
pany has rented a building from the Hill-Be- 
han Lumber Co., in which will be maintained a 
complete assortment of redwood lumber and 
products of all kinds. 

From this depot can be supplied any of the 
items that the company carries at its main yard, 
such as bungalow or bevel siding, wide or nar- 
row finish, moldings and frames, in fact any 
redwood material needed by a retail lumber 
yard. Mr. Adams emphasizes the fact that this 


Some of the Stock in 





Company’s Elston Avenue Warehouse 


is a wholesale distributing depot only, main- 
tained for the accommodation of retail lumber 
dealers. 

The accompanying illustrations afford some 
idea of the character and variety of the stock 
carried, although only a very small portion of 
it is shown in the picture. 

Five HUNDRED 4-H club boys and girls of 
New York State planted half a million forest 
trees, according to a summary of such activi- 
ties issued by the forestry department at Cor- 
nell University. Out of 568 boys and girls who 
entered the project 490 completed it to the ex- 
tent of presenting written reports. More than 
500 planted trees in blocks of 1,000. 
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Timber Hoarding Is Wasteful, Says Forester 


Liberal Use and Careful Utilization Raise Living Standards and 
Provide Economic Incentive for Reforestation 


WASHINGTON, D. C., Feb. 13.—Wise use of 
forest products is an essential part of any 
national scheme of reforestation, according to 
open letters exchanged between Col. W. B. 
Greeley; forester of the United States De- 
partment of Agriculture, and Axel H. Oxholm, 
director of the National Committee on Wood 
Utilization of the Department of Commerce. 

Mr. Oxholm wrote to Col. Greeley to ask 
his co6peration in making it clear to the pub- 
lic that increased utilization of wood, not its 
decreased use, is essential to forest perpetua- 
tion. He stated his position in regard to the 
relation of utilization to forest perpetuation 
under ten headings, emphasizing the idea that 
there is a tendency on the part of the public 
to confuse the uses of commercial forests with 
those of parks. This idea results sometimes in 
a feeling that all forests are to be preserved 
in a park-like manner instead of being main- 
tained as sources of indispensable materials. 
Col. Greeley replied at length as follows: 

I have been greatly interested in reading 
your letter of Jan. 20, which raises important 
questions regarding timber supply and tim- 
ber use in relation to industrial reforestation. 
For the sake of brevity, I will not attempt an 
itemized comment on the ten statements which 
you propose; but I am glad to give you my 


viewpoint on the more important issues which 
they involve. 


Timber Growing Essential 

I agree fully with you-that national in- 
terests will benefit far more by vigorous en- 
couragement of timber growing than by 
hoarding the timber we now have. This is 
not only because a liberal use of wood: is 
essential to our industrial and construction 
requirements and to high standards of living; 
but also because vast areas of land in the 
United States can profitably be employed only 
in timber culture. Without timber growth, 
one-fourth of our soil will be largely without 
means to pay taxes, support communities, or 
maintain industries and commerce. The dis- 
astrous economic and social effects of the 
idleness of potential forest land are already 
felt in several regions. Hence every reason- 
able incentive for farm and industrial for- 
estry should be provided. 

Timber growing, as you point out, is pri- 
marily an economic process. If it does not 
pay, forests can not be widely and generally 
produced. To make it pay there must be 
an adequate market for forest products. Hence 
it is clear to me that liberal use of wood will 
promote forestry and the profitable employ- 
ment of our forest land. The constructive 
solution of the whole problem lies in timber 
use and timber culture, each backing and 
sustaining the other. 


Timber Culture Needs Speeding Up 

This solution, of course, depends upon gen- 
eral reforestation as an integral part of tim- 
ber land ownership and logging operations. 
Without that, we will be burning the candle 
at both ends. The danger of a timber short- 
age arises from the large areas of cut-over 
land which have been left unproductive by 
destructive logging and fires, while the cut- 
ting of virgin stumpage has gone on apace. 
I believe that the United States is making 
real, though slow, progress in curing this 
situation, partly through public effort in such 
directions as systematic protection from for- 
est fires and partly through industrial and 
farm forestry on an expanding scale. The 
growing interest of land owners in reforesta- 
tion and the increasing extent to which it is 
being applied, although still far short of 
meeting the situation, are encouraging. I be- 
lieve that we must put our faith in it as a 
real solution of the national problem and 
direct our efforts toward speeding it up to 
the greatest possible degree. 


Curtailing Use of Timber Will Not Help 


If all our available forest land can be put 
into productive timber culture, the United 











States can sustain and, in time, even expand 
its present consumption of forest products. 
How serious a timber shortage we may ex- 
perience will depend mainly upon how rapidly 
reforestation is extended and how effectively 
timber growing is incorporated in industrial 
land management. Personally, I do not see 
that we can avoid a period of shortage of at 
least high quality, old growth timber, though 
I am unable to forecast it in specific terms. 
However, I do not believe that this probability 
should influence the course of public action or 
public thought in seeking a. solution of our 
problem through the maximum encourage- 
ment of reforestation rather than through 
resort to timber hoarding. Necessarily a long 
time will be required to work out our situa- 
tion to one of real stability, when the cur- 
rent regrowth of timber offsets its current 
use. But we can and should balance the 
ledger in this fashion without denying to 
the country a liberal use of wood. On the 
contrary, a continued liberal use of wood 
alone will create the values and sustain the 
markets for forest products that are essential 
to industrial forestry. I agree with you that 
abstention from the use of timber will not 
help the cause of forest perpetuation. 


Mature Timber Should Be Harvested 


Furthermore, like any other crop, timber | 


becomes a partial or total loss if not utilized 
when mature. Such waste of natural re- 
sources benefits no one. The orderly and sys- 








A Guide Post 


Hanging in the entrance to the 
office of Henry Eckler Manufac- 
turing Co., South Bend, Ind., is 
this motto: 

“The fellow that never makes 
a mistake must be a lonesome 
cuss.” 

This motto was noted and sent 
to the AMERICAN LUMBERMAN by 
H. N. Rogers, of Chicago, sales 
representative of Eastman, Gar- 
diner & Co., Laurel, Miss. 

What striking motto have you 
seen in a lumberman’s office? 




















tematic working of timber lands will put 
into the channels of industry and commerce 
much valuable material which would other- 
wise be lost through insects and decay. 
There is still an enormous wastage from these 
causes in our virgin forest areas, a wastage 
that can largely be prevented as systematic 
timber growing and timber harvesting are 
brought about. 


The Public Should Aid Timber Growing 


To work out our timber and forest land 
problems along these lines still requires a 
great deal more than is now being done. 
There should be no delusion that the problem 
either has been solved or that it will be solved 
in any adequate way if things are simply 
left to take their own course. Protection of 
forest areas from fire is not yet one-half 
adequate. The taxation of forest lands is 
still largely unadapted to the time require- 
ments of timber culture; and in many in- 
stances is a positive deterrent to the practice 
of forestry. Responsibility for meeting these 
requirements of the situation rests largely 
with the public. 


Closer Utilization Promotes Timber Growing 


Closer utilization of timber will make forest 
crops more valuable and hence encourage 


their production. All that can be accom- 
plished in this field will be a powerful 
stimulus to forest perpetuation. While this 
is largely an industrial problem, its solu- 
tion can be materially aided by the research 
of public agencies and by the promotion of 
more effective utilization through such ad- 
mirable work as that of the National Com- 
mittee on Wood Utilization.. 


Porest Industries Responsible for Forestry 


Responsibility also rests, in my judgment, 
upon forest industries and land owners pro- 
gressively to extend timber growing as part 
of their operations. There is.an obligation 
for industrial leadership and foresight in 
working out this national economic problem. 
The future of our forests rests largely with 
the commercial interests which own and con- 
vert them. Success in solving our forest 
problems rests primarily upon the rate and 
degree to which forestry is incorporated in 
industrial timber land management. Grati- 
fying progress is now taking place in this 
direction in many instances. While we can 
not ask the private forest owners of the 
United States to undertake a business course 
that is economically unsound, we may right- 
fully look to them thoroughly to study the 
business possibilities offered by reforestation 
and to give their earnest support to industrial 
as well as public developments of this na- 
ture. It is an essential part of the effort 
now being made by the lumber industry to 
create greater market stability and encour- 
age the use of wood as a commodity perma- 
nently available to the American consumer. 


Right Use of Timber Perpetuates the Supply 


Unlike many of our natural resources tim- 
ber can renew itself. Its right use does not 
exhaust the supply, but perpetuates it. In 
the long run, indeed, right use increases the 
supply, for it speeds up growth. The lumber 
and other forest industries can and should 
be perpetual. In the past they have largely 
followed the wild forests as these have. re- 
ceded before the plow and the ax, and have 
thus often been shifting or temporary. But 
they are in no sense dying industries; and 
with aggressive reforestation and closer use 
of raw material, they can not only be made 
permanent, but will yield a greater output 
than at present. 


Forests and Outdoor Recreation 


Your letter refers to the strong public sen- 
timent for forest preservation as an element 
of outdoor beauty and recreation. I am a 
thorough believer in the preservation of beau- 
tiful and distinctive forests for public enjoy- 
ment as parks or recreation areas. This 
obviously should be one of the functions of 
public ownership, Federal, State, and munic- 
ipal; but the total area solely thus preserved 
for its scenic beauty would at the outside in- 
clude but a small fraction of our 470,000,000 
acres of forest land. 


The bulk of our forest land must be de- 
voted to commercial timber growing. Here 
the public interest in outdoor beauty and 
recreation will be served by preoisely the 
same development which serves the economic 
needs of the country. This is evident today 
in many portions of New England as well as 
elsewhere. General reforestation, with the 
harvesting of timber under methods that 
insure continuous growth, will preserve and 
in many cases restore the attractiveness of 
rural landscapes, the native fish and game, 
and widely available opportunities for out- 
door recreation. The economic benefits from 
timber use and general timber replacement 
are as one with the social benefits from forest 
perpetuation, and any course calculated to 
promote the former will to an equal degree 
conserve the latter. I believe that this rela- 
tionship between commercial forestry whether 
on public or private lands, and the outdoor 
interests of the country will become more and 
more generally appreciated, especially as the 
manufacture of timber products loses the 
stigma of forest destruction and is clearly 
associated with forest renewal. 
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Hardwood Market Gradually Improving 


Sales Keep Ahead of Output 


MemPuis, TENN., Feb. 13.—A fair demand 
for southern hardwoods is coming from prac- 
tically all groups of buyers. Prices remain 
firm. Production has shown practically no 
increase in the last few weeks, and is still be- 
low volume of sales. The automobile group 
continues the best buyer. Few large orders 
are being placed by automobile plants, but they 
are constantly in the market. The furniture 
group is buying, but not in large quantities, 
though factories are running full blast, with 
plenty of orders on file. The demand from this 
group should show improvement during the 
spring months. The retail lumber dealers are 
beginning to look around for hardwoods, as 
building gets under way. A good demand 
from this source is expected, as farmers are 
in need of considerable lumber. Much in- 
terior trim and flooring is being purchased, 
and the result is a better movement of oak 
and gum. Demand for gum is leading, but 
there is a steady demand for oak coming from 
furniture and flooring factories and others. 
Millwork firms are taking a fairly good volume. 
Demand from box and crate manufacturers 
is also showing improvement. Export buy- 
ing continues slow, but shipments are holding 
up well. Weather conditions have not been 
favorable but there are plenty of logs along 
the railroads. Log prices are slightly lower 
than previously. 

H. M. Spain, of H. M. Spain & Co., timber 
estimators, with offices in Portland, Ore., and 
Memphis, arrived here last week for a visit at 
the home office, and expects to be in this city 
for the next ninety days. This company now 
has a large crew of men cruising timber in 
Nicaragua, and they will be employed on that 
project for about three months. 


Export Trade Best; Stocks Low 


JACKSONVILLE, FLa., Feb. 14.—The hardwood 
market continues fairly good, due to export 
demands. There has been little or no buying 
by the furniture manufacturers of late, and 
very little business is coming from the automo- 
bile trade. Manufacturers of hardwoods ex- 
pect a revival of buying early in the spring. 
The volume of stock being carried is none too 
great, and in fact about normal. The absence 
of a surplus will mean a very strong market 
should there be buying in any quantity. 


Southern Furniture Plants Buying 


ATLANTA, Ga., Feb. 13.—Hardwood output 
of Georgia mills is still heavily curtailed, 
partly voluntarily and partly due to rains. 
The result is that prices are showing greater 
strength. Though there has been no general 
advance, several items are $2 to $4 higher than 
early in February. Leading consumers seem 
willing to pay the increases, but show little 
tendency to buy beyond current needs. In- 
quiry is the heaviest it has been at any time 
this year. Carolina, Georgia and Tennessee 
furniture factories have increased their orders 
considerably, and are leading buyers, with the 
automotive industry second. Furniture orders 
are mainly for FAS sap gum, but include oak 
and poplar. Box manufacturers have been tak- 
ing gum and tupelo. Automotive factories are 
in the market for 10/ to 16/4 white ash, FAS 
and No. 1 and select grades, placing some 
fairly good advance orders at prices lower 
than prevailed the latter part of January. 
Flooring plants are active buyers of red and 
white oak, but only a few are buying for 
advance needs. Flooring prices have increased 
again, and are about the same now as they 


were in mid-January. Industrial inquiry for 
maple flooring is active, but orders are few. 
Millwork call for shop items is fair. Cypress 
continues quiet, and though their stocks are 
large, Georgia mills are active. 


Foreign Demand Improving 

Macon, Ga., Feb. 13.—There is a fair move- 
ment of hardwoods. Prices are unchanged. 
Sales last week were principally of sap gum, 
red gum, oak and ash. A better export in- 
quiry was received, and some good foreign 
orders booked. Logging conditions were satis- 
factory, a lot of fine timber being got out of 
the lowlands. 


Basswood, Oak and Lowers Scarce 


E.xins, W. Va., Feb. 13.—Dry stocks of 
basswood, and of low grade poplar and other 
hardwoods, are becoming somewhat scarce, and 
there is also said to be a shortage of 5/4 oak. 
Lowness of supply is tending to stabilize prices, 
but has not resulted in any general increase. 
Volume of demand is fully equal to that of 
January, but is still much below what might 
be considered normal. Ash FAS, 4/4, com- 
mands around $100, and the 4/4 common 
ranges from $62 to $65. Common red oak 4/4 
brings from $60 to $65. 

J. H. Brewster, of Weston, president Sun 
Lumber Co., has announced his candidacy for 
the Republican congressional nomination in the 
Third Congressional district of West Virginia. 
Mr. Brewster has served two terms. 


Demand Fair But Scattering 


LouIsviLLe,. Ky., Feb. 13.—Hardwood men 
reported that last week had been a fair one, 
and that orders were very good. The furni- 
ture trade is spotted, good business being re- 
ported from some sections, while others are 
dull. The automobile industry continues to 
buy nice amounts, and the building trades are 
looking up. There is a very fair, scattering 
demand for -red and white oak, walnut, ash, 
elm, maple and gum, with some movement of 
cottonwood, chestnut, black gum, magnolia etc. 
Flooring oak continues very fair. Prices on 
inch stock at Louisville: Walnut, FAS, $240@ 
245; selects, $160; No. 1, $90; No. 2, $45. 
Poplar, FAS, $93@100; sap and selects, $67@ 
70; No. 1, $47@50. Ash, FAS, $80; common, 
$50. Chestnut, FAS, $90; common, $57. Quar- 
tered red gum, FAS, $100; common, $55; plain 
red, $95 and $52; quartered sap, $61 and $45; 
plain sap, $55 and $40. Cottonwood, $54 and 
$38. Red oak, FAS, $70; No. 1, $48@50; No. 
2, $37@40; plain white oak, FAS, $80@90; 
No. 1, $53; No. 2, $43@45; quartered white 
oak, FAS, $125; No. 1, $68. 





Files Full; Dry Stocks Low 


BrooKHAVEN, Muiss., Feb. 13.—The_ hard- 
wood market is holding up exceptionally well. 
The mills are well fortified with orders, though 
a number of these are for delayed shipment. 
Unfilled orders will keep the mills busy for five 
weeks. Unsold dry stocks are equal to only 
one month’s production. Shipments so far this 
month are far in excess of production. Orders 
are in nice volume, though new stocks sheets 
have been issued only about two or three days. 
Gum items are very active. Quartered gum 
has been moving quite well, but at prices only 
slightly in excess of those on plain. Magnolia 
is one of the strongest species, especially 6/4, 
and buyers are after it green or dry. The oaks 
are a little more lively. Tupelo items have been 
moving quite well. 


ee 


Purchases Small; Bargains Sought 


CINCINNATI, OuHIo, Feb. 14.—Conditions jn 
the hardwood market here are generally re. 
garded as spotty, and sales are not quite as 
good as during the latter half of January, 
Buying is largely in mixed cars. Furniture 
factories are taking no chances on stocking 
up until the plants have booked sufficient 
orders to warrant commitments. Auto facto- 
ries are more liberal in their orders and in- 
quiries, but their price views are not satisfac- 
tory. Purchasing agents try to catch a mill 
that needs business and will make concessions, 
However, the opinion prevails that there is a 
firmer tendency. Orders placed are from the 
general list, but oak and poplar are apparently 
the best sellers, with some ash, hard maple 
and elm also moving. Furniture factories are 
taking small lots of sap gum and walnut. 
There is scarcity of a few items of Appala- 
chian hardwoods, principally poplar, walnut, 
sound wormy oak as well as good white oak, 
and quotations are firmer. Automobile fac- 
tories want deliveries rushed, and furniture 
plants often request quick shipment. Export 
demand is light, and business is keenly com- 
petitive, on quality rather than price. United 
Kingdom buyers have bought Roumanian and 
Russian oak, but find that it does not meet 
their requirements. Consequently, they are be- 
coming a bit more friendly to Appalachian oak 
and walnut, despite price cutting by competi- 
tors. 

Softwood trade is quiet, with sales not as 
good as during January. Demand for mill- 
work and dimension is slack. A few small 
orders for dimension are placed to fill in yard 
stocks. Roofers are in fair demand for repair 
trade. There are practically no transit cars. 
Cypress finish is in improved demand, and 
there is a fair demand for interior trim. Yard 
stocks are about normal, but larger sales are 
expected in about forty-five days. 

Ross C. Kuhlmann, secretary District No. 1, 
Ohio Association of Retail Lumber Dealers, 
will deliver a talk at the Cincinnati retailers’ 
meeting at the Hotel Metropole Feb. 29, his 
subject being “A Study of Cost Accounting.” 


Orders Are More Numerous 


Burrato, N. Y., Feb. 14.—Until quite re- 
cently an inquiry addressed to a hardwood 
wholesaler: “How is the trade?” would have 
been likely to evoke the rejoinder: “Not how, 
but where, you mean.” Lately an increase in 
inquiry has developed, and while demand has 
not begun to make any big showing, the feel- 
ing is more confident and orders have been 
a little more numerous. 

An effort to start construction work on sev- 
eral large local public projects is being made 
by Mayor Schwab, who recently made a trip 
in which he noticed that building work is going 
ahead in other sections of the country. 

Railroads bringing lumber from Canada 
have been granted a reconsignment privilege 
at Buffalo on shipments for southern points, 
the order becoming effective Feb. 6. The roads 
affected are the Canadian National, Champlain 
& St. Lawrence, United States and Canada, 
Michigan Central, Pere Marquette and Wa- 
bash. The Interstate Commerce Commission 
has set for Sept. 13 a hearing on a reconsign- 
ment tariff that would increase the joint rates 
on lumber from the South to Buffalo. 

A bill providing for a new schedule of 
freight rates on logs has been introduced in the 
New York State legislature by Senator Frei- 
berg. It substitutes a 2,000-pound ton for 
1,000-foot log measure as the unit in fixing 


For Current Market Prices on Hardwoods See Pages 92 and 93 
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transportation costs, and cuts the foot log 
measure rates by 80 percent. 

Following the dinner given by Franklin A. 
Hofheins, president of the Weatherbest 
Stained Shingle Co., last week, at which the 
Grder of Hoo-Hoo was revived in this city, 
a temporary organization has been formed. 
Mr. Hofheins is president; F. M. Sullivan, 
secretary and treasurer, and a nominating com- 
mittee is composed of Ray H. Bennett, Charles 
N. Perrin and Henry Adema. Twenty-nine 
members were obtained at this first meeting, 
of whom eight were renewals, five active and 
sixteen kittens. It is hoped to have a member- 
ship of several hundred in western New York. 

A nominating committee has been named to 
select candidates for office in the Buffalo Lum- 
ber Exchange at the annual election next 
month. The committee is composed of John 
McLeod, chairman; C. Walter Betts and Henry 
I. George. 

Fi. A. Hellyer, director of yard planning, 
who recently addressed the convention of the 
Northwestern Retail Lumbermen’s Association 
at Boston, was in this city last week and gave 
a talk at the luncheon of the Buffalo Lumber 
Dealers’ Credit Corporation. 

About thirty lumbermen, including several 
from Rochester, Jamestown and Bradford, Pa., 
attended the oyster party of the Buffalo Lum- 
bermen’s Handball League at the Canoe Club 
on Feb. 8. A substantial dinner followed the 
serving of oyster stew. 

The ninth annual short course in the kiln 
drying of lumber will be held at the State 
college of forestry, Syracuse University, 
March 6 to 16. Lectures will be followed by 
practical demonstrations participated in by the 
students. The registration fee is $25. 

The Hugh McLean Lumber Co., which con- 
tinues in the hardwood trade as sales agent 
for the McLean hardwood mills in the South, 
has reduced its capital stock from $500,000 to 
$50,000. The step was taken because of the 
sale of the company’s yard. 


Southeast Backs Hardwood. Plan 


Macon, Ga., Feb. 13.—Hardwood manufac- 
turers of Georgia and Florida were well rep- 
resented at a district meeting here last Fri- 
day to consider a plan endorsed by the Mem- 
phis convention of last month to prevent wast- 
age and to balance the output of the mills with 
consumption, in so far as it can be voluntarily 
accomplished. Harry C. Fowler, president of 
the Case-Fowler Lumber Co., chairman for the 
district, presided over the meeting. 

After a thorough discussion of the entire 
situation in the hardwood lumber industry, the 
manufacturers, reporting individually, gave en- 
dorsement to the plans of the Memphis meet- 
ing. 

Attending the meeting here were George 
Land, of the Hardwood Manufacturers’ Insti- 
tute, of Memphis, Tenn.; J. H. Rush, Lynd- 
hurst Lumber Co., Lumber City, Ga.; P. F. 
Fitzgibbons, of the Beechwood Band Mill Co., 
Cordele, Ga.; G. F. McKnight, of the Grove- 
Dowling Hardwood Co., Gulf Hammock, Fla. ; 
H. C. Fowler, of the Case-Fowler Lumber Co., 
Macon; Earl H. Bloch, manager, and W. P. 
Wheeler, secretary and treasurer of the Mas- 
see-Felton Lumber Co., Macon; C. S. Starnes, 
J. C. Love Lumber Co., Mount Vernon, Ga.; 
Blucher Blair and C. F. Emerson, Midway 
Hardwood Co., Midway, Fla.; J. R. Moore, 
of the Moore Lumber Co., De Soto, Ga., and 
G. W. Griffin, AMERICAN LUMBERMAN. 

Mr. Land stated that the conservation com- 
mittee, which is to represent the consumers 
of hardwood lumber, is to show the needs of 
the trade, and “we are to adjust our output 
so that there will be less waste,” he said. 
Questioned as to the legality of the plan, he 
said that the Department of Justice had ap- 
proved the plans as outlined by the hardwood 
lumber manufacturers and that they proposed 


Indianians Approve Institute Idea 


INDIANAPOLIS, IND., Feb. 13.—About twenty- 
five of the leading hardwood manufacturers of 
Indiana attended a meeting held here at the 
Claypool Hotel last week to cqnsider timber 
conservation and particularly the plan to pub- 
lish statistical data. regarding hardwoods as 
outlined by the Hardwood Manufacturers’ In- 
stitute. 


The acceptance of the idea as outlined by 
officials of the institute was unanimous and it 
is believed Indiana will be lined up 100 per- 
cent for the idea before another month is past. 
The expression of those at the meeting was to 
the effect that the idea would be sold rather 
easily to those who could not attend. 

Charles A. Barnaby, of Greencastle, Ind., 
presided and introduced George Land, assistant 
manager of the Hardwood Manufacturers’ In- 
stitute who outlined the idea. Most of the 
Indiana men had received advance information 
concerning the plan and this was fully ex- 
plained by Mr. Land, who said the three pri- 
mary aims were to insure balanced stocks in 
all yards, to insure adequate production, but no 
more, and to be able to predict with some de- 
gree of accuracy the probable demand for the 
selling periods ahead. He told of the interest 
being taken by the automobile body manufac- 
turers, the furniture trade and the oak flooring 
association and the apparent willingness of 
these industrials to aid the institute in every 
way so that demand might be gauged more ac- 
curately. 

Other visitors were F. R. Gadd, secretary of 
the Appalachian Hardwood Club, Cincinnati, 
Ohio, and F. F. Fish, secretary of the National 
Hardwood Lumber Association, Chicago. Both 
talked on the proposed plan. 


Mr. Barnaby, in a short talk, declared that 
millmen might as well accept the idea that the 


present buying system by consumers will not be 
changed. It will continue on a hand-to-mouth 
basis. 


We might just as well accustom ourselves 
to carrying the stocks, he declared. For my 
own part, I am glad to see this situation con- 
tinue. You all remember when, some years 
ago, the average furniture factory looked like 


.a lumber yard. There were piles and piles of 


lumber stacked around the factory. Do you 
see this any more? Not any more. There 
may be some cases where the factories have 
appreciable raw material stocks on hand, but 
they are very few. We millmen are having to 
carry their stocks for them and they are buy- 
ing as they need lumber. I am glad to see 
this situation continue, but how much more 
desirable it would be to have this statistical 
information of the institute concerning stocks 
on hand at the mills, including size, grade and 
species and to have the reports of the con- 
servation committee concerning the probable 
demand. 


An interesting sidelight was provided by one 
of the lumbermen who operates a band mill 
and also a kitchen cabinet factory. This man 
said: 

I operate a mill cutting Indiana hard- 
woods. But I also own a hitchen cabinet fac- 
tory and have to buy gum from ‘¢he South for 
manufacturing purposes. I can see 10w that 
this plan wil! prevent the extreme low ebbs 
of the hardwood industry, but it likely will 
make me pay more for the gum that goes into 
my kitchen cabinet factory. However, if the 
plan does nothing but stabilize prices and 
prevent extreme highs and lows, I will be 
satisfied. We use about 2,000,000 feet of gum 
a year in kitchen cabinets and the first of the 
year we set our prices for the entire year. 
You can see, even if we have to pay a little 
more for gum, at least the first of the year 
we will know about what price to place on our 
kitchen cabinets and fix it with some degree of 
certainty. 


to go no farther than approved by the Govern- 


*ment. 


The matter of costs was gone into by Mr. 
Fowler during a discussion of curtailment, or 
expansion, as the needs of the trade were met. 

“A 10 percent cut by all mills during the 
last two years would have put the hardwood 
industry on a stable basis,” he said. “Some 
mills that have cut their production 25 to 30 
percent because of the falling off in demand 
have found that their costs soared out of pro- 
portion.” 

Mr. Rush stated that his understanding of 


‘the purposes of the meeting was to devise 


some means of keeping production down to 
consumption and that prices were a secondary 
consideration. 

Mr. McKnight said that he believed that the 
whole trouble with the hardwood lumber situ- 
ation was under-consumption. 

Mr. Land stated that the Hardwood Manu- 
facturers’ Institute proposed to maintain a 
man here, if desired, to work under Mr. Fow- 
ler in gathering statistical information so that 
the trade would have absolute facts as to what 
was going on in the industry. “We've got to 
look to the future to know where we stand,” 
said Mr. Land. He referred to the system 
adopted by General Motors, and other indus- 
tries, showing forecasts of the needs of the 
trade over a period. “They've even got to the 
point where they forecast parts that are needed 
for six months ahead,” he said. “And that’s 
all that we are trying to do—to prevent waste 
and to meet the needs of the trade.” 

Mr. Fowler spoke on personal experiences 
in manufacturing hardwood during the year 
just closed, stating that 75 percent of the 
lumber manufactured was sold without diffi- 
culty, while the remaining 25 percent of other 
woods was piling up. 

Mr. Wheeler, of the Massee-Felton Lumber 
Co., reported that that company, which had a 
double band mili, had closed down one of the 
mills for several months. 

In other personal experiences related at the 
meeting it was brought out that trade condi- 
tions had caused curtailment of practically all 
mills in this territory for most of 1927. 

After all of those present had given full 
endorsement to the plans of the Memphis meet- 
ing, Mr. Land stated that he would call on the 
Atlanta manufacturers on his way back to 
Memphis and ascertain their position. The 
general opinion was that the manufacturers 
throughout the Southeast approved the plans. 

At the close of the business session there 
was a dinner at the Hotel Dempsey. 

Mr. Fowler thought it inadvisable to have 
another meeting at an early date, for he 
thought that greater progress could be made 
by personal contact. 


Hardwood Consumption Increases 


New Orteans, La., Feb. 14.—The_ hard- 
wood market here is satisfactory, with domes- 
tic consumption increasing and the export 
movement holding up. There is a slight ten- 
dency on the part of oak flooring to stiffen, but 
as yet no definite movement toward higher 
prices. 

Plans are being worked out by the hardwood 
manufacturers to bring about the holding of 
all three New Orleans meetings at the same 
time. The plans would provide for the calling 
of the Southwestern Hardwood Manufactur- 
ers’ Club meeting on the same day as the ses- 
sion held by the export group, with the pro- 
moters of the conservation program brought 
in at the same time. This plan will induce 
larger meetings and eliminate extra trips to 
New Orleans by the manufacturers. The con- 
servation program is being boosted, with active 
work starting out of Shreveport, La. 
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National Production, Shipments and Orders 


— 


Wasuincton, D. C., Feb. 13.—The following statistics were compiled by the National Lumber Manufacturers’ Association: 


BSoftwoods: 

Week ended: 1928, Feb. 4; 1927, Feb. 5— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California Redwood Association 
North Carolina Pine Association... 
Northern Pine Manufacturers’ Association. 


Total softwoods, one week. 


eeeeee 


California White & ‘Sugar Pine Manufacturers’ 


Five weeks ended above dates— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California Redwood Association 
North Carolina Pine Association 
Northern Pine Manufacturers’ Association 


Total softwoods, five weeks............00.- 
California White & Sugar Pine Manufacturers’ 


Hardwoods: 


Northern Hemlock & Hardwood Manufacturers’ 


One week 
Five weeks 
Hardwood Manufacturers’ Institute— 
ne week 
Five weeks 


Northern Hemlock & Hardwood Manufacturers’ 


se eens 
ee 
ee ee 


Northern Hemlock & Hardwood Manufacturers’ 


re 


ee 


ee ee | 








Production Shipments Orders 
1928 19: 1928 1927 1928 1927 

ue ee. 65,427,999 65,824,712 65,173,332 56,585,520 62,327,510 59, oT 282 
5 oe Re at 108,657,252 67,267,771 108,001,807 67,078,654 114,620,916 75,754,896 
ME te SPY 13,154,000 16,236,000 25,345,000 24,992,000 31,663,000 25,564,000 
xe epee e nek 8,753,000 6,964,000 6,545,000 7,083,000 7,846,000 10,139,000 
ctectececeece 6,483,083 9,172,761 5,474,823 10,986,804 4,545,500 6,274, ,029 
Keesha rece 6,630,900 6,696,900 7,520,600 6,270,200 8,048,000 , 431, 000 
Association.. 1,769,000 1,453,000 1,838,000 1,657,000 4,581,000 »764,000 
oeeedenseaes 210,875,234 173,615,144 219,898,562 174,653,178 233,631,926 186,198,207 
Association.. eee ee. © lb astestwien See dete twee 
Terre rtry 316,096,825 319,786,190 305,598,097 267,825,018 330,448,875 293,250,696 
ern ee 490,050,981 372,953,497 478,287,230 363,678,172 527,253,450 412,602,441 
beceeeeeevese 51,814,000 73,834,000 110,907,000 119,222,000 121,853,000 132,924,000 

coccccee ° 40,920,000 33,606,000 30,394,000 36,839,000 38,801,000 44,649,000 
oc eeereroncnic 28,643,827 38,310,800 25,887,586 39,591,674 25,868,550 28,820,937 
neicee eee ae 32,512,600 30,968,100 29,975,600 30,342,400 35,717,000 32, 330, 000 
Association. 7,757,000 12,404,000 664,000 12,366,000 13,495,000 11, 989,000 
tt eeeeeseeee 967,795,233 881,862,587 989,713,513 869,864,264 1,093,436,875 956,566,074 
Association. . ON eee DE scence pads eee 
Association— 
otheevbke eened 5,117,000 4,917,000 3,637,000 2,710,000 3,651,000 3,086,000 
sere ee eenee 28,414,000 27,184,000 18,905,000 17,298,000 17,403,000 16,798,000 
stew ee eeeeees 7,807,000 15,033,000 7,515,000 17,633,000 9,919,000 19,955,000 
teen eee eens 89,804,000 100,547,000 92,716,000 103,428,000 105,066,000 113,426,000 





National Analysis 


WaAsHINGTON, D. C., Feb. 
Lumber Manufacturers’ Association issued the 
following analysis for the periods ended Feb. 
4—orders and shipments being shown as per- 
centages of production: 





One Week 5 Weeks 
Oo 
No.of Ship- Or- ‘Ship- Or- 


Association— mills ments ders ments ders 
Southern Pine..... 104 100 95 97 105 


West Coast....... 111 99 105 98 108 


California Pines..* 19 167 181 179 178 
California Redwood 15 75 90 74 95 
N. Carolina Pine.. 29 84 70 90 90 
Northern Pine.... 9 113 121 92 110 
N. Hem. & Hdw... 18 104 259 112 174 


Ce ee ee eee 


on softwoods. . .338 107 114 107 117 


- Hem. & Hdw... .. 71 71 67 61 
Hdw. Mfrs.’ Inst.. 58+ 96 127 103 117 
All hardwoods... .. 86 105 94 104 
All woods...... oe 106 114 105 115 


*Sixty-two percent of cut in region. 


Actual production reported made the follow- 
ing percentages of normal in the periods in- 
dicated : 


a 1927° 





No “ No 

Softwoods— Mills wk. Whe. Mills wk. wis. 
South. Pine. -A 104 95 9 88 
West Coast....A 111 109 95 a 103 36 
Western Pine..A 33 65 63 38 48 43 
Calif. Pines...A 19 100 101 Ht wy a 
Calif. Redwd..A 15 109 120 16 87 100 
N. Car. Pine..C 29 73 76 44 78 71 
North. Pine ..A 9 101 137 o* we es 
N. Hem.&Hdw.A 18 68 38 


—_—_—S O_o ——- i ——-—-  ——— 


All softwoods. 338 99 93 291 86t 
Hardwoods— 


N. Hem.&Hdw.A .. 88 100 - aa ~i 
Hdw. Mfg. Inst.C 58 80 76 109 82 83 
All hardwood... 83 $1 er oa a 
All woods— 
SE a we ace Be 396 98 92 


*Normal production had been established by 
only six associations for 1927. tFive groups. 


A—Normal based on actual output for pe- 
riods of two to five years. 


C—Normal based on estimated mill capacity. 


North Carolina Pine 


Norrotk, Va., Feb. 13.—The North Caro- 
lina Pine Association makes the following 
analysis of figures from thirty-six mills for 
the week ended Feb. 4: Per- 


Percent Percent cent 
Normal Actual Ship- 





Production— Feet output Ce ments 
Narmal* ...... 8,700,00 
PE Jecess os 6,405, O83 74 e% 
Shipments ....... 5,669,823 65 89 i 
Ds keseeiens 5,182,500 60 81 92 


tAs compared with preceding week, 
a decrease in orders of 32 percent; 
week thirty-eight mills reported. 

*“Normal” is based on the amount of lum- 


ber the mills would produce in a nortnal work- 
ing day. 


there is 
but that 


| 
13—The National | 


West Coast Review 


SEATILE, WASH., Feb. 11.—For the week end- 
ed Feb. 4, 111 mills report as follows to the 
West Coast Lumbermen’s Association: 


Production 108,657,252 
Shipments -108,001,807 1% below production 
achat ais 114,620,916 5% above production 
Shipments— 
Water delivery: Feet Feet 
EPOUGEEEG ceccecsves 39,696,813 
RE s Sadkeeae hacsus 13,337,599 
Total water (49%)....ccccccccees 53,034,412 
|) er Sera eee 49,778,726 
ere: 5,188,669 
Total shipments ................ 108,001,807 
New Business— 
Water delivery: 
EE 34,457,283 
DD: Urwetnoneenun 15,589,253 
Total water (44%).........2e08. 50,046,536 
DE Mi ¢t.0h as st e.2's Hwee a ete % * 
EE EE: 44 WG SUS s deed eevew as 5,188,669 
Total new business.............. 114,620,916 
Unfilled orders— 
Water delivery: 
Domestic cargo ...... 112,696,315 
EE cebeeeeseaedhe 107,360,015 
Re ye er 220,056,330 
EE Attdharstkutabisachawedns 6 os 167,956,542 
Total unfilled orders............. 388,012,872 





Oak Flooring Statistics 


The following are statistics for the week 
ended Feb. 11, as reported by sixty-four mills 


to the Oak Flooring Manufacturers’ Asso- 
ciation: Feet 

Production ...:..:¢. oon nas's hide dant 9,062,000 
FT ee eee es oe ee 8,708,000 
I tie at Gr hein calla Se id telat wh ar 8,588,000 





Southern Pine Barometer 


New Or.eans, La., Feb. 13.—For the week 
ended Feb. 10, Friday, 104 mills of total capac- 
ity of 15714 units (a unit representing monthly 
output of 2,000,000 feet between Nov. 1, 1924, 
and Oct. 31, 1927), report as follows to the 
Southern Pine Association : Percent Percent 

3-Year Actual 


Production— Carst Feet prease palate 

Average 3yrs. .... 67,510,296 

IRs ab aio 0.4 -+.. 66,209,839 98.07 
Shipments* 2,984 59,802,344 88.58 90.32 
Orders— 

Received* ... 3,315 66,435,915 98.41 100.34 

On hand end 

weekt -11,340 227,264,940 


*Orders were 111.09 percent of shipments. 

tOrders on hand showed an increase of 3.01 
percent, or 6,633,571 feet, during the week. 

+tBasis of car loadings is December aver- 


| age, 20,041 feet. 


One hundred and three mills reported net 
overtime of 185 hours, which is 2.99 percent 
more than full 60-hour week basis. 


California Redwood 


San Francisco, Cauir., Feb. 11.—The fol- 
lowing information is summarized from the 
report of the California Redwood Association 
for the week ended Feb. 4: 








——-Redwood White- 

No. of Percent of wood 

mills Feet production Feet 

Production .. 15 8,753,000 100. 1,990,000 

Shipments .. 15 6,545,000 74. 1,282,000 
Orders re- 

ceived .... 15 7,846,000 91. 1,351,000 
Orders on 

iad Kaa 13 38,329,000 6,479,000 

Detailed Distribution of Redwood 

Shipments Orders 

Northern California*..... 3,448,000 3,105,000 

Southern California*..... 1,000 1,472,000 

, UU” ree 66,000 39,000 

PE sc, essnkesesheeee 1,481,000 1,878,000 

| Foreign ....cececcecseces 859,000 1,352,000 

0 a a ee 6,545,000 7,846,000 


| 
| 
| 
| 
| 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





Western Pine Summary 


PorTLAND, Ore., Feb. 11.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Feb. 4, from 
33 member mills: Per- 


cent 
Percent Ship- 


Production— ne pete Feet of cut ments 
Normal® ..... 32,150,000 re acne 
er 13,154,000 

Shipments (car) 948 24,648,000 
Local deliveries .. 697,000 


Total shipments .. 25,345,000 192.67 


Orders— 
Cancelled ... 15 390,000 
Booked (car). yf 191 30,966,000 
BME acesecee 697,000 ee =a 
Total orders.. 31,663,000 240.71 124.92 
On hand end 
week ...... 3,590 93,340,000 


Bookings for the week by thirty- -three iden- 
tical mills were 117.43 percent of those for 
the previous week, showing an increase of 
4,420,000 feet. 

+Car basis is 26,000 feet. 


*Normal takes into consideration mill Cca- 
pacity, number of months usually operated 
and usual number of shifts—reduced to a 
weekly basis which is constant throughout 
the year. 


During the week production was 41 percent 
of normal; shipments, 79 percent of normal, 
and orders 98 percent of normal. Average 
for the corresponding week of last four years 
was as follows: Production, 55 percent; ship- 
ments, 81 percent, and orders, 79 percent of 
normal. 

Production is so seasonable that, -during 
two winter months, actual production amounted 
to only 53 percent of normal, while during 
two peak summer months the production in- 
creased to 114 percent of normal. 


(Statistics continued on page 83) 
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Wausau Puts on a Winter Frolic 


Wausau, Wis., Feb. 13—When Wausau de- 
cided to put on a winter frolic its sponsors 
rubbed all sides of Aladdin’s lamp and called 
for all the imagination, pep and experience 
of all-of its citizens. Naturally, Wausau be- 
ing an old lumber town, a bunch of lumbermen 
responded to the call. 

The first stroke of magic was in the financ- 
ing of the scheme. A dollar button admitted 
a person to all the week’s activities. But one 
button gave the priv- 


ditions. It nearly took a Paul Bunyan to 
survive. 

Among the many interesting features of the 
frolic was the big parade with its many ex- 
cellent floats. The exhibit of the Pier Lum- 
ber Co., an Eskimo igloo, which was awarded 
first prize, is shown herewith. At the start 
of the parade, which was held at night, a 
light snow began to fall. The snow glisten- 
ing on fur coats and dogs in the beams of the 
searchlight on the front of the truck made 
the Pier company’s float especially attractive 





ilege of only one vote 
for any of the score of 
beautiful candidates for 
Queen of the Frolic. 
And they were some 
candidates. At any 
rate various. citizens 
(including some lum- 
bermen) had upward 
of 300 to 400 buttons, 
so you can realize that 
these gentlemen were 
keen judges of beauty 
as well as enthusiastic 
boosters for the frolic. 

And the other things 











that went with the dol- 
lar—well, it would make 
any ordinary dollar 
jealous. A week of 
bronze skates, gold 
skates, silver skates, derbies, ski races, hockey 
games, a Mardi Gras, fancy skating and just 
plain everybody skating, with all the color of 
enthusiastic crowds, and perfect weather con- 


Results 


Jasper, Tex., Feb. 13.—At the January meet- 
ing of the East Texas Mill Managers’ Associ- 
ation there was an important discussion on end- 
matching. Following this discussion, President 
Allen Few, of this city, asked H. G. Temple, 
of the Temple Lumber Co., at Pineland, to 
work to end-matched flooring 1,000 feet of 
No. 2 lumber and the same amount of No. 3, 
and prepare a statement showing the outcome 
of these operations. Mr. Temple consented to 


RUN FROM NO. 2 COMMON ROUGH 
Statement showing cost and waste on end-matched pine flooring run 


from 1000 feet of No. 2 common reugh stock. 


Rough stock sent to planer, before ripping. .1000 


Rough stock after ripping, meter reading.... 


Rough stock after ripping, meter reading..... 





Float of the Pier Lumber Co. which took first prize at Wausaw’s 


winter frolic 


and added a last touch of reality to the scene. 
Among the floats that received special men- 
tion was that of the Midland Lumber & Coal 
Co., depicting the “Home of the Queen.” 


Discontinues Durability Note 


Mapison, Wis., Feb. 13.—An announcement 
las been sent out from the United States For- 
est Products Laboratory at this place con- 
cerning the discontinuance of Technical Note 
No. 173, as follows: 


For some years this laboratory has been 
issuing a Technical Note, No. 173, entitled 
“Relative Decay Resistance of Native Woods,” 
that contains a table of estimated values for 
the relative durability of the more common 
American species. No further distribution of 
this note will be made. 


As stated in the note, the table of estimated 
values was based on the service records avail- 
able, supplemented by observation and expert 
opinion. The purpose of the note was to give a 
general estimate of the relative resistance to 
decay of different woods when used under con- 
ditions favorable to decay. It was not in- 
tended as an exact mathematical comparison 
because durability is a property which. varies 
considerably, even under comparable condi- 
tions of service, and cannot be stated with 
accuracy. It was also not intended as a meas- 
ure of the relative suitability of different 
species under conditions where decay resist- 
ance is of minor or of undetermined impor- 
tance. 


These limitatrons frequently have not been 
recognized in the use of the note, with result- 
ing misunderstandings. Accordingly, it is 
being discontinued, 


It is hoped to prepare, in the near future, a 
new statement relating to the durability of 
wood under different conditions of service, in 
order to meet the constant demand for infor- 
mation of this character, but the new state- 
ment will not contain a numerical comparison 
of species. 


of End-Matching Test 


do this and a report of the results has been 
sent to each member of the association. In his 
letter to the association, transmitting the re- 
sults of the test, Mr. Temple said: 

It should be borne in mind that in selecting 


this lumber we saved only that which would 
rip and trim well to clear. I think it well to 


point out that the No. 3 worked out with less 


waste than the No. 2, but as a rule this would 
not be the case. On the other hand, the No. 2 
works out to longer average length flooring, 


with slightly better percentage of Bé&better, 


with average selling price of $1.28 more than 
the No. 3. 

We kept piece tally of the rough material, 
applying price according to widths and lengths. 
Considerable 10-inch stock (but no 8-inch as 
ripped to 3-inch flooring) was applied, which 
made a loss of a 1-inch strip on each piece 
ripped. 

We consider it the exception rather than 
the rule where it will pay to work No. 2 lum- 
ber in this manner. 


The results of the test are given by Mr. 
Temple as follows: 


RUN FROM NO. 3 COMMON ROUGH 


Statement showing cost and waste on end-matched pine flooring run 
from 1000 feet of No. 3 ° . 


common rough stock. 
Feet 


Rough stock sent to planer, before ripping. .1000 


12—1.2% waste ripping 


Feet 

901 Rough stock after ripping, meter reading.... 988 
~ 99—9.9% waste ripping 

it Manufactured stock ... 


Manufactured stock 





Manufactured Stock at F.O. B. Mill Pete. Manufactured Stock at 2- to 7-foot Petg. 
Selling Prices, 5-foot Average Feet PerM Amt. ofrun F. O. B. Mill Selling Prices Feet PerM Amt. ofrun 
B&btr Edge grain end-matched flooring 1 x 3 7 $55 00$ 39 O09 B&btr. Edge Grain end-matched flooring 1x3 2 $50 00$ 10 02 
No. 1 Edge grain end-matched flooring 1x 3 2 37 00 OT 02 No. 1 Edge Grain end-matched flooring 1x3. . 1 33 00 03 O01 
B&btr. Flat end-matched flooring........... 648 35 00 22 68 83 4 B&btr. Flat Grain end-matched flooring.... 556 33 00 18 35 67 4 
No. 1 Flat end-matched flooring........... 83 32 00 266 107 No. 1 Flat Grain end-matched flooring...... 174 30 00 5 22 21 2 
No. 2 Flat end-matched flooring........... 37 15 00 55 48 No. 2 Flat Grain end-matched flooring...... 91 15 00 oe + | 
777 $26 35100 0% 824 $25 07100 0% 
Total lineal bundled feet................ 291% Total lineal bundled feet............+.+. 270 
Total number of bundles................ 61% Total number bundles...........eeseeee. 70 
Average length of bundles............-. . Average length of bundles................ 3.8 


Above prices based on 5’ average F. O. B. mill selling prices. 


Cost to Manufacture 





124-13.8% waste running 





23.7% total waste 








mill selling prices. 





Above prices based on 2 to 7-foot. 


Rough stock after ripping, meter reading..... 988 
24 


164—-16.6% waste running 


17.8% total waste 


No guaranteed average F.O. B. 


Cost to Manufacture 


ee ae $2 89 (Based on actual number of feet of mfd. stock) oO 7a ae $2 89 (Based on actual number of feet of mfd. stock) 

ED inwien's 36 (Based on actual number of feet of mfd. stock) a BE as 0:0.0'0e 36 (Based on actual number of feet of mfd. stock) 

Shedding ...... 39 (Based on actual number of feet of mfd. stock) Shedding ...... 41 (Based on actual number of feet of mfd. stock) 
$3 64 $3 66 : 

Cost of rough Cost of rough 


lumber sent in 
(1000 ft. No. 2 


com. rough) .$21 48 (Figured on F.O.B. mill selling price) 





Total cost to 
manufacture.$25 12 

Value of manu- 
factured stock 26 35 


$1 23 
Time required to run—45 minutes. 








lumber sent in 
(1000 ft. No. 3 





Total cost 


to 
manufacture.$20 76 


Value of manu- 


factured stock 25 07 


SAA © $4 31 
Time required to run—45 minutes. 


com, rough) .$17 10 (Figured at F. O. B. mill selling price) 
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West Coast Happenings Briefly Told 


Openings in Forest Service 


SeaTTLe, WasH., Feb. 11—W. G. Weigle, 
supervisor of the Snoqualmie national forest, 
has received an announcement from the Forest 
Service that civil service examinations for 
junior forester and junior range examiner will 
be held in March. For the junior forester ex- 
amination applications must be in Washington, 
D. C., prior to Feb. 25, and for junior range 
examiner prior to March 10. Examinations 
will be held at the nine forest supervisor head- 
quarters in Washington and at the fourteen 
similar headquarters in Oregon. It is expected 
that the largest number of applications will 
come from the locations of forest schools, since 
the forest organizations are largely recruited 
from those schools. The age limit for Forest 
Service applicants is 21 to 35 years; and in the 
Indian Service for junior range examiner the 
limit is 20 to 25 years. New appointees are re- 
quired to serve apprenticeship periods, varying 
according to the individual, before being given 
a ranger district or becoming a technical assist- 
ant to the supervisor. 


Outlook for West Coast Products 


Everett, WasH., Feb. 11.—An encouraging 
view of the outlook for West Coast lumber 
is given by George Bergstrom, of the C. B. 
Lumber & Shingle Co., who has just returned 
from an absence of a month, during which he 
looked over conditions in the East and middle 
West. There will be a good volume of busi- 
ness, Mr. Bergstrom says, but it will be slow 
in starting. In New Jersey he found a some- 
what unusual situation, as outlined by a lum- 
ber dealer, to the effect that the bulk of build- 
ing operations will probably be conducted by 
home-owners, who are intent not so much on 
how cheap they can build as how good they 
may accomplish it within their own limit of 
cost. 


Cedar on Same Rate Basis as Fir 


SEATTLE, WasH., Feb. 11.— Although the 
effective date of reduced rates on cedar lumber 
and cedar siding has not yet been announced, 
the new schedules will probably be in force 
within sixty days. The reduction deals with 
eastbound carload rates as now carried in 
Transcontinental Freight Bureau eastbound 
lumber tariffs 17-I, 18-I and 28-H, and places 
the cedar rates on the same basis as the rates 
on fir lumber—with increases, however, in the 
minimum carload weights from the cedar basis 
now applying to that on fir lumber. Reductions 
will amount to 11, 1174 and 12 cents a hundred 
pounds to destinations in southern Idaho, Utah, 
Wyoming, Colorado, eastern New Mexico, 
North Dakota, South Dakota, Nebraska, Kan- 
sas, Oklahoma, Texas, Minnesota, Iowa, Mis- 
souri, Arkansas, Louisiana, Wisconsin and IIli- 
nois. To points in Central Freight Association 
territory the rates will be reduced 12 cents— 
applying likewise to all southeastern States east 
of the Mississippi River and south of the Ohio 
and Potomac rivers. To North Atlantic States 
not otherwise mentioned above, the reduction 
will amount to 13% cents. 

Discussing the new rates, a circular of the 
West Coast Lumbermen’s Association, H. N. 
Proebstel, traffic manager, says: 

Contemplated reductions should be a boon 
to mixed car shipments of cedar and Douglas 
fir. It is unlikely that the decreased carrier 
revenue as a result of these reductions will 
disturb the earnings of the railroads as a 
whole in the handling of forest products from 
the Pacific Northwest. On the other hand, it 
is not unlikely that the total rail business of 
the carriers may be increased, thus augment- 
ing the aggregate revenue from lumber traffic 
from this region. 

Members and shippers should bear in mind 
that these reductions are applicable under fir 
minimum carload weights, which range from 


38,000 pounds for a 36-foot car, upward to 
54,000 pounds for a car over 42 feet long. If 
cars are actually loaded full, actual weight, 
but not less than 30,000 pounds, will apply as 
the carload minimum weight. 


Shower Senators with Shingles 


SEATTLE, WasuH., Feb. 11.—The red cedar 
shingle shower, which is now descending on 
Congress in the expectation of promoting a 
tariff on shingles, originated with millmen in 
Everett. At a meeting at which Harry Gary 
presided the idea was advanced that since shin- 
gles can be sent parcel post in bundles, then 
a single shingle may be mailed. The meeting 
appointed a committee consisting of Harold 
Holman, Olaf Carlson and Leonard Skally, 
with a plan of securing 5,000 shingles to be 





As a protest against the “free shingle” pro- 
vision of the Fordney-McCumber tariff, West 
Coast shingle manufacturers are sending 5,000 
shingles by mail to their representatives in 
Congress. A card attached to the shingles 
reads: “This is the shingle we can’t sell.” The 
illustration shows (right) Senator C. C. Dill, of 
Washington, who introduced the first shingle 
thus sent on the floor of the Senate, presenting 
one to Senator Peter Norbeck, of South Da- 
kota, 


packed in pairs and mailed in a booster campaign 
to senators and representatives. The Everett 
News says: 

Why not have 1,000 or 5,000 citizens each 
mail a shingle to a senator or representative, 
or both, to emphasize a tariff plea? Why not 
have Seattle and Hoquiam and other places 
join in the fusilade? Of course the idea 
caught on here at once, and from now on 
indefinitely shingle post cards will be de- 
livered daily on the desks of congressmen, 
or wherever their mail is left for them, in 
Washington, D. C. What will the senators do 
about it? Wait and see. 


Increasing the Use of Lumber 


PorTLAND, Ore., Feb. 11—Down at Bend, 
Ore., the employers, employees and everybody 
else are bent on doing their utmost to increase 
the use of lumber. All purchasing agents or 
buyers, merchants, lumbermen or otherwise, 
have been taught to specify that their goods 
must be shipped in wooden boxes. They use the 
rubber stamp quite freely demanding that the 
goods on every order be shipped in a wooden 
case. Recently the purchasing agent for the 
Shevlin-Hixon Co., in sending an order in fora 
30-foot steel I-beam, applied the rubber stamp to 
the order, with the result that the I-beam was 
packed in a wooden case and shipped to the 
Shevlin-Hixon Co. with a little item of $28 for 
extra packing in addition to the extra freight, 
and some people think this has gone too far. 


Bringing Out New Casement 


Los AnGeLes, CA.iF., Feb. 11.—Among what 
have been considered the unsolvable problems 
since the very inception of building was the 
puzzle of the 100 percent opening in the form 
of a casement so built as to keep out al] 
weather conditions, but a solution for this 
problem finally has been worked out, this hay- 
ing been accomplished by the Pacific Door & 
Sash Co., of this city. For the last six months 
experimental work has been in progress behind 
closed doors and now the finished product, 
with every detail planned for perfection, is 
ready to be put into use. This company fixed 
March 1, 1928, as the date on which this new 
casement would appear and those who are “in 
the know” believe that this date will be written 
into building history on a par with the most 
— accomplishments in the construction 
eld. 

It would be an interesting story at this time 
to explain the workings and details of this 
Pacific casement, but in fairness to the Pacific 
Door & Sash Co. this explanation is being 
withheld until the date officially set for the 
announcement arrives. However, it is an- 
nounced that by March 1 a detailed account 
of the workings of this boon to building will 
be given that should be of tremendous inter- 
est to the entire building industry. The idea 
is simple and those who have had the privilege 
of seeing the casement wonder that it has not 
been developed before. Manufacturing agents 
are to be established in the principal sections 
of the United States, who will produce these 
casements on a royalty basis, thus giving those 
best equipped to handle this article an oppor- 
tunity to supply their own markets. Patents 
have been secured covering every phase of 
construction, and it is announced that licenses 
to manufacturers of casements will be granted 
those who desire to produce them in their 
sections of the country. 


Decides Against Lumber Company 


San Francisco, CAtir., Feb. 11.—On Feb. 
1,,in the United States court for the northern 
district of California, at Sacramento, Judge 
Kerrigan rendered a decision in favor of the 
United States against the Feather River Lum- 
ber Co., of Portola, Plumas County, California, 
for fire damage to timber and young growth on 
the Plumas national forest. The damage re- 
sulted from a fite occurring along the right- 
of-way of the Feather River Lumber Co.’s log- 
ging railroad on the morning of Aug. 6, 1924. 
On that morning an oil burning engine hauled 
a string of empty logging cars from the saw- 
mill at Delleker to the woods operation. Soon 
after the train passed a “Y,” a fire broke out 
along the right-of-way and spread rapidly to 
national forest timber. In spite of the efforts 
of forest guards and logging crews, it ran for 
three days, burning over about 4,000 acres of 
national forest land, killing about 17,000,000 
feet of pine and fir timber and burning up 
2,000,000 feet of decked logs. One thousand 
acres of reproduction and young growth were 
entirely destroyed and left without adequate 
seed trees. Court action was instituted only 
after the lumber company refused to make 
proper settlement for the loss. During the 
trial the Government proved that the fire 
started at or near the right-of- -way and that a 
fire will back down a draw against a strong 
wind. In bringing out the evidence, both sides 
made use of maps, but the Government's case 
was strengthened by the use of a model in 
relief showing topography, railroad etc. at the 
point of origin of the fire 

In rendering his decision on Feb. 1 in favor 
of the Government, the judge stressed the fact 
that the company had been negligent in not 
clearing its right-ef-way after express warn- 
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ing, had no spark arresters on its engines and 
had sanded out the engines under conditions 
of fire hazard. “He also recognized that no 
fire-causing agency other than the Shay en- 
gine was shown to be in the vicinity of the 
“y” immediately before the fire started; fur- 
thermore, that mountain winds are variable, 
which may cause sparks to drop on either side 
of the track in spite of the general direction 
of the wind. 

Judge Kerrigan’s decision is important in 
several particulars. First, he established the 
right of the Government to claim damages for 
destroyed young growth. Second, the value 
of the young growth may properly be based on 
the cost of replanting the burned area. This 
decision gives the replacement theory legal 
status. Third, that oil burning engines are 
capable of starting fires along rights-of-way. 

The damages allowed by the court, which in- 
clude the Forest Service cost of suppressing 
the fire, amount to $41,575. 


Mill Property Changes Hands 


SEATTLE, WaAsSH., Feb. 11.—A report from 
Ketchikan, Alaska, states that the mill prop- 
erty, logs, lumber and good will of the Seal 


‘Cove Lumber Co. (Ltd.), Prince Rupert, have 


been sold for $40,000 to the Big Bay Lumber 


Co., which is building a new sawmill close to 


the plant at Seal Cove. 


Wins Award for Best Exhibit 


Loncview, WaSH., Feb. 11.—The West Coast 
Lumber Bureau has been notified of the award 
of $50 in gold as a prize for the best exhibit 
at the annual convention of the Michigan Re- 
tail Lumber Dealers’ Association, Grand Rap- 
ids. The exhibit, which consisted of Pacific 
Northwest forest products, was the same as 





that which a few days previously had been 
awarded a bronze plaque as the best display 
at the Ohio Association of Retail Lumber 
vealers, Cincinnati. 


Logging in Western Washington 


SEATTLE, WasH., Feb. 11.—With weather 
conditions favorable for logging, the input 
from the camps of western Washington ought 
to increase steadily to peak production. A 
great many camps are now running at their 
full strength, and others are making ready to 
add one or more sides to their operations. The 
supply of both fir and cedar logs is low, and 
the market continues firm at the prevailing 
prices of $13, $19 and $25 for fir, and at $17 
and $30 for cedar. 

The Weyerhaeuser operation, which is devel- 
oping a 100,000-acre tract of timber near Vale, 
has dumped its first logs into South Bay, adja- 
cent to Olympia, and according to announce- 
ment will ship steadily from 350,000 to 400,000 
feet of logs daily to the company’s mills at 
Everett. The logs are dumped into Puget 
Sound at South Bay, and thence are towed to 
Everett. 

The Andron Logging Co., which has started 
extensive operations up Winston Creek near 
Mayfield, has just received a trainload of 
equipment at its camp. It will probably be the 
largest enterprise of the kind in Lewis County. 
The logs are to be shipped to Onalaska. 

Turvey Bros. Logging Co. has started con- 
struction on its camp southeast of Tenino. The 
management will run one side at the outset, 
and will ship the logs to Tacoma. 

L. I. Walrath, of Mineral, reports that con- 
ditions are improving in that vicinity, due to 
the prospect for an early opening of logging 
operations. 


In the Olympic Peninsula holdings of the 
Bloedel Donovan. Lumber Mills, tiniber is 
being cut at the rate of 1,000,000 feet per day. 

In Island County, a justice court has upheld 
the rights of the Port Gardner log patrol to 
enter upon lands privately owned in order to 
recover logs belonging to company members 
of the patrol. 


To Resell Bear Valley Timber 


SEATTLE, WASH., Feb. 11.—According to an- 
nouncement by the Forest Service, the Herrick 
timber in the Malheur national forest, known 
as the Bear Valley unit, about fifty miles from 
Burns, Ore., will be resold. The area contains 
67,400 acres, with about 770,000,000 feet west- 
ern yellow pine and 120,000,000 feet of other 
species—a total of 890,000,000 feet. The area is 
part of a stand of more than 5,000,000,000 feet ; 
and will afford, say forestry officials, a good 
example of sustained yield, providing annually 
for the cutting of 60,000,000 feet over sixty 
years, when lands first cut over will be ready 
for second cut. Advertised prices are: Western 
yellow pine, per thousand feet, $2.80; Douglas 
fir, $1.05; other species, 55 cents. The contract 
will permit an average maximum cut of 60,- 
000,000 feet a year, an increase of 10,000,000 
over the Herrick contract. 


Transpacific Freights Strengthening 


SEATTLE, WasH., Feb. 11.—Trans-Pacific 
freights, which have been listless and inactive 
at $8 to $9, are strengthening. Advances dur- 
ing the last few days have marked schedules 
up to $8.75 and $9.75, with some shipowners 
holding for $9 and $10. One of the main fac- 
tors making for higher freight rates is the 
movement of grain across the Pacific, which is 
row going forward at peak volume. 


Lumber Exhibit Wins Prize 





Wasuincton, D. C., Feb. 13.—Short-cuts to economy in the use of 
lumber won a prize for the exhibit of the National Committee on Wood 
Utilization, of the Department of Commerce, at the construction 
exposition of the Associated General Contractors of America at West 








Part of exhibit featuring grade- and trade-marking of lumber as well 
as end-matched flooring. 


Baden, Ind. The exposition was held in conjunction with the associa- 
tion’s annual convention, Jan. 23 to 27. 

The committee’s prize-winning exhibit demonstrated the latest and 
most efficient wood utilization practices and stressed effective use ot 
short-length lumber. The application of end-matched lumber, particu- 
larly for concrete forms and sheathing, attracted favorable attention 
because contractors were shown that a saving of nearly 20 percent 
could be effected. End-matching means providing one end of the 
piece with a tongue and the other with a groove, enabling the tight 
joining of random lengths. It has heretofore been applied solely to 
flooring but the committee exhibit showed it can be used for prac- 
tically all, covering purposes. 

A display of preserved wood, with particular reference to railroad 
cross-ties, piling and structural timbers, attracted much attention be- 
cause it demonstrated that preserving processes increase the lasting 
properties of lumber, particularly in resisting decay and insect attack. 

Phillips A. Hayward, of the committee staff, who was in charge of 
the display, was the recipient of much favorable comment in regard 
to the committee’s efforts to promote universal grade-marking. The 
exhibit of grade-marked lumber demonstrated to the majority of the 


visitors that lumber grading is technical and difficult, to say the least, 
and that contractors should be protected by having quality marks 
placed on each piece of lumber before it leaves the mill. This would 
not only aid in checking up on purchases but would also promote the 
proper use for each species and grade. 

A demonstration of the relation of density of texture to the strength 
of structural timber also attracted attention, as did a practical ex- 
planation of the density rules for structural grading. 

The committee exhibit included more than two hundred items 
ranging from efficient utilization of plywood and veneer and the use 
of specially treated parquetry flooring, to the utilization of blue- 
stained lumber by means of penetrating acid stains and the use of 
screw-spikes on railroads. It was pronounced one of the most in- 
teresting and instructive of its kind ever shown, and was arranged 
in codperation with committee members, chiefly through their trade 
associations and the National Lumber Manufacturers’ Association. 








Part of the prize winning exhibit featuring parquetry flooring among 
other things. 
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G. JOYCE, 


J. F. BRYAN, Ww. 
Chicago; East St. Louis, II1.; 
Secretary-treasurer Field Secretary 


NE of the most complete and farsighted 
programs for a year’s activities ever 
adopted by a retail association is the 

program for 1928 inaugurated by the Illinois 
Lumber & Material Dealers’ Association during 
its thirty-eighth annual convention, held at the 
Edgewater Beach Hotel, Chicago, Wednesday, 
Thursday and Friday of last week. [A full 
report of the proceedings at this convention 
up to Thursday noon was published in last 
week’s issue of the AMERICAN LUMBERMAN, 
pages 60-62.—Enpiror. ] 

This program, developed after careful an- 
alysis of the present needs and trends of the 
retail lumber business by Secretary-treasurer 
J. F. Bryan in codperation with President J. W. 
Mackemer and the board of directors, when 
announced at the Friday morning session was 
met with the full and hearty approval of the 
members, who had gathered in large delega- 
tions from every section of the State to par- 
ticipate in this convention, which undoubtedly 
will go down in the association annals as one 
of the largest, most successful and most con- 
structive in the organization’s long history. 

The program for 1928, as outlined by Secre- 
tary-treasurer Bryan, consists of six parts, 
covefing the most important phases of modern 
retail merchandising : 

1. Credits and Collections: Cost account- 
ing records; monthly cost reports; cost study 
clubs; exchange of credit information. 

2. Association Slogan: Publicity by mem- 
bers; savings and thrift; interesting other 
lines; rebuilding and remodeling; helping build- 
ing and loan associations. 

3. Creative Selling: Personal solicitation; 
construction information; plans and blue- 
prints; help from employees; service to pros- 
pects. 

4. Business Promotion: Newspaper adver- 
tising; distribution of novelties; contacts by 
mail; codperative publicity; individual adver- 
tising. 


5. Codéperation with Farmers: Personal 
contacts; visiting farm folks; farm building 
construction; aiding farmers in legislative 
matters. 


6. Field Activities: District and zone meet- 
ings; secretaries to visit dealers; secretary’s 
talks on home owning and association activi- 
ties; field secretary to discuss costs and dealer 
relations. 

Secretary Bryan stated that he and Field 
Secretary W. G. Joyce would during the com- 
ing year be prepared to meet monthly with 
dealers in the principal centers of the State 
to discuss with them the problems in their 
localities. Mr. Joyce, said Mr. Bryan, has es- 
pecially prepared himself to give assistance in 
matters of costs and dealer relations. 


THURSDAY AFTERNOON 


The Thursday afternoon session was entirely 
devoted to addresses and discussions on mar- 
keting problems of materials other than lum- 
ber. The marketing of lime was the subject 
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Illinois Dealers Plan FariRe 


Fields for Creative Effort Are Mapped at 


of J. S. Elwell, of the Marblehead Lime Co., 
and selling clay products that of J. R. Louis, 
secretary Hollow Clay Tile Bureau. The 
roofing business was well analyzed by Tom 
Lehon, of the Lehon Co., Chicago, who dis- 
cussed in particular ways and means whereby 
the lumber retailer may combat the inroads into 
his territory of the itinerant roofing contractors. 
The retailer, he declared, can always undersell 
these contractors by considerable margin and 
still obtain a substantial profit. The most ef- 
fective way of combating this competition is 
for the retailer to let his townsmen know this 
fact and that he is ready and able to serve 
them. Working out a selling plan with the 
local contractor would undoubtedly be a good 
thing. Mr. Lehon further commented on the 
prejudice which many retailers seem to hold 
against the so-called prepared roofing. He 
urged them to dispel this prejudice, as this, 


like all other articles of proved merit, unques- 
tionably has its field. 

Developing the market for cement was dis- 
cussed by W. G. Kaiser, of the Portland Ce- 
ment Association, and codperation between 
manufacturers and dealers in building materials 
was the subject of Frank R. Hale, of the Digo- 
American Clay Co. 

An outstanding address was that of G, D. 
Rose, of the Spahn & Rose Lumber Co., 
Dubuque, Iowa, entitled “Building Material 
Problems of Country Yards.” This was a 
searching analysis of the problems connected 
with the merchandising of building materials 
other than lumber encountered every day by 
dealers, by one of the most aggressive and 
successful retailers in the Middle West, well 
qualified to discuss this. subject. His address 
proved of utmost interest and was deeply ap- 
preciated by all his hearers. 
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The Retail Lumber Dealer's 


[By M. R. Allen, G. S. Lyon & Sons Lumber 


Mr. Allen introduced his subject by relating an appro- 
priate story of how the modernizing of an old, ram- 
shackle house so raised the standards of the tenant family 
occupying it that they entered upon a new era of pros- 


perity and social standing. 


Did you notice that the 
owner in the story did not tell 
anyone to remodel that old 
house? He gave certain in- 
structions that, when carried 
out, made it more livable and 
changed its appearance. He 
knew that one of the very 
necessary features of a mod- 
ern home is that it be beauti- 
ful. Have you ever thought 
that the word “remodel” was) 
obsolete—that it should never 
be used? It brings up nega- | 
tive thoughts of exorbitant | 
costs, or of an ugly room, 


He then spoke as follows: 


fortable and more beautiful 
than the cars of yesterday. 
Not a person here would 


think of driving an automo- | 
15 years ago, but | 
many of us live contentedly in| 


bile built 
houses built 30 to 35 years 
ago, and many long betore 
that. 


cases their ugly design, can 
be beautified and made to 
bring profit to their owners in 
satisfaction as well as in in- 
creased value. 


Here is an “Opportunity 


These houses with all of | 
their inefficiency, and in most | 


| date they will appreciate this 
| service. Other owners wish 
to sell their old house so they 
/can build new homes. They 
| must sacrifice the value of the 
| old house to sell it. Modern- 
izing and beautifying will re- 
| vive values in a house that in 
|many cases have dwindled to 
the mere price of the lot. 
The modernizing of one of 
these old houses renders serv- 
ice to the neighborhood in 
|which it is located. Many 
blocks of old residential prop- 
erties have taken on new life 
and new value after one 
house in that block has been 
| beautified. The neighbors be- 
|gin to sense this new value 
| and soon are beautifying, too. 
| This service reaches to the 
| whole town. Several old 
h 


added on. Wouldn't it be bet- | for Service” to your people. | houses being changed in a 


ter to say ““modernize,”’ better | 
still, “beautify,” the old! 
house? The man or woman 
that builds the most beautiful | 
home in town, or beautifies | 
an old house into one of the | 
prettiest homes in that neigh- | 
borhood, creates a real value. | 


Making homes more beau- 
tiful is something that we 
recognize as a part of the 
present day tendency. Auto- 
mobiles are being built more 
beautiful each season. Even 
some trucks today are things 
of beauty. Bitter medicine is 
being sold in beautiful bottles. 
Castor oil is being colored in 
pretty shades of pink and 
blue. Everywhere about us 
we see “‘beauty—the new tool 
of business.” 


We are reacting to the tre- 
mendous and beautiful adver- 
tising of today. Automobile 
advertising tells us that the 
modern car is more efficient 
—will go faster ‘on less gas 
and oil, is much more com- 





Show them the advantages of 
the modern home in such a 
way that they will be as dis- 
satisied with an out-of-style 
home as they are today with 
an out-of-style automobile. 
Point out that the new and 
better homes of today can 
have year-round comfort and 
lowered fuel cost if properly 
insulated. They can have 
automatically controlled heat, 
as well as refrigeration. They 
can have much lower upkeep 
costs because of new and bet- 
ter methods of construction. 
With these, and many other 
advantages, the modern home 
can also be beautiful. To a 
large extent these features 
can be put into old houses. 


Many owners of the older 
type house have not allowed 
them to become run down. 
Each prefers to live in that 
house and in that neighbor- 
hood. Yet if you show them 
how they can make the ap- 
pearance of their homes upto- 


community will cause a town 
to take on a new pride in its 
older sections that are show- 
ing ability to “come back.” 


You have a real “Opportu- 
nity for Service’ to the un- 
employed in your town. You 
know that home building 
brings employment to more 
people in your town than 
other investments. Beginning 
with the excavator and the 
mason, then the carpenter 
and the plumber, and later 
the decorator and the furni- 
ture man, also the lawyer 
and the abstractor, the build- 
ing and loan man, and the 
banker, the school teacher 
and the minister, the grocery 
man and the baker, the life 
insurance man and the prop- 
erty insurance ‘man—an ever- 
increasing circle of your 
townspeople benefit when 
money is spent on a new or 
modernized home. You know 
that if for any reason, one 
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Another masterful address featured the 
afternoon program, it being by Secretary-treas- 
urer Bryan, who in hig characteristic forceful 
manner spoke on the lumber retailers’ responsi- 
bilities in connection with the agricultural prob- 
lem. The farm situation is constantly improv- 
ing, he said, with the farmer again reaching 
a position where he becomes a commanding 
figure in the market. There has not been any 
building of consequence on Illinois farms for 
ten years, and there is consequently a crying 
need for construction of all kinds. Mr. Bryan 
predicted that Illinois farms will provide a 
wonderful field for business within the next 
ten years, limited only by the aggressiveness of 
the retailers themselves. Mr. Bryan further 
said : 

Due to the lack of financial ability to build 
and improve farm properties during the last 
decade, as well as to the development of agri- 


Annual Convention’s Closing Sessions 


cultural methods and the spread of the diversi- 
fied farming idea, there is today, when farm- 
ing is “coming back into its own” and the 
farmer is beginning to get money, a great 
need for farm structures of all kinds. Modern 
dairy barns are needed, hog houses, poultry 
houses, brooder houses, corn cribs, implement 
sheds. But someone must help the farmer 
plan these buildings scientifically, with proper 
ventilation and insulation, proper floors and 
eyuipment and facilities. The lumber retailer 
must equip himself to render the farmer this 
service, and on the quality of his service will 
depend his success. He must inform himself 
on the best methods of farm construction and 
the scientific reasons for them, so that he can 
advise the farmer fully and authoritatively. 
He should study the Government and State 
bulletins on these subjects and keep in close 
touch with his association headquarters for 
latest information, and be always ready to 
communicate this information to the people in 











ment is discouraged, every 
member of this entire circle 
will lose a certain amount of 
employment or business. 


Here too is an “Opportu- 
nity for Service’ to your 
competitor. If he is one of 
that rare type that doesn’t 
know his cost of doing busi- 
ness or don’t know when to 
stop cutting the prices on his 
estimates, why not arrange a 
little “‘get acquainted” affair 
at once? You might be sur- 
prised to find that he had al- 
ways had that very same 
opinion of you. 


You have another “Oppor- 


tunity for Service,” in co- 
operating with your newspa- 
pers. They will appreciate 


your assistance in developing 
the home-building publicity 
they are carrying as a service 
to their readers. Representa- 
tives of our two daily papers 
asked if they could come with 
us to this convention so that 
they might be better informed 
on home building problems. 
Your newspapers will be glad 
to join with you in interesting 
the many organizations in 
your town that benefit when 
a home is built or modernized. 
They should help pay the cost 
of the advertising. Collec- 
tively, you can produce full 
pages of home-building pub- 
licity to compete with the 
large advertisements that are 
tempting your peop le to 
spend their money for other 
than home improvements. 


Through such a group you 
have an even greater “‘Op- 
portunity for Service’’ to your 
community. Many good 
things could happen if you 
called this group together. A 
finance company to handle 
contracts and second mort- 
gages could be organized 





within this membership. In- 
ability to finance these papers 
has discouraged more home 
investments than any other 
one thing. Such financing 
company, or your own mer- 
chants, would have many 
“Opportunities for Service” 
to your community. The 
profit, in satisfaction, to these 
merchants, in the knowledge 
that they ‘had helped so many 
to have beautiful homes, is 
worth considering. 


You have an “Opportunity 
for Service” to your own or- 
ganization. In place of rush- 
ing into your office, one of 
these mornings, stop your car 
a half block down the street. 
Walk slowly toward the of- 
fice. Stop, take note of how 
the exterior of your place of 
business compares in beauty 
with the place of business 
from which you purchased 
your automobile. Does your 
establishment have a beautiful 
electric sign over the door 
telling people of your busi- 
ness? Does it have attractive 
show windows where your 
products and built-in conven- 


iences for homes have a} 
chance tto sell themselves? 
That your town may have 


proof that you are sincere in 
what you are saying, why not 
see that the exteriors of your 


buildings are as beautiful as| 


it is possible to make them? 


Next, do not rush in and 
hang up your hat and coat 
and drop into your chair at 
the desk and start the usual 
routine. Step just inside the 
door. See for yourself what 
every customer sees in your 
office. See if it’s untidy, if 
the windows are dirty, and the 
walls too; if the woodwork 
needs cleaning or varnishing; 
if the desks have a lot of un- 
necessary papers and knick- 


Opportunities for Service 


& Manufacturing Co., Decatur, IIl.] 


| knacks on them. If so, maybe 
| you canunderstand why 
|many of the ladies that 
| have found their way to your 
|office prefer to go back to 
| their cars to wait while you 
|get the few pieces that they 
| just had to have. You have 
|plan books, photos of pretty 
homes, booklets of built-in 
conveniences, samples of 
building material that you are 
proud to recommend, but if 
they will not stay to look at 
them, one of your “‘Opportu- 
nities for Service’’ is limited. 


Another “Opportunity for 
Service” knocks at your door. 
Many men in the lumber and 
material business pride them- 
selves on their ability to leave 
their business worries at the 
office and not bother their 
wives with them. But now 
that we all know that the 
ladies are the real purchas- 
ing agents, why not ask the 
wife to go down to the office 
with you some evening? She 
will tell you what to do to 
make your offices more invit- 


ing to the ladies. She will 
feel more honored by such an 
|invitation than by any en- 


graved one that she has re- 
ceived. She will be proud that 
her husband considers her 
opinions worth while in his 
| business affairs. 





Nothing is written here of 
an opportunity to sel] 2x4's 
and shiplap, or for profit to 
the lumber and material man 
in the modernizing and beau- 
tifying of these old houses. 
But someone will have to fur- 
nish a lot of material for this 
work and if that someone 
does not make a profit on that 
material that’s his fault. Bv 
showing how to transform old 
houses into beautiful homes, 
you can serve well. 








J. P. FLANNERY, R. C. SONGER, 
East St. Louis, IIl.; 


Committee Chairman 


Danville, I11.; 
Program Chairman 


his territory. If the lumber retailer doesn’t 
do this, there are others who will, causing a 
diversion into other channels of business that 
legitimately belongs to the lumberman and is 
only waiting for him to claim it. 

The opportunity is by no means limited to 
farm buildings, but is especially lucrative in 
connection with farm homes. New and better 
homes, or old homes remodelled to give more 
room and greater comforts, are as urgently 
needed on the farm as in the cities and towns. 


Above all, the retail lumberman myst learn 
to give service in the true sense of the word. 
There are too many who have the wrong idea 
that when they have the material in stock, 
sell it and deliver it on the job promptly, they 
are performing service. Service includes a 
great deal more than that. It means having 
knowledge and applying it for the benefit of 
the community. 

As for farm legislation, it is our duty to 
coéperate with our farmers in every way possi- 
ble to secure economically sound legislation 
that will prove to their benefit and which 
meets the approval of the farm organizations. 
We must all bring pressure to bear upon our 
congressmen and senators to secure the 
passage of such measures. 


Then followed the election of officers for the 
coming year, as reported in last week’s issue 
of the AMERICAN LUMBERMAN, the honor of 
the presidency of the association falling to Ray 
Durham, of Harrisburg, Ill, one of the 
younger and most active and capable men with- 
in the association. 

Secretary-treasurer J. F. Bryan next read 
the list of members who had crossed the Great 
Divide since the last convention as follows: 

Charles G. Phelps, Arenzville, Jan. 27, age 
42; Andrew J. Record, Cambridge, March 3, 
age 70; Mrs. Ellen Joyce, Chicago, mother of 
Field Secretary W. G. Joyce, March 8, age 75; 
Harold Rusk, Roseville, April 28, age 32; Wil- 
liam H. Hunter, Paxton, May 7, age 81; Stanley 
W. Conn, Shelbyville, June 12, age 94; David 


S. Lee, Peoria, July 4, age 70; Charles A. 
Brown, Cooksville, July 8, age 73; William 
W. Tilden, Bloomington, Aug. 17, age 66; 


Charlotte Burr Harwood, Bloomington, Nov. 
22; Seott Johnston, Rankin, Dec. 31, 66; J. B. 


‘Ford, Harrisburg, Jan. 2, age 74. 


The members stood for a moment in silent 
tribute to the memory of these who had passed, 
after which the session was adjourned out of 
respect to them. 


THE ANNUAL BANQUET 


The annual banquet which was held in the 
convention hall Thursday evening was one of 
the most brilliant and joyous events in the his- 
tory of the association, due to the untiring 
efforts of Ray Durham, of Harrisburg, chair- 
man of the banquet committee; James P. 
Flannery, of East St. Louis, chairman of the 
dance committee, and F. B. Elliott, of LaSalle, 
chairman of the hotel and reception commit- 
tee. Following the serving of the excellent 
menu, several high grade entertainment num- 
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bers were offered by professional artists, in- 
cluding the Melody Girls, well known to radio 
fans. The evening ended with the annual as- 
sociation dance which was very generally par- 
ticipated in and assumed the colorful character 
of a real Mardi Gras festival. 


FRIDAY MORNING 


While the Thursday session had been de- 
voted to reconsideration of problems con- 
nected with building materials, other than 
lumber, the two Friday sessions were given 
over to the lumber end of the business. The 
morning session opened with Secretary-treas- 
urer Bryan outlining the association program 
for 1928 as described in the opening para- 
graph of this report. This comprehensive 
program was enthusiastically received by the 
membership and was assured general sup- 
port. 

The first speaker on the morning program 
was A. C. Gauen, of Collinsville, ex-president 
of the association, who had as his subject 
“Credits and Collections.’ This question 
should be a fundamental one in the retail 
business, declared Mr. Gauen. No credit 
should ever be extended except with a defi- 
nite understanding that the account be paid 
up by a certain definite date. The customer 
applying for credit should be required to 
fill out a card giving information regarding 
his financial ability, means whereby he ex- 
pected to pay this account etc. Going through 
this sort of routine has a tendency to make 
him “pay day conscious” which in turn makes 
it easier to collect. Collection effort should 
not be confined to the sending out of 
monthly statements, which in modern busi- 
ness are’ not considered a dun but merely a 
statement of the condition of the account. 
The monthly statement should be supple- 
mented by reminders coming diplomatically 
but firmly to the point. 

Mr. Gauen urged dealers to be free in 
giving their competitors the result of their 
credit experience in order to create a more 
healthy situation for everybody. Dealers, he 
said, are learning the importance of credit 
and collections and conditions in Illinois have 
been considerably improved during the last 
year. “The trouble is,” he declared, “that 
we have let our salesmen run away with our 
business. In our eagerness for volume we 
have not paid the attention we should to the 
stability and reliability of our customers and 
we have been too free in granting credit. A 
lot of past due accounts create the biggest 
of all our overhead expenses, and at the same 
time are the least necessary.” 

In discussing the activities of the associa- 
tion’s legal department, James B. Wescott, 
of Good, Childs, Bobb & Wescott, Chicago, 
declared that the dealers in many cases are 
too lax in applying the lien law, and urged 
them to make use of the law for their own 
protection. 


Opportunities in Remodeling 


“Rebuilding Old Timers” was the subject 
of an interesting address by Ross Beatty, 
of the I. N. R. Beatty Lumber Co., Morris, 
Ill. During the last several years retailers 
have concentrated on selling new homes, but 
now building has caught up with demand 
and the volume is falling off, said the speaker. 
In order to keep their business good, the re- 
tailers have to get into new lines. The best 
of these undoubtedly is remodeling, offering 
as it does an unlimited list of prospects. Mr. 
Beatty told of a successful remodeling cam- 
paign which his company engaged in last 
year. It discovered that for about 25 per- 
cent more money than it would cost to paint 
an old house, it could be made to look brand 
new by shingling the sides. Following up 
this idea, the Beatty company gathered all 
the information it could find on the subject, 
and the further the company went into it, 
the more interesting it became. “I started 
to talk remodeling with shingles and talk 
it all the time until my friends have nick- 
named me ‘Shingle,’ said Mr. Beatty. “One 
of our first jobs was remodeling an old 


church into an apartment house with shingled 
walls. It was a neat looking job and at- 
tracted a great deal of attention. We found 
that this got the movement started. One 
job sold another, and we also found that it 
led to other improvements, a new porch, a 
new sunporch etc. But,” said Mr. Beatty, 
“if you are going into the remodeling game, 
you've got to be consistent and start with 
your own yard by making it as attractive 
and modern as possible and in every respect 
the center of home ideas that the public will 
learn to look to as authoritative.” [A de- 
tailed story of the Beatty company’s remodel- 
ing campaign was printed in the Oct. 8, 1927, 
issue of AMERICAN LuMBERMAN—EDITOR. | 

The association’s slogan, “Own a Home 
First,” adopted during the last year, was 
next discussed by Art Risser, of Paris. He 
urged that the slogan be used by the mem- 
bership in all its advertising. “Keep in close 
touch with your local newspapers and you 
will find that they can be of enormous help 
to you. Anything that will make for a 
bigger and better community is sure to in- 
terest the newspapers, and they will be quick 
to realize the advantages of better homes, 
and will be glad to devote space to all the 
home building and home making ideas that 
you supply them with.” 

President J. W. Mackemer then introduced 
Mr. Sims of the convention bureau of the 
city of Peoria, who extended to the associa- 
tion a hearty invitation to hold its next an- 
nual convention in Peoria. 


“Creative Selling” 


_The remodeling of old homes was again 
discussed by Joseph J. Springman, of Alton, 
in his address on “Creative Selling.” Point- 
ing out the fact that there are nine old 
houses for each new one, he emphasized the 
bigness of the field open to the retailer who 
determines to enter the remodeling game. 
Advocating remodeling will not only be of 
vast benefit to the dealer himself but to the 
community at large, making it a better place 
to live in, with the many added benefits that 
that entails. Mr. Springman emphasized the 
added value of the remodeled house. It 
would be a good stroke of business for any- 
one owning an old home which he wanted 
to sell to spend a few hundred dollars on re- 
modeling it before placing it on the market. 
If no interior rearrangement is made the 
surrounding grounds at least could be beauti- 
fied by the installation of some garden fur- 
niture or a few trellises etc., all of which 
would return a splendid profit when the sale 
is made. Mr. Springman further read sev- 
eral examples of good newspaper advertising, 
urging the dealers to pay more attention to 
their advertising, getting away from the 
hackneyed, and delivering to the public mes- 
sages that contain something of importance 
and interest to it. 

A remarkable talk on modern merchandis- 
ing opportunities was offered by the next 
speaker, M. R. Allen, of G. S. Lyon & Sons 
Lumber & Manufacturing Co., Decatur, III. 
This address was hailed as one of the most 
outstanding on the retail association por- 
grams this year. 

Accompanying Mr. Allen to this conven- 
tion were Howard Wilhite, of the Decatur 
Review, and Edward E. Lindsay, of the De- 
catur Herald, connected with the advertising 
departments of their respective papers and 
specializing in home building advertising. 
Both of these experts gave freely of their 
advice to interested retailers and Mr. Wilhite 
addressed the convention on the subject of 
newspaper campaigns for home building. He 
described the great campaign engaged in for 
several months by the Decatur lumber com- 
panies working on a codperative basis. This 
campaign which has concerned itself particu- 
larly with remodeling resulted in the re- 
modeling of 230 houses and 31 business 
places in Decatur, during the last year, ac- 
counting for an item of $500,000 in the year’s 
building program. Mr. Wilhite declared that 
equal success is obtainable anywhere. All 





newspapers would be very willing to help 
in a movement of this kind. Manufacturers 
can always be counted on for data and jj- 
lustrations and besides codperation in design- 
ing and handling a campaign the newspaper 
editors will be glad to publish anything which 
the lumber retailers might make available 
of such general interest as home building 
and home making. “If your town is too 
small for a campaign of this kind,” said Mr. 
Wilhite, “make your campaign through the 
oy seat newspaper and make it a county 
affair.” . 


Speakers at Buffet Luncheon 


During the noon hour a buffet luncheon 
was served in the convention hall to the en- 
tire attendance with the compliments of the 
Southern Pine Association and Chicago rep- 
resentatives of subscribing mills. During 
the progress of this luncheon, a number of 
speakers discussed pertinent subjects briefly. 
J. W. Paddock, of Pana, IIl., ex-president of 
the Illinois. retailers’ association and now the 
home financing and building and loan ex- 
pert of the Southern Pine Association’s staff, 
was chairman during this salesmen’s session, 
and was introduced by R. C. Clark, Chi- 
cago representative of the Tremont Lumber 
Co., Rochelle, La., who also introduced H. N. 
Rogers, Chicago representative of Eastman, 
Gardiner Co., Laurel, Miss., and Frank 
R. Linroth, Chicago representative of the 
Exchange Sawmills Sales Co., Kansas City, 
Mo., as those largely responsible for the 
luncheon arrangements. 

Mr. Paddock outlined the Southern Pine As- 
sociation’s campaign to further the market for 
lumber through codperating with lumber re- 
tailers and working for higher education as 
to the characteristics, adaptabilities and uses of 
lumber. 

He then introduced Will C. Huggins, a 
prominent contractor ef Wilmette, IIl., who told 
of his very satisfactory experiences in the use 
of end-matched lumber, which he declared the 
most economical and satisfactory material for 
numerous uses in connection with building 
construction. An interview with Mr. Huggins 
in which he told of these experiences in detail 
was published by the AMERICAN LUMBERMAN 
in its issue of Oct. 22, 1927, page 46. Discuss- 
ing the relative merits of lumber and substi- 
tutes for lumber, Mr. Huggins declared that if 
the same amount of publicity were given to 
lumber as to substitutes, and if a certificate 
of grade were given, the substitutes would 
soon be put out of business. 


Urges Proper Uses 


The next speaker was Leo Kraemer, for- 
merly construction engineer of the Southern 
Pine Association and now chief of the re- 
search department of the Chicago Retail Lum- 
ber Dealers’ Association. He emphasized the 
need for proper use of proper materials for 
construction. He said in part: 


The prospects for the coming year are ex- 
cellent. There is plenty of money but the vol- 
ume of building in prospect is lower compared 
with a year ago. This can undoubtedly be 
corrected to some extent, however, by intelli- 
gent procedure on the part of those interested 
in building. Bids are lower and labor more 
efficient. It is on these accounts and several 
others that I mention this year as a good time 
for the investors to build, as distinguished from 
the speculators. If we can show the public that 
by building now they are making a gilt edge 
investment on which they can not go wrong, I 
think we could stimulate building considerably. 

The merchandising of specialties has for some 
time given retailers a great deal of concern, 
continued Mr. Kraemer, but I think that lumber 
should. still be paramount in all our minds. 
Lumber after all is the primary building ma- 
terial and the one on which we depend for our 
livelihood. Retailers should think more about 
lumber and should make it their greatest spe- 
cialty. In selling our products we will here- 
after, moré than ever before, have to compete 
with high-powered salesmen and good merchan- 
disers in other lines. The only way to do this 
and to produce sales is not on a price basis, 
but by handling good lumber, knowing the 
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s we sell and having the ability to apply 
this knowledge. 


FRIDAY AFTERNOON 


“In order for lumber to hold up its end, the 
manufacturer and retailer must codperate to 
create a demand for good lumber,” declared 
L. R. Putman, of Chicago, merchandising 
counselor of the Southern Pine Association 
and Maple Flooring Manufacturers’ Associ- 
ation. Mr. Putman outlined what the manu- 
facturers are doing to promote knowledge of 
their products. He described the results of 
the salesmen’s school held last year at Madi- 
son, Wis., and how this developed a great 
fund of valuable information which the sales- 
men are prepared to pass on to the retailers 
to aid them in developing more intensive mer- 
chandising. Referring to the color formulas 
recently developed by the Marietta Paint & 
Color Co., of Marietta, Ohio, Mr. Putman em- 
phasized the modern public appreciation of 
color, evident on every hand. The most color- 
ful in automobiles, in wearing apparel, in fur- 
nishings, have the greatest. appeal, and the 
same is becoming evident in the choice of 
flooring and woodwork for the home. No 
product of nature, declared Mr. Putman, is so 
beautiful as wood, and combined with color 
that brings out and accentuates its natural 
beauty it is the supreme decoration of the 
home. “Competition for business in the next 
year will be the fiercest you’ve ever encoun- 
tered,” stated Mr. Putman, “and to survive 
you must be prepared to meet it. Emphasizing 
color for the home is one of the surest ways 
of meeting this competition. There is big 
business ahead if you will only prepare to go 
after it.” 

Extension of Lumber Uses 


The next speaker was W. F. Shaw of Chi- 
cago, manager of the central division of the 
National lumber trade extension campaign, 
who told of the purposes and plans of the 
campaign now being conducted by the National 
Lumber Manufacturers’ Association for the 
extension of lumber uses. He urged the re- 
tailers to get solidly behind grade- and trade- 
marked American standard lumber and to take 
full advantage of the many selling helps which 
are offered by the committee. The plea by 
consumers throughout the country is “tell us 
more about lumber,” and that is the purpose 
of the campaign. The effectiveness of the cam- 
paign depends in great measure upon the coop- 
eration given by the retail lumberman who 
really is lumber’s representative and mouth- 
piece in his community. In order to fulfill this 
mission and be prepared to advise the public 
as an authority on lumber, the retailer should 
keep in close touch with the committee and 
avail himself of the great fund of information 
and the mass of sales helps which the com- 
mittee is ready to supply. Mr. Shaw contin- 
ued by detailing some of the services which 
the committee is prepared to render the re- 
tailer, even going so far as to send an expert 
to his community to help plan and construct 
barns or other buildings that may serve as 
models for future construction. He gave some 
specific instances of help afforded dealers, upon 
their request, in handling some important 
building problems. Mr. Shaw’s address made 
a fine impression upon the audience. 

The report of the traffic department of the 
association was presented by R. J. McBride, 
traffic manager; who urged the members to 
make fuller use of the department, detailing 
some of the many benefits to be derived 
from it. 


Selling End-Matched Lumber 


What the Southern Pine Association is: do- 
ing to educate salesmen and subscribing mills 
in the characteristics and uses of lumber and 
to furnish retailers with information that will 
help them in their everyday business was out- 
lined by J..F. Carter, field representative of 
the Southern Pine Association, New Orleans, 
La. “If you knew more about lumber, you 
would not sell substitutes but you would 





‘service’ lumber,” declared Mr. Carter. ‘“Man- 
ufacturers are taking the greatest pains to see 
that the publi¢ demand for good fumber is 
fully met and now it is up to us to let the 
public know that we have good lumber for 
sale and to advocate good construction.” Mr. 
Carter further outlined the principles of end- 
matching. On January 1, 1927, he said, five or 
seven pine mills were manufacturing end- 
matched lumber, and on Jan. 1, 1928, 19 mills 
were engaged therein showing the extension 
of the use of this product. ‘“End-matched lum- 
ber is not saved from the burner,” he declared, 
“but is just as good lumber as that coming in 
regular lengths. The only difference is that it 
is refined lumber without regard to length— 
endless lumber, one might call it. Two-foot 
lumber is worth just as much as 16-foot lum- 
ber if it fits the place, and end-matched lum- 
ber always fits. I feel safe in predicting that 
three-fourths of the retailers will handle end- 
matched lumber before the end of the next 
year, because of the great saving which its 
use occasions and the consequently great’ de- 
mand it will enjoy from contractors and oth- 
ers. Mr. Carter referred to an educational 
plan adopted by Boston dealers under the 
leadership of the Hoo-Hoo club, whereby a 
series of ten lectures will be delivered by rep- 
resentatives of various associations. The, in- 
terest manifested is shown in the fact that 93 
persons had signed up for the course at a 





G. D. ROSE, 
Dubuque, Iowa; 


Discussed Country 
Yard Problems 


A. C. GAUEN, 


Collinsville, I11.; 


Urged Coal-Using 
Campaign 


fee of $10 each and were present at the first 
lecture. [A report of this activity was printed 
on page 77 of the Feb. 11 isstte of AMERICAN 
LUMBERMAN—EpiTor.] Mr. Carter urged IIli- 
nois dealers to give serious consideration to a 
similar program. 


Success With Cost Accounting Systems 


The success of retailers who had installed 
cost accounting systems was told by John 
Higginson, cost accountant for the association. 
One representative dealer who last year tran- 
sacted a gross business of $61,000, showed a 
profit of $5,538.32, or 9.11 percent. An an- 
alysis showed that the lumber department re- 
turned a profit of 3.58 percent, mason materials, 
2.95; roofing, 19.09, millwork, 14.07; paints and 
varnishes, 12.91, hardware, 22.85, and cement, 
a .51 percent loss. “These facts ascertained 
through the use of a cost accounting system 
show the retailer that he must raise the prices 
on lumber and mason materials, and must 
donate his big cement business to some philan- 
thropic organization in business to make dona- 
tions,” said Mr. Higginson. 

Don Critchfield, field representative of the 
West Coast Lumber Bureau, Seattle, Wash., 
declared that the retail lumbermen should de- 
velop direct business relations with the public, 
rather than through contractors, architects and 
bankers. They should, however, work in close 





cooperation with these, and especially with the 
real estate dealers. When a home site is sold, 
they should not wait until the owner is good 
and ready to build and goes to some contrac- 
tor, but should get in immediate touch with him 
and sell him the idea of building now. The 
retailer should be prepared to establish him- 
self as the local building material and home 
building authority, always to be counted on for 
service and advice. But in order to do this, 
he must inform himself fully on everything 
connected with the business. “Ten years ago,” 
said Mr. Critchfield, “people were satisfied with 
buying walls and a roof and floor, but today 
they want refrigeration, insulation and count- 
less such things, and it is wp to the retailers 
to be informed on them.” 

A high compliment to Secretary-treasurer 
Bryan was paid by the subsequent speaker, 
L. R. Putman, of Chicago, who declared that 
Mr. Bryan struck the right note when, in- 
stead of packing the program with technical 
discussions, he used the convention as a means 
of driving home to the membership the view- 
point of the American public in regard to the 
retail lumber business, in an effort to arouse 
it to the needs of the hour. Mr. Putman 
further discussed grade- and trade-marking, 
urging the dealers to promote this movement 
for their own and the public’s protection. In 
the keen competition coming on, he said, the 
handling of grade-marked standardized lum- 
ber would prove a distinct advantage. He 
then called on various retailers present for re- 
marks on the subject, and the only criticism 
developed was that the grade-marking is often 
illegible. This, answered Mr. Putman, is a 
fault now being remedied by the introduction 
of smoother trimmer saws and an effort to 
develop a satisfactory grade-marking machine. 

A. C. Gauen, of Collinsville, urged the mem- 
bership to lend its support to the movement of 
Illinois people buying their bituminous coal 
from Illinois mines as a means of bringing 
that industry out of the stagnation that has 
prevailed for some time and that has severely 
handicapped business in great sections of the 
State. The retail lumber business, he pointed 
out, is in large measure dependent on the pros- 
perity of the coal mining industry, and such 
a movement would be to the dealers’ own in- 
terest. 

Report of Resolutions Committee 

The resolutions committee approved the 
work of the State and district officers and 
commended the active codperation of the mem- 
bership in aiding growth and development and 
enabling the association to render more effi- 
cient service; endorsed plan of distribution by 
manufacturers through legitimate retail deal- 
ers; commended building promotion and trade 
extension campaigns of national, regional and 
State organizations of manufacturers and re- 
tailers, believing that the work is of real edu- 
cational help to the public and a valuable con- 
tribution to the progress and development of 
the country, and will result in greater home 
building activity; urged members to advance 
and enlarge building and loan associations as 
they are “the most potent factor in home build- 
ing”; extended appreciation to convention ex- 
hibitors for help and codperation; endorsed 
action of board of directors in extension of 
association’s field work; endorsed and recom- 
mended that all dealers install some good sys- 
tem of cost accounting; recommended that 
board of directors appoint committee to study 
financing plans and work out some plan for 
financing home owning and home building 
among wage-earners and men of small means; 
favored agricultural legislation by Congress 
that is economically sound and upon which the 
farmer organizations are agreed and which they 
believe will help reduce the burdens now rest- 
ing upon them; recommended that members 
handling fuel give preference to Illinois mines 
when purchasing coal for distribution in their 
respective communities; commended efficient 
service performed by railroads during the last 
year; acknowledged helpfulness and support of 
Ladies’ Auxiliary; extended thanks to all who 
aided in making the convention successful, in- 
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cluding committees, State and district officers, 
Ladies’ Auxiliary, and the management of the 
Edgewater Beach Hotel. 


A supplemental report, covering corporation 
income tax rate and proposed revenue bill of 
1928, was adopted as follows: 


Wuereas, In the proposed new revenue Dill 
of 1928, as passed by the House of Representa- 
tives, and which measure is now in the hands 
of the Senate finance committee, there has been 
recognition of the fact that the corporation in- 
come tax rate of 13% percent, as carried in the 
revenue bill of 1926, is too high, and has re- 
sulted in an unwarranted discrimination be- 
tween the rate of tax upon the earnings of 
business conducted in corporate form, and the 
rate upon earnings or profits from business 
conducted in others forms; and 


WHeErEAS, With the inception of the Federal 
income tax laws there was the evident intent 
that the rate of tax upon earnings or profits from 
business conducted in all forms should be the 
same, and that this parity was practically main- 
tained during the revenue bill’s earlier years; 
and 


Wuereas, During recent years there has been 
either material reduction, or the entire elimina- 
tion of practically all forms of tax carried by 
the revenue bills, with the exception of the cor- 
poration income tax, which tax alone has been 
materially increased; and 


Wuereas, This convention is of the opinion 
that a reduction in the corporation income tax 
rate at this time will be of greater benefit to a 
greater number of people than any further re- 
duction in, or the elimination of, other forms of 
tax carried by the revenue bill; therefore be it 


Resolwed, By this convention that a very ma- 
terial reduction in the corporation income tax 
rate is a matter of primary importance, and of 
economic justice to millions of individual stock- 
holders throughout the United States, and that 
the officers and individual members of this or- 
ganization be requested to take the matter up 
with their own senators and congressmen, with 
the request that the matter of reduction of 
corporation income tax rate be given preferred 
attention. 


Wuereas, The Congress of the United States 
has before it for consideration at this time the 
preparation and passage of a new revenue bill; 
and 


Wuereas, The proposed revenue bill of 1928 
as reported by the ways and means committee, 
and passed by the House of Representatives, 
earries a very serious and drastic change in 
the section covering distributions by corporations 
which imposes an income tax upon earnings or 
profits accumulated, and increase in value of 
property accrued prior to March 1, 1913, when 
distributed to stockholders; and 


Wuereas, This is a direct reversal of a car- 
dinal principle of taxation recognized under the 
revenue laws that have been in effect up to 
this time, and would make subject to tax when 
distributed to stockholders, distributions of cap- 
ital which under previous revenue laws have 
been tax free because earned or accumulated 
or accrued before the passage and effective date 
of the Federal income tax law; and 


Wuereas, This proposed legislation is dis- 
criminatory, unfair and would work an eco- 
nomic injustice upon a vast army of individual 
stockholders throughout the United States; 
therefore be it 


Resolved, That this convention go on record 
as disapproving the elimination of these March 
1, 1913, provisions from Section 115 covering 
distributions by corporations, and that the offi- 
cials of this organization, and the individual 
members be requested promptly to register their 
protest with their individual senators and con- 
gressmen, requesting that they use their efforts 
to have these provisions restored, so as to make 
this legislation correspond or conform to exist- 
ing law. 


The time had now come for the installation 
of the newly elected officers, and President- 
elect Durham, Vice President George F. Colton, 
of Rockford, and Director-at-Large Fred M. 
Faber, of Peoria, were called to the platform, 
where retiring President Mackemer greeted 
them and presented them to the membership 
with a few fitting remarks. Having been 
handed the gavel, President Durham made a 
brief but eloquent speech of acceptance in 
which he reviewed the association’s program 
for 1928, as previously presented and pledged 


his energies in carrying it out as fully as would 
be at all possible. 

Retiring President Mackemer was tendered 
a rising vote of thanks for his splendid and 
result getting services as president the last 
two years, on the motion of George F. Colton. 
“Mr. Mackemer has served this association 
untiringly, unselfishly and with wonderful suc- 
cess continuously for ten years or more,” Mr. 
Colton stated, “as director, vice president and 
president. He has achieved splendid things 
during his regime and the association owes him 
a great debt of gratitude.” 

The convention then adjourned. 


Noteworthy Exhibits 


The exhibits at the Illinois retailers’ con- 
vention were especially noteworthy, because 
of their excellent arrangement and high edu- 
cational value. One of those attracting the 
most careful study by the visitors was that 
of the National Lumber Manufacturers’ Asso- 
ciation. The chief feature of this well- 
planned exhibit was a sectional model of a 
home, showing the great possibilities in con- 
verting a typical “old timer” of nondescript 
character into a roomy, thoroughly modern, 
attractive residence. This transformation was 
visualized by removing the roof and room 
partitions of the original structure and by 
means of sectional pieces rearranging the par- 
titions and adding a half or a second story, 





f 








Section of 611-year-old Douglas fir log which 
is central piece of the display of the West 
Coast Lumber Bureau, Seattle, Wash., at the 
various retailers’ conventions this season. The 
wedge at top is a cross-cut section showing 
the annular rings of this tree, which, according 
to the inscription, “was ready for harvesting 
when Pizarro conquered Mexico in 1535.” A 
number of historical dates during the last six 
centuries are indicated at the proper annular 
rings, adding greatly to the interest of the 
exhibit. To the left of the point of the wedge 
is seen a bronze plaque, being the first prize 
for exhibit excellence awarded to the West 
Coast Lumber Bureau at the recent conven- 
tion of the Ohio Association of Retail Lumber 
Dealers 


dormers, Colonial entrance, front porch, fire 
place, sun room or conservatory, breakfast 
porch, airing porch or screened sleeping porch, 
in combinations according to desire. This 
model proved that with little effort and at no 
considerable expense any home may be re- 
modelled in almost any desired degree, into 
a thing of beauty, comfort and convenience. 
The National Lumber Manufacturers’ Associa- 
tion emphasizes strongly the opportunities 
offered the retail lumberman through a study 
of this particular phase of building. 

Another model exhibited by the National 
Lumber Manufacturers’ Association was a 
cross-section of a factory building showing 


the most scientific method of heavy timber con- 
struction of the beam and girder type, with a 
supplementary exhibit showing column detail 
of such construction. There was also a model 
of a retail yard shed designed to handle long 
and short length material with 100 percent 
efficiency. The foundations of this shed were 
so laid as to catch 10-, 12-, 14- and 16-foot 
lumber, with the short lengths bundled and 
piled in adjoining bins. This idea can be car- 
ried out in a single or double shed; if the 
single shed is used it should carry a hood ac- 
cording to plans furnished by the association, 


A third feature of this association’s exhibit 
was a window sash incorporating the follow- 
ing thirteen salient points: economical; can be 
weather-stripped ; permits installation of storm 
sash; can be conveniently secured; is easily 
equipped with stock rollers and curtain rods; 
has larger glass area per window; easier to 
clean, with big panes and fewer corners; can 
easily be reglazed, replaced or repaired in case 
of damage; does not obstruct vision with 
numerous muntins: involves no _ jurisdic- 
tional disputes; requires less frequent paint- 
ing; does not condense moisture and _ stain 
curtains. 

Another exhibit of more than usual interest 
and attractiveness was that of the Southern 
Pine Association, certainly one of the most 
comprehensive on the floor. Notable was the 
southern pine woodwork in two-color effects 
developed in codperation with the Marietta 
Paint & Color Co., of Marietta, Ohio. Ex- 
amples of No. 3 knotty lumber finished in 
cherry stain showed the surprising possibili- 
ties of low grade southern pine for decorative 
effects in dens, libraries, club rooms and any- 
where where distinctiveness is desired. In- 
dividual panels also showed the beauty of 
curly pine in natural, sap pine in natural, 
southern pine in sugi-finish and burned with 
torch. In addition there was a full display of 
the finished products of southern pine—ceiling, 
flooring, siding, molding, lath etc., the whole 
surmounted by a most interesting series of 
pictures illustrating the story of southern pine 
from the woods, through the mill and_ the 
various finishing processes to installation ac- 
cording to its various uses. 

The Arkansas Soft Pine Bureau, of Little 
Rock, Ark., showed the frame of a modern 
two-story residence of wood construction 
visualizing the “principles of good construc- 
tion” advocated by the bureau, these including 
plate bolted to foundation; reinforced corners, 
western type of frame construction, double 
cap, all studs; diagonal sheathing; double 
studs at window openings; cross bridging and 
fire stops; proper lathing at windows; diagonal 
subfloor and proper cornice construction. 

The California Redwood Association main- 
tained a distinctive exhibit showing the beau- 
ties and remarkable adaptabilities of that wood 
to full advantage, and the Maple Flooring 
Manufacturers’ Association displayed floor sec- 
tions and examples of maple woodwork fin- 
ished in the beautiful color stains recently de- 
veloped by the Marietta Paint & Color Co., 
Marietta, Ohio, which made a strong appeal 
to the visiting retailers. 


The prize-winning exhibit of the West Coast 
Lumber Bureau also won considerable atten- 
tion, as did the beautifully executed replica of 
the Jenny Lind doorway which featured the 
display of the Exchange Saw Mills Sales Co., 
Kansas City, Mo. 

Among other exhibits of note at this conven- 
tion were those of Andersen frames, manufac- 
tured by the Andersen Lumber Co., Bayport, 
Minn.; of northern hard- and softwoods by 
the Edward Hines Lumber Co., Chicago; of 
hardwood flooring by the E. L. Bruce Co., 
Memphis, Tenn.; of the Long-Bell Lumber 
Co., Kansas City, Mo.; Weyerhaeuser Sales 
Co., Chicago; the Mason Fibre Co., of Laurel, 
Miss.; Lumbermen’s Mutual Casualty Co., Chi- 
cago; Morgan Sash & Door Co., Chicago; the 
Curtis Companies, Clinton, Iowa, and N. J. 
Clears Lumber Co., Chicago. 
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Eastern Iowans Hear Tax Discussion 


Protest Levy on Earnings Acqured Before 1913—Regional and National Trade Promotion 


Cuunton, Iowa, Feb. 14—Delving deeply 
into the field of taxation the Eastern lowa 
Retail Lumbermen’s Association met here today 
in annual convention and passed resolutions 
placing the organization on record as being 
opposed to the elimination of the March 1, 
1913, provision from Section 115° of the Fed- 
eral revenue law covering undistributed earn- 
ings or profits by corporations and asking the 
association officers to register promptly their 
protest with their senators and congressmen 
against any such elimination. 

This action was taken after a deep and far- 
reaching talk on the subject of “Corporation 
Taxes” by Frank G. Wisner, of Laurel, Miss., 
representing the National Lumber Manufac- 
turers’ Association, of which he is a _ past 
president. 

The convention also went on record as favor- 
ing a “very considerable reduction” in the cor- 
poration income tax rate and urging the offi- 
cers of the Eastern lowa association to get in 
touch with their representatives in Washington 
asking them to use their efforts to accomplish 
such a reduction. 

Officers of the association for the coming 
year, were elected as follows: 

President—Henry Mitchell, of Maquoketa. 

Secretary-treasurer—A. E. Franklin, of 
Elwood. 

The time of the next convention, which will 
be held in Clinton, as is the custom, will be 
set at the State meeting to be held in Des 
Moines next November. 


Roundtable Discussions on Various Subjects 
Roundtable discussions which oacupied 
part of the time of the meeting had to do with 
the relative merits of steel and wood sash. 
The cost, manner and methods of installation, 
troubles suffered with each type and replace- 
ment costs were considered. - Another discus- 
sion was held on “The Six-sided Hog House” 
and whether or not the houses of this type 
which are commonly sold in this section are in- 
fringements on a patented house of a type said 
to correspond. The dealers were informed that 
houses of the type sold by them are not in- 
fringements of any patent as long as they con- 
form with the type of house designed by the 
Northwestern Lumbermen’s Association. 

Mr. Wisner’s talk occupied the greater part 
of the time of the meeting and elicited the 
praise of the dealers. He sketched the growth 
of corporation taxes from 1913 until the pres- 
ent time. Within that period they have multi- 
plied thirteen and one-half times. In 1913 the 
tax was one percent and today the rate is 13% 
percent. He cited the unjustness of the heavy 
corporation tax as compared with the lighter 
burden borne by individual ownerships. Mil- 
lions of stockholders throughout the country 
are made to bear this unequal load, merely be- 
cause they are shareholders in a corporate firm, 
Mr. Wisner stated. With the growth of cus- 
tomer and worker ownership of stock in the 
various large corporations and railroads in the 
land, this tax burden is passed along to many 
points where it really works a hardship, he de- 
clared. 

He explained that the revenue bill of 1928, 
as now proposed by the ways and means com- 
mittee of the House of Representatives, carries 
a drastic and very serious change in the sec- 
tion governing distributions of earnings of cor- 
porations which would impose an income tax 
upon earnings or profits accumulated and in- 
crease in value of property acquired prior to 
March 1, -1913, when distributed to stock- 
holders. 

At present there are thousands of corpora- 
tions throughout the country which have un- 


Plans Explained 


distributed earnings or profits as of March 1, 
1913, and which, in the intervening period, have 
not been able to make distributions of the same 
without diminishing their working capital or 
handicapping their operations, Mr. Wisner told 
the lumbermen. Going further, he stated that 
it would be a gross injustice to the interested 
stockholders to make distributions subject to 
an income tax when such earnings or profits, 
or increase in value of properties were accu- 
mulated before the passage of the income tax. 
To do so would, in effect, be a property or 
capital tax and therefore Section 115, de- 
scribed as covering “Distributions of Corpora- 
tions,’ should be amended while in the hands 
of the senate finance committee and the senate 
so as to restore the March 1, 1913, provisions 
in conformity with what has been the law for 
many years past. 


Explains Promotional Campaign 
W. H. Badeaux, secretary of the North- 
western Lumbermen’s Association, a perennial 


favorite with the Eastern Iowa dealers, ad- 
dressed the gathering on the codperative adver- 
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tising campaign which his organization is 
carrying on in the four States in which it is 
active. 

He explained the merits of the $50,000 an- 
nual campaign which will extend over a period 
of four years and will reach an estimated 
4,000,000 of the 6,000,000 inhabitants of those 
states, or 73 percent in more exact figures. The 
campaign will reach that number of people 
with an effectiveness of 100 percent, Mr. 
Badeaux declared. 

It will be a campaign of thorough advertis- 


ing, he stated, and will depict the merits of’ 


the building as a whole instead of the com- 
modity in particular, he explained. Using 
building insulation materials as an example, 
Mr. Badeaux told how prospects for such a 
commodity would be handled. 

In such a case the prospect would be fur- 
nished with full descriptive literature, not 
boosting any specified brand of insulation, but 
explaining in detail how the property owner 
would benefit by the use of insulating material 
in this particular climate. In this manner the 
reaction would be beneficial to all who are in- 
terested in the campaign because it would 
cover the whole field of the material man’s 
endeavor. Thus business would be improved 
with a corresponding betterment of the profit 


side of the ledger. Follow-up literature of an 
educational nature also plays an important part 
in the campaign. All advertising in the cam- 
paign is handled in a codperative manner. 

The lumberman must meet the competition 
of the other classes of trade in striving to 
secure his share of the consumer’s dollar, Mr. 
Badeaux insisted, and told his hearers that 
they must cooperate all along the line to keep 
the lumberman in the position that he is en- 
titled to in the community. 


National Extension Campaign 


Walter F. Shaw, of Chicago, manager of 
the central division of the National Lumber 
Manufacturers’ Association, outlined briefly 
the essential steps in the trade promotional pro- 
gram of his organization, showing how the 
manufacturers and wholesalers are working 
together to bring out new uses for lumber as 
well as new markets for lumber products. In 
doing this they are passing to the retail dealer 
his proportionate share of the benefits, he ex- 
plained. 

Mr. Shaw gave a clear exposition of the 
national advisory program which is being de- 
veloped and which will reach carpenters, con- 
tractors, and all other consumers of lumber 
as well as architects and engineers whose duties 
are to specify lumber and building materials 
in their projects. 

A series of technical articles are being made 
available for the builder which will aid in the 
solution of many personal problems in regard 
to construction of desired buildings and a 
service is made available that will give advice 
in regard to designs and engineering problems, 
he stated. Speakers who will appear before 
women’s clubs. civic and service clubs and 
other public gatherings, are also included in 
the national program. 

R. E. L. Rainey, of Chicago, representing 
the Red Cedar Shingle Bureau, gave an edu- 
cational demonstration of the practice of re- 
roofing over old shingles with the new type 
large shingles. Mr. Rainey used a number of 
charts in his illuminating talk, which was 
necessarily made short due to the lateness of 
the hour. 

The attendance at the meeting was reduced 
somewhat by the extremely bad condition of 
the roads in the rural districts. A large num- 
ber of ladies were in attendance and were en- 
tertained throughout the day by the Clinton 
women. The evening was made enjoyable 
with a dinner-dance at the Lafayette Hotel. 


Trade Good in England 


Lonpon, ENGLAND, Feb. 8.—Since the begin- 
ning of the year, there has been a very percept- 
ible change for the better in every branch of 
the timber trades here. For both softwoods 
and hardwoods there is increasing demand. Ar- 
rangements for continuance in the spring of 
those housing schemes in hand are having a 
welcome influence on yard trade in softwoods. 
Incidently a tremendous number of schemes 
await completion, or are yet to be started, and 
in consequence there is not likely to be any 
slackening in the demand for building woods 
for a long time. 

Around the timber docks one finds that 
stocks are none too heavy, and prices are firm 
on every hand. During the last year the tim- 
ber trade happily was not seriously disturbed 
by financial or industrial difficulty, and that 
most European currencies are returning to 
something approaching normal is a good thing 
for the trade here. 
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Tennessee Retailers Show Keen Inter 
Topics Discussed Include Promoting Better Relations With Manu 


CHATTANOOGA, TENN., Feb. 14.—One of the 
most interesting conventions of the season got 
under way here this morning, when the third 
annual meeting of the Tennessee Retail Lum- 
ber & Millwork Dealers’ Association opened 
at Hotel Patten, this city, with a program oc- 
cupying three full days. 

The first day’s sessions were well attended 
by representative dealers from throughout the 
State, and were featured by a number of freely 
participated in discussions of ways and means 
of promoting better relations between retailers 
and between manufacturers and retailers, of 
advancing more accurate knowledge of operat- 
ing costs and like problems, and of rendering 
greater service to the public. These discus- 
sions were marked by such earnestness as to 
indicate that before this convention is ended, 
it will have witnessed action definitely leading 
to better merchandising of lumber and building 
materials on the part of the Tennessee dealers. 
already known as among the most progressive 
in the South. 

The convention was opened by President W. 
H. Picklesimer, of the Riverside Lumber Co., 
Knoxville, who called on Rev. Peter Simpkin, 
Chaplain:of the Concatenated Order of Hoo- 
Hoo, St. Louis, Mo., for the invocation. This 
was followed by an address of warm welcome 
to the city by Hon. E. D. Bass, mayor of 
Chattanooga, fittingly responded to by C. L. 
Marshall, of the Marshall Bros. Lumber Co., 
Johnson City, the first president of the Ten- 
nessee association. Henry D. Blanc, president 
of the Chavannes Lumber Co., Knoxville, was 
slated for this response, but was prevented 
from attending the convention because he was 
called upon to fulfill his office as vice mayor 
of his city during the temporary absence of 
the chief executive. 

President Picklesimer, in his annual address, 
expressed gratification at the encouraging 
growth of the association during the last year 
and of the very’ real accomplishments 
achieved. All this, he declared, was due in 
large measure to the energy and ability of 
Secretary J. A. Minnich, of Chattanooga, for 
whom he requested the membership’s full sup- 
port during the coming year in order that he 
might be better able to carry forward his plans 
for the improvement and extension of the 
association’s services. 

The treasurer’s report, presented by Fred 
Scheidegger, of the Chattanooga Sash & Mill- 
work Co., Chattanooga, Tenn., showed the as- 
sociation to be in a healthy financial position. 


A Year of Substantial Progress 


The third year of the Tennessee association 
has been one marked by substantial progress, 
declared Secretary Minnich in his report, even 
though financial limitations have prevented 
many activities that could beneficially be en- 
gaged in. One outstanding accomplishment, he 
said, was securing an amendment to the Ten- 
nessee lien law affording the lumber and build- 
ing material dealers more complete protection, 
also other favorable legislation which it would 
have been impossible to push through had it 
not been for organized endeavor. “The current 
trend of legislation has shown the great -neces- 
sity of watchfulness on the part of business 
men,” stated Mr. Minnich. “During the com- 
ing session of the legislature a number of vital 
matters will be presented and there will be 
greater need than ever before for a strong 
association to guard our rights.” 

Secretary Minnich further reviewed the 
work of the association’s traffic department 
and outlined the last year’s activities and plans 
in connection with district meetings. He re- 


ported improved relations between manufac- 
turers and dealers, stating that more and more 
of the former are committing themselves to 
100 percent dealer distribution. 

Saying that the lumberman by the very na- 
ture of things is one of the outstanding citi- 
zens in his community, W. M. Richardson, of 
the Richardson Lumber Co., Florence, Ala., 
president of the Alabama Lumber & Building 
Material Association, expressed his astonish- 
ment at the fact that so many “leading citi- 
zens” sit back whenever there is anything 
constructive to be done, unwilling to bother 
themselves but perfectly willing to let others 
do their part and enjoy the benefits. “As a 
leading citizen, the lumberman owes it to his 
community to belong to his State organiza- 
tion, to take an active part in its work and 
to bring the many constructive things which it 
develops into practice in his own town. Co- 
Operation is vital to success, and the only way 
to get it is for every loyal association mem- 
ber to get out and win his competitors over 
to the association idea. The secretary is help- 
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less in a membership drive without the mem- 
bers’ whole hearted and active support.” 

“Get your competitors lined up,” agreed 
Parson Simpkin. “The best investment you 
can make is to win the friendship and confi- 
dence of the ‘fellow across the street.’ Presi- 
dent Richardson’s work in Alabama in this 
direction is a real inspiration.” 

C. L. Marshall declared President Pickle- 
simer and Secretary Minnich had done won- 
derful work in this same direction and moved 
that the membership rise to its feet as an ex- 
pression of thanks to them for their endeav- 
ors. This vote of thanks was enthusiastically 
extended. 


Changed Conditions in Lumber Trade 


The feature speaker of the morning session 
was Edward Hines, of Chicago, president of 
the extensive Hines interests, who had as his 
subject “The Changed Conditions in the Lum- 
ber Business During My Lifetime.” He out- 
lined in an interesting manner the develop- 
ment of the country from the days of the 
Pilgrims and the simultaneous expansion of 
the lumber industry, emphasizing the part 
which lumber has played in the building of 
this ‘great nation. He told of conditions as 


they existed when he first entered the lumber 





business and related many entertaining stories 
of his first experience in selling lumber. He 
further discussed the outstanding modern 
problems of the industry, such as taxation, re- 
forestation, publicity, relations between manu- 
facturers and retailers, and the retailer’s mer- 
chandising policies. He advocated unity within 
the industry, saying that in these days of 
changing conditions it would be fatal to fight 
with one another, when all should band to- 
gether to defend their own interests against 
encroaching “outsiders.” Declaring himself 
against individual trade-marking of lumber, he 
strongly defended association trade- and grade- 
marking. Regarding business prospects he 
continued : 

Business prospects are excellent everywhere. 
We are strongly entrenched at home, with con- 
ditions getting better every month, and the 
economic life of our chief foreign customer- 
nations is also steadily improving. The agri- 
cultural situation is more favorable than for 
years, resulting in bigger business from the 
farms. Building operations are holding up well; 
the automobile industry is perking up and the 
railroads are in good shape, with large require- 
ments to satisfy. Money is plentiful and cheap, 
and general industry is not only active but pre- 
paring to expand. There is nothing to disturb 
the industrial growth of this country, and the 
benefits to the lumber industry are patent. 

Mr. Hines’ address was most interesting and 
instructive, and upon its completion President 
Picklesimer thanked the speaker in behalf of 
the association for his constructive message. 

President Picklesimer then announced the 
appointment of the following committees: 


Nominations—P. B. Carr, Carr Bros., Johnson 
City, chairman; Fred Scheidegger, Chattanooga; 
Fred R. Stair, Knoxville. 


Resolutions—W. J. Sanders, Builders’ Supply 
Co., Tullahoma, chairman; R. L. Tucker, Eto- 
wah; C. E. Brooks, Kingsport. 


Legislative—C. L. Marshall, Marshall Bros. 
Lumber Co., Johnson City, chairman; J. W. Al- 
lison, Morristown; Harry Molyneux, Rockwood. 


Bylaws—J. A. Boyd, Liberty Lumber & Manu- 
facturing Co., Erwin, chairman; H. H. Hill, 
Mt. Pleasant; C. F. Bell, Murfreesboro. 


TUESDAY AFTERNOON 

The greater part of Tuesday afternoon was 
devoted to discussing problems connected with 
the Tennessee lien law, which was generally 
participated in by the attending membership. 

The lien law is not only a protection to the 
building material dealer, but also to the home 
builder from dishonest contractors and sub- 
contractors, according to C. L. Marshall, and 
therefore deserved public support. The Asso- 
ciated Contractors of the State of Tennessee 
are opposed to the lien law as it stands today 
because of the lack of complete. protection to 
the contractor, and therefore desire its re- 
peal, but inasmuch as it satisfies the require- 
ments of the building material dealers, Mr. 
Picklesimer suggested that the association ap- 
point a committee to treat with the general 
contractors to try to arrive at some agreement 
which would be acceptable to both parties, to 
the end that amendments be secured without 
necessitating the repeal of the law. 


Promoting Better Merchandising 


How dealer codperation with the manufac- 
turer brings profit to both was the subject of 
an interest-compelling talk by J. W. Paddock, 
of Pana, IIl., manager of the retailer relations 
department of the Southern Pine Association, 
New Orleans, La. Referring first to the sub- 
ject previously under discussion, Mr. Paddock 
warned the dealers that after they had secured 
a good lien law they must not “sleep” on their 
rights, as they are often apt to do. The lien 
law exists for their protection, and they 
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should protect their business by making use 
of it. The Southern Pine Association, he con- 
tinued, is vitally interested in promoting better 
merchandising, not only through inducing the 
dealer to handle better quality goods but also 
to inject better spiritual qualities in his contact 
with the public, these being equal in importance 
to the first factor. Integrity is the first essen- 
tial for success. Only second to this comes 
knowledge of one’s business especially as con- 
cerns costs of doing business. These, he said, 
according to comprehensive surveys run from 
$10.50 to $13 a thousand feet. “The greatest 
trouble with the retail lumber business in most 
cities is that the dealers do not know how 
high their costs are and that they conse- 
quently conduct business at no profit,” said 
Mr. Paddock. “If you don’t make a profit, 
the manufacturers can’t. Their most profitable 
customers are the prosperous ones.” The 
speaker further spoke on the building and 
loan association, which he declared should be 
one of the leading institutions in every com- 
munity. He offered the services of his or- 
ganization wherever needed in organizing such 
an association. 

Commenting on the costs of doing business, 
President Picklesimer reported that it cost his 
concern $9.67 in 1926 and $9.70 in 1927 a thou- 
sand feet. It deveioped that costs in Nash- 
ville were $10.60 on an average. 


Credits and Collections 


When credits and collections came up for 
discussion, J. A. Boyd, of Erwin, was the first 
speaker. He warned against being over-anx- 
ious to make a sale, but before letting a stick 
of lumber go out of the yard to make sure 
that the buyer is a good risk. If an unknown 
customer applies at his yard for credit, Mr. 
Boyd requires him to fill out a blank giving 
all essential information, from which he can 
determine whether credit can safely be ex- 
tended or not. Terms of sale are clearly un- 
derstood in advance. “It is not enough,” said 
Mr. Boyd, “to have confidence in a man’s hon- 
esty. You must also know that he is able. to 
pay. 

Considerable discussion, and exchanges of 
experiences in extending credits and making 
collections followed. 

Otto Pflanze, of the Cherokee Lumber & 
Manufacturing Co., Maryville, said retailers 
usually are poor advertisers and suggested that 
in the interest of lumber, the manufacturers 
organize an advertising bureau with experts in 
charge to assist dealers in preparing their ad- 
vertising and to furnish selling helps. “Com- 
pare the poorly designed, uninteresting adver- 
tisement of the average retailer who advertises 
at all, with the handsome, interesting, fact- 
telling ad of the motor car dealer, and we 
begin to wonder how we ever can hope to 
compete for the consumer dollar when we 
don’t increase the effectiveness of our awn 
advertising.” 

Secretary Minnich remarked that some lum- 
ber dealers, when business slacks down, cut 
out their advertising first thing and think they 
are far-visioned business men by so doing. 
“That’s like driving a car up hill and shutting 
off the gas instead of giving it some more,” 
he said. 


Relations Between Small Town Dealers 


In discussing ethical relations between dealers 
in smaller towns, J. W. Allison, of the Allison 
Lumber Co., Morristown, declared that he 
does not believe there is much unethical deal- 
ing in the smaller towns, where retailers know 
their trade and their competitors and usually 


have some basis for understanding. “Often,” 
he said, “we are apt to suspect unethical deal- 
ings but on investigation we find that we have 
been mistaken.” Mr. Allison advised against 
giving rebates. “We take back material in 
good condition and allow full credit, but we 
feel that we should at least get delivery 
charges out of this service,” he said. 


W. M. Richardson said that dealers of his 
town used to be very suspicious of each other. 
About two years ago, however, they organized 
a club for the discussion of common problems 
and have ever since met every Tuesday. This 
has resulted in cordial, ethical relations and 
in complete confidence. If somebody is sus- 
pected of some unethical deal, at one of these 
meetings he will be called by name and asked 
about this particular deal. In practically every 
case it develops that the suspicion was founded 
merely on misinformation. As a result of these 
cordial relations, better prices are obtained and 
everybody is making a fair profit. 

“We have no fixed prices,” said Mr. Rich- 
ardson. “That would be very unwise; but we 
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have a common understanding as to the proper 
price level which will return a fair profit. 
That level is used only as a sort of guidance, 
and we are in no wise bound to adhere to it. 
Therefore, competition is left as keen and free 
as it well could be, and yet never ruinous or 
unethical.” 

Mr. Richardson told of an experience with 
“crooked, grafting architects,” who demanded 
a “handout” in return for giving business. He 
asked the dealers if they had had similar ex- 
periences and what they did to “fellows like 
that.” Mr. Picklesimer replied that his con- 
cern had never bought a penny’s worth of 
business, and on that account had lost some 
on occasions. He never had had trouble with 
architects, but sometimes with contractors who 
wanted him to add 10 percent to the bill, “for 
him.” Mr. Marshall condemned all such 
practices, saying that the lumbermen are 
worth as much to the architects as the archi- 
tects are to the lumbermen. 


ENTERTAINMENT FEATURES 


This evening the officers and directors of the 
association hold their annual dinner at Hotel 
Patten, followed by a theater party for the 
general membership at Tivoli Theater. 


est in Better Merchandising Problems 


facturers, Rendering Greater Service to Public, and Operating Costs 


WEDNESDAY SESSION 
[Special telegram to AmEeRICAN LuMBERMAN] 


CHATTANOOGA, TENN., Feb. 15.—Approxi- 
mately two hundred retailers had registered 
before the opening of the Wednesday session 
and the convention hall was filled when Presi- 
dent Picklesimer introduced the first speaker, 
R. T. Titus, forester and structural engineer 
of the West Coast Lumber Bureau, Seattle, 
Wash., who gave an informative talk on the 
mechanical and physical properties of lumber, 
illustrated by charts and diagrams. 

He was followed by Adolph Pfund, of Chi- 
cago, who discussed the functions of the State 
and National Retail associations, their benefits 
to the retailer and the retailers’ relations to 
them. The modern State association he de- 
scribed as one divided into district clubs, each 
covering four or five neighboring towns with 
similar problems; each of these clubs holding 
at least four or five meetings a year, attended 
by the State secretary who would act in an 
advisory capacity to the respective officers, and, 
if possible, also by manufacturers’ sales man- 
agers or officials for the sake of inter-industrial 
contact. The speaker further discussed the 
financial problems of association work, leading 
into a presentation of the plans and aims of 
the four-year National advertising campaign 
in behalf of the retail lumber yard, sponsored 
by the National Retail Lumber Dealers’ Asso- 
ciation. He declared the National to be favor- 
able to the grade-marking of lumber, and to 
be considering making that a part of the mer- 
chandising campaign shortly to be inaugurated. 

A thorough discussion of manufacturers’ 
relations with retailers’ ensued, during which 
several dealers presented their views. The 
principal question was how to treat the manu- 
facturer who sells to consumers direct, and the 
consensus was that the only thing to do is to 
approach such a manufacturer amicably, hear 
his side of the story, present the retailer’s 
viewpoint, and seek to reach a basis of under- 


standing. In most cases, it was pointed out, 
such treatment will satisfactorily solve the 
problem. 


Cost Accounting Is Profit Producer 


R. C. Melton, of the Chattanooga Sash & 
Millwork Co., Chattanooga, led a discussion 
on cost accounting. He declared cost account- 
ing to be a sure profit producer in that it 
will establish a proper level of prices and if 
departmentized will show up all leaks before 
they become serious. Mr. Melton showed that 
lumber that costs the retailer primarily $20 a 
thousand feet, costs him $28.50 before it is fin- 
ally delivered at the job, and must therefore be 
priced at about $32 in order to return a fair 
profit. “When you once have ascertained the 
actual cost of your material and have estab- 
lished your price, stick to it,’ was Mr. Mel- 
ton’s parting advice. 

The Golden Rule in business life was the 
subject of an eloquent address by Rev. Peter 
Simpkin, Chaplain of the Concatenated Order 
of Hoo-Hoo, which was much enjoyed and 
appreciated by his hearers. Business should 
not be purely selfish, he declared, but should 
function for human advancement. While of 
course all business dealings are dictated by 
so-called selfish motives, business men should 
at the same time take a broad vision of their 
affairs and should consider the effects of their 
actions en their fellow men. 


Winning Competitor’s Confidence 
“What Is Unfair Competition” was the ques- 
tion discussed by J. Tyree Fain, secretary of 
the Nashville Retail Lumber Club. “We can 
not evade competition in business,” he said. “It 
will prevail as long as the world revolves, and 
may at times be pretty keen. But unfair com- 
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petition is something that we can evade. If we 
would all be square with ourselves, and if we 
would in each business deal stop to consider 
if we are fair in each detail, we would soon 
remove all suspicion from ourselves and win 
our competitor’s confidence, and unfair com- 
petition would disappear as if by magic. Many 
business men who are fundamentally honest 
and are striving for honesty have merchandis- 
ing ideas that to them appear sound, but to 
their competiters might seem unethical. The 
best way of handling such a situation is to 
go to these men, talk the matter over with 
them, and the chances are very good that they 
will see your viewpoint and will be glad to 
get it, and will be governed accordingly.” 

R. E. Montgomery, of the Lee Lumber Co., 
Memphis, Tenn., vice president of the associa- 
tion, expressed the opinion that retailers have 
in many. instances been too hard on manu- 
facturers in their insistence that the latter 
stay out of certain fields that they themselves 
have made little effort to develop. When 
stopping to analyze what at first sight appears 
to be unfair competition, it often assumes a 
different aspect. “Not all unfair competition is 
coming from the manufacturer and _ whole- 
saler,” said the speaker, “but a great deal of 
it is between the retailers themselves. A good 
rule to follow is to give the other fellow the 
business which belongs to him. If we stay off 
business that our sense of justice tells us be- 
longs to our competitor, we will soon have 
eliminated unfair competition.” Mr. Montgom- 
ery further urged that problems of this char- 
acter be worked out through the association. 


Afternoon Devoted to Sightseeing 


There was no afternoon session, the rest of 
the day being devoted to sightseeing. Local 
lumbermen donated their cars to take the vis- 
itors through the beautiful residence sections 
of this prosperous and progressive city and to 
Lockout Mountain, the Chickamauga battle- 
fields and many other historical points, in 
which this section abounds. W. O. Whitaker, 
of the Lookout Planing Mills, Chattanooga, 
was chairman of the transportation committee 
and was largely responsible for the unqualified 
success of these outings. 


Features of Annual Banquet 


In the evening was held the annual banquet 
and entertainment, which were both of the 
highest order. The committee in charge of ar- 
rangements for this event was headed by C. 
M. Willingham, of Wilingham & Co., Chat- 
tanooga. Invocation was offered by F. A. 
Seagle, of Chattanooga, and the toastmaster 
was Judge Nathan L. Bachman, also of this 
city. There were addresses by Rev. Peter 
Simpkin and Adolph Pfund, of Chicago, both 
discussing subjects pertinent to the occasion. 
The entertainment program was featured by 
motion pictures of lumbering operations in the 
Pacific Northwest, shown through the courtesy 
of the Long-Bell Lumber Co., Kansas City, Mo. 

Last night there was a Hoo-Hoo concatena- 
tion at which there were sixteen initiates and 
five reinstatements, with more reinstatements 
promised before the convention is ended. Par- 
son Simpkin officiated as Snark. 

There has been at this convention a large 
attendance of lumbermen’s ladies, and they, 
like their men folk, have had a busy time under 
the leadership of Mrs. J. A. Minnich, Chatta- 
nooga. The feature of their program was a 
luncheon yesterday at the Chatanooga Golf & 
Country Club, attended by about thirty-five 
ladies. In the afternoon bridge was played at 
the Hotel Patten. 


CLOSING SESSION 
[Special telegram to Amertcan LumBermMan] 


CHATTANOOGA, TENN., Feb. 16.—In deep ap- 
preciation of the splendid work accomplished 
by him during his first year as president, the 
organization unanimously reélected W. H. 
Picklesimer to that office at the closing. ses- 
sion of the convention today. The other 
officers’ elected on the recommendation of 
the nominating committee, presented by Fred 
R. Stair, of Knoxville, are: 

Vice president for eastern district—C. E. 


am Citizens Supply Corporation, Kings- 
port. 


Vice president for middle district—Joseph 
me Joseph Scheffer Lumber Co., Nash- 
ville. 

Vice president for western district—T. H. 
Smith, Smith Lumber Co., Memphis. 

Treasurer—Fred Scheidegger, Chattanooga 
Sash & Millwork Co., Chattanooga, 

Secretary—J. A. Minnich, Chattanooga (re- 
élected.) 

Directors—John P. Rhea, Brading-Rhea 
Lumber Co., Johnson City; J. W. Allison, Alli- 
son Lumber Co., Morristown, and W. B. Dun- 
lop, Coulter Lumber Co., Clarksville. 

The membership voted unanimously to ac- 
cept the invitation extended by Mr. Stair 
and W. D. Hitch to hold the next annual 
convention at Knoxville. 

The report of the resolutions committee, 
headed by W. J. Sanders, of Tullahoma, was 
also unanimously adopted. Among other 
things, these expressed the membership’s 
sympathies to Richard Norvell, of Norvell 
& Wallace, Nashville, who was injured last 
week by a falling timber in his yard, and 
to A. J. Smith, also of Nashville, who was 
unable to attend because of a long drawn-out 
illness. Mr. Norvell is a director of the as- 
sociation, while Mr. Smith is the retiring vice 
president from the middle district. 


Handling Contractors in Outside Territory 


A subject of considerable discussion at this 
session was “Should a Dealer Follow Con- 
tractors into a Competitor’s Territory?” 














F. SCHEIDEGGER, 
Chattanooga, Tenn.; 
Elected Treasurer 


FRED R. STAIR, 
Knoxville, Tenn.; 
Ch’rman Nominations 


Among those discussing this matter of deep 
interest to every retailer were John P. Rhea, 
C. E. Brooks, Fred R. Stair, R. E. Mont- 
gomery, J. Tyree Fain and Adolph Pfund. 
Some thought that the application of the 
“Golden Rule” would necessitate a dealer 
staying out entirely from another’s territory, 
even though the contractor was an old cus- 
tomer who preferred to buy from him. The 
consensus seemed to be, however, that no 
strict rule can be applied in a case like this. 
The contractor must be handled carefully. 
If he is told that “We can’t figure over 
there,” he might sense a combination and 
distrust will be the result. The best method 
suggested was, when lumber is sold for a 
particular job in a competitor’s territory, 


charge a fair price for it and add full de-- 


livery costs. It may be pointed out to the 
contractor that because of the local yard’s 
lower delivery expense, he can save money 
by buying at it. At any rate, the price will 
be so high that the local yard will have a 
good chance to go out and land the busi- 
‘ness at a figure that will return him his 
ordinary profit. If he does not take ad- 
vantage of this, the seller can hardly be ac- 
cused of offering unethical competition. 

Concluding this discussion, President 
Picklesimer declared it as his unalterable 
policy to respect every right of the local 





yards, and that the contractor, wherever he 
operates, should buy from the local yard 
as the cheapest and most practicable way to 
do business, 

The subject of “What Improvement Is 
Noted in Cement Distribution in Tennessee” 
was next considered, whereupon the third 
annual convention, after three constructive 
and highly interesting days, adjourned at 
noon. 

Organize Ladies’ Auxiliary 

About twenty of the lumbermen’s ladies 
met at luncheon today and organized a ladies’ 
auxiliary of the association, which will have 
for its principal purpose the social enter- 
tainment of the ladies at the conventions and 
other association meetings. The auxiliary 
elected the following officers: 

President—Mrs. C. M. Willingham, Chatta- 
nooga,. 

First vice president—Mrs. Joseph Scheffer, 
Nashville. 

Second vice president—Mrs. Fred R. Stair, 
Knoxville. 

Third vice president—Mrs. W. H. Pickle- 
simer, Knoxville. 

Secretary—Mrs. Fred Scheidegger, Chatta- 
nooga. 

Treasurer—Mrs. Joseph Boyd Erwin. 


To Study Probleme of Wholesale 


[Special telegram to American LUMBERMAN] 


Wasuincton, D. C., Feb. 15.—Following a 
two-day meeting, the national wholesale con- 
ference, held under the auspices of the Cham- 
ber of Commerce of the United States, author- 
ized a thorough study of the problems of 
wholesaling. The survey will be carried on 
by four committees, which will report to a 
second conference to be held later in the 
year. One committee will deal with the whole- 
saler’s functions and services, another with 
economic factors affecting wholesaling, a. third 
will study the practicability of business analy- 
ses, while the fourth will devote its attention 
to financial methods in wholesaling. 

The conference adopted’ this resolution, pre- 
sented by E. M. West, of New York: 

Inasmuch as public discussions of whole- 
saling reveal widely divergent opinions of its 
functions in business, it is desirable that this 
assembly state clearly its concept of the essen- 
tial place of wholesaling in distribution. 
Wholesalers owe a duty to supply in their 
territories adequate and proper stocks to re- 
tailers who serve the public, to meet the re- 
quirements of a locality, proportioned and 
synchronized with the outflow of retail stocks. 

Wholesalers owe a duty to growers and 
fabricators to fageilitate the movement of 
stocks produced when these stocks are suited 
to the needs of the public and proportioned 
and synchronized with the inflow to retailers. 

We recognize these duties as inescapable 
responsibilities imposed by our profession of 
intent to act as wholesalers. 

We assert, however, that this recognition 
imposes on producers and retailers reciprocal 
responsibilities respectively to produce and 
distribute such stocks as the public requires, 
when and as needed, and so to conduct their 
operations as to assure uninterrupted supplies 
with due economy. 

These reciprocal obligations imply that all 
operations be conducted by producer, whole- 
saler and retailer in a spirit of mutuality in 
service and without harmful and unnecessary 
speculative elements. To this concept, we 
pledge our loyal effort. 


Among those in attendance were W. W. 
Schupner, secretary-manager, National-Amer- 
ican Wholesale Lumber Association; Joseph 
E. Davies, counsel for that organization; 
Harry M. Burgan, Burgan Lumber Co., Balti- 
more, and A. F. Austin, H. D. Taylor Co., 
Buffalo. 





THE FoRESTRY division of the Indiana con- 
servation department will codperate this spring 
in a joint plan of the Indiana Federation of 
Women’s Clubs and the State highway com- 
mission to beautify the State highways by pro- 
viding trees that are to be used. ‘Thousands 
of trees secured from the State forest at 
Henryville are to be planted. 
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Stress Year's Work of Nebraska Association 


Speakers at Annual Convention Urge Need for Inter-Organization Co-operation—More 
Efficient Merchandising and Cost Accounting Methods Suggested 


OmaHA, Nes., Feb. 15.—The thirty-eighth 
annual meeting of Nebraska retail lumbermen, 
and the first under the reorganization which 
bears the name of the Nebraska Lumber Mer- 
chants’ Association, opened this afternoon in 
the Rome Hotel. The hotel is bursting with 
exhibits, and the number of dealers in attend- 
ance seems unusually large. 


Following music by the “Melody Five,” pro- 
vided for the convention by the Dietz Lumber 
Co., and community singing led by Lawrence 
Dodds, of Omaha, there was an address of 
welcome. Mayor Dahlman, who had consented 
to perform this function, was ill and sent a 
member of the city’s legal staff to assure the 
lumbermen that they were welcome and that 
their meeting in the city was appreciated. Sec- 
retary Harry E. Dole responded briefly. 


President N. A. Allen, of Lincoln, in his 
address, made a brief outline of the thirty- 
eight years of association history. The asso- 
ciation was organized March 16, 1890; and of 
the charter members, twelve are still living, 
and ten are still active in business. The early 
settlers in Nebraska needed homes, and the 
lumbermen served them well. Those lumber- 
men felt the need of an association, and that 
need is still felt’ Changes have taken place. 
Investments and the overhead of conducting 
a business have increased many times over; 
but the desire is still felt; as-it was- felt by the 
pioneer dealers, for better merchandising meth- 
ods. Lumber sales have shrunk from being 
some 90 percent of total sales in those early 
days to about 50 percent. Competition has 
shifted from an inter-dealer to an inter-indus- 
try basis. But “Problems are a sign of prog- 
ress,” so long as dealers can find the strength 
and wisdom to meet them. 


During the year thirty-three group meetings 
have been held, and more positive benefit has 
been secured in this way during the last year 
than during any other year of the long his- 
tory of the organization. Mr. Allen closed 
with a review of the field of association work, 
stressing the need for complete organization 
and complete inter-organization cooperation. 


Secretary Outlines Year’s Work 


Secretary Dole began his outline of the 
year’s work with a tribute to the officers and 
directors. He himself has driven more than 
14,000 miles in the service of the association. 
He spoke of the splendid codperation of ‘the 
State agricultural college and stated that this 
great organization is ready and able to render 
much greater service. The State last year pro- 
duced three-quarters of a billion dollars of 
products of the soil. The secretary mentioned 
rail rate hearings and stated that with the 
legislature about to meet there will be need 
for watching the interests of the industry. 
Lumber seems a natural target for queer legis- 
lative notions. 

One important building and loan association 
has announced as a policy of self-protection 
that it will loan no money on mail-order 
houses; the reason being that if it invests 
money in a town the safety of that invest- 
ment depends in part upon the prosperity of 
the town; and this prosperity is fostered if 
building money is spent locally. A large ma- 
jority of the building and loan associations of 
the State, when this policy was brought to 
their attention, approved the idea. 

Mr. Dole closed with a plea that there were 
not enough Georges to do the work; and that 
the success of the organization depends upon 


Note: A report of the Thursday 
afternoon and Friday sessions of the 
annual convention of the Nebraska Lum- 
ber Merchants’ Association will appear 
in the Feb. 25 issue of the AMERICAN 
LuMBERMAN.—EDITOoR. 





each member doing the necessary work in- 
stead of passing it on to George. 

W. F. Shaw, Chicago, in charge of the cen- 
tral division of the National Lumber Manu- 
facturers’ Association, then discussed ways in 
which the trade promotion work of his asso- 
ciation can benefit retailers. He began by call- 
ing attention to Federal legislation in regard 
to the corporation tax rate and in regard to 
proposed taxing of surpluses accumulated by 
corporations prior to 1913. The campaign that 
is to continue over a five-year period is for the 
purpose of telling the story of lumber. This 
story is an involved one and frequently needs 
to be told by technical experts; so it is the 
plan to place a technical man within a night’s 
ride of every important lumber consuming cen- 
ter. Work is being done to discover new uses 
for lumber and to regain lost markets where 
lumber is as good as or better than alternate 
materials. No reflection is being cast upon 
these alternate materials, and much of the mer- 
chandising effort expended upon their sale is 
able and vigorous. But it is attempting to 
capture markets which lumber has long served 
ably and is still capable of serving ably. 

Mr. Shaw mentioned the great slogan con- 
test and told of the thousands of school chil- 
dren who have entered and who have learned 
something about lumber in order to compete. 
Motion picture films have been prepared and 
circulated and are still available for such 
showings. Technical men are ready to aid 
lumber dealers in their effort to have lumber 
used in buildings and to solve individual diffi- 
culties of design and specifications. Advertis- 
ing is being done to promote remodeling and 
to interest and educate carpenters and con- 
tractors. A blueprint and plan service is being 
installed, based upon the best existing plan 
services. Something will be done with the re- 
financing problem. And finally a great effort 
will be made to dispel the illusion that lumber 
is becoming scarce and will presently be un- 
available. There are sufficient quantities now, 
and enough is growing to assure an adequate 
supply at fair prices for all time. 

R. L. Cochran, the State highway engineer, 
then read a paper describing the growth of 


highway building in Nebraska. He told of the ' 


methods of financing, and the future needs. 
When a railroad is to be built, the right of 
way is first constructed and then the rolling 
stock is provided, but in highway construction 
this process is reversed. The rolling stock is 
first bought, and it in turn pays for the high- 
way. Without adequate highways the vast in- 
vestment in trucks and cars would be made 
unproductive.’ Mr. Cochran told of efforts to 
promote safety, and he described in detail the 
increase of highway traffic. 


THURSDAY MORNING 
[Special telegram to AmeErIcAN LuMBERMAN] 

Omana, Nes., Feb. 16.—Following music. by 
an enthusiastically applauded impromptu quar- 
tet, the dealers at the Thursday morning ses- 
sion listened to an informal but impressive 
address on organized friendship, by Hawley 
W. Wilbur, of Milwaukee, president of the 
Wisconsin Retail Lumbermen’s Association. 
He told of the Wisconsin association, of which 


92 percent of the State’s dealers are members. 
The success of the association, he thinks, is 
due to the frequent district meetings. Mil- 
waukee had hard competition, but has per- 
fected an organization which is taking un- 
friendliness out of the situation and is making: 
possible intelligent merchandising at fair 
prices. If a dealer is to compete in*a friendly 
and intelligent way, he must know his costs, 
and that involves cost accounting. 


One of Mr. Wilbur’s own yards did almost 
a million dollars’ worth of business in one 
year and made little profit. Cost accounting 
caused a lesser volume to return a satisfactory 
profit the following year. Mr. Wilbur illus- 
trated the wisdom of cost knowledge and 
friendly competition by many concrete ex- 
amples from his own experience in the lum- 
ber and feed business. He said he now 
believes the statements made by competitors 
rather than those made by shopping customers. 
Competitors are nearly always anxious to be 
honest and square. Mr. Wilbur spends half 
of his time in calling on competitors. He 
requires his managers to do the same. If 
one makes .a mistake, he must immediately 
straighten it out. 

He told of competition with a farmers’ co- 
Operative company in a certain town. He 
could not get to know the codperative manager 
who was selling on a low price basis. Mr. 
Wilbur put in a line of high priced feed, sold 
it at high prices and gave service. On that 
basis he made a satisfactory profit and now 
the .codperative manager is anxious to be 
friends and to learn merchandising. 


Mr. Wilbur made a brief statement concern- 
ing the National retailers’ trade promotion 
campaign. He urged dealers to read the farm 
papers. and trade papers for the purpose of 
knowing their own-and their customers’ busi- 
nesses. He stated that to cut prices for the 
sake of volume is a sad mistake. He bases his 
business on tolerance, knowledge and under- 
standing. 

Don Critchfield, of the West Coast Lumber 
Bureau, presented an exhibit of western woods 
that has been used as a registration booth and 
explained its purpose as an exhibit for fairs 
and building shows. 

President N. A. Allen then introduced War- 
ren Richardson, of Clarinda, Iowa, president 
of the Northwestern Lumbermen’s Associa- 
tion; E. E. Woods, secretary-manager of the 
Southwestern Lumbermen’s Association, and 
O. C. Lance, secretary of the Northwestern 
Coal Dealers’ Association. He read telegrams 
of greetings from L. P. Lewin, president of the 
National retailers, and from H. R. Isherwood, 
of Hoo-Hoo. 

Harry J. Colman then made his usual high 
powered talk on the value of cost knowledge 
as a basic tool of merchandising. He out- 
lined the history of the origin of the National 
cost system and explained its value as a 
means of analyzing business by departments 
and as a means of correcting mistaken mer- 
chandising ideas. He stressed the fact that 
but a small percentage of business is actually 
competitive and by means of charts pointed out 
serious leaks that without detailed cost knowl- 
edge remain unknown. He illustrated his 
points with actual surveys made in different 
cities and yards, and showed the. devastating 
effect of cut prices. 

President Allen then appointed the following 
committees : 

Resolutions—R. B. Weller, Omaha: Dennis 
Malone,. Pierce, and A. Barnett, McCook. 

Nominations—Sam Ruth, Beatrice; Martin 
Hostrup, Scribner, and John Craven, Exeter. 
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Annual of Chicago Lumbermen’s Club. _ 


A wider use by the members of the facilities 
of the Lumbermen’s Club of Chicago, and the 
securing of new members to provide sufficient 
funds to operate the club for the benefit of 
the membership were stressed in the officers’ 
reports presented at the annual meeting of the 
organization, held Feb. 14 in the club’s splen- 
didly equipped and comfortable quarters on 
the twenty-third floor of the Builders Building, 
228 North LaSalle Street, Chicago. 


A good sized crowd turned out for the 
luncheon, which preceded the business session, 
and soon after 1:30 p. m. President E. A. 
Thornton convened the annual, and reviewed 
briefly what had been accomplished since the 
inception of the club, laying particular em- 
phasis on the need of securing new members, 
as the dues are nominal and the club’s facili- 
ties of the best. He stated that the member- 
ship now numbers about two hundred and 
fifty, and it is expected to increase this to three 
hundred by the addition of the sash, door 
and millwork manufacturers. Considerably less 
than 10 percent of the membership is now 
using the facilities of the club for luncheon 
service, stated Mr. Thornton, while the ordi- 
nary club will show about 20 percent of its 
members utilizing such service. President 
Thornton said a word of appreciation for the 
help and codperation of the board of trustees 
in looking after the affairs of the club, and 
also the officers associated with him in their 
efforts to bring the club to the standard which 
it has attained. In concluding his report Mr. 


Commission 


The best method of securing new members, 
uniform order blanks and the advisability of 
commission salesmen handling both yellow pine 
and fir, were among the important topics dis- 
cussed at the closing sessions of the annual 
convention of the National Association of Com- 
mission Lumber Salesmen, held at the Congress 
Hotel, Chicago, Feb. 9 and 10. [Nore: A re- 
port of Thursday’s sessions appeared on page 
51 of the Feb. 11 issue of the American Lum- 
BERMAN .—EDITOR. } 

One of the interesting discussions at Thurs- 
day afternoon’s session centered around the 
subject, “The attitude of manufacturers and 
wholesalers and what must be done to insure 
closer codperation with them.” Rodney E. 
Browne, of New York City, led this discus- 
sion with a carefully prepared address in which 
he took exception to the blanket criticism by 
some factors in the trade regarding the 
methods employed by commission salesmen in 
soliciting business. While admitting that some 
of the charges made against commission sales- 
men may be based on fact, he thought that 
the unethical practices complained of did not 
apply to those members of the National Asso- 
ciation of Commission Lumber Salesmen who 
“are living up to its present code of ethics 
and doing only those things that are right, 
honest and honorable.” 


President Charles L. Baxter, of Chicago, 
convened the Friday morning session, and 
called on Secretary-treasurer Frank J. Shead, 
of Chicago, to tell about the progress made dur- 
ing the last year. Mr. Shead stated that gains 
had been made in membership, and in addi- 
tion a more marked recognition and support of 
the association have been given by the mills 
and shippers. Claims against shippers for non- 
payment of commissions have decreased in 
numbers, Mr. Shead asserted, adding that “our 
members seem to be awakening to the purposes 
and advantages of the organization and benefits 
possible through utilizing its various offices 
for service.” 

Julian Hughes, of Des Moines, Iowa, led the 


Thornton spoke feelingly of the loss sustained 
during the last year in the deaths of Frederick 
B. McMullen, Charles Darling, Morris Joseph 
and William Bader. 


The Chair then asked for suggestions as to 
bettering the attendance at the luncheon serv- 
ice, stating that it had been mentioned that 
the retail yards appoint a day each week for its 
buyers to take luncheon at the club so that it 
weuld be convenient for them as well as those 
who sell to get in touch with each other. 


James Miksak, of the Pilsen Lumber Co., 
thought a coOperative understanding between 
the retailers to visit the club, as suggested by 
the Chair, would be advantageous to all par- 
ties concerned. He complimented the president 
and other officers on the wonderful strides 
made by the club. 


Secretary’s Report 


“You are all well acquainted with the results 
of the laborious efforts of President Thornton 
and the house committee, of which P. S. 
Fletcher is chairman,” Secretary John T. Han- 
sen stated in his report, “and the results have 
been tangible in the better business of the mem- 
bers of the club and in club quarters, uniquely 
beautiful and comfortable. Hardly a day 
passes without visitors outside the lumber trade 
coming to view our rooms, and becoming 
enthused over the appointments. Our own 
members should be more appreciative of the 
facilities. We are able to continue the lumber 
inspection service for our members, and a large 


number have been handled to the satisfaction 
of all concerned.” 

The report of Harry W. Bishop, treasurer, 
indicated the necessity for a larger member- 
ship to take care of the expenses of the club. 

As P. S. Fletcher, chairman of the house 
committee, is in California, his report was 
read by Secretary-manager Cowper. This re- 
ferred to the outfitting of the new club quar- 
ters, which are a source of pride and interest 
to all who have used them. Mr. Fletcher be- 
spoke the codperation of the membership in 
urging the greater use of the facilities offered, 


Three Trustees Elected 

The report of the nominating committee, 
presented by J. A. Gorman, chairman, was 
unanimously adopted, resulting in the election 
of the following trustees for three years: P. S. 
Fletcher, D. S. Pate Lumber Co.; C. A. Staf- 
ford, Rathborne, Hair & Ridgway Co. and 
C. D. Russell, South Chicago Sash & Door Co. 
Mr. Russell takes the place of E. W. Dierssen, 
while Messrs. Fletcher and Stafford were 
reélected at the expiration of their one-year 
term as trustees. 

The board of trustees will hold a meeting at 
the club headquarters on Tuesday, Feb. 21, 
for the purpose of electing officers. 

A. H. Ruth made a motion that a vote of 
thanks be extended to President Thornton, the 
board of trustees and other officers for their 
efforts during the last year. This motion was 
duly seconded and carried unanimously, after 
which the meeting adjourned. 


Lumber Salesmen’s Annual 


discussion as to the best method of securing 
new members, suggesting that personal letters 
be written by members to eligible firms pointing 
out the benefits to be derived from member- 
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ship in the association. Others taking part 
in the discussion were Rodney E. Browne, of 
New York City, and Walter Vanlandingham, 
of Chicago. 


National Trade Extension Campaign 


W. E. Griffee, of the central district office, 
trade extension department of the National 
Lumber Manufacturers’ Association, spoke on 
codperation of the various lumber associations 
in the National trade extension campaign. “The 
general aim of this program,” said Mr. Griffee, 
“is to find new uses and markets for wood 
and hold markets now existing and expanding 





them and developing trade-marking and grade- 
marking, and to assure a profit to all the effi- 
cient factors engaged in the lumber industry. 
This can be brought about by trade promotion, 
publicity and research.” 

An example of the service performed by the 
trade extension department of the National 
association was cited by A. T. Brink, of the 
Tri-State Lumber & Shingle Co., Kansas City, 
who told about the new building code being 
drawn up for Kansas City in which the con- 
tractors wanted to favor concrete construction. 
However, through the efforts of R. G. Kimbell, 
of the building code bureau of the National 
association, revisions were made in the code 
to the advantage of the lumber industry, these 
making the code just to all concerned, actually 
avoiding a reduction of 8 percent of the lumber 
consumption in Kansas City, according to Mr. 
Brink. 

. A telegram extending greetings was received 
from J. L. Lane, of Chicago, who is seriously 
ill in the Presbyterian Hospital. 

The discussion on “Is it advisable for sales- 
men to handle both yellow pine and fir?” was 
led by Mr. Brink, who thought a commission 
man should be allowed to sell both woods. 
Walter Vanlandingham, of Chicago, related ex- 
periences where it costs more to sell lumber 
through a salaried man than through a com- 
mission salesman, and stated that the latter 
could not afford to specialize in one wood 
under existing conditions. President Baxter 
ventured the opinion that it was a matter of 
individual policy. Others who participated in 
the discussion included L. S. Nichols, of Can- 
ton, Ohio; George B. Rookwood, of Peoria, 
Ill.; Julian Hughes, of Des Moines, Iowa; 
Nat F. Wolfe, Chicago, and Rodney E. Browne, 
New York City. 

The first subject taken up at the afternoon 
session was prepaid and collect telegrams. Mr. 
Nichols stated that the association is on record 
as favoring the prepayment of all telegrams, in 
order to eliminate the irresponsible commission 
men who are in the habit of sending out 
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promiscuously “collect” telegrams to various 
mills. Mr. Browne thought it was a matter 
of cooperation between the mills and the mem- 
bers of the Commission Salesmen’s association. 
Officers Elected 

The following officers were elecfed for the 
ensuing year: 

President—John H. Shook, Chicago. 


First vice president—Rodney E. Browne, 
New York City. 


Second vice president—Carey Davenport, Ok- 


lahoma City. Okla. 


Secretary-treasurer—Frank J. Shead, Chi- 
cago. 

General Counsel—Herbert A. Schryver, Chi- 
cago. 

Regional directors: Chicago—William F. 
Coale. Colorado—J. H. Burnside, Denver. Dis- 
trict of Columbia—Orlando H. Smith, Wash- 
ington, D. C. Illinois—W. C. Headley, Deca- 
tur. Indiana—G. H. Tessman, Terre Haute. 
lowa—Julian Hughes, Des Moines. Kentucky 
—W. B. Beckman, Louisville. Louisiana—cC. 
M. Vernon, New Orleans. Maryland—John §S 
Helfrick, Baltimore. Massachusetts—F. U. 
Beale, jr., Boston. Michigan—George B. Dan- 
iels, Grand Rapids. Minnesota—M. L. Jordan, 
Minneapolis. Eastern Missouri—S. E. K. Ray, 
St. Louis. Western Missouri—A. T. Brink, 


Kansas City. Nebraska—Hal V. Minor, Lin- 
coln. New Jersey—J. V. Lindsley, Newark. 
Eastern New York—Volney Leggett, New York 
City. Western New York—wW. A. Hukill, Buf- 
falo. Ohio—W. E. Morgan, Columbus. Okla- 
homa—W. B. Campbell, Ponca City. Oregon— 
S. R. Norton, Portland. Pennsylvania—A. H. 
Stevens, Erie. Tennessee—A. C. Bryant, Chat- 
tanooga. Texas—P. H. Davidson, Dallas. 
Wisconsin—O. C. Gibson, Milwaukee. 


Resolutions Adopted 


The resolutions committee commended the 
trade extension campaign of the National 
Lumber Manufacturers’ Association, and 
pledged itself to do everything possible to aid, 
assist and further this movement; went on 
record as opposed to the indiscriminate distri- 
bution of “want lists” which would have a 
tendency to disturb either upward or down- 
ward the natural position of the lumber mar- 
ket; expressed thanks to Charles L. Baxter, 
retiring president, and Secretary-treasurer 
Shead for their efforts to further the interests 
of the association during the last year; thanked 
the Congress Hotel management for services 
rendered, and drew up a memorial of F. A. 
Kingsley, of Minneapolis, Minn., first president 
of the association. 


Legislation Major Theme of 
Southern Forestry Congress 


LouIsvILLE, Ky., Feb. 14.—At the opening 
session today of the tenth annual Southern 
Forestry Congress, at the Kentucky Hotel, 
about seventy-five were present with a slightly 
larger crowd at the afternoon session, foresters 
from many of the southern States being pres- 
ent along with a few lumbermen. 

One of the most interesting papers delivered 
on the first day was that by N. U. Bond, of 
the Bond-Foley Lumber Co., Jackson and 
Berea, Ky., who represents his section in the 
Kentucky senate. Senator Bond talked on 
“Proposed Forestry Legislation in Kentucky,” 
telling of bills he has introduced, and more 
especially concerning a reforestation law, which 
has already- passed the Senate by a wide major- 
ity, and which is expected to go through the 
house. This bill, if enacted into law, is going 
to open the way for considerable forestry 
development in the State. 

At the Tuesday morning session a short ad- 
dress of welcome was heard from Mayor Wil- 
liam B. Harrison, of Louisville. He was fol- 
lowed by Tom Wallace, president of. the 
Southern Forestry Congress, and editor of the 
Louisville Times, who considers reforestation 
his pet hobby. Mr. Wallace declared that the 
State now had over 8,000,000 acres of un- 
profitable land, which could be put into forests 
and developed advantageously, and in turn it 
would improve industry in the State. 

He said that wood was the only crop that 
was so underproduced that there was no dan- 
ger of overproduction. He told how the Black 
Forests of Germany were the scene of con- 
tinual industry and had been logged for seven 
centuries, on 12,000 acres, whereas tracts half 
that size in Kentucky were barren because they 
had been denuded on the same basis as coal 
is taken out of the mines. 


State Forestry Organization 


Joseph Hyde Pratt, chairman of the execu- 
tive committee, North Carolina Forestry Asso- 
ciation, talked on “Fundamental Principles of 
State Forestry Organization,” in which he 
asserted that governing boards, foresters and 
their assistants should not be considered as 
political appointments, and that they should 
not be changed on account of politics, as for- 
estry is a technical and semi-scientific work, 
and the personnel of such departments should 
be as permanent as the organization of a busi- 
ness concern. He concluded his rather lengthy 
paper by saying that no attempt had been made 
to give arly detailed suggestions as to the work 


to be taken up by a State forestry department, 
but gave some pertinent general suggestions 
for State forestry work. 

J. G. Peters, Forest Service, Washington, 
D. C., discussed “Proper Conditions for Fed- 
eral and State Codperation in Forestry,” going 
back to the so-called 50-50 aid or Weeks law 
plan started in 1911, and detailing Federal co- 
Operation with State forestry departments, the 
progress that had been made by the Federal 
and State departments, the large reduction in 
burned over areas, and the change in the atti- 
tude of the public toward fire protection. 

“Agriculture and Forestry in Kentucky,” 
was the subject of a paper by Dean Thomas 
P. Cooper, University of Kentucky, Lexington, 
Ky., who dealt more especially with woodlots 
and how they can be made profitable for the 
farmer, if scientifically managed and timber is 
grown as a crop. 

W. E. Jackson, who recently became Ken- 
tucky forester, told how Kentucky was orig- 
inally one of the best wooded States in 
America, with unsurpassed forests, and con- 
taining a greater number of woods than found 
in any other territory. He declared that ex- 
haustion of virgin timber should not prove 
such a disadvantage, if the young growth were 
given the correct opportunity; and forests were 
protected from fire, and cut-over lands refor- 
ested. 

Howard Andrews, of Nashville, Tenn., made 
a short talk, arguing that prevention of for- 
est fires was a question of education, and that 
men who had carelessly started fires had 
proved very able fire patrols. He urged that 
the dangers of forest fires to timber, stock, 
residences etc., should be taught in the schools 
and elsewhere. 


Forestry and Life Insurance 


Judge I. F. Jewell, Taylorsville, Ky., talked 
on locust production, stating that he had set 
out 10,000 locust trees a year for five years, 
or 50,000 trees, and planned to plant as many 
more this year as he could secure shoots for. 
It cost him an average of $60 per 10,000 to 
set out. He declared that the smaller trees 
now could be cut into fence posts worth 50 
cents each, getting two to four from small 
trees and more from larger ones. He went 
into growing locust at a time when he was 
refused a life insurance policy and figures 
that the cost of the policy would have been 
$300, while the cost of his tree planting, per 
10,000, was but $60, leaving a net saving of 


Who Works With Lumber? 


A person might just as well wonder who 
rides in automobiles today. There’s hardly a 
minute in the day that most of us are not 
touching or using wood in some form. We 
may not always know the species of wood or 
the amount of work that was necessary to 
make the article, but we do know that some- 
body worked the lumber into a finished prod- 
uct that makes life more enjoyable for us. 

That “Somebody” is the fellow who knows 
the importance and economy of having well 
manufactured lumber. He also knows how 
exasperating it is to work with poorly sawn 
lumber with split and bad ends, or with lum- 
ber that is imperfectly dried. Such lumber 
slows up his work and looks bad on the cost 
sheet. Ofttimes the woodworker knows that 
a different size or grade of lumber would cut 
out with less waste. 

One of the most healthful signs in the lum- 
ber industry today is to be noted in the ten- 
dency of lumber producers, lumber users and 
salesmen to study the various uses of lumber. 
Such study not only develops a knowledge of 
the uses of different woods, but also min- 
imizes waste through the use of the sizes, 
thicknesses and grades best adapted to the 
products of the factory. 

You'll find our Tennessee Red Cedar, Phil- 
ippine Mahogany and Southern Hardwood 
lumber offers you better values at the right 
price. 





Why Risk Your Profit 


—and possibly your invested capital, by selling 
without reliable credit information? 


Lumbermen have depend- 
ed on Clancy’s Red Book 
Service for more than 50 
years, and they find our 
average of accuracy high- 
er than any other. 


Write today for rates and 
Pamphlet No. 49-S. 


Try ourCollection Depart- 
ment any time on ordinary 
past due or disputed ac- 
counts; whether or not 
you are a subscriber. 


Lumbermen’s Credit Association 


608 So. Dearborn Street, CHICAGO 
Eastern Headquarters: 35 So. William St., 
NEW YORK CITY 


3403 WEST 48TH PLACE, CHICAGO 
28 














GILBERT NELSON & CO. 


Public Accountants 
1) SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 








Established 1847 


'C.B.Richard & Co. sitet 


29 Broadway, NEW YORK 3 fusigmsiroke claece of 


" cargo, coliect in 
Ocean Freight = zi sscourt gaits. 
Brokers trees nga 
Special department handling export lumber shipments 


PERFECTION™ 


Increase Your Profits. 
Write for Circular. 


Trade-Marks 
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Registered 
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For Quick Sale 
200 Second Hand, 


two wheel, rear, 


Lumber Trucks 


In Good Condition. 


$10.°° Each 


White, Gratwick & 


Mitchell, Inc. 


NORTH TONAWANDA, N. Y. 
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Old 
Reliable 


Maple, Birch, Beech 


FLOORING 


Made fron. Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Plant: Perkins Building, 
Newberry, Mich, Grand Rapids, Mich. 
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Lumbermen:— 


Give your children a 
copy of our new educa- 
tional book on wood— 


TOUCR 
Wood! 


They'll enjoy reading it. A 
wonderful book for every lum- 
berman’s child to have. Your 
boy or girl will have greater love 
and respect for your business 
after reading “Touch Wood!”’ 


This entertaining story of the 
products of the forest should 
sell for $1, but it’s 


Only 


50 Cents 


Amevican{iimberman 


431 So. Dearborn St., CHICAGO 
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$240 on the trees, and that 50,000 trees will 
eventually be worth the equal to a $50,000 in- 
surance policy. He said that the locust was 
fast growing, that hardly 2 percent died, and 
that after three years of age, cattle would not 
harm them. 


WEDNESDAY MORNING 


At the Wednesday morning session of the 
Southern Forestry Congress, Edmund Secrest, 
State forester, from Wooster, Ohio, talked on 
“Relation of State Forests and Parks to a 
Progressive Forestry Program,” and was fol- 
lowed by E. F. McCarthy, director, Central 
States Forest Experiment Station, Columbus, 
Ohio, who discussed at length the work of 
that station, and more especially its more 
recent experiments with hardwoods. 

H. B. Holroyd, immigration and industrial 
agent, Louisville & Nashville Railroad, Louis- 
ville, talked on reforestation and what it 
meant to transportation companies, not only 
in that they need the product of the forests, 
but in the revenue to be secured from handling 
the lumber tonnage, and also in handling the 
manufactured product of the woodworking 
plant. He declared that progressiveness in de- 
veloping forestry was a subject that every 
carrier in timber country should be interested 
in. He declared that the development needed 
a sympathetic ear, and that it would be well 
to enlist the codperation of the agricultural 
extension forces, the county agents, the Smith- 
Hughes teachers, civic clubs, bankers, develop- 
ment departments of transportation companies, 
woodworking industries, lumbermen, and 
women’s organizations, which would result in 
the forestry program developing more rapidly, 
as the more agencies in the set-up, the more 
rapidly the work would get somewhere. 

Other speakers held that some railroad men 
do not recognize the importance of forest and 
woodlot preservation, and are lukewarm in the 
matter of backing forestry work. 

Mrs. James C. Nagle, from Texas, spoke for 
the women’s federations, and suggested that 
prizes be offered to boys by the lumber, for- 
estry and railroad interests, just as prizes are 
offered for pigs, corn, etc., for forestry de- 
velopment, holding that there was plenty of 
waste land in the South that energetic boys 
could do something with. 

J. K. Johnson, Great Southern Lumber Co., 
of Bogalusa, La., under the heading “Prac- 
tical Aspects of Reforestation,” told of what 
his company had been doing since 1920, when 
it first started hand planting of cut-over lands, 
though many acres are now being reseeded by 
leaving seed trees. The company will always 
operate a nursery, in spite of leaving seed 
stock, as the nursery is needed for fired areas 
in replanting. Lands that are being planted 
should be fenced, using hog-proof wire. Hogs, 
goats, sheep, etc., are hard on young stock. 
Fenced acreages are less subject to destruction 
by fire than unfenced ones. The fire menace, 
it was said, is always present, and it is a ques- 
tion of codperation and education to reduce 
incendiary fires. 

D. E. Lauderburn, farm forester, extension 
service, Jackson, Miss., stated that while he 
had been assigned to talk on “Importance of 
Forestry on the farm,” most of his work had 
been with industrial companies, up to within 
the last few months. He declared that the 
abandoned farm had proved a very good pro- 
ducer of timber; that the farms represented 
the most promising source of future timber 
supply, if farmers can be taught not to cut 
their small stuff, to thin out for better timber, 
and to protect their woods from fire. 

Joseph Hyde Pratt, chairman of the execu- 
tive committee, of the North Carolina 
Forestry Association, read a second paper dur- 
ing the meeting, on the subject: “To What 
Extent Does the Farmer Control the Coun- 
try’s Future Timber Supply.” 


Officers Elected 


Officers elected by the Southern Forestry 
Congress were as follows: 

President—B. F. Smith, Industrial Lumber 
Co., Elizabeth, La. 








Vice president—J. H, Whaley, 
Tenn. 

Secretary-—W. R. Hine, New Orleans, La, 

Assistant secretary—C. F. Evans, New Or. 
leans, La. 

Chairman of the executive committee, Henry 
E. Hardtner, Urania Lumber Co., Urania, La, 


A resolution was adopted in which it was 
decided to employ an executive secretary, and 
that $750 annually be appropriated from funds 
of the congress toward paying his expenses, 
Col. Joseph Hyde Pratt, Chapel Hill, N. C, 
was named to this position. 

A number of resolutions were adopted, deal- 
ing chiefly with bills before Congress, and na- 
tional matters, including also a resolution en- 
dorsing the activities of N. U. Bond, Kentucky 
senator, in connection with his work in seeking 
good forestry legislation for Kenfucky. 

Much of the final session of the meeting was 
given over to discussion of favorable and un- 
favorable news, and how to prepare and get 
stories favorable to forestry into daily papers, 
and prevent publication of items which might 
encourage fire setting. 


Boys Build $10,000 Home 


Muncig, INnp., Feb. 13.—‘This is the house 
the school boys built,” might be the opening 
line for one who knew his nursery rhymes well 
enough and wanted to tell about a certain new 
house in this city. For the vocational depart- 
ment of the high school has finished a house 
that is worth about $10,000 as is, and more than 
that with the furniture installed. And it might 
be said further that this is one of the best con- 
structed houses in the city, in so far as work- 
manship and materials and design are con- 
cerned. Plans for building another house are 
being discussed. 

The house has seven rooms, a bath, two open 
halls and a large basement. Downstairs is a 
kitchen, dining room, living room and sunporch. 
On the second floor are three bedrooms and 
bath. All floors are hardwood. There are 
laundry chutes, a specially designed stairway 
and the interior trim throughout is of walnut 

The wood and material supply work was di- 
rected by Clyde Wellinger, instructor of voca- 
tional carpentry. All drawings and designs 
were made in the vocational drafting classes. 

The construction work was divided into two 
courses. In the spring semester, February and 
March last year, theories of construction were 
studied. At that time all the door and window 
frames were made in the shops. Actual con- 
struction began in April and continued unti! 
the close of school in June, then was discon- 
tinued during the summer. 

When school reopened in September, the 
work was resumed. During the fall term the 
greater portion of the job consisted of interior 
finishing. The staining, varnishing, wall decora- 
tions and such were completed before the 
Christmas vacation. Following the holidays, 
the finishing touches were put on. Nineteen 
boys did the actual work. Eighteen girls of the 
home economics department planned the in- 
terior decorations and designated the color 
schemes for the various rooms. A department 
store in Muncie provided all the draperies, 
shades, floor coverings and furniture. 

When the house finally was completed, the 
yard landscaped and it all was ready for in- 
spection, the vocational classes had an “open 
house” week, when hundreds of visitors were 
shown through the home. 

Officials of the Central High School, heads 
of the vocational departments, lumber and ma- 
terial supply dealers and all who had any con- 
nection with the home say it provided some 
very practical vocational work. Sixteen boys 
already have enrolled for work on the con- 
struction of the next home and before time for 
drawing the preliminary plans several others 
will be present. 


Nashville, 








The last coat of paint is given a hard finish 
by adding clear varnish to the paint in the 
proportion of half-and-half. . 
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Florida Dealers Endorse Identified 
Lumber and Materials 


JacKSONVILLE, FLa., Feb. 13.—The Florida 
Lumber & Millwork Association in its two- 
day, quarterly meeting which closed here last 
Friday, went on record as endorsing standard 
trade-marks for all lumber and building mate- 
rials sold by its members, endorsing the mer- 
chandising publicity campaign of the National 
Retail Lumber Dealers’ Association, and oppos- 
ing the purchase in this country of foreign 
cement. All business sessions of the meeting 
were held in the spacious convention hall of 
the Carling Hotel. Registration showed about 
110 members and representatives of members 
were in attendance. 

The Thursday morning session was called to 
order at 10:00 A. M. by President Guy Stoms, 
of Miami. His opening address was brief, 
touching only on the business that would come 
before the meeting and urging that everyone 
attend the sessions. 

Mayor John T. Alsop, jr., thanked the asso- 
ciation for bringing this and its several past 
conventions to this city and offered any assist- 
ance he was capable of giving. His address 
was responded to by D. E. Harper, of Plant 
City. 

The reports of Secretary J. P. Williams, Or- 
lando, and Treasurer J. B. Wand, Jacksonville, 
were enthusiastically received and showed the 
association to be on an exceptionally strong 
financial basis. The membership had fallen off 
only slightly, and those members that have re- 
mained have been prompt in meeting their dues. 

The consensus rendered by the district di- 
rectors in their reports indicated that business 
is on a decidedly upward trend; that financing 
is becoming better and that the inclination to 
build gn a non-speculative basis is more pro- 
nounced. The report of J. P. Williams as 
national director was especially illuminating. 
Among other things he said: 

Florida still holds its relative position in the 
United States; its same proximity to consum- 
ing markets; it has its same unequaled cli- 
mate and fertile soil. The period of depres- 
sion we have passed through has been a bless- 
ing in disguise. While the boom period tended 
to make simply ordertakers out of us, de- 
pressed business is developing us into a set of 
real merchants. It has made us realize that 
the future of the State depends on our con- 
structive thought and concerted action. And 
so I urge that each of our members look 
around, realize our vast resources, our un- 
equaled possibilities and realize that this State 
is destined to be one of the greatest in the 
nation. ; 

The following district directors were heard: 
W. C. Gregory, St. Petersburg; L. J. Klotz, 
Jacksonville; C. H. Knowles, Tampa; A. R. 
Lindsley, Dania; J. M. McCormick, Orlando; 
R. P. Paddison, West Palm Beach; W. F. 
Sneed, Lakeland; Lewis Hector, Miami; R. H. 
Todd, Ocala; W, S. Snead, Daytona; and W. 
Perry, Fort Myers. For the most part they 
were of the opinion that business during the 
next few months will show a decided improve- 
ment and that most of the building projected 
will be of the dwelling type. All districts 
still show a list of too many dealers, although 
the last year has seen the weeding out of sev- 
eral yards. The directors urged caution in the 
extension of credits and stressed the impor- 
tance of: cash sales even though the margin of 
profit be smaller. Surplus stocks have been 
worked off and most of the lumber now on 
hand is that recently purchased. 

The morning session was recessed at 12:30 
o'clock for a luncheon, when the lumbermen 
were the guests of the Florida Dense Long 
Leaf Pine Manufacturers and heard James R. 
Stockton, president of “The Believers in Jack- 
sonville,” speak on “Believing in Your Com- 
munity and State.” 





THURSDAY AFTERNOON 


The afternoon session opened with an ad- 
dress by J. S. Farish, manager of the Jackson- 
ville office of the Southern Pine Association, 
on the progress and plans for grade-marking. 
He outlined the accomplishments of his asso- 
ciation in this particular and told of the plans 
for the further developments of grade-mark- 
ing. 

The value of grade-marking to the retailers 
was discussed by H. R. Mahoney, Jacksonville. 
and J. M. McCormick, Orlando. They urged a 
uniform marking of all items of lumber and 
building materials, these markings to be 
brought to the attention of the public and 
every lumberman to guarantee the reliability 
of his goods. This would do away with some 
of the sharp practices daily noted in the rou- 
tine of business. 

M. L. Hyde, of the Jacksonville branch of 
Armour & Co., addressed the convention on 
“Florida’s Agricultural and Industrial Re- 
sources and Her Immediate Prospects,” point- 
out what could be expected from these sources 
and giving every encouragement for the further 
development of the State. 


Group Meetings and Banquet 


The group meetings which included the re- 
tail lumber and building material dealers, the 
millwork manufacturers and the associate 
members were held Thursday afternoon, during 
which problems confronting the representa- 
tive branches of the association were discussed. 

A reception and smoker was held at the 
Lumbermen’s Club at 5:30, which brought out 
a large attendance. 

The banquet served at the Carling Hotel was 
presided over by W. M. McCrory, Jacksonville. 
Speeches were dispensed with, and instead a 
full evening of enjoyable entertainment was 
given the members and the many visitors. 


FRIDAY MORNING 


The Friday morning session opened with an 
address by Fred Millis, president of Millis 
Advertising Agency, manager of the campaign 
of the National Retail Lumber Dealers’ Asso- 
ciation, outlining what will be undertaken in 
that campaign. He declared that the campaign 
is the biggest such project ever initiated and 
is intended to help the retail lumber dealer. It 
is to meet the inroads of competitive materials 
and to urge the general public to “build now 
with safety.” He described how the fund which 
is to be raised would be expended over a period 
of four years. This program has been endorsed 
by the Florida association. 

John Temple Graves II, editor of the Jack- 
sonville Journal, in his address stated that 
four things are destined to create a bigger and 
better Florida; namely, advertising, good 
roads, better educational facilities and good 
government. He called for internal as well 
as external advertising so that Floridians may 
know their State and grasp the opportunities 
that are at hand. 

The association, by unanimous vote, passed a 
resolution, endorsing the Wood resolution now 
before Congress, which if passed, will make it 
mandatory upon the Federal Government to 
purchase American-made products. The word- 
ing of the association resolution was especially 
to urge full protection of American cement 
mills and their workers. 

A discussion of the American “open shop” 
movement was led by Wilkie J. Schell, Jack- 
sonville. 

The golf tournament, held at the Florida 
Country Club, Friday afternoon, was partici- 
pated in by a number of the members. A. N. 





Take a Tip From 
An Old Adage 


You know about the little bird in the 
Spring. But are you sure that your assort- 
ments of lumber are complete and ready for 
early Spring builders? 
Don’t put off too long 
checking over your 
“short order’ book. 
Now is the time to take 
advantage of our mixed 
car service and order 
what you will need in 
Arizona _  (Pondosa) 
White Pine yard and 
shed stock, dimension, mouldings, etc. This 
lumber has a very soft texture and is light 
in weight, durable and easy to work. Many 
buyers regard it as the Pick of the Pondosas. 





x * * * * * 


Texas Cities Are Growing 


“The Earth,” published by the Santa Fe 
System Lines, reports considerable building 
activity throughout the State of Texas. 
Many cities enjoy a boom in office buildings, 
business blocks and a good volume of per- 
mits for residences. 

It is estimated that Texas’ buying power 
the next twelve months from the income 
from agricultural products alone will be at 
least $1,000,000,000. This should be good 
news to the lumber dealers. 


oe ae ore * 


Operators of woodworking plants have 
found that they can use our Arizona (Pon- 
dosa) White Pine lumber for all purposes 
where they have used other Western Pines. 
When you want a real “cost reducer” just 
try some of our shop and factory lumber. 


* * * * * * 


southwest Lumber 


sales Corporation 
431 Occidental Life Building 


ALBUQUERQUE, NEW MEXICO 
Arthur A.Hood. Pres. J.ARobison, Secy 
WG. Ramshaw, VP. RF. as isan 

Selling Entire Gut, —< 
Col Lumber Corp. Pine Lumber Ca 
Cady Laser C Standind Leonber Mills, low 
“¢ Standard. Ariz, 


Ar Ariz. 
Annual Capacity 300 Million feet 


MAIL THIS COUPON NOW 


Southwest Lumber Sales Corp. 
Albuquerque, New Mexico 
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| Please put my name on your mailing list to re- 
| ceive market data, stock lists, prices, etc. 
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Peters, of the Universal Gypsum & Lime Co., 
Jacksonville, turned in the low net score, which 
gives him possession of the Scanlon loving cup 
until the next-meeting, which will be held in 
Orlando during the latter part of May. Sev- 
eral other valuable prizes were awarded the 
players. = 

The coma handling the various enter- 
tainments afforded during the convention con- 
sisted of B. F. McCormick, chairman; L. J. 
Klotz, Harold S. Foley, H. R. Mahoney, C. C. 
Jones, P. M. Ulsch, Clyde Taylor, W. A. Ham- 
ilton, H. L. Demuth, C. L. Effinger, W. E. 
Law, W. M. McCrory and J. B. Wand. 
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Rust-Owen Lumber Co. 


DRUMMOND, WIS. 





Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 


Drewwed EXTRA STANDARD” 














Some Attractive Values 
Yi he 16.8 &B....350,000 8/4 Waple No. 2 Common., 75,000 
4/4 .-.. 15,000 4/4 Basswood No.1 C.&B..45, 
4/4 ee soaamy 158,000" | | seman 1C.&B..28, 
4/4 Maple No. 1 C.&B.....75,000 8/4 Basswood No. ‘a 18 
8/4 Maple No. 1 C.&B....100,000 8/4 Ashand ElmL.R.......10 

Hemlock Lath 4’ and 32” 


Write for description and prices. 


Hales Timber Go., Inc. 


FIFIELD, WISCONSIN 
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000" 
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JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 
' MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 
Prompt Shipments. 
Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bidg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 











| Remember 
Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 
Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, pleomnd, 
Sash, Doors, Blinds, Window ames, Mouldings 
and Box Shooks from SAGINA 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 





























17 17 
VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 
of Northern Hardwoods 
1 17 





What she Associations Are 
Planning and Doing 


Feb. 20—Northern Wholesale Hardwood Lumber 
Association, Milwaukee Athletic Club, Milwau- 
kee, Wis. Annual. 


Feb. 20-22—Western Forestry & Conservation As- 
-< ~ re Winthrop Hotel, Tacoma, Wash. An- 
nual. 


Feb. 21—Northern Hemlock & Hardwood Manu- 
facturers’ Association, Pfister Hotel, Milwau- 
kee, Wis. Annual. 


Feb. 21-23—Wisconsin Retail Lumbermen’s Asso- 
ae Milwaukee Auditorium, Milwaukee. 
nnual, 


Feb. 22—Northern Indiana & Southerm Michigan 
Retail Lumber Dealers’ Association, Oliver Ho- 
tel, South Bend, Ind. Annual. 


Feb. 23-25—Western Retail Lumbermen’s Associa- 
tion (U, S.), Hotel Utah, Salt Lake City, Utah. 
Annual. 

Feb. 29-March 1—North Dakota Retail Lumber- 
men’s Association, Fargo, N. D. Annual. 

March i1—Southwestern Ontario Retail Lumber 
Dealers’ Association, Prince Edward Hotel, 
Windsor, Ont. General meeting. 


March 1—Lumbermen’s Exchange of the City of 
Philadelphia, Bellevue-Stratford Hetel, Phila- 
delphia, Pa. Annual banquet. 


March 7-8—South Dakota. Retail Lumber Deal- 
ers’ Association, Sioux Falls, 8S. D. Annual. 
March 8-10—Province of Quebec Retail Lumber 
Dealers’ Association, Windsor Hotel, Montreal, 
Que. Annual. 

March 13—Roofer Manufacturers’ Club, 
Hotel, Columbus, Ga. 

March 14-15—Central & Northeastern -lowa Lum- 
bermen’s Association and Northwest Iowa Lum- 


Ralston 


bermen’s Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Joint annual meeting. 
March 16-18—Lumbermen’s Club of Arizona, Phoe- 
nix, Ariz. Annual. 
March 21-22—North Carolina Pine Association, 
Monticello Hotel, Norfolk, Va. Annual. 


March 21-22—Southeast Missouri Retail Lumber 
Dealers’ Association, Idan-Ha Hotel, Cape 
Girardeau, Mo. Annual. 
March 26—Louisiana Retail Lumber apne As- 
sociation, New Orleans, La. Annual 
March 26-28—Southern Pine pA ae Roosevelt 
Hotel, New Orleans, La. Annual. 


April 9—Texas Line Yard Retail Dealers’ Associa- 
tion, Rice Hotel, Houston, Tex. Annual. 


April 10-12—Lumbermen’s Association of Texas, 
Rice Hotel, Houston, Tex. Annual. 


April 11-12—National-American Wholesale Lumber 
Association, Atlantic City, N. J. Annual. 


April 19-20—Hardwood Manufacturers’ Institute, 
Congress Hotel, Chicago. Annual, 


April 19-20—Millwork Cost Bureau, Congress Ho- 
tel, Chicago. Annual. 


April 24-26—National Association of Railroad Tie 
yao ge Arlington Hotel, Hot Springs, Ark. 
nnual. 


May 1-2—National Lumber Manufacturers’ Asso- 
ciation, Congress Hotel, Chicago. Annual. 
May 3-4—General Standardization Conference, 
Washington, D. C 

May 7—Southwestern Ontario Retail Lumber Deal- 
ers’ Association.- Annual meeting and cruise, 
Sarnia to Windsor and return, via Steamer 
*‘Hamonic.” 





North Carolina Pine Annual 


NorFo.tk, Va., Feb. 13.—Announcement is 
made by G. L. Hume, secretary-treasurer of 
the North Carolina Pine Association, this city, 
that the annual meeting of the organization 
will be held on March 21 and 22 at the Mon- 
ticello Hotel, Norfolk. 


Texas Line Yard Annual 


Waco, Tex., Feb. 13—G. H. Zimmerman, 
secretary of the Texas Line Yard Retail Deal- 
ers’ Association, this city, announces that the 
organization will hold its annual meeting on 
April 9 at the Rice Hotel, Houston, Tex. 


Texas Association Plans 


Houston, Tex., Feb. 13.—At a meeting of 
Houston lumbermen, held at the Bender Ho- 
tel last week, at which about fifty were pres- 
ent, plans were outlined for carrying out the 
entertainment program and convention details 
for the annual meeting of the Lumbermen’s 
Association of Texas, to be held here on April 
10, 11 and 12 at the Rice Hotel. The Houston 
lumbermen pledged their support in making 
this convention one of the largest and best ever 
held in this part of the country. The exhibi- 
tors who will participate in the convention, 
Assistant Secretary R. G. Hyett says, are at 
work arranging their exhibits so that the pub- 
lic may become better acquainted with the ad- 
vantages of suitable building materials, and in 
addition it is planned to invite the school chil- 
dren, architects and contractors to visit these 
exhibits on Thursday, April 12. Houston lum- 
bermen are planning a very extensive entertain- 
ment program, with a boat ride on the last 
day of the convention. It is also the wish to 
provide plenty of orchestra music for dancing 
each evening at the convention. 

The convention committees appointed are as 


’ follows: 


EXxecutive—Thomas C. Spencer, chairman; 
Jack Cooke, Ray Wiess, James W. Rockwell, 
George Jacob. 


Finance—F.. H. Ray, chairman; S. F. Carter, 
John H. Kirby, R. M. Farrar, ‘EB. L. Wicks, 
Jesse H. Jones, J. M. West, B. F. Bonner, 
Lynch Davidson. 

Hotel and Registration—Thomas W. Blake, 
chairman; Percy Turner, George Barrow, Scott 
Mathews, ‘Vernon McCall A. Wadley, Harry 
Deffebach, C. Philips. } he. Hale. 


Booth and Badge—H. A. Sauer, chairman; 
Ben Barrow, Jerome Swinford, W. S. Black, 
R. W. Wier, C. F. Fuqua, R. W. Jenkins, J. M. 
McGranahan, Frank Murphy 


Entertainment and Transportation—John §S. 
Bonner, chairman; Harry Dean, John Cox, 
Wade Clark, R. B. Ridley, Fred Breaux, Frank 
Wherritt, G. A. Sheppard, H. G. Fields. 


Publicity—J. C. Dionne, chairman; George 
Schnitzer, C. J. Robertson, Dallas Tourtellot, 
Tom Wier. 


Reception—J. M. Rockwell, 
all Houston lumbermen. 


Southern Millwork Men to Meet 


AtLanta, Ga., Feb. 13.—Though it has not 
been definitely decided as yet officers of the 
Southern Sash, Door & Millwork Manufactur- 
ers’ Association believe that the first 1928 meet- 
ing, which is scheduled for Wednesday and 
Thursday, March 14 and 15, will be held at 
New Orleans, La., according to C. B. Harman, 
Atlanta, secretary-manager of the association. 
During the latter part of February members of 
the catalog and the advertising committees 
appointed at the annual mecting last Novem- 
ber will have a joint meeting in Atlanta, at 
which time arrangements for the new catalog 
to be issued this year will be made, and a de- 
tailed plan worked out for the soliciting of the 
fund needed for the southern-wide millwork 
advertising campaign the association plans to 
conduct if the necessary money can be raised. 


Western Red Cedar Annual 


SPoKANE, WaAsH., Feb. 11.—Optimism over 
the outlook for the cedar industry in 1928 was 
the outstanding feature of the annual conven- 
tion of the Western Red Cedar Association 
held Tuesday and Wednesday of this week at 
the Spokane City Club, according to F. S. Ful- 
wiler, secretary. It was an exceptionally good 
meeting attended by some forty delegates. John 
Otterson, of San Francisco, showed slides giv- 
ing the distribution of cedar poles over a 5-year 
period and gave other facts of interest to the 
industry. There was a general discussion of 
the matter of an advertising campaign proposed 
to be carried on by the association but it was 
decided not to enter into such a project this 
year. 

It was arranged to continue the research de- 
partment which has been operating successfully 
since May, 1925, with offices in Chicago. It was 
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i 
felt that such work is in step with the general 
trend of industry in trying to seek the best 
ways of using products and in giving service 
to patrons afd that the department has been 
making good. Kurt C. Barth, under whom it 
was organized and who directed it until last 
October, died at that time and is to be suc-., 
ceeded in that position by a man who has not 
yet been chosen. 

The sessions terminated with a banquet 
Wednesday night at the club presided over by 
the retiring president, J. E. Seaman. 

Officers were elected for the new year as 
follows: 

President—Fulton Cook, Cook Cedar Co., St. 
Maries, Idaho. 

Vice president—Otto Hanson, National Pole 
& Treating Co., Spokane, Wash. 

Directors—J. E. Seaman, Page & Hill Co., 
Spokane; Beecher Hitchcock, Kaniksu Cedar 
Co., Priest River; M. L. Bruce, M. L. Bruce Co., 
Sandpoint; M. P. Flannery, B. J. Carney Co., 
Spokane and George E. Merrill, Pacific Fir Co., 
Spokane. 


To Issue Bulletin on Average Costs 


AtLtanta, Ga., Feb. 13.—The new bulletin 
service to be shortly inaugurated by the South- 
ern Sash, Door & Millwork Manufacturers’ 
Association covering the average costs of vari- 
ous phases of millwork plant operation is to 
be one of the most comprehensive services of 
its nature ever tried by a millwork association, 
the work to be handled under the personal di- 
rection of C. B. Harman, secretary-manager 
of the organization. Questionnaires are being 
filled out by many members of the association 
covering all phases of millwork production, 
sales etc., and from these replies averages will 
be taken and complete reports sent to all mem- 
bers. 

Included in these reports will be the total 
money volume sales in 1927, with detailed re- 
ports of total sales of yard and shed lumber, 
sash, door and millwork items, general supplies 
and miscellaneous items, together with the 
profit for 1927 and what the percentage of 
profit was compared with total sales. 


As all this data will be based on the operation 
of some of the largest millwork plants in the 
South for a period of one year, the new service 
is expected to prove decidedly beneficial to the 
millwork industry in the South, in that it will 
enable manufacturers to see at a glance how 
their own costs and profits compare with these 
averages, and give them a definite opportunity 
for retrenchment where they find that certain 
phases of their own operative expenses exceed 
the average. 


Alabama Group Meetings 


BIRMINGHAM, ALA., Feb. 13.—The third of a 
series of meetings of Birmingham members of 
the Alabama Lumber & Building Material As- 
sociation and their sales forces was held here 
at the Southern Club on Feb. 7, with seventy- 
three present, the largest gathering of its kind 
held here. Sam King, vice president of the 
Bank of Ensley, in a short talk, stressed the 
mistakes made by lumbermen, and other busi- 
ness men as well, in trying to get volume in 
1927 instead of profits, urging the lumbermen 
to avoid this in 1928 by intelligent salesman- 
ship rather than securing business by ruinous 
Price cutting. 

Secretary Allen G. Loehr, of the association, 
suggested that the salesmen in the Bessemer- 
Birmingham districts meet at frequent inter- 
vals for joint discussions of sales problems and 
offered the services of the State association in 
formulating a sales training course based on 
material that would be collected with the co- 
Operation of the various national, regional, and 
State associations. March 6 was set as the 
date at which the organization would be ef- 
fected and a practical and scientific study of 
sales problems initiated. 


The second of the group meetings of mem- 
ber dealers of the association was held on Jan. 


27 at which time fifteen dealers from Hunts- 
ville, Athens, Decatur and Molton discussed 
their problems at the Florence Country Club 
with sixteen dealers from the Muscle Shoals 
district. The Splinters Club acted as host and 
the visiting dealers spent the afternoon inspect- 
ing mills and yards and the Wilson dam, after 
which the visitors returned to Florence for a 
banquet. W. M. Richardson, of the Richard- 
son Lumber Co., and president of the State 
association, Florence, made a short talk in 
which he told of the accomplishments of the 
Splinters Club in the last year, and also gavé 
a review of the last year’s business and pros- 
pects for the future. 

At the conclusion of the meeting the dealers 
at Athens asked the privilege of entertaining 
the other dealers at the next meeting in April. 


Four Hundred at Jersey Convention 
{Special telegram to AMERICAN LUMBERMAN] 

Attantic City, N. J., Feb. 16.—Four hun- 
dred retailers, with their ladies and friends, 
registered last night and this morning at the 
Hotel Traymore, here, for the forty-fourth an- 
nual convention of the New Jersey Lumber- 
men’s Association, opening a two-day business 
session in which the problems of reduced vol- 
ume, new competition from within and with- 


Note: A complete report of the 
annual meeting of the New Jersey Lum- 
bermen’s Association will appear in the 
Feb. 25 issue of the American LUMBER- 
MAN.—EDITOR. 








out, and sales policies will be frankly discussed 
by leaders who are well equipped to present 
plans for their solution. 

The annual association party, held last night 
in the Rose room, served its purpose of bring- 
ing the members and their families together in 
friendly acquaintanceship with other members 
and their families. Nearly three hundred at- 
tended this affair, a faithful reproduction of a 
“Night in Monte Carlo,” with the brilliancy of 
the famous European retreat burlesqued in de- 
tail, with feverish activity over the gaming 
tables, gay in Bohemian trimmings and the at- 
mosphere made realistic with large piles of 
paper “currency.” Stars from a famous New 
York night club performed at the close of the 
affair. 

Following President H. Edward Wolff’s ad- 
dress, a report will be made of the regional 
activities and labor conditions in the State 
building industry. George W. Bogen will 
speak on “Reduced Volume--How Are We to 
Be Assured a Net Profit Under the Circum- 
stances?” 

Two interesting sessions have been arranged 
for Friday by Convention Chairman Edward 
Hamilton, of Paterson. Highlights are ad- 
dresses by President L. P. Lewin, of the Na- 
tional Retail Lumber Dealers’ Association; 
President B. C. Currie, of the National Hard- 
wood Lumber Association, and eight others 
prominent in the industry. 


Plan Ohio Golf Tournament 


CotumBus, On10, Feb. 13.—Columbus has 
been selected as the place for holding the final 
flights in the first annual Ohio lumbermen’s 


golf tournament being arranged by the Whole-- 


sale Lumbermen’s Club of Columbus and the 
Ohio Association of Retail Lumber Dealers. 
At a meeting of the general committee held at 
the Athletic Club Feb. 11 tentative plans were 
announced. The preliminary contests will be 
held at Cincinnati, Dayton, Lima, Toledo, 
Cleveland, Youngstown, Canton and Columbus. 
The general committee on arrangements con- 
sists of R. C. Brokaw, chairman; Harry D. 
Jones, W. E. Morgan, E. C. Callanan, M. R. 
Winn, D. R. Winn and Joseph Lupton. 
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Dutch East Indies 


Balm—Baccau—Merbau—Soentei 
Poonak (Singapore Teak) 
Red Marenti (Lauan), etc., etc. 


Three timber concessions in 
Sumatra in production since 
1910. Can supply round logs 
or sawn lumber, direct ship- 


ment to Atlantic Coast ports, 
Gulf ports and Pacific Coast 
ports. 


Send Inquiries to 


WM. L. RAWN & C0., Inc. 


Alaska Building, 
SEATTLE, WASH. 


Sole Sales Agents for U.S. A. under 
J. Jacobi & Co., Singapore. 
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WEEDS— 
mean FIRES!!! 


Remove this fire menace by removing weeds! Simpl 

dilute Wilson’s Weed Killer (1 gallon to 40 anions of 
— and sprinkle around your yards and lumber 
application a year sufficient. 


This solution kills the roots making one good 


Send in a trial order today! 
1 Gallon, $2.06 10 Gallons, $15.00 
5 Gallons, 8.00 25 Gallons, 30.00 


50 Gallons, $50.00 


Freight Allowed East of Mississippi 
Booklet mailed on request. 


CindreiMit 


~ _ Department R 
NEW JERSEY 























Fix Your Credit Loss 


in Advance 


a You can state pretty accurately every 
item in your over-head expense but one— 
your credit loss. That you can only guess 
at. And how often you miss the mark, 
you, only, know! Because of present con- 
ditions, your credit loss is more of a 
problem than ever. 

f the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

_ Thus your credit loss for twelve months 
is determined in advance and nothing can 
increase it. 

The cost of Credit Insurance is small 
compared to the security afford 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 
OF NEW YORK 

511 Locust St. 
St. Louis; Me. cago 














1751 I, Mer. Bank Blag. S37 Mer. Exch, 
Chicago. I Sou Prencocn, Cale” 
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Wehavebrought the 
Redwoodsof California 
to the doorstep of the 
Mississippi Valley. 


Any lumber dealer within 600 miles of 
St. Louis can have delivery of Redwood 
at his own station by local freight from 
our stocks within 48 hours. 


Twenty-seven R.R’s to ship over. 
Complete stock finish, bungalow and 
bevel siding, moulding, etc. Let us 
have your inquiries. 


If it’s used in building, 


Serele 


LUMBER CoO. 
St. Louis, Mo. 





West Penn Lumber Co. 


Wholesale Lumber 


WHITE PINE YELLOW PINE 
HEMLOCK HARDWOODS 


PITTSBURGH, PA. 


Truce OAK FLOORING ... 


Mixed car shipments of oak, gum, beech and Ar- 
kansas short leaf pine mouldings, finish and boards; 
beech and gum flooring; Southern hardwoods. 


E. L. BRUCE CO., Memphis, Tenn. 





























2 x 2~30"| 
2+ x2+—30" 
3 x 3—30" 
IN OAK AND GUM 
Always in Stock 
THE W. A. NOBLE LUMBER COMPANY 


1206 First Nat’l. Bank Bldg., CINCINNATI, OHIO 
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Activities of the Clubs 


The Why of Salesmanship 
BIRMINGHAM, ALA., Feb. 13.—Birmingham 
retail lumbermen, through their local club 


which meets each Friday at noon for discus- 
sion of mutual problems, have considered seri- 
ously the question of sales at a profit, or the 
science or art of selling building materials. 
Recently a questionnaire was sent to approxi- 
mately seventy-five salesmen and their replies 
are due in a few days. The list of questions 
open up the way for considerable thought and 
for the benefit of others who may care to 
reply to this it is being listed below: 

Why is the trained salesman the key man in 
business today? 

Why are consolidations in business so pop- 
ular today? 

Why is membership ‘in a trade association 
so valuable? 

Why are all lines of business thinking in 
terms of codperative effort? 

What are the six major traits of character 
that go to make up the successful salesman? 

If these character traits are deficient, can they 
be built up? 

What is the relation between a profit-giving 
price and ability to sell? 

Is a sale based on price entitled to be called 
a sale? 

Should prices on a commodity be as nearly 
uniform as possible? 

Can increased sales ability free a man from 
the tyranny of the other man’s price? 

Can the laws of good salesmanship be made 
to apply to building materials as to other goods? 

What is the science of selling based on? 

What is the art of selling based on? 

What are the laws of psychology that govern 
selling? 

How can you get a man to want what you 
offer in preference to what your competitor 
offers without offering a lower price? 

Why is conceit so dangerous to a salesman? 

Why is distrust so dangerous to a salesman? 

Why do both destroy profits in any industry? 

Why is thinking almost entirely in terms of 


price demoralizing both to the buyer and the 
seller? 

Why is it demoralizing both to the industry 
and to the public? 

Why does everybody pay when a market is 
demoralized? 

Why is a fixed re-sale price, set by the manu- 
facturer, a benefit to a community rather than 
a detriment? 

What is the best thing the building material 
dealers in Jefferson County can do to promote 
the best conditions in 1928? 

What is the best thing the building material 
salesmen in Jefferson County can do to help 
meet the difficulties of 1928? 


Menominee River Dealers Organize 


MarineETTE, Wis., Feb. 14—The Menomi- 
nee River Building Material Dealers’ Club was 
organized at a meeting of thirty-six lumber 
and building material dealers here Monday 
night, Feb. 13, at the Hotel Marinette. It was 
the second meeting of the group, the first hav- 
ing been held ten days previous, to consider the 
organization of such a district club. 

Harvey Newell, of the Sawyer Goodman Co., 
Marinette, called the meeting to order, follow- 
ing dinner, and gave a report on the prelimi- 
nary meeting. He then introduced A. W. 
Pruitt, of the Fuller-Goodman Co., Oshkosh, 
who gave an address on cost accounting during 
which he pointed out the necessity of a knowl- 
edge of the proper mark-up required to earn 
a fair interest on the investment. He pleaded 
with the dealers for a more friendly spirit of 
competition and closed by reading the address of 
President J. W. Mackemer, of the Illinois Lum- 
ber & Material Dealers’ Association as printed 
in the AMERICAN LuUMBERMAN of Feb. 11. 

Don S. Montgomery, secretary of the Wis- 
consin Retail Lumbermen’s Association, then 
spoke on the story of the organization and op- 


erations of the various district clubs through- 
out Wisconsin, telling of the work they do, the 
programs and meetings, and results accom- 
plished. 

Nearly everyone present took part in the dis- 
cussion and it culminated in the decision to 
organize the club. Hugh Bresnahan, of the 
Bresnahan Lumber & Fuel Co., Menominee, 
Mich., was elected president, and S. Leonard- 
son, of the Heath Lumber Co., Marinette, was 
elected secretary-treasurer. 


Women’s Club in Annual 


Cotumsus, Onto, Feb. 13.—About eighty- 
five ladies, including members and guests, at- 
tended the valentine party and annual election 
of the Women’s Club of the Ohio Associ- 
ation of Retail Lumber Dealers, held at the 
Women’s Club, today. The party started with 
a luncheon at noon, presided over by Mrs. 
Howard Potter, wife of the president of the 
Ohio Association of Retail Lumber Dealers, 
who acted as chairman in the absence of Mrs, 
L. T. Castoe, president of the club, detained 
because of illness in the family. Each mem- 
ber brought a comic valentine for herself and 
guests and these were placed in a basket and 
distributed during the luncheon. The read- 
ing of the verses caused much hilarity. Music 
was furnished by Mrs. Irwin Spencer who 
sang several selections. 

Mrs. E. A. Prentice was elected president; 
Mrs. Howard Potter, vice president; Mrs, 
George F. Steinwart, secretary, and Mrs. Phil 
C. Rond, treasurer. Mrs. A. C. Davis was 
named chairman of the membership committee; 
Mrs. J. H. Zinn, chairman of the entertain- 
ment committee; Mrs. D. R. Winn, chairman 
of the publicity committee and Mrs. Erwin 
Spencer, chairman of the music committee. 
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Illustrated Lecture to Be Feature 


BattimorE, Mp., Feb. 13.—The Baltimore 
Lumber Sales Club, which had secured J. F. 
Carter, special representative of the Southern 
Pine Association, with headquarters at New 
Orleans, to make an address two weeks ago 
on the work being done under the auspices of 
that organization to extend the use of wood, 
will have as an attraction at its next meeting, 
Feb. 27, in the Southern Hotel, Floyd W. 
Schmoe, of the West Coast Lumber Bureau, 
at Longview, Wash., and park naturalist of 
Rainier national park, who will give an illus- 
trated lecture on the forests of the West 
Coast. A dinner will be a feature of the 
gathering. Members of all the organizations 
here identified with the lumber business will 
be invited, and there is a prospect of some 
Washingtonians coming over. 


Favors Flood Relief Legislation 


EvaNsvILLE, Inp., Feb. 15.—The regular 
monthly meeting of the Evansville Lumber- 
men’s Club was held last night in the Vendome 
Hotel here with a good attendance. Business 
conditions were discussed and the consensus 
was that trade at this time is quiet. 

Secretary Carl Wolflin reported receiving 
communications from some of the lumber as- 
sociations asking the local club to petition 
Congress for the right sort of flood relief 
legislation for the South, and Mr. Wolflin was 
authorized to take the matter up with Indiana’s 
congressional representatives. 

William S. Partington, a member of the 
river and rail committee, reported that the 
Illinois Central Railroad had included walnut 
logs in its milling and transit list after the 
lumber manufacturers had been agitating for 
this for many years. P 

The next regular meeting of the club will 
be held on Tuesday night, March 13. 
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nard- For life is full of roses, too, , ~ 
, Was The petted ones, the sheltered few, ee Pye 4 hen hog = BRAN D 
But only one my memory thrills . = a oe abeties by Koyem 
And that’s the wild rose of the hills Maxon, swore an oath after one of the South 
. . Bend meetings that some day they were going FLOORING 
: : to bring this department to Elkhart for a night Red and White Oak 
The wild rose po no | gtr oo at least. The opportunity came with the annual Maple 
ghty- There were no gates and gardens there, dinner of the Kiwanis Club. The lumbermen Birch 
S, at- a gal Se see — Laon ee ee their heads together, and whatever other Beech 
ction rom _ tha “HOF “Cass small change they had, and so here we are, and 
$SOci- Before Sa — it rae to a d here they are, but tomorrow we shall be gone, TRIM AND FINISH 
t the And take yesryp bp bp. Poe , and they will still be here, and it will be up to Chestnut 
with And do its best, an nee ag 1” them to do the explaining. Orville introduced Ash 
Mrs, To cheer again some lonely trail. us tonight, Fred Ganpher refusing to occupy Birch 
f the ‘ the chair. Fred occupied a chair at a lumber- Poplar 
alers, Well, there are roses in the town men’s meeting at South Bend one time, and the Oak 
Mrs, That I might have, with eyes as brown chair disintegrated, and Fred has refused to MOULDINGS 
ained As hers, perhaps, and cheeks as pink, occupy any chairs ever since. 
nem- Not near as beautiful, I think. While H. I. Isbell could not be present to Oak 
and I want a wife, as I want friends, greet us, being in Florida, he sent a round of Chestnut 
- and Who takes whatever heaven sends, grapefruit, which he seemed to think would be Poplar 
read- And when I wed I want, God knows, appropriate. We are glad, at least, that he did Birch 
Ausic No hothouse flow’r, but my wild rose. not send raspberries, or we would have thought Basswood 
who enemies he was getting personal. 
. However we are glad that the lumbermen of re and RISERS 
Jent; We See b’ the Papers Ellchart had this high resolve, and carried it al 
Mrs, Now they are going to make paper from bul- rough, and invited us to come, and permitted 
Phil rushes. It seems appropriate. us to stay, and we thank them. BEVEL SIDING 
Mace Mrs. Coolidge has a cold. We should think Poplar 
omy she would have a lot of them. The Old Town 
man Ruth Elder lost herself for four hours in the | remember those old days, when this wasn’t 
rwin clouds. So do many of our orators. such a town; 
e. The bible has been barred from Michigan Rather rough in lots of ways, not a mile of 
schools, but it is about the only book that is. _ pavement down ; 
= We have observed that most of the jay- Nothing _ but — ge and the side- 
walking in the vill is by people from the walks two-inch plank; 
more yy ee ee ee Lots of lumber on the docks, lots of money in 
4. Things will never be as bad as you expect, | andar aes of men you’re too young to 
ie sid they - bound to be as good as you ex- know shout: | N O N E CAR 
ago os Se. : ; Fellows who were famous then that old time 
oa President Cosgrave describes Bill Thompson has blotted out; : ; e oe 
ced as a fine type of American citizen. Nonpareil Once we sat upon a stump, with our shavings Here is a buying mixture that 1s 
ting, is our idea, too. on the ground; making a tremendous hit with deal- 
W. You gotta hand it to the Senate for one Once it was a little dump—now just take a ers throughout the country. — You 
reau, thing: it evidently intends to keep itself from look around. sell more or less of all these items. 
t of getting any worse. : ; ; ; You will find it to your advantage 
llus- The attorney general has been asked to de- Now it’s really quite a place, this old sawmill to buy all of them in one car—the 
Nest cide who is mayor of Indianapolis. Several town of ours; Meadow River way. 
the people are accused. ie se in a vase, where we once had Mead Steet ehealk Sa eae 
C ‘ garden flow’rs; eadow River s 
will Thomas Saxe has been arrested at Milwau- Now we have a mile of street where a block stock—all well manufactured from 
wi kee. We hoped for a minute that it was Alfred, dt the fi West Virginia timber—th 
ome who invented the saxophone. api + vely 4... 0 a ee ene 
But it’s seldom that you meet anybody that you cream of the timber in the Appala- 
Just because you are one of those persons know. chian district. And, quality consid- 
who are always flying around the office don’t Now we have our trolley-cars, now we have ered, Meadow River products are 
imagine you are a Lindbergh. our autos, too ; low priced 
ules Let us not forget that in Michigan, if a man Now we smoke ten-cent cigars, where just . 
es commits a murder on Wednesday, the authori- Peerless used to do. If you feel that a car of this stock 
ties are disappointed if he isn’t in the peni- Yes, the town has changed a lot, streets and is too much for you to buy at one 
ome - Psa S 
nore tentiary in time for Sunday dinner. houses, yes, and men, time, perhaps you can make ar- 
nsus Whereas in Illinois, if a man commits a mur- And there’s lots of things you've got that we rangements with some neighboring 
der on Wednesday, it is often three or four never did have then. dealer so that you can make up a 
ying years before he is finally acquitted. Or, if he k ie est carload and both profit. It will be 
as- is convicted, it often takes a year or two to get I remember once I knew every fellow that a pleasure for us to quote you 
tion him out. a 1 hat I kn prices. 
lief Selfridge & Co. (Ltd.) are going to send 100 Now pu My one or two that ow are 
was employees to America to observe our merchan- hag : We also ship large quantities: of 
na’s dising methods. We hope they don’t observe Once ra Aiba an ae friends, no one rape Poy sath L. c. L. and 
: i , t . Let 
the i es es who wait on us in But you — + all proses ~ when there’s pe. wm = bt ete ye a 
: A : one who’s better dressed. 
Rew A Wilmette (Ill) citizen has just received Yes, they’ve made a town of this, full of 
~ an award for gallantry in the Philippines 27 strangers, full of pep; 4 THE MEADOW RIVER 
fot years ago. Maybe some of these ladies we But there’s lots of things I miss, things I look 
have given seats in the street cars will come for every step; LUMBER CO. 
will back sometime and thank us. Now I miss a lot of men, lots of other things, RAINELLE W.VA 
New York raised the rediscount rate to 4 somehow, . r j 
percent to reduce the money available for For we had some pleasures then the old town 
brokers’ loans, and a flood of money from hasn’t now. 
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- ° sid: insure ample safety and security to life, ij 
To Specialize in Boat Building svc ample safety and mb 
EscanaBa, Micu., Feb. 13.—The Arntzen The use of the material§ named is author. 
Lumber Co., of this city, has announced that ized by the building commissioner under the 
the manufacture of boats in the future will following conditions: Mi 
be a leading specialty of that concern. The Blocks must bear the name of the makers, 
boats to be built by this company will be de- must be submitted to the city for tests as (s 
signed particularly for outboard motors and to strength and water resistance, must be Fal 
| will be of a type of construction that should aid in Portland ar mage 7 have a brick, irrefu 
lh make them quite popular. Although the boats a a athe gy rt pa Pane ye ot be uasd tion, 
are being built of oak and cypress, they are high or in walls less than 12 inches thiek - ravag 
ie light in weight and easy to handle. Models al- ; squar 
OW ine a Seen which are sturdy, safe and ‘ prope 
good looking, are a little more than 15 feet in the 1% 
length and will accommodate eight to ten peo- Model Home for Seattle conct 
The Aristocrat ef Structural Woods ple comfortably. In connection with this an- SEATTLE, WaASH., Feb. 11—A model home news 
nouncement, an official of the concern said to incorporating the first prize design in the West of n 
a representative of the AMERICAN LUuMBERMAN: Coast Woods Architectural Competition will mati 
We have had considerable experience in soon be under construction at Broadmoor, a lumb 
boat conatrnetion and in our new product we _ restricted residential district opened some time — 
, e are combining strength without unnecessary i ; 6 in : 
—allregular sizes, weisht, speed in the water, durability and  cSestraction ‘Sill be the PostIntellzzence, | ing 
attractive appearance. I think we have suc- West Coast Lumber Bureau, Seattle lumbe burn 
° l b ill ceeded along these lines and believe the public es J nor’ 
or specia 1 S, will agree with me when they see the boats. manufacturers, millwork operators and dealers, chec 
° This official said that a considerable force members of the Retail Lumbermen’s Credit Ba 
shipped on short , Association and the Pacific Northwest Mill- ture! 
of men will be permanently employed on boat Work Association [A similar house, recentl sides 
notice construction and, with the excellent facilities completed in Portland, was illustrated on ere sligh 
“ — it is expected that a good sized stock 39 of the Feb. 11 issue of the AMERICAN 
M4 completed boats will be on hand when the J yygerman.—Epitor.] In the construction of 
oating season opens. the house in this city Douglas fir, West Coast 
pitas inhi mere hemlock, western red cedar and Sitka spruce 
Permits Use of Certain Materials a where those woods are most 
R W. WIER St. Louis, Mo., Feb. 13.—The use of con- Ne ign ae taaes 
» & crete and cinder blocks in the walls of build- 
ings not more than two and a half stories high Lumberman Suffers Stroke 
Lumber Com has been authorized by Building Commissioner Mempuis, TENN., Feb. 15.—Col. S. B. An- 
party Christopher, although the board of aldermen  derson, president of S. B. Anderson & Son, 
FirstNational HOUSTON. TEXAS by a tie vote Oct. 7 refused to pass an or- -Plaquemine, La. father of Federal Judge 
Bank Building ’ — permitting the use of these materials. a “] fae. of this Bran a a 
istributors:— WierLong Leaf Lumber(s. pposition to the use of these materials by stroke of paralysis late yesterday afternoon at 
= Mills:-Wiergate a the board of aldermen was based on the belief his home in Plaquemine. His entire left side 
r , that the building code should be made more’ was -affected, but it is reported that he is 
CUNNINNLULUNUUUTUUWTULUNAVULILVUUUUUUHHT LUA UUUUUSLAULUTUHLULLFTLL rigid rather than weakened since the cyclone ‘showing considerable improvement and it is 











Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 




















which struck the city last September. Those 
who favored the measure said the material 
would decrease construction costs. 

The building commissioner issued a formal 
statement quoting an opinion by the city 
counselor that it is within the building com- 
missioner’s discretion to specify any “incom- 
bustible material” for small building walls, pro- 
vided the material is of such quality “as to 


thought that the stroke will not prove fatal. 
Great fear for his life was felt due to his 
advanced years. Col. Anderson is well known 
in hardwood circles, having for many years 
been identified with the Anderson-Tully ©o., 
of this city. He sold his interests in that com- 
pany a number of years ago and moved to 
Plaquemine. He is also an ex-president of the 
Memphis Chamber of Commerce. 





Quotations on 


Timber Issues 






































cA. BIG HIT — ti 1 b hort t bond ld basi f bond ll , 
tations on lumber company short term i - 
That’s what dealers make with home a ne een ee ee ae a m 
5 ween od our — - oa. poo " 
——Due 1928—- —Due1929—— -——Due 1930— we 
N. "ee Pi Ceiling Short Term— Bid Asked Bid Asked Bid Asked fi 
ine eet Gen Eo Re Pet. Pet. Pet Pet = Pet. Pet. : 
ear Cree rs ee ee eee ee a dies = + * ‘ id 
saeind Yellow Pine "xs 224 Bladon Springs Lbr. Co. lst 63......-....-.. 5.66 5.25 t«C 5.65 6.20 5.85 bt 
W. P. Brown & Sons L Co. ist 5¥%s........... 5.50 5.00 5.62 5.37 5.87 5.75 bt 
Car and Cargo Shipments. wanes ana oh vn a rin icchechasae ee bane ee oa : oa oa = ne 
4 F. P. Cover ons ist sak eee ke ease eile -60 5. < . 5. 
Ellington & Guy, Inc. Dorchester Lumber Co. ist 6s............... 5.60 5.25 6 5.65 6.20 5.85 3 
Fayetteville, North Carolina Detroit Investment Co. Ist 6s..............+. 5.60 5.25 6 5.65 6.20 5.85 bi 
Emporium Forestry Co. ist 6s............e6+- 5.60 5.25 6 5.65 6.20 5.85 
eS wc cccabadedageséce be 5.60 5.25 6 5.65 6.20 5.85 te 
Glade Creek Lbr. Co. Ist 6%s...........--4+- 5.60 5.25 6 5.65 6.20 5.85 It 
Mutual Lumber Co Inc. Edward Hines Lbr. Co. Ist 58...........+40+- 5.50 5.75 5 eee see ay 
*9 ge te ng a ye Se eee 5.75 - ryt 7 «és d 
tn ET ao a 6 & eo 36 00.00 0 0.8 d.0.0.088 aie ad ‘ \ 5. 
JACKSON, MISS. Keystone Wood C. & Lbr. Co. ist 68......... 6.25 5.85 6.50 6 6.75 6 
Lemar aaomer = > = Ape sewed tide ase oes oe 2 te aes no 5.46 
Dimensi . D. MacRae “5 RSet pao cae 2 5. ; ‘ 
ge x ellow Nehalem Tbr. & Log Co. 1st 68...........---. 5.75 6.25 ‘ 6.25 6 
Joists, Boards, Oregon-Kalama Lbr. Co. ist 68.............- 5.60 5.25 6 5.65 6.20 5.85 7 
Shiplap, Owen Oregon Lumber ist 5%s............... 5.60 5.25 6 5.65 6.20 5.85 d 
K. D. Rg. Finish PINE D. V. Richardson ist 68............cecceeeces 6.25 5.85 6.50 6 6:75 6 . 
as ‘ ? Saginaw & Man. Lbr. Co. ist 6s.............. os ae 6 5.65 6.20 5.85 : 
ees Gere a, Cm. BO GBs ok hese besccsce 5.60 5.25 6 5.65 6.20 5.85 5 
es ee ee, Eo the occ es cee twits oebude ae aire 6 5.65 6.20 5.85 t 
Temple (Knox) Libr. Co. Ist Te.....cccccess 100.90 101.13 101.56 102.11 101.93 102.80 
. ° IDAHO Tennessee Stave & Lbr. Co. Ist 7s..........-. 101 101.36 101.80 102.20 102 102.70 I 
White Pine MINNESOTA Umpqua Mills & Tbr. Co. Ist 6s.............. 6.25 5.85 6.50 6 6.75 6 1 
WESTMONT Long Term— Due Bid Asked 1 
SD, SE Pe io oer evcceicdeewevvebvenpecccenscmscemceees bo pa 4 at 
Seeman See een AOS ORs icalicceccecccdasedndeevivcvetvthe q : 
ALSO LONG and SHORT LEAF Campbell River ,Zimber Co, Ltd. “ait ao aswel Shs ad aebionne titel vind bch 1932- ~1941 123-50 100 4 é 
e ontinenta mber Lan ‘o. Ist ekscoesstgamaee se ape Kaleee eae 2. 
Yellow Pine Se Re Ce MOR: BOE GOs os cis dcacsccdeuccesvccsesssecses 1932-1941 99.75 101 
ee as oh ol orale, om Si dla 6 086 OOP E68 beer ee 6 eee e 1937 98.50 100 } 
WM SCHUETTE CO yecise Spryes gs ge SEP eet Cee eee 4 bo 7. ra see 
° ° ras Sh: Mi iin sh 6 oo pale see ane OAs) G0 ewe OSES ON O80 6 060 06 i ( 
Pittsburgh. Pa. New York, N. Y. ee ee ee ee Ps ba cose co cae cud otces on vase ee ake thereon 1933 6.25 6 
(Quoted by Baker, Fentress & Co., Feb. 8, 1928) 
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Happenings 


Mill Construction Withstands Fire 


[Special telegram to American LuMBERMAN] 


Fatt River, Mass., Feb. 15.—Standing as an 
irrefutable argument for heavy mill construc- 
tion, the Herald News Building survived the 
ravages of fire and water which swept several 
squares of this city recently and damaged 
property to the extent of about $4,000,000. In 
the midst of the buildings constructed of brick, 
concrete, granite blocks and cast stone, the 
newspaper office, directly in line of fire, was 
of mill construction equipped with an auto- 
matic sprinkler system, the construction that 
lumber builders have so consistently advo- 
cated as superior in fire resistance. 

The complete front of the newspaper build- 
ing, which included the wood sash, was 
burned through but damage to the interior was 
checked by the sprinkler system, according to 
a report to the National Lumber Manufac- 
turers’ Association by its investigators. Be- 
sides damage to the front of the building, only 
slight additional damage was caused by water, 
so that the paper was able to publish its issue 
of the following day in its own building and 
tell of the fire that destroyed its neighboring 
structures. 

The roofs of virtually all of the buildings 
in the fire area, the report states, were of fire- 
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in the East 


the conservative. operation and improvement 
of several tracts, and to carry out forest 
planting on a larger scale than heretofore. 


TrimPak Carries Off First Honors 


New York, Feb. 13.—One of the most inter- 
esting exhibits at the thirty-fourth annual con- 
vention of the Northeastern. Retail Lumber- 
men’s Association, held at the Statler Hotel, 
Boston, Mass., last month, was that of the 
TrimPak Corporation, which carried off first 
honors. The TrimPak display was arranged 
under the personal supervision of Frederick J. 
Bruce, president of the TrimPak Corporation, 
and George Kelting, treasurer, who were ably 
assisted by Roy MacKenzie, of the New York 
office; Messrs. Hyde, Jordan and Towne, of 
Nicola, Stone & Myers Co., TrimPak distrib- 
uter for New England, and Newell Bodge, of 
C. W. Bodge & Co., Buffalo, N. Y. 

From an educational viewpoint the. exhibits 
at the Northeastern convention were particu- 
larly good, and the various products were dis- 
played in a manner which emphasized their 
use, economy, durability and artistic value. 
Exhibitors are evidently awakening to the fact 
that the impression which their product leaves 
with show visitors is directly proportionate to 
the quality of their exhibits. The keen interest 


| : 
INW 


PRE StOnn4, 





ae «.. 


Exhibit of the TrimPak Corporation which carried off first honors at the annual convention of 
the Northeastern Retail Lumbermen’s Association, held recently in Boston, Mass. 


resistant material, but in all cases the buildings 
were ignited from the roofs and burned down- 
ward. In no case was there any steel sash in 
any of the buildings except a one story bank 
building, which showed all the glass cracked 
but no buckling of steel. The roof of this 
building consisted of steel trusses covered with 
a fire-resistant material. The fire caused 
buckling of the steel trusses, igniting the in- 
terior and leaving only a salvage of the walls. 
In one of the buildings, a steel safe was dam- 
aged to such an extent that its contents were 
destroyed beyond identification. 


Timber Cruising Is More Active 


_ Otp Town, Me., Feb. 13.—Marked activity 
in timber cruising work has developed since 
the first of the year, according to James W. 
Sewall, consulting forester, of this city, who 
states that the last quarter of 1927 was quiet, 
but the first half of 1928 promises a normal 
business. The Sewall organization cruised 
1,986,000 acres in the United States and Canada 
last year, and its men are now in the field in 
New York, Massachusetts, Maine, Minnesota 
and Quebec. 

Last year was particularly notable in the de- 
veloping demand for information as to present 
stands as well as future yields of timber a 
decade or more hence. The Sewall organiza- 
tion was also called upon to lay out plans for 


manifested by all who saw TrimPak and In- 
wall furniture indicates that lumber dealers 
have come to realize the vast possibilities and 
growing importance of building specialties as a 
component part of their stock in trade. The 
progressive lumber dealer has become recon- 
ciled to the fact that lumber, the same as any 
other commodity, must have the benefits of 
proper merchandising methods. Time has 
wrought a great change in business methods, 
and in order to keep abreast of his fellow 
tradesmen the retail lumber dealer must adopt 
modern methods. 


SSSS2222R2282: 


Three Large Concerns Are Merged 


Boston, Mass., Feb. 13.—The merger which 
became effective Jan. 30 of the Brockway- 
Smith Corporation, the Jackson & Newton Co. 
and the Lovell & Hall Co. brings together 
three of the largest building material firms in 
the East. The new corporation resulting from 
the merger is styled Brockway-Smith-Haigh- 
Lovell Co., the offices and plant of which are 
located at 465 Medford street, Charlestown 
district, Boston, a very central location, with 
excellent waterfront and sidetrack facilitiés. 
It is expected that the consolidation of these 
three well-known concerns will enable them to 
improve their service beyond the point possible 
under separate operation. 








Goldsboro 
N. C. Pine 








Dealers on the 
East Coast Know 


It Sells! 


They know that Golds- 
boro North Carolina Pine 
is a general purpose build- 
ing lumber and, therefore, 
appeals to economical 
builders. Its beautiful fig- 
ure, soft texture and care- 
ful milling give dealers 
many talking points which 
result in more sales. 


Dealers on the East 
Coast have sold Goldsboro 
North Carolina Pine yard 
and shed stock for many 
years and they have found 
that it completely satisfies 
their customers. 


Our excellent rail and 
water facilities enable us 
to make prompt shipments 
on all orders. Whatever 
your requirements may be 
in North Carolina Pine we 
can fill your order. 


Check up on the items you need 
and then send us your inquiry or 
order. 
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Few concerns can look back 
on as long, satisfactory service 
to lumber buyers as our or- 


ganization. And today we're 
better equipped than ever to 
render service. Let us tell you 
about the values we're featur- 
ing in 

YELLOW PINE 


Timbers, Long Joists, Yard 
and Shed Stock; also 


CYPRESS LUMBER 


Straight or mixed cars. 


BOECKELER 


LUMBER COMPANY 
St. Louis, Mo. 
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ey LumBer Co. 
HAMMOND.LA. i cre 
Manufacturers of Long and Shortleaf 














Southern Pine Lumber 








RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 
We Grade it Right and Ship it Quickly. 


Office. 
Y.LA RUSTON, LA 
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Manufacturers 


Short Leaf Pine and Hardwoods 
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Southern Lumber News Notes 


To Establish Forest Nursery 


E.xins, W. Va., Feb. 13.—To provide trees 
for a reforestation program covering 1,000 acres 
a year in the Monongahela national forest, the 
United States Forest Service will immediately 
establish at Parsons, Tucker County, the larg- 
est forest nursery east of the Mississippi, C. L. 
Perkins, forest supervisor, has announced. The 
annual capacity of the nursery will be 1,000,000 
trees a year, 750,000 of which will be planted 
in Randolph, Pendleton, Pocahontas and Tucker 
counties. Native red spruce will compose the 
largest crop of the nursery although some 
white pine will be raised and experiments con- 
ducted with European larch, red pine and south- 
ern balsam fir. 


Longleaf Does Double Duty 


New Or.eans, La., Feb. 14.—As an example 
of longevity of timber, the Long Leaf Yellow 
Pine Manufacturers’ Association points to 
planking used as a temporary roadway in the 
New York Central Railroad building in New 
York City which is said to have served for 
at least 37 years in a structure there. The 
planks are 3x12 and 3x14 and they were taken 
from the cooperage 
plant erected by the 
Brooklyn Cooperage Co., 
an affiliation of the 
American Sugar Refin- 
ing Co., which was re- 
cently demolished to 
make way for new de- 
velopment. The old 
structure, of “mill” 
construction, yielded 2,- 
500,000 feet of lumber 
when torn town, The 
exact age of the build- 
ing was not known, al- 
though it was rebuilt 





in 1891, making the 
timbers at least 37 
years old. 


The planking was 
used in the construc- 
tion of a _ temporary 
roadway through the new structure, where it 
has been in constant use for several months. 
A check made on traffic over the roadway re- 
vealed that 1,836 vehicles (including private 
automobiles, trucks etc.) passed in one hour. 
Although the traffic continues from early in 
the day until late at night, and despite the age 
of the planking, the lumber showed practi- 
cally no sign of wear or splintering. 

The Long Leaf association points to the 
present test as revealing the economy of long- 
leaf yellow pine in mill construction, not only 
in the strength and durability of the timber in 
original use but also the high salvage value. 


Lumber Firm Wins Antitrust Suit 


Jackson, Miss., Feb. 14—One of the most 
important cases in the courts of Mississippi 
in recent years was decided yesterday by divi- 
sion A of the supreme court when Justice 
McGowan rendered a decision affirming the 
decree of Judge V. J. Stricker of the Hinds 
County chancery court dismissing the antitrust 
suit of the State against the Edward Hines 
Trustees and others. 

The suit was filed several years ago by For- 
mer Attorney General Frank Roberson, who 
charged that the “Massachusetts Declaration 
of Trust” plan of doing business in this State 
violated the antitrust laws. 

The complaint sought penalties running into 
millions of dollars. Nullification of the trust 
agreement and the complete ouster of the 
trustees, as well as the six large corporations 


controlled by them, was also prayed for jn 
the suit. 

The suit was continued by Attorney Genera} 
Rush H. Knox, who succeeded Frank Rober. 
son in office, and resulted in a complete vic- 
tory for the defendant trustees in the chan- 
cery court of Hinds County. The State ap. 
pealed. 

In thus deciding that the particular form of 
trust agreement used by the Edward Hines 
associated interests is not violative of the State 
laws against monopolies and combines, where, 
as here, no restraint of trade is proved, the 
supreme court of Mississippi has aligned itself 
with the vast majority of other State courts 
which have passed on this question. 

Chancellor Stricker, who tried the case, 
wrote an opinion in which he stated that the 
evidence before him showed that the opera- 
tions of the trustees and associates had been 
very beneficial to the State, rather than injuri- 
ous as charged in the complaint. 


Cigar Box Lumber Plant Burns 


Mosite, Ava., Feb. 14.—The plant of Jerome 
H. Sheip (Inc.), at this place, one of the 
largest manufacturers of cigar box lumber in 





Longleaf pine planking, originally part of Brooklyn Cooperage Co.’s 
plant, now used after more than 37 years as temporary roadway 
through New York Central building 


the United States, was destroyed by fire on 
Feb. 11. The damage is estimated at $200,000 
and the plant was protected by insurance. The 
office, machine shop and about a million feet 
of rough cigar box lumber and cypress stacked 
in the yards were practically all that escaped 
destruction. This plant produced about 20,- 
000,000 feet annually of cigar box lumber, tu- 
pelo being used for this purpose. 


Host to Building Contractors 


Crarkssurc, W. Va., Feb. 13.—Officials and 
employees of the Southern Pine Lumber Co., 
and building contractors of Clarksburg and 
the surrounding community were guests at a 
banquet given late last week in the parish house 
of Christ Church. ; 

Judge Raymond Maxwell was the principal 
speaker of the evening and spoke most in- 
terestingly of the work of the ‘builders and 
their relationship to community development. 
E. R. Glenn, manager of the company’s plant 
at Fairmont, spoke on “Salesmanship.” G. 
Barnett, manager of the Bridgeport branch, 
L. K. Richards, local contractor and several 
members of the lumber company’s staff made 
brief talks. 

A. H. Cundell, president and general man- 
ager of the company was toastmaster. Seventy- 
eight guests were present. 





Timber is one of Esthonia’s principal ex- 
port items, going largely to Germany and 
England. 
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Hoo-Hoo 


Visitors Guests of Hoo-Hoo 


SpoKANE, WASH., Feb, 11.—Visiting lumber- 
men in Spokane for the annual meetings of 
the Western Pine Manufacturers’ Association 
and the Western Red Cedar Association, were 
tendered a banquet at the Davenport Hotel 
on the evening of Feb. 7. Dave Spoor, gen- 
eral agent for the Minneapolis & St. Louis 
Railroad, and Vicegerent Snark of the Spokane 
district, was toastmaster. During the course 
of the dinner, which was attended by about 
150, entertainment in the way of music and 
dancing was provided, following which A. W. 
Cooper, secretary-manager of the Western Pine 
Manufacturers’ Association, was introduced as 
the principal speaker. He spoke of the lumber 
industry as the sleeping giant, also telling the 
lumbermen of the fine work being done by some 
Hoo-Hoo clubs, particularly Bend and Spokane. 
in carrying on the fight for the use of wood. 

George Duffy, vice president of the Spokane 
Hoo-Hoo Club, and one of Spokane’s most 
popular wholesale lumbermen, in the absence 
of the president of the club, extended the 
greetings: and welcome to the visitors. 

Crosby Shevlin, sales manager Shevlin-Hixon 
Co., Bend, Ore., president of the Bend Hoo- 
Hoo Club and Counselor for Oregon, presented 
the Snark of the Universe and the Spokane 
Hoo-Hoo Club with a very unique invitation to 
attend the big concatenation to be held in 
Bend on June 9. The invitation was printed 
by hand in colors on a large piece of Pondosa 

e. 

M. Brown, Snark of the Universe, in clos- 
ing the program, told of the objects and work 
of Hoo-Hoo for 1928; how a great effort is 
going to be made by this organization to assist 
lumbermen in all branches in all parts of the 
country to further the intelligent use of w 
products. The Snark particularly told of the 
work of the Hoo-Hoo club in St. Louis, and 
he promised the lumbermen of Washington 
and Oregon that if Hoo-Hoo is called on by 
them, it will respond 100 percent. He made 
a most eloquent, direct and effective plea for 
the support of the executives of the lumber 
industry. : 

The entertainment was followed by a con- 
catenation, at which eight kittens were properly 
initiated into the order. 


The Good Work of Hoo-Hoo 


SPoKANE, WAsH., Feb. 11.—The Concaten- 
ated Order of Hoo-Hoo has been very much to 
the forefront in Spokane during the last week 
while the annual meetings of the Western Pine 
Manufacturers’ Association and the Western 
Red Cedar Association were in session here. 
The active Hoo-Hoo club of Spokane and its 
many real leaders, together with a number of 
prominent Hoo-Hoo from other districts, were 
able to impress the lumbermen visitors with 
the real work that Hoo-Hoo has taken on 
under the new Snark of the Universe, J. M. 
Brown, of the Long Lake Lumber Co., of 
this city. Hoo-Hoo originally was merely a 
playground for lumbermen but now has be- 
come an army fighting for the promotion of 
all forest products. 

On Feb. 7 a noon luncheon was called by 
the Snark where representatives of the various 
Hoo-Hoo clubs of the Northwest met to ex- 
change experiences of what the various clubs 
are doing in the field of lumber sales promo- 
tion work. The work of the Bend, Ore., club 
and the Spokane club is outstanding, and these 
two clubs are setting a great example for other 
clubs, and also are convincing many prominent 
members of the lumber industry of the real 
value of this movement. 

George Pearson, a sawyer for the Brooks- 
Scanlon Lumber Co., Bend, Ore., told of his 
work among employees during the last two 
years in organizing them to help promote the 





Activiti 
use of forest products and how the Bend Hoo- 
Hoo Club has assisted and backed him up in 
this work. Mr. Pearson is now on three months 
leave of absence, and has been organizing em- 
ployees’ clubs and wood promotion committees 
in the various communities where lumber 
manufacturing is the principal industry. 

At Bend the mill employees voluntarily or- 
ganized themselves and this was a group of 
the real workers, no white collars being ad- 
mitted. Mr. Pearson told how the mill hands 
had become convinced that their prosperity de- 
pended upon the proper use of wood, and they 
first took up the subject of boxes and got 
their families and their town merchants to 
insist upon having their goods packed in 
wooden boxes. 

They also organized essay contests on the 
use of wood in the schools, and Mr. Pearson 
says that a number of schdol children came to 
his home on various evenings to get him to act 
as a sort of schoolmaster on the subject of 
trees, wood and lumber. 

This modest, unobtrusive man who is a 
skilled mechanic, who earns his living by the 
sweat of his brow, has by his sincerity, and 
his extensive knowledge of his subject, made 
a very deep impression on both employers and 
employees wherever he has gone. In the last 
few weeks he has not only addressed employ- 
ees at various points, but has been called upon 
to tell his story before various service clubs. 


Senate Passes Reforestation Bill 


WasHINGToN, D. C., Feb. 13.—The Senate 
has passed the McNary-Woodruff bill, carry- 
ing an appropriation of $40,000,000 for the 
acquisition of forested, cut-over and denuded 
lands at the headwaters of navigable streams 
under the authority of the Weeks Act of 1911 
and the Clarke-McNary law of 1924. As intro- 
duced the bill was the same as reported to 
the Senate in the last Congress, providing for 
an expenditure of $40,000,000 over a period of 
ten years. It was amended in committee on 
motion of Senator Norbeck so as to authorize 
this expenditure over an eight-year period. 

What action the House will take remains to 
be disclosed. In the last Congress the amount 
carried in the House bill was reduced to 
$2,000,000 for each of the succeeding two 
years. As thus modified it had the approval 
of President Coolidge and the director of the 
budget. The vast difference between the meas- 
ures in the two branches in the last Congress, 
plus the filibuster toward the close of the 
short session, resulted in no legislation. Sen- 
ator Overman, of North Carolina, also held up 
the bill in the Senate in the last session. 

Supporters of this important legislation are 
hopeful of better results at this session. As 
passed by the Senate the bill would be a very 
big forward step in reforestation. If the $40,- 
000,000 appropriation goes through it is the 
purpose of the National Forest Reservation 
Commission to acquire approximately 2,500,000 
acres in the southern Appalachians, about an 
equal amount in the White Mountain region 
of New England and about 3,000,000 acres in 
Wisconsin, Minnesota and Michigan. It is be- 
lieved that under options held by the commis- 
sion the areas it has in mind can be purchased 
much more. cheaply now than will be the case 
years hence. 

Before the Senate passed the bill an amend- 
ment, offered by Senator Overman, was 
adopted under which not more than 1,000,000 
acres may be acquired in any one State. 


Tuat Onto, which was a virgin forest when 
first settled a century and a half ago, is stag- 
ing a comeback through reforestation, is the 
opinion of F. W. Dean, extension forester Ohio 
State University, Columbus. 





The Only Place 7” The 
World Where 


Calcasieu Pine Grows, 
The Star Is 


ELIZABETH. 


For Construction 

AS 

It Should Be— 

Not For Today 

—or Tomorrow— 
But For Twenty and 
Fifty Years from now— 
Use 

Calcasieu— 

The Best of the 
Long Leaf 


INDUSTRIAL 
LUMBER CO. 


ELIZABETH, LA. 


MEMBER SOUTHERN PINE ASSOCIATION 
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WOULDN'T you like to know how 
to get that re-roofing business in 
your community? It’s profitable - - - 
there are seven old roofs covered for 
every new roof constructed. We 
know a Plan that’ll get this business 


for you. We'll be glad to tell you 
about it and supply FREE the neces- 
sary Advertising material. This Ad- 
vertising shows how to lay EDG- 
WOOD Red Cedar Shingles right 
over the old shingles. 


WRITE NOW ! 


THE CONSOLIDATED SHINGLE MILLS 
OF BRITISH COLUMBIA, LIMITED 
907-8 Metropolitan Building, 
VANCOUVER, B. C. 


EDeWaoD 


SHHINGL 
Roofs and Sidewalls 


(AL-7) 


























MIXED CAR 


Shipments from our 


Minnesota 
Transfer 
Yards 


are not only a convenience, but by 
usually filling orders the same day we 
get them assures prompt arrival. 





“Bridal Veil” Bungalow Siding 
Big Timbers—Long Fir Joist— 
Fir—Cedar—Spruce—Pondosa 
Pine Lumber and Red Cedar 
Shingles. 





Shipments may also be made from our 
Mills at Granite Falls, Wash. 





A request for prices promptly given. 


H. B. WAITE 


LUMBER CoO. 


Minneapolis, - ° » 





Minn. 











Russian Import Shows 








Close Utilization 


Wasuincton, D. C., Feb. 13—The United 
States can not depend upon Europe for any im- 
portant supplies of softwood lumber, in the 
opinion of Axel H. Oxholm, director of the 
National Committee on Wood Utilization. Mr. 
Oxholm recently returned from a visit to New 
England. While there he inspected a recently 
arrived cargo of Russian pine and spruce. 

In reply to questions Mr. Oxholm pointed 
out that conditions in Europe are somewhat 
abnormal at present, both in the production 
and consumption of lumber, and attempts have 
been made in various countries to find a mar- 
ket in the United States for such quantities as 
the European market can not absorb for the 
time being. When normal conditions are re- 
stored in Europe lumber producers will again 
revert to their long established markets, with 
small, if any, surplus available for exportation 
to the United States. In Europe the laws gov- 
erning the cutting of timber prevent any un- 
restricted expansion of lumber production. 


Heretofore, said Mr. Oxholm, small quanti- 
ties of Scandinavian, Finnish, central Euro- 
pean and eastern European lumber have been 
received, chiefly in New York and the immedi- 
ate vicinity. Lately, however, about 10,000,000 
feet of Russian lumber is said to have been 
landed at various ports on the north and mid- 
dle Atlantic seaboard. This lumber is shipped 
on consignment and evidently for the purpose 
of feeling out the territory, but no great ap- 
prehension need be felt for any consider- 
able increase in this trade, both on account of 
low prices prevailing in the American market 
and the difficulty of adjusting European saw- 
mill methods to fit American specifications. 

The lumber from northern Europe, including 
Russia, is of two species, namely, pine and 
spruce. The spruce is not unlike our common 
spruce in the East and the pine similar to old 
growth of Norway pine in the Lake States. 
Both species may be rated as common utility 
woods, usually of close texture, tight-knotted 
stock, but practically containing no clear lum- 
ber. 


Russian Lumber Well Manufactured 


While in New England Mr. Oxholm visited 
the A. C. Dutton Lumber Corporation, Provi- 
dence, R. I., where several million feet of 
Russian lumber is stored for Soviet account. 
Commenting on this lumber, he said: 


The remarkable thing about this Russian 
\umber is its perfect manufacture, the total 
absence of miscuts and the smooth sawing. 
This is rough lumber and there is not a single 
stick surfaced one side and one edge in order 
to insure uniformity of size. Such a sizing 
operation would be totally unnecessary be- 
cause there isn’t a variation of one sixty- 
fourth of an inch from the specified sizes. 

This excellent sawing must give the Rus- 
sians an advantage when it is considered that 
two thirty-seconds of an inch is planed off 
American lumber by the sizing process. The 
lumber is beautifully trimmed and so smooth 
that grade marks are easily put on. Following 
the general European custom, the Russian 
lumber is grade-marked indicating its species, 
grade and mill of origin. No standard Euro- 
pean mill would ever think of shipping un- 
branded lumber, at least not to markets where 
the customers have learned to appreciate the 
guaranty which grade-marks involve. The 
lumber is also well conditioned, being air dried 
for several months before shipment. As a 
consequence, practically no discolored lumber 
is found in these shipments. 

The sizes are typical of European markets. 
the widths being cut on multiples of one-half 
inch, the thickness on multiples of one-quarter 
inch and the lengths on odd and even feet ba- 
sis. This feature alone increases the utiliza- 
tion of timber by at least 20 to 30 percent 
compared with American methods. Another 


interesting feature of this lumber is that the 
actual sizes are exactly what the invoice calls 
For example, what is sold as one inch 


for. 


holds exactly one inch in air dried condition, 
this being the Eurnpean custom. 


Asked about the prospect of promptly dis- 
posing of this Russian stock, Mr. Oxholm said: 


Difficulty will undoubtedly be experienced in 
disposing of this cargo on account of the many 
so called “odd sizes.” The sizes are odd be- 
cause they differ from American specifications, 
although the lumber is cut to meet current 
European needs. There is also the usual per- 
centage of short lengths, less than 8 feet. 
Short lengths always make up a definite part 
of each specification. In Europe the captain 
of a vessel transporting lumber cargoes has 
the right to demand at least 3 percent of short 
lengths for the purpose of insuring better 
stowage. This practice is also different from 
American customs. 

All in all it must be said that the cargo 
which I inspected at Providence represents the 
best manufactured lumber ever shipped to 
American shores. Unlike lumber received from 
the continent of Europe, the north Russian 
lumber has satisfactory strength properties so 
that it can be used for ordinary building and 
construction purposes. The one drawback is 
that the sizes are not in accordance with 
American specifications. For this reason the 
lumber may not bring the prices to which it 
is entitled. 

A most surprising feature is that the logs 
from which this lumber was cut hardly aver- 
aged more than 8 to 10 inches in top diameter. 
Nearly every board has sap on both edges and 
no effort is made to separate heart from sap 
and flat grain from edge grain. This is on 
account of the small dimensions of the logs. 
This alone is a lesson in conservation and 
utilization, because our western lumbermen, 
who now furnish the bulk of the construction 
material to the New England States, are leav- 
ing logs of 15 to 18 inches and less on the 
ground, while Russians are cutting the small 
logs, even down to 4 and 5 inches, into lumber 
and shipping it thousands of miles to this 
country. 

Use Scandinavian Gang Saws 

Practically all the mills in northern Russia 
are equipped with Scandinavian gang saws and 
there is not a band mill in operation in this 
part of Europe. These gang saws are capable 
of sawing small round logs at a very fast 
speed without miscuts and giving the lumber 
a smooth surface. The National Committee 
on Wood Utilization is now engaged in a prac- 
tical demonstration of the application of this 
gang sawing principle under American condi- 
tions and perhaps our own lumbermen, now 
fearing European competition in this market, 
will be able to convert their small top logs 
into lumber even for the export countries. 


Mr. Oxholm added that a valuable lesson 
can be learned from this Russian lumber, be- 
cause what can be-done with Russian labor 
under difficult conditions can certainly be at- 
tained in most sawmill districts in the United 
States with more intelligent labor and better 
marketing facilities. 

In spite of the small log dimensions, usually 
from 14-15 inches and down to 4-inch top 
diameter, he said, the Russians, in common 
with all other northern European producers, 
obtain 65 to 72 percent of lumber from their 
logs, compared with about 50 percent or less 
in many sawmill districts in this country using 
virgin timber, 


Mr. Oxholm said he found much of interest 
in the lay out of the Dutton lumber yards in 
Providence. “In my opinion it would be diffi- 
cult to find a better planned yard anywhere in 
the world,” he said. 

Asked to elucidate the abnormal conditions 
still prevailing in Europe as affecting lumber, 
Mr, Oxholm said that money is still scarce and 
former customers can not buy as they normally 
would. For the same reason European manu- 
facturers find it necessary to liquidate larger 
quantities of timber than they normally would. 
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Testing the Lubrication of Bearings 

How much oil can a ring deliver? What is 
the best shape of its section? Why‘does oil 
occasionally leak out from bearings that are 
apparently perfect? These are a few of the 
problems studied by lubrication experts of 
Westinghouse Electric & Manufacturing 


the = 
The accompanying 


(‘o., East Pittsburgh, Pa. 


‘j]Justration shows G. B. Karelitz, research en- 


gineer, conducting a test on the main part of 
a j-inch bearing. 

The oil is supplied by an oil ring which 
drags along oil from the well to the journal. 
The ring itself is driven by the journal on 





Testing ring oiling of 7-inch bearings in the 

Westinghouse research laboratory 
which it rides. This test reveals the fact 
that the ring never touches the journal but 
rides on oil. An electric light put across the 
journal and the ring does not burn because 
the oil between the two metal surfaces acts 
as an insulator. 

The bearings used by Westinghouse vary 
greatly in size and function. Like so many 
different people, each bearing has its own 
peculiarities of behavior. Mr. Karelitz stud- 
ies many types varying in size from _ the 
tiny instrument bearings to massive bearings 
of 32-inch diameter, 


Gasoline Crane with Automotive Shift 


A new gasoline crane with steam crane flexi- 
bility has recently been placed on the market 
by the American Hoist & Derrick Co., of St. 
Paul, Minn., which states that this machine 
because of its automotive shift and many 
other outstanding features has attracted at- 
tention in the locomotive crane industry. Here 
is a description of this new equipment: 

Flexibility equal to that of steam cranes is 
one of the features made possible by the new 
“American” gasoline three-speed crane, which 
has an automotive shift that works just like 
the transmission on your car; low gear for a 
powerful start, intermediate for average crane 





work and traveling, and high gear for rapid 
traveling. In the past, gasoline powered loco- 
motive cranes have always had many good 
points, but they lacked some of the flexibility 


that is common to steam cranes. The new 
“American” three-speed crane has applied this 
flexibility to gasoline operation. Varying 
speeds facilitate material handling, for the 
light load can be handled with speed, while 
the heavy load can be moved slower and with 
more power. 

Crane purchasers are giving more thought 
to the resultant saving of time and labor, for 
with gasoline cranes the operator turns fhe 
switch, steps on the starter, and the machine 
is off for the day’s work, it being no longer 
necessary to spend an extra hour in the morn- 
ing firing up. It is entirely one man operated 
and does away with the necessity of having a 
watchman stay with the machine at night. 

The new “American” gasoline three-speed 
crane features many modern engineering prin- 
ciples of design. The machinery deck revolves 
on 20 bronze bushed conical rollers, which 
makes slewing easier and reduces the friction 
common when the deck revolves on four or six 
wheels on an open track. The machinery deck 
is locked to the car body at the outer circum- 
ference of a bull gear by an “American” in- 
terlocking gib ring. This method distributes 
the load and stress instead of concentrating it 
on a king pin. The car body is of structural 
steel with Bethlehem girder beam side sills 
and solid semi-steel center casting to support 
the revolving mechanism, while the transmis- 
sion is of the universal joint automobile type. 
Capacities are from 12 to 30 tons. 


(‘Saag eaaaeaeaan: 


Grate Bars Give Excellent Service 

Grate bar economy is one of the problems 
confronting many sawmill operators, due to 
the fact that various kinds of fuel are burned 
under almost every conceivable condition, The 
Putnam Lumber Co., of Jacksonville, Fla., one 
of the largest and best known sawmill opera- 
tors in) the South, increased the life of its 
grates six times by installing the Thomas 
durable flat grate bar, manufactured by the 
Thomas Grate Bar Co., of Birmingham, Ala. 
The experience of the Putnam Company will 
prove enlightening to other sawmill operators 
for whose information the following state- 
ment is printed from C. F. Fleishel, superin- 
tendent of the Putnam Lumber Co.: 

“We think we should acknowledge the won- 
derful service we have received from the 
Thomas durable grate bars furnished us dur- 
ing the last few years. Although the furnaces 
in our 400-horsepower Rust vertical water 
tube boilers are pushed hard at all times, one 
lot of Thomas bars have now been in continu- 
ous service in two of these furnaces for nearly 
thirty-four months and are still in good con- 
dition, not one bar so far having to be re- 
moved. Another lot of Thomas durable bars 
have been in two other furnaces of the same 
battery about twenty-three months and are all 
still in good condition. Before installing 








“American” gasoline three-speed crane employed in loading operations by the Inland Waterways 
Corporation at Minneapolis, Minn. 
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Co PACIFIC COAST Co 








TRY OUR 
No. 2 Common S45S 


Dimension 


The grade is good—You will 
like it. 

Straight cars any length or mixed 
with other items of yard stock in 
any assortment. 


Shipments “Right Now.” 


Pacific States 


TWasn” Lumber Co. 


WASH. 
REPRESENTATIVES : 
S. B.Marvin, 518 Peoples Gas Bidg., Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bidg., Minneapolis, Minn, 
James A. Harrison, P.O. Box 745, Sioux Falls, S. D. 
Frank Probst, P.O. Box, 1187, Fargo, No. Dakota 
O. G. Valentine, P.O. Box, 171, Denver, Colorado 
H.E. Wade, - - - - = Lincoln, Nebraska 























The Polleys 

Lumber Co. 

Manufacturers > Pondosa 
Pine 


Dry Selects 


General Offices and Mills: 
ss Missoula, Mont. 















SITKA_SPRUCF 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


Our Specialty is Shop 
(Strong to Edge Grain) 
Also Spruce Finish s 4s 
(13/16 x 1/2” Off in Width) 


All KD 8% or Less Mois- 
ture Content. 


Capacity 150,000 Ft. 8 Hours. 


REEDSPORT,. OREGON 








* 
By 
Logging Ralph C. Bryant 

Have problem to ive in loggin 
Sramepestalion or harvesting tan ng. log 
mtine economically? “Logging” will 

te ou how. An a ey 
r ng superintendents, timber owners, 

etc. $4.50, postpaid. 
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Thomas bars, our grate bars lasted an aver- 
age of about six months. We have used a 
great many makes of grate bars over a long 
period of years, but we have never had any 
other grates to give us anywhere near the 
service the Thomas bars have given, and we 
must say that we consider the Thomas bars 
the best in the world.” 

The Thomas durable flat grate bar, which 
has been on the market over two years, was 
designed specifically to stop the endless break- 
age and replacements of ordinary grate bars. 
In mumerous cases sawmills have reduced 
grate bar breakage more than two-thirds by 
the use of the Thomas bar, each one being a 
one-piece semi-truss, with the upper and lower 
part connected by lugs that permit free circu- 
lation of cool air. Because of this and the 
scientific distribution of the metal in the cast- 
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Tractor Solves Soft Snow Problem 


With the weather conditions last December 
anything but favorable in many of the winter 
logging sections, reports from loggers in these 
territories say that their operations have been 
considerably delayed. In Wisconsin, Mich- 
igan, and other northern States the weather 
has not been cold enough to make conditions 
favorable for winter hauling, and even in 
Canada the snow fell before the ground was 
hard. 

There is consternation, therefore, in the 
camps of many loggers who use teams for 
hauling, for their horses are unable to get 











Decking logs with the Model D Trackson- 
Fordson and a hoist 


through the soft, unpacked snow, and they 
can not get their logs from the skidways in 
the woods until they use some other method 
of breaking the roads. 

In Canada last year and near the close of 
the winter season many loggers there were 
almost desperate for means of getting their 
logs out. A few tried to pack the snow by 
putting their men to work stamping it, but 
they found this method very expensive. Some 
of the more resourceful and progressive log- 
gers found a solution to their problem in the 
use of Trackson Full-Crawler equipped Ford- 
sons for breaking their roads and hauling the 
logs at the same time. This equipment liter- 
ally proved their salvation and rescued many 
a profit that appeared to be lost. The Track- 
son-Fordson has no difficulty in crushing and 
packing four feet of soft snow, and leaves a 
good hauling road in its wake. 

The so called “small logger’ will find the 
Trackson-Fordson manufactured by the Track- 
son Co., of Milwaukee, Wis., just as practical 
and economical for his operations as it is for 
big-scale logging activities. If he uses only 
three or four teams, nevertheless he is just 
as much interested in reducing his costs as 
is his neighbor who operates with fifty teams 
or more. And it is not only in emergency 
cases where horses fail that the Trackson- 
Fordson proves its worth, but in the regular, 
every-day operations as well, for it is the 
ideal power unit for all woods jobs—hauling, 
skidding, loading, decking, piling, toting sup- 
plies ete. It costs less than horses, requires 





ing, heat from the top can not equalize itsel¢ 
into the supporting lower parts. So the grate 
bar is always straight, and does not warp or 
sag. The Thomas grates are made of “Grater. 
last” metal—a special grate bar materia] re. 
markably resistant to high temperatures—ey. 
ceedingly close grained, hard and tough, This 
combination of design and material makes 
longer lasting grates—grates that are noted 
for holding their shape and remaining straight 
under the most severe conditions. 

The Thomas Grate Bar Co. will be glad to 
help any sawmill operator or prospective user 
of grates help figure the cut which can be 
made in grate bar costs and the extra steam 
capacity which can be expected. Just drop a 
line to the company’s headquarters at Bir. 
mingham, Ala., and your questions will be 
cheerfully answered. 


much less care, speeds up all operations, ana 
gets the logs out, regardless of weather or 
ground conditions, 

The heavy-duty Model D Trackson has 
been received with enthusiasm by loggers who 
have extraordinary jobs to perform or un- 
usually difficult ground conditions to contend 
with. This crawler converts the Fordson into 
a 3-ton unit with more weight to bear down 
on hard pulls, more power for hauling extra- 
ordinary loads, and better traction. It is a 
very strong, rugged crawler, likewise adapted 
to use with hoists ete. for other logging op- 
erations, ahd can be depended upon to 
operate day and night for long stretches, dur- 
ing the busy season when the winter loggers 
are working against time. 


Tractors for New Mexico Operations 


DENVER, CoLo., Feb. 13.—Old Dobbin is in for 
another blow. Eight 10-ton tractors will be 
placed in logging camps shortly by C. H. 
Cooper, general logging contractor for the 
Breece and Southwest Lumber companies, 
which operate in New Mexico. Each tractor, he 
said, will replace twenty horses and eight men. 
He had used tractors for a number of years in 
timber operations in Arizona, but believes this 
will be their initiation in New Mexico camps. 
Mr. Cooper will use about seventy-five men on 
the project at Mescalero and forty on the 
Southwest company holdings south of Cloud- 
croft. He expects logging to soon reach a new 
peak in his section and the output of the two 
mills near Alamogordo, N. M., and the one at 
Tularosa, N. M., will reach 9,000,000 feet of 
lumber a month. 


Motor Vehicle Production 


December production of motor vehicles in 
the United States reported to the Depart- 
ment of Commerce aggregated 133,178, of 
which 105,784 were passenger cars and 27,394 
were trucks, as compared with 134,381 pas- 
senger cars and trucks in November, and 
167,924 in December, 1926. 

Canadian production in December totaled 
2,277 passenger cars and 1,158 trucks, as com- 
pared with production in November of 5,173 
passenger cars and 1,444 trucks, and produc- 
tion in December, 1926, of 6,062 passenger 
cars and 1,700 trucks. 


“Caterpillar” Economy on Big Jobs 


Logging with “Caterpillars” in the South- 
west and Northwest is illustrated in the 
latest issue of the Caterpillar magazine, pub- 
lished by the Caterpillar Tractor Co., of San 
Leandro, Calif. One of the scenes depicts the 
“Caterpillar” skidding Arizona white pine for 
the Cady Lumber Corporation at McNary, 
Ariz., and another picture shows a Sixty work- 
ing for the White Pine Lumber Co., in its 
timber operations near Bernalillo, N. M. Two 
“Caterpillar” Sixtys are utilized by the B. L. 
Harris Co. at Peesane, Sask., Canada, in its 
logging operations, the illustration showing a 
string of seven sleighs, each one of which 
carries 8,000 board feet of logs and weighs 
approximately 20,000 pounds. These tractors 
trek their way over the snow and ice, per- 
forming consistently at a cost of 6% cents 4a 
thousand feet of logs, per mile of haul. 
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(Statistics continued from page 54) 


Hemlock and Hardwood 


OsuxosH, WIs., Feb. 13.—The following figures were supplied to the Northern Hemlock 
& Hardwood Manufacturers’ Association by twenty to twenty-five firms that ordinarily make 


about one-half the total monthly shipments : 
HARDWOOD 

Firms Cut Shipments 

Weekly average— 


Orders 


Nov. 2,774,000 3,936,000 3,023,000 
Dec. ..--- 3,753,000 3,334,000 3,385,000 
ee sence 5,945,000 3,817,000 3,460,000 
Weekly average, year to date— 
| ee . 5,975,000 3,914,000 3,613,000 
BEES acces 7 é 266, 000 3,866,000 3,687,000 
Weekly eg 
Jan. 7. 21 5,304,000 3,511,000 3,233,000 
Jan. he .. 20 5,683,000 4,069,000 2,374,000 
Jan. 21... 22 6,906,000 3,915,000 4,735,000 
Jan. 28... 21 5,888,000 3,773,000 3,500,000 
Feb. 4... 20 6,098,000 4,306,000 4,225,000 


HEMLOCK 
Firms Cut Shipments Orders 

Weekly a, 

Nov. 2,304,000 3,263,000 2,556,000 

SL dette ea 3,098,000 1,876,000 1,420,000 

; SRE 2,078,000 1,706,000 2,228, "000 
Weekly average, year to date— 

_ | aA 2,051,000 1,755,000 2,718,000 

. ja . 8,084,000 2,659,000 2,572,000 
Weekly eae 

Jan. 7. 21 1,959,000 1,243,000 1,031,000 

Jan. 14... 20 1 869,000 1,540,000 2,461,000 

Jan. 21... 22 2,158,000 2,027,000 3,696,000 

Jan. 28... 21 2,326,000 2,016,000 1,726,000 

Feb. 4... 20 1,944,000 1,953,000 4,679,000 





Hardwood Barometer 


MempPHIs, TENN., Feb. 


15.—The ‘Hardwood Manufacturers’ Institute barometer for the week 


ended Feb. 9, compiled on the new district organization plan, is as follows: 


District District District Districts All 
No. 1 No. 2 No, 3 Nos. 4-8 districts 
MEMBER OF UNITE... cccespvacces 47.66 77.06 47. 34 43.62 218.94 
Production— 
DEE vetarescpachnaad doth 10,008,000 16,183,000 9,942,000 9,161,000 45,978,000 
DE, se ac esiu Ge assq tocar piapiony nated 5,414,000 10,967,000 7,839,000 7,069,000 31,700,000 
OR ee ae: 7,431,000 11,050,000 7,818,000 7,399,000 34,291,000 
Orders— 
CC ee ee 9,736,000 15,563,000 8,781,000 7,668,000 42,244, 00 
On hand end week.......... 41,842,000 74,149,000 53,075,000 48,370,000 219,580,000 
Dis- +Lumber fabricated at mill and used in con- 
Dis- Dis- Dis- tricts All struction work is included in total orders and 
trict trict trict Nos. dis- shipments. 
No.1 No.2 No.3 4-8  tricts Districts: No. 1, Northeast corner Arkansas, 
————- of all Missouri, all Illinois except Paris. No. 2, 
cape a r Practically all Arkansas, part nort ouisiana 
Production. 54.1 67.8 78.8 77.2 68.9 and northwest Mississippi. No. 3, Southern 
Shipments.. 74.2 68.3 78.6 80.8 74.6 and central Louisiana, Texas and southwest 
Orders .... 97.3 96.2 88.3 83.7 91.9 corner Mississippi. No. 4, Alabama, northwest 
Percentages of Florida and eastern Mississippi. No. 5, East 
actual cet— Tennessee, a few mills in northern Alabama, 
Shipments..137.7 100.8 99.7 104.7 108.2 Georgia and South Carolina, west half North 
Orders ..179.8 141.9 112.0 1085 133.3 Carolina and small part south Kentucky. No. 
Percentage of P ' ‘ ; ‘ 6, All Georgia and Florida mills not included 
shipments— in Nos. 4 and 5. No. 7, Practically all South 
Orders ....131.0 140.8 112.3 103.6 123.2 Carolina, east half North Carolina and Vir- 
a ie aoe ee “24 ae . os ginia. No. 8, All Pennsylvania, West Virginia, 


*Daily productive capacity of 35,000 feet 1s 
considered one unit. 


west half Virginia and few mills in eastern 
Ohio. 





Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Associa- 
tion has issued the following comparative sta- 
tistics for the years 1926 and 1927: 


No. Year Year Percent 

mills 1927 1926 decrease 

Production ..... 1 110,007,000 113,739,000 3.3 

Shipments ..... 22 112,125,000 120,679,000 7.1 

Orders . --16 77,906,000 78,941,000 1.3 
End year— 

Orders unfilled. .22 8,736,000 9,707,000 10.0 

Pe cc cnce obo 22 29,527,000 27,721,000 *6.5 

*Increase, 


Average Value, 25/32x2\%4”, First, Second and 
Third Maple f.o.b. Michigan and Wisconsin 


Decrease 
1927 1926 Percent 
Se en ee $72.05 $83.29 13.5 
eae eee 63.80 68.08 6.3 
2a eee ees 41.03 39.45 *4.0 
NE = ac hrameig-ae 64.51 71.39 9.6 
*Increase, 


Percentages of Stocks Sold 


; The following are percentages of sold stock 
Jec. 31: 


Increase 

q 1927 1926 percent 
0 ree See ee 86 52 65 
DE. -ccitne conn mons eon 74 118 *37 
EE, Gow gc occoue anti warkeinen 92 87 6 
POO “xs wWotketoe ke vaaes 80 69 16 





Tue State College of Agriculture, at Cornell 
University, Ithaca, N. Y., has lately published 
a bulletin on “County, Town and Village 
Forests,” and is offering to send a copy free 
to all interested. In this connection the state- 
ment is made: “A quarter of a century of 
constant effort, in which newspapers played 
the most prominent part in telling the need 
of forestry, has resulted in a startling activity 
in New York in forest planting. The con- 
servation commission has supplied trees at cost, 
and New Yorkers have probably planted more 
trees in the last two years than have the 
residents of all the rest of the States. 


. yards in Columbus, 


Carolina Pine Costs 


NorFoL_k, VA., Feb: 13.—The North Carolina 
Pine Association reports that in December the 
total cost of rough lumber, exclusive of stump- 
age, was $22:31 for mills doing their own log- 
ging, the range for these being from $17.42 to 
$34.35; $27.92 for mills purchasing logs, and 
that the average for all mills was $22.44—the 
statement being based on 19 reports from 16 
members representing 22 mills. Average cost 
of logs for mills doing their own logging, ex- 
clusive of stumpage, was $9.45, made up o 
$6.34 for logging expense and $3.11 for log 
transportation; total cost of manufacturing for 
these mills was $6.97, made up of $4.55 for 
sawmill, 68 cents for dry kilns and $1.74 for 
yarding and shipping; total overhead averaged 
$4.76, made up of $1.23 for insurance and 
taxes, $1.08 for depreciation and $2.45 for 
general overhead, and selling expense amounted 
to $1.12. 


Severs Connection With Concern 


CoLtumsBus, Onto, Feb. 13.—T. A. Jones, 
vice president and general manager of the 
Doddington Co., operating five retail lumber 
has sold his interest in 
the company and retired from active partici- 
pation in its affairs, effective Feb. 1. Mr. Jones 
was connected with the company and its pre- 
decessor for nineteen years, having been one 
of the organizers of the West Side Lumber 
Co., which was taken in when the Doddington 
Co. was formed in 1912. For the last seven 
years he held the position of general manager. 
His interest was purchased by Elihu Dod- 
dington, president, and Gomer C. Richards, 
treasurer. E. H. Slyh has been made vice pres- 
ident to fill the vacancy, although no appoint- 
ment of general manager has been made. 

Mr. Jones will take a long vacation trip be- 
fore announcing his future plans. 


CI PACIFIC COAST Co 





Douglas Fir 
and Western 
Hemlock 


Lumber and 
Timbers 


Here is the place to 
get any stock you re- 
quire—green or dry, 
rough orsurfaced, any 
size or grade. Just 
send us a memoran- 
dum of your require- 
ments and let us dem- 
onstrate our service 
to you. 


We cut timbers all 
sizes up to 80 feet in 
length. 


Car and Cargo 
Shipments Anywhere. 


DEMPSEY 


Lumber Co. 
TACOMA, WASHINGTON 














Dealers Know 


the high quality of our 
Cascade Mountain 


HEMLOCK 


There’s no better — we can fill your 
orders for all standard items in 


Fir, Hemlock, Spruce or Cedar 


Also Lath and Shingles. 


DAILY CAPACITY: 


Lumber 225,000; Shingles 150,000; 
Lath 50,000 


WHITE RIVER LUMBER CO. 


Enumclaw, Wash. 








or mixed with 
Doors, Garage 
Doors, Colonial 
umns, Balus- 
os Porch Rail, 
O. G. Gutter, 
Mouldings and 
other items of 
Fir Lumber. 


John D. Collins Lumber Co. 


White Bldg., SEATTLE, WASH. 


WINDOW 
DOOR FRAMES 


K.D. 














HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 Se. Dearborn St., CHICAGO 
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CI PORTLAND, ORE. Co 





CAR CARGO 


Willapa Lumber Co. 
Fir 


Spruce 
Hemlock 
Our Specialty 
Vertical Grain Uppers 
Carefully dried—Well manufactured. 


Mills: - - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE. 
Chicago Representative 
Western Wood Products Co., 2251 S. Loomis St. 


Old 
Growth 








— 


When You 
Need FIR 








Service 
Long Dimension 
Plank, Timbers ana 
Long Joists 

Quality 


WRITE OR WIRE, 
The Griswold Lumber Co. 
Gasco Bldg., PORTLAND, ORE. 


Griswold-Grier Lumber Co. 
SALES AGENTS: Evergreen Lumber Company. 
































Put 


“Come on Home” 
in your 


Home Town Library 


“Come on Home,” by Douglas 
Malloch, “the Lumberman poet,” 
should be in every public library in 
America. 


Wouldn’t you like to be the one to 
put it in the library in your home 
town? (It ought to be in the high 
school library too.) 


For $5 we will send you, post paid, 
three copies—one for yourself, one 
for the library, and one for the high 
school. (Regular price, $2 a copy.) 

Can you think of as fine a thing 
to do, at so little expense ?— anything 
so likely to delight librarian, teach- 
ers and pupils, and to promote a 
love of home in your home town? 


Address the Publisher, 


American fiumberman 


431 South Dearborn Street, 
Chicago, Ill. 


IGPIS| PIS HIS HIG HIG HIG HIGHICGVWIGHIG HIG HI 


(If you prefer, and will send us the names 
and addresses with order, we will send the 
books for library and high school direct, 
with a letter from us saying they are a gift 

from you.) 
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News Notes from Ameic: 


Tacoma, Wash. 


Feb. 11—A warm discussion of tow boat 
rates on Puget Sound featured the regular 
meeting of the Tacoma Lumbermen’s Club 
yesterday. Frost Snyder, chairman of the 
club’s committee on the subject, reported on 
a meeting with the Towboat Owners’ Associa- 
tion, at which a new tariff was tentatively 
adopted for submission to the lumbermen for 
their recommendation. This tariff reduces 
rates in some cases and advances them in 
others, and provides for substantial reduc- 
tions on large rafts. The request of the 
lumbermen that the towboat operators guar- 
antee delivery was not included in the tariff, 
and this point was the basis of considerable 
discussion. Final decision as to the club’s 
action was postponed until next week, to allow 
time for an analysis of the new tariff and a 
comparison with last year’s towing costs. 

The club indorsed the proposed city bond 
issue for the construction of additional fire 
stations. This action was taken on the 
recommendation of W. Yale Henry, chairman 
of the fireboat committee. 

Cargo shipments of lumber over the Tacoma 
docks during the present week: From the 


Shaffer, Baker and McCormick docks and 
Portacoma piers, 3,510,000 feet: St. Paul & 
Tacoma Lumber Co., 1,500,000 feet; Defiance 


Lumber Co., 300,000 feet; Dickman Lumber 
Co., 400,000 feet; Puget Sound Lumber Co., 
350,000 feet, and Tacoma Harbor Lumber Co., 
400,000 feet—a total of 6,460,000 feet. Desti- 
nations: Atlantic coast, 1,710,000 feet; Cali- 
fornia, 1,450,000 feet; Japan and China, 2,- 
550,000 feet; Europe, 400,000 feet; Hawaiian 
Islands, 50,000, and India, 300,000 feet. Other 
than lumber: The Atlantic coast took 13,000 
feet cross arms, 455 bundles broom handles, 
2,866 doors, and 1,500,000 shingles. Europe 
took 3,000 doors, 50,000 feet airplane spruce, 
two cars floor blocks, one car plywood and 
100 tons box shook. South America, west 
coast, took 500 tons box shook. The Hawaiian 
Islands took 400 tons box shook and 500 
doors. 

The St. Paul & Tacoma Lumber Co. estab- 
lished a new record last week when 1,000,000 
feet of lumber was loaded on the steamer 
Pacific Spruce in one 8-hour shift. The ship 
took 5,600,000 feet from Tacoma, of which 
4,000,000 was furnished by the St. Paul mill. 

A new market for Pacific coast veneer has 
been opened in Italy, and the first shipments 
of veneer logs to the Mediterranean went out 
this week. The logs were large size, clear 
Douglas fir. Samples of Douglas fir veneer 
sent to Italy attracted the attention of Italian 
craftsmen and the order shipped by the local 
mills was the result. Regular shipments will 
be made hereafter, it is believed. 


Direct service to India from Tacoma was 
established this week by the Kerr line. The 
motorship Silverspruce, first of the new line 
in service, called at the Dickman mill for 
300,000 feet of lumber for direct shipment 
to Calcutta. 

Lumber products measurable in board 
feet shipped by water from Tacoma during 
1927 totaled 725,226,138 feet, according to the 
annual report of the city harbormaster. Of 
this total 360,609,597 went to American ports, 
192,368,387 feet to the Orient, and 154,180,728 
feet to Europe. Log shipments to the Orient 
totaled 17,237,950 feet. Door shipments from 
Tacoma were 1,520,616 doors, of which 1,152,- 
097 went to Europe, 360,118 to American ports 
and 8,401 to the Orient and Australia. 


Mrs. Herbert S. Griggs, wife of the secre- 
tary-treasurer of the St. Paul & Tacoma Lum- 
ber Co., was seriously injured last Monday 
when struck by an automobile. She is’ suffer- 
ing from a severe scalp wound and many 
bruises. 

The Tacoma syndicate which bid for the 
seven ships of the American Oriental Mail line 
made the best offer received by the United 
States Shipping Board, according to word re- 
ceived here yesterday, and unless some hitch 
develops will be awarded the vessels. The 
syndicate, which includes several prominent 
Tacoma lumber manufacturers, plans to or- 
ganize an operating company and maintain 


the ships on the run between Puget Sound 
and the Orient, with Tacoma as headquarters. 


Seattle, Wash. 


Feb. 11.—B. F. Heintzleman, United States 
district forester in charge of forest manage- 
ment at Juneau, Alaska, sailed north today, 
after having journeyed to San Francisco in 
connection with the plans of the Zellerbach 
Corporation to establish a pulp and paper mil) 
near Ketchikan, Mr. Heintzleman represented 
both the Forest Service and the Federal Power 
Commission. It is stated that the plant, which 
calls for an investment of $10,000,000 wil 
start in 1932, with an initial daily output of 
200 tons and an ultimate capacity of 400 tons. 

Joseph R. Blunt, manager Seattle offices 
West Coast Lumber Bureau, will leave in a 
few days for middle western and eastern ter- 
ritory, where he will make a thorough sur- 
vey of conditions relating to lumber supply 
and demand, and inquire into the prospects for 
extension of the uses of West Coast woods. 
He will be absent about six weeks. 

G. A. Halpin, of the Pacific Coast Lumber 
Co., Boston, Mass., has been making a tour 
of the West Coast mills, having come west 
by way of California. He is conservative in 
forecasting the market, observing that “times 
ought to be a little better.” 


San Francisco, Calif. 


Feb, 11.—Foreign demand for California 
woods showed increase during the week, sev- 
eral ships being fixed for lumber cargoes to 
the United Kingdom. There was also renewed 
strength in the Oriental market. There is a 
shortage of space in the general intercoastal 
lines at the standing rate, lumbermen declare. 
A $2 increase in pine doors was announced by 
door and sash manufacturers this week. The 
increased prices go into effect immediately. 

Mild winter weather in the High Sierras will 
allow mills to begin operations early in the 
spring, lumbermen say. Some mills, however, 
are planning curtailment of sawing during the 
early months of the year, and will delay start- 
ing up. 

S. Rex Black, forest engineer California 
White & Sugar Pine Manufacturers’ Associa- 
tion and secretary-manager Forest Protective 
League, is spending the week in Sacramento, 
attending the meeting of the State conserva- 
tion board relative to adopting forest fire pre- 


vention rules. 
Bend, Ore. 


Feb. 11.—The Brooks-Scanlon Lumber Co. 
has begun operating six days a week, after 
working four days for two months. Slight 
improvement in demand for lumber, and ad- 
verse weather conditions which curtailed pro- 
duction during the winter, are the reasons 
given for the change by Harry K. Brooks, gen- 
eral manager. 

The Shevlin-Hixon Co. will continue operat- 
ing on a 50 percent basis for a time yet, ac- 
cording to C. L. Isted, general manager. 


Portland, Ore. 


Feb. 11.—Manufacturers of fir lumber here 
report that volume of business continues good, 
but that prices are still at the low level that 
has prevailed for several months. 

California should develop into a good mar- 
ket for lumber this year, H. B. Van Duzer, 
general manager Inman, Poulsen Lumber Co.., 
said today upon his return from a trip to Los 
Angeles. Rains give promise of good crops 
and a better demand for lumber. 

T. Y. S. Ballantyne, formerly manager Dol- 
lar-Portland Lumber Co., now living in Seat- 
tle, was a Portland visitor last week. It is 
understood that he is negotiating for the pur- 
chase of a sawmill on Puget Sound. 

William Ward, of the Ward-Lewis Lumber 
Co., Portland, last week bought the retail 
yard of the Willamette Valley Lumber Co. at 
Monmouth, Ore. 

The Hammond-Tillamook Lumber Co. ex- 
pects to resume continuous operations about 
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March 1, at Garibaldi, Ore., following comple- 
tion of a new steel bridge on its logging line. 

The Empire Western Lumber Co., a subsid- 
iary of the Empire Development Co., at Em- 
pire, in the Coos Bay district, is planning the 
establishment of a sawmill of about 250,000 
foot capacity at Empire, to be ready for opera- 
tion June 1. The company is reported to have 
purchased the machinery of the Ferry Baker 
Lumber Co. sawmill at Everett, Wash. The 
Empire Development Co. recently purchased 
the old townsite of Empire. 


Vancouver, B. C. 


Feb. 11.—There is a good demand for shin- 
sles at present prices, and mills are well 
supplied with orders. While there are few 
inquiries for lumber for March-April, inquir- 
ies for May-June-July shipment show an in- 
crease. Parcel business for New Zealand 
monthly shipments is steady, and there is an 
increase in demand for cedar. Temporarily 
Japan is not buying much lumber, owing to 
increase in freight rates, but all reports indi- 
eate that stocks there are below normal. China 
is very quiet, except for railway inquiries. 
Three cargoes of ties for Chinese railroads 
have been placed within the last few days. 
Demand for thin clears for the United King- 
dom and Continent remains steady, and con- 
siderable volume has been booked by the mills 
for shipment March-April.. Cargo of Douglas 
fir ties has been sold for delivery to Dublin. 
British railroads have also placed consider- 
able quantities of railroad crossing timber. 
Two steamers are now loading in British Co- 
lumbia for South Africa. Slight improvement 
is shown by Atlantic seaboard business, prices 
remaining about the same. Freight rates are 
stiffening, and it is difficult to secure space 
from British Columbia. What space is avail- 
able is going at about 50 cents premium over 
space from American ports. ,Mills have fair 
stocks of Atlantic seaboard stuff. 


Beaumont, Tex. 


Feb. 13.—Pine prices are holding up very 
well in the Beaumont trade territory. Nos. 2 
and 3 shiplap, in 6, 8 and 10-inch, are scarce 
and firm, Six-inch center-matched is reported 
very scarce. For the ordinary run of stocks, 
demand is fairly good and prices are holding 
their own. 

Despite torrential rains in the east Texas 
and west Louisiana hardwood districts, and 
the let-down in production caused by the burn- 
ing of the Kirby mill at Voth, overproduction 
is still influencing prices. Auto body builders 
are buying in limited quantities and millwork 
people are picking up a bargain here and there; 
while flooring people are taking on a little 
material also. The export demand is taking 
care of a good deal of the surplus from this 


ie Norfolk, Va. 


Feb. 13.—February has been a disappoint- 
ment to manufacturers and dealers in North 
Carolina pine. But since the first of the year 
Norfolk yards have been moving out a great 
deal of stock. Eastern yards impress sales- 
men with the fact that they are in no hurry 
for stock. On the other hand, millmen are 
eager to ship out orders as fast as possible. 
Prices show no change. 

There has been very little demand for 4/4 
edge No. 2 and better band sawn. Most buy- 
ers of good circular stock are covered for sev- 
eral weeks. No. 2 and better 4/4 stock widths, 
both band and circular sawn, have been very 
quiet. Demand for 4/4 edge No. 3, also No. 3 
stock widths, keeps mills pretty well sold up 
at fair prices. The 6/4 stock widths No. 2 
and better, are active and scarce, as well as 
5/4x10- and 12-inch dressed into stepping. 
Miscuts, No. 2 and better 4/4 rough, have been 
in better demand. 

Sales of 4/4 edge No. 1 box, kiln dried rough, 
have been very light. Local box makers have 
little interest in kiln dried edge widths, al- 
though willing to pay a fair price for good air 
dried edge box. There is little air dried stock, 
and rainy weather will prevent much coming 
out before March. There is a good demand for 


icas Lumber Centers 


4/4 No. 1 stock box, rough, dressed and 
dressed and resawn, in both kiln and air dried 
stocks. There is not much kiln dried avail- 
able, and rains retard air drying. Edge 4/4 
No. 2 box has been rather quiet but there has 
been a little better demand for No. 2 stock 
box, rough and dressed, at low price. Stock 
box 6/4, dressed and resawn, and air dried 
edge widths, are in better demand. Sales of 
4/4 box bark strips have been light, as mills 
have little stock. Hardwood box lumber seems 
scarce, 

Sales of flooring, thin ceiling, etc., have been 
very light. While a number of mills are 
cleaned up on Nos. 3 and 4 flooring, it is still 
very difficult to sell No. 2 and better even at 
a very low price. There is a good demand for 
kiln dried 6- and 8-inch roofers, and a better 
demand for 6-inch air dried. Other widths 
are not very active. A few mills have been 
quoting higher prices on air dried, but prices 
in general are unchanged. Framing, rough 
and dressed, has been very quiet. 


Macon, Ga. 


Feb. 13.—Roofer manufacturers throughout 
this territory report a steady business. There 
are few mills operating at anywhere near 
capacity unless it be the smaller portable ones. 
The market during the last three weeks has 
had a stronger undertone. 

Longleaf mills in southwest Georgia and 
southeast Alabama are operating below normal 
capacity, although the weather has been satis- 
factory. There has been a steady movement 
during the week, principally of railroad items. 


New Orleans, La. 


Feb. 14.—Local trade in southern pine for 
the week was said to have a somewhat im- 
proved tone. Exports were reported to be 
holding up. 

January construction in Louisiana was 6 per- 
cent over January, 1927, and 5 percent over 
December, 1927. January construction in New 
Orleans was .32 percent less than January, 
1927, and 27 percent less than December, 1927. 
The greater bulk of January construction in 
New Orleans was residence work. 

The contract recently awarded by the Or- 
leans Levee Board to F. C. Youmans and Wil- 
liam Moore, of Houston, Tex., and Bay St. 
Louis, Mo., for revetment work on Lake Pon- 
chartrain calls for 3,600 round piling and 450,- 
000 feet in flashboard. The contract price was 
$92,730. The work must be completed by 
March 20. 


Jacksonville, Fla. 


Feb. 13.—Reports of the district directors 
of the Florida Lumber & Millwork Associa- 
tion which met here last week showed that 
while Florida business conditions are not yet 
normal, there has been a decided betterment, 
and the prospects are for the best. Stocks at 
yards are below normal, and practically all 
have been able to dispose of their heavy sur- 
plus. There is still an over supply of retail 
yards in every city. 

Southern pine manufacturers report that 
they are getting fully enough business for the 
capacities of their plants. Prices remain 
steady. Orders have been of the general 
mixed variety, with timber business predomi- 
nating. The railroads seem to be somewhat 
active of late. Car builders are sending in in- 
quiries that are giving the wholesalers and 
manufacturers something to work on. Shed 
and yard stocks are moving satisfactorily, but 
“are not bringing prices that can be taken as 
more than an even break. 

The cypress market has shown improve- 
ment. Some northern buyers are feeling 
around and are taking advantage of excep- 
tional offers. There has been a noticeable 
steadying of prices, and all mills are moving 
some lumber. A good many that have been 
shut down for months report surplus just 
about worked off. Of course some items are 
not moving, the most noteworthy being 4/4 
shop, though very’ low prices have been 
quoted on it. 

The Lumbermen’s Club, today, was the scene 
of a farewell luncheon to H. W. Pierce, who 


is leaving to become manager of the pine de- 
partment of the Sterling Lumber Co., Philadel- 
phia, Pa. 


Birmingham, Ala. 


Feb. 13.—The southern pine market has been 
good, although some reductions were made on 
No. 2 common 4-inch flooring, and special cut- 
ting eased off. Weather hampered deliveries 
by the retailers here but a good volume of 
business was handled. Contractors in Birm- 
ingham are calling for a large quantity of spe- 
cial cutting. Manufacturers were found put- 
ting in full time and optimistic. Pine stocks 
are in fair shape at Alabama mills. Dimen- 
sion mills are keeping about thirty days ahead 
of orders, with excess weights being regis- 
tered due to the shipping of partly dry stock. 
Some mills have orders from the southern 
dealers to send in dimension stock fresh cut, 
and this is being used largely on the jobs di- 
rect, and in many instances rough stock is 
used. The small mill is thus in position to 
divert its cut direct to the car. Some mills 
have refused to meet cuts in prices on 1-inch 
stock, and expect to see this item regain lost 
ground. There is considerable spread between 
quotations of mills. For instance, a small 
mill cutting about 15,000 feet a day may quote 
$19.50 on 2x4-inch, 10- to 16-foot dimension, 
but a larger mill, cutting say 150,000 feet a 
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ATTENTION 


COMMISSION 
SALESMEN! 


Do you, or would you like a sideline which 
sells to EVERY retail lumber concern and 
carries a good commission on every sale ? 


9) 


THE FINEST AND BEST 


Carpenter Aprons, 
NAIL SACKS 


and 


TARPAULINS 
IN AMERICA 


Some good territory open for capable, satis- 
factory producers. Write for proposition, stating 
territory covered and details of importance to a 
permanent connection. 


Allied Cloth Specialties, Inc. 


GREENVILLE, OHIO 
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Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 

















Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 


Denver 


San Francisco 


No. 1 





| 
| 











The Biggest Card in the Business World 


The skill and care exercised in engraving 
a Wiggins plate has made the 


Wiggins Peerless 
Patent Book Form Card 


the choice of a long list of America’s biggest card users. 
If you admit the value of a proper card representation we 
would like to send you tab of specimens. Ask for it; de- 
tach the cards one by one and observe their clean cut 
edges, their general excellence and the protection afford- 
ed by being encased in convenient book form stylc. 


The John B. Wiggins Co. 


Established 1857 


Engravers 
Plate Makers 
Die Embossers 


1108 
Se. Wabash 
Avenue 


CHICAGO 





POTEEL COMPANY 
erirrTesvecn. a oa on 
cnicasee 
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WARREN AXE & TOOL CO. 


WARREN, PA. 


Paina Pacers GRAND PRIZE 
National ExPOSitiOn  mmeceemescssssss: sucumescssssnsenens 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AXES-LOGGING TOOLS {70 OFOF FORGINGS, Daily tac 
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day, will want $22.50. On 8- and 10-inch boards 
the spread would be between $21.50 and $24. 


Laurel, Miss. 


Feb, 13.—The last week has seen a continu- 
ation of market improvement. The local mills 
report increasing order files and decreasing 
stocks. Local production of pine is somewhat 
under normal. Prices are firm, and an advanc- 
ing tendency is readily discernible. Some 
items are selling for at least $1 more than 
they were a week ago. This especially applies 
to 2x4-inch and wider dimension. Lower grade 
boards, shiplap and center matched are like- 
wise strong, and are 50 cents to $1 above lev- 
els of two weeks ago. Special cutting of all 
varieties in longleaf continues very firm. Con- 
siderable improvement has been noted in the 
export business. Inquiry is more plentiful, 
and orders are coming in more freely. South 
American schedules are up $2 over the low 
prices of six or eight weeks ago. Sawn tim- 
ber is firm and is much sought after. Demand 
for extra prime and Genoa prime exceeds the 
supply. 


Shreveport, La. 


Feb. 13.—Business is still coming to south- 
ern pine mills at a fairly satisfactory rate, 
particularly from retail yards. Ofders calling 
for a large proportion of 8-inch boards and 
shiplap, and 6-inch No. 2 center matched floor- 
ing, are rather hard to place, as mills are 
loaded with straight car orders for these items. 
Eastern dealers have evidently overbought on 
the same items, and it may be that there is a 
surplus of them in transit to northern mar- 
kets. The mills that refrained from booking 
that class of order are now getting a nice vol- 
ume of mixed car business at better prices. 

Hardwoods may be termed a little steadier, 
but no change is noted in demand or prices. 


Brookhaven, Miss. 


Feb. 14.—Orders last week fell off slightly 
from the heavy volume of the preceding week, 
but were about equal to production. Recent 
orders were mostly for stocks on hand and 
virtually all for rush loading, so that ship- 
ments are heavy. Dry stocks at mills are get- 
ting rather low, as lumber has been seasoning 
slowly through the winter. No. 2 boards and 
fencing items are sold well ahead, and have 
advanced about $2 during the last thirty days. 
Buyers.in Chicago and other large markets are 
freely. paying these advanced prices. Usually 
40 to 50 percent and sometimes more of the 
average mill output goes into No. 2. Dimen- 
sion stocks are very badly broken, and it is 
extremely difficult to fill mixed orders. The 
weather has made it almost impossible to dry 
lumber. One of the big mills that had been 
closed down for repairs the last ten days is 
operating again. The export market is hold- 
The mills can not produce 
the quantities of 30, 35 and 40 cubic average 
stock required for foreign markets. 

No. 2, 4-inch fencing strips are selling well 
and are in good inquiry. For shortleaf 6-inch 
fencing and flooring there has been excellent 
demand. There is a fair surplus of longleaf 
kiln dried. No. 2 boards, longleaf and short- 
leaf, 8- and 10-inch, have been moving in ex- 
tremely heavy volume, and it will be thirty to 
forty-five days before there will be any to 
offer dry. No. 2 longleaf 12-inch have been 
moving exceptionally well to the export mar- 
ket, and better to the interior market. The 
5/ and 6/4 No. 2 have sold in gratifying vol- 
ume. No. 3, 4-inch fencing continues an ex- 
cellent seller, and all mills are now oversold, 
while the 6-inch of which stocks are large, has 
been selling in fair volume. No. 3 shortleaf 
8- and 10-inch boards remain well oversold, 
while there is a rather heavy surplus of long- 
leaf, especially in 10-inch width. The 12-inch 
No. 3 have moved well in longleaf, and sur- 
plus is low, while shortleaf are plentful. Box 
shook business has been holding up fairly well, 
and a heavier volume of orders is foreseen. 

Stocks of 3-inch flooring are extremely low, 
and there is practically no unsold rift. Mills 
are not eager to make this class of lumber, as 
prices are unsatisfactory. There are fair 
stocks of 4-inch rift. Plat grain items have 
not moved well, and there is a fairly comfort- 
able surplus of No. 2 common and Bé&better. 
No. 2 longleaf 3-inch flooring is oversold. Drop 
siding items have been moving fairly well, 
especially B&better Nos. 117, 106 patterns, the 
last mentioned being much oversold. Stocks 





of other items have been cut rather low. Cejj. 
ing has continued to move well, especially in 
lower grades. No. 1 in %x4-inch has moveg 
well but B&better continues a little slow. No, 
3 in 5x4-inch continues well oversold. Parti- 
tion, bevel and square edge siding are slow, 
There is considerable inquiry for pine mold 
ings, but the mills are now sold ahead for 
thirty to forty-five days. Pine finish is still g 
little slow, due to competition from smaller 
mills and North Carolina mills. The automo- 
bile trade is buying freely of No. 1 & C ang 
practically all surplus of inch has been ab. 
sorbed, while there has been fair movement 
of thicker sizes. 

There is a continued nice movement of di- 
mension, and stocks are so badly broken that 
large numbers of orders for longleaf and 
shortleaf, Nos. 1 and 2 have to be refused. No. 
3 has moved well, and stocks are low. 

No. 1 lath have firmed up to some extent, 
while No. 2 are still draggy. Pine shingles 
continue to sell in nice volume, and surplus 
is low. 

Mrs. King W. Bridges, wife of the assistant 
general sales manager J. J. Newman Lumber 
Co., was operated on for appendicitis Feb, 8 
and is doing well. 

G. IF. Royce, of Scranton, Pa., secretary J, J. 
Newman Lumber Co., is visiting this section. 


Atlanta, Ga. 


Feb. 13.—Southern pine business continued 
its steady improvement last week, bookings 
being fully equal to the cut, as rains have 
slowed up logging and compelled mills to cur- 
tail. Southeastern retailers are active buyers. 
B&better flooring, ceiling and partition are in 


good call, and better grades of dimension, 
boards, shiplap and finish are fairly active. 


Inquiry from middle western and eastern re- 
tailers is picking up steadily, but orders are 
not yet very active. Industrial inquiry for 
low grades is improving, while southeast rail- 
roads are placing sizable orders. Roofer mills 


are operating more actively but cutting less 
than normal, with sales improving. Prices, 


however, continue weak, averaging $17.50 to 
$18.50 for No. 2 common and better roofers. 


Jackson, Miss. 


Feb. 13.—Southern pine wholesalers and 
manufacturers report less sales resistance, 
and are generally more optimistic. Good 


weather was enjoyed throughout this terri- 
tory, and shipments were very satisfactory. 
Export demand is good. Flooring continued 
firm all week, and stock of all 38-inch items, 
except in B&better grade, are much reduced. 
Some very nice sales were consummated in 
4-inch rift. Four-inch No. 1 common and 
B&better were rather slow, and some mills re- 
port a little surplus of these items. Drop sid- 
ing continued firm, and some mills report their 
No. 3 stock oversold. 

Cc. E. Klumb, general sales manager Fink- 
bine Lumber Co., is in California inspecting 
the company’s operations. 


Minneapolis, Minn. 


Feb. 14.—Retailers and industries, which 
have run on low stocks, are showing a ten- 
dency to stock up, and some substantial or- 
ders have been placed. Northern pine manu- 
facturers and wholesalers are doing a good 
seasonable business. The hardwood men re- 
port slight improvement. Sash and door men 
are preparing for a better trade and are about 
to issue new cards, with advanced prices. The 
farmers of the States tributary to the Minne- 
apolis-St. Paul market have sold much of 
their 1927 grain crops and have more money 
than for a number of years. 

N. S. Bailey, Duluth representative for the 
Weyerhaeuser Sales Co., when in the Twin 
Cities last week forecast an improved demand 
for building materials at Duluth and Superior. 
He is also engaged in the retail lumber busi- 
ness at Walker, Minn., and said that summer 
tourist business and farm diversification in 
that territory are factors which should in- 
crease lumber sales. 

Country roads are in poor shape and re- 
tard farm building, according to W. I. Carpen- 
ter, who with E. C. Gabler, of the W. I. Car- 
penter Lumber Co., made an automobile trip 
into Minnesota. They found retailers figuring 
on. some sizable bills, mostly for barn con- 
struction. 

Demand for building material is very satis- 
factory and the outlook is promising, said Gus 
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= 
prestegaard, of the Prestegaard Lumber Co., 
Lincoln, Neb., when in the Twin Cities last 
week. He said he believed conditions were 
petter in Nebraska than in the Northwest, due 
largely, he believed, to the more open winter 
ere. 

on Rothberg, of the Central Warehouse 
Lumber Co., has made a tour of Iowa points. 
He said that while business in Iowa now is 
not active, larger volume is expected by re- 
tailers as soon as the weather improves, 

With lumbermen adhering rigidly to cash 
sales, the lumber industry is on a new basis 
in South Dakota, according to Tony Dale, 
manager C. E. McGowan Lumber Co., Sisse- 
ton, S. D., who was visiting the Twin Cities 
last week. 


New York, N. Y. 


Feb. 14.—Lumber sales continued to show 
improvement last week, especially in suburban 
sections. Reports from Westchester today 
said that retailers were doing a nice business, 
and yards are buying a fairly good volume. 
Similar reports were received from Long 
Island, where building has been resumed with 
good weather. New York wholesalers report 
that they are making good deliveries to New 
Jersey dealers. Yards in the city proper re- 
port an improved demand, but. retailers are 
not buying to a great extent. All price gains 


noted last week were held, but there had been 














With a decided list to port caused by a top- 
heavy deckload of lumber, the steamer “Oak- 
mar” pulled into the port of New York on Feb. 
4 from Grace Harbor, Ore. The AMERICAN 
LUMBERMAN correspondent was notified by 
telephone that a big shipload of lumber was 
sinking at the dock and he hurried to the scene 
with a cameraman. Members of the crew said 
the “Oakmar” had weathered some of the 
roughest weather they had ever witnessed on 
the way from the Coast. They insisted the 
reclining position was nothing unusual with 
such a cargo, but it looked mighty uncomfort- 
able to a landlubber 


no further increases. Western. pines had 
stiffened somewhat, but there was no increase 
in shipments. 

The Nylta Club held its weekly meeting 
last Friday night at the National Republican 
Club, with an attendance of 110 members. 
Floyd W. Schmoe, naturalist of Rainier na- 
tional park, gave an illustrated travelog. 
Dinner preceding the meeting was arranged 
for by Conrad N, Pitcher. 

The Woodbridge Lumber Co., Woodbridge, 
N. J., is making extensive improvements on 
its plant, including an 80-foot extension to its 
millwork warehouse. 

H. O. Geary, manager of New York office 
Sugar Pine Lumber Co., returned recently 
from a trip to the home office in Pinedale, 
Calif. 

W. Watson House has joined the Edward 


Taylor Lumber Co., Hartford, Conn. Mr. 
House has been in the building supply busi- 
ness since his graduation from Yale in 1913. 

John K. Moss, manager Conklin-Pfeister 
yard in White Plains, N, Y., was married 
recently in Boston to Miss Fannie Gardner. 

George M. Hamel, who has been connected 
with the Harry A. Prock Lumber Co. for a 
number of years, has become associated with 
W. J. Mingus & Co., Philadelphia. Mr. Prock 
recently opened a New York office. 


Baltimore, Md. 


Feb. 14.—John M. Gibbs, former secretary 
North Carolina Pine Association, but now in 
charge of the National’s trade extension cam- 
paign, has been invited here March 5 to 
address the quarterly meeting of the Balti- 
more Lumber Exchange. All those interested 
in distributing wood products will be asked 
to hear Mr. Gibbs. There will be a dinner. 

The E. E. Jackson Lumber Co., this city, 
operating a large plant at Riderwood, Ala., 
held its annual meeting Feb. 16 and reelected 
Everett E. Jackson, Jr., president; Richard 
N. Jackson, vice-president and treasurer; J. 
L. Norwood, secretary, and M. Toor, assist- 
ant secretary and assistant treasurer. The 
board of directors includes the Messrs. Jack- 
son with Morris Spectre, having been reduced 
from five to three. 

I. N. Combs, manager Combs Lumber Co., 
retailer, of Lexington, Ky., was in Baltimore 
recently to undergo treatment for his eyes. 


Duluth, Minn. 


Feb. 13.—Inquiry for northern pine is fully 
normal for the season. The mills note a 
broadening demand from Illinois and southern 
Michigan points. Mill stocks of dry inter- 
mediate and lower grades are at the lowest 
stage in several years. Some orders for No. 2 
and better from middle West and eastern steel 
plants have been booked. Quotations are well 
maintained. Sales of timbers are said to be 
gratifying. Woods operations are being 
pushed over northern Minnesota, and output 
will probably exceed that of last winter. Quo- 
tation were reported firm in ties, mine tim- 
bers and in other lines. Pulpwood remains 
easy, buyers not accepting deliveries in excess 
of contracts. Some portable mill operators 
are prepared to make substantial cuts of lath. 

The Weyerhaeuser interests are operating 
two sawmills at Cloquet, and the Virginia & 
Rainy Lake Co. is running its large mill at 
Virginia full time, the smaller mill being 
down for repairs. The Bailey Lumber Co. 
will operate its sawmill at Virginia as soon 
as supplies of logs are received this spring. 
The North Star Co. is operating full crews at 
its camps, and input will probably exceed last 


winter’s. 
Toronto, Ont. 


Feb. 18.—The Eastern Ontario Retail Lum- 
ber Dealers’ Association has arranged to hold 
a’meeting in Ottawa, Ont., on Feb. 23. 

Douglas A. Stalker, late of Douglas A. 
Stalker, (Ltd.), Montreal, which organization 
was recently wound up, has incorporated in 
Michigan the Stalker-Shead Lumber Co., with 
head office in Grand Rapids, Mich., and north- 
ern office at 855 New Birks Building, Mon- 
treal. Mr. Stalker is president, and Howard 
A. Skead, of the Howard A. Shead Lumber 
Co., Grand Rapids, is vice president. 

The Midland Lumber Co. (Ltd.) has been in- 
corporated, with authorized capital of $500,- 
000, to operate the Manley Chew sawmill at 
Midland, Ont., taking out logs on the Wahnapi- 
tae River. Those interested are J. J. McFad- 
den, of Spragge, Ont., and P. W. Herron, of 
Webbwood. Mr. McFadden, who has been op- 
erating camps on the Spanish River, has taken 
out 250,000 pieces, and it is expected that the 
McFadden sawmill at Spragge, inoperative for 
the last year or two, will resume activities 
about July 1. 

G. Percy Burchill, of Geo. Burchill & Sons, 
South Nelson, N. B., second vice president 
Canadian Lumbermen’s Association, left re- 
cently for the Pacific coast. Besides visiting 
his two sisters residing in the West, he will 
spend some time at sawmills and lumber cen- 
ters in British Columbia. | 

E. R. Bremner, of W. C. Edwards & Co. 
(Ltd.), Ottawa, first vice president Canadian 
Lumbermen’s Association, left recently on a 
Mediterranean trip. 


(Continued on page 95) 





TT TP came 
age” ae 


" 
d 


SIMONDS BAW AND STEEL CO. 


ESTABLISHED 1832—FITCHBURG, MASS. 
Chicago} Il). Lockport, N.Y. Seattle, Wash. 
Boston,|Mass§# Memphis,Tenn. Montreal, Que. 








Detroit, 
New Yc 


Atlanta, Ga. Toronto, Ont. 

London, Eng. Vancouver,B.C. 

New Or} . Portland, Ore. St. John, N.B. 
San Francisco, Cal. 


SIMONDS 


Spevjal Cross Cut Jaw 


FILES 








FEBRUARY 18, 1998 





88 AMERICAN LUMBERMAN 





| CHICAGO 





es 














CRONWALL & COMPANY 


Incorporated 


Specialists in Financing 


Lumber Companies 


And in the Sale of 


TIMBER LANDS 


and 


Manufacturing Properties 


231 So. LaSalle St. 
CHICAGO 




















A Standing 
Invitation 


from CHICAGO 


We want lumbermen every- 
where to know that when they 
come to Chicago they have a 
standing invitation to visit the 
Lumbermen’s Club of Chicago, 
23rd Floor of the Builders 
Building. 


We have an unexcelled place 
here for you to meet your 
friends—have your luncheon 
and enjoy a comfortable lounge. 


Come up and see us next 
time you’re in Chicago. 


Lumbermen’s 
Club of Chicago 


Wacker Drive at LaSalle St. 


E. A. THORNTON, Pres. 
M. E. COWPER, Sec. - Mgr. 





THE LUMBERMAN’S ACTUARY 


Shows at a glance the amount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition. A 
book every lumberman can use. Price tpaid, bound 
in leather, $8.50. AMERICAN LUMBE , Publish- 
ers, 431 8S. Dearborn St., Chicago, Ill. 


Paul C. Diener, manager of the Irving Park 
Lumber & Supply Co., local retailer, left last 
week to enjoy a brief vacation in the South- 
land. 

James H. Brannum, of the Brannum Lumber 
Co., retailer of Racine, Wis., accompanied by 
his wife and several friends, left Feb. 15 for 
a vacation in Florida. 


Frank G. Wright, secretary-treasurer of the 
Winegar-Gorman Lumber Co., returned Feb. 
15 from a six weeks’ vacation spent at Palm 
Beach and other Florida points. 


E. F. Xanten, of the C. D: Johnson Lum- 
ber Co., spent most of the week on a business 
trip through the consuming centers within a 
radius of one hundred miles of Chicago. 


E. K. Bishop, head of the E. K. Bishop 
Lumber Co., Aberdeen, Wash., spent a couple 
of days in Chicago this week calling on the 
local distributers of West Coast products. 


J. G. Brannum, president of the Brannum- 
Keene Lumber Co., prominent retailer of In- 
dianapolis, Ind., was in Chicago Feb. 11 call- 
ing on some of his friends in the local trade. 


O. L. Hilton, assistant sales manager of the 
Bradley Lumber Co. of Arkansas, Warren, 
Ark., made a business trip to Chicago this 
week for the purpose of sizing up the local 
situation, 


W. C. Cobham, of the W. C. Cobham Lum- 
ber Co., Cleveland, Ohio, spent several days 
in Chicago last week, and stated that pros- 
pects are bright for a good demand for lum- 
ber in the Cleveland territory this spring. 


Among the northern hardwood lumbermen 
who called on the local trade this week were 
E. C. Dawley, Dawley Lumber Co., Wausau, 
Wis.; R. G. Maislein and H. W. Maffett, Mais- 
lein-Dawson Lumber Co., Sheboygan, Wis. 


R. E. Allison, general manager of the AIl- 
lison Lumber Co., Bellamy, Ala., when in 
Chicago this week stated that the company 
was enjoying a fair volume of southern pine 
and hardwood business, and the outlook was 
encouraging. 

Negotiations recently were completed be- 
tween the W. M. Carney Mill Co. and the 
Swift-Hunter Lumber Co., both of Atmore, 
Ala., whereby J. L. Thomas, sales manager 
of the former company, will handle the in- 
terior sales for both organizations. 


D. V. Dierks, secretary-treasurer, and 
W. S. Cooper, assistant sales manager of the 
Dierks Lumber & Coal Co., Kansas City, 
Mo., when in Chicago last week conferring 
with A. Steele Forgy, local representative, 
reported business much better and prices 
more satisfactory than for some time. 


Elmer B. Smith, who for five years was as- 
sistant manager of the Fountain-Campbell 
Lumber Co., Ladysmith, Wis., resigning that 
position last summer to go to Oregon, drove 
back from the West Coast by the southern 
route to Fond du Lac, Wis., where he plans 
in the near future to enter the lumber business. 


G. R. Stegarth, of the Stegarth Lumber Co.. 
Escanaba, Mich., accompanied by Mrs. Stegarth 
spent several days in Chicago this week. Mr. 
Stegarth, who has- been a subscriber to the 
AMERICAN LUMBERMAN for twenty-nine years, 
reported a good volume of retail business in 
his territory, and was quite optimistic regard- 
ing future prospects. 

Henry W. Wagner, of Stephenson, Miss., 
and J. A. Curtin, of Madison, Wis., mill 
manager and sales manager, respectively, of 
the Foster Creek Lumber & Manufacturing 
Co., passed through Chicago last Friday on 
their way to attend a conference at Madison 
headquarters. Mr. Curtin was returning from 
a visit to the Stephenson mill. 


F, W. Long, sales manager of the Wiscon- 
sin-Michigan Lumber Co., Eagle River, Wis. 
spent several days in Chicago this week on 
company business. He reported that orders for 
northern hardwoods have been coming in pretty 
well for the last few weeks, the volume being 
ahead of the same period a year ago, and ex. 
pressed himself as optimistic regarding the out- 
look. 


H. N. Anderson, secretary-treasurer of the 
Twin Harbors Lumber Co., Aberdeen, 
Wash., stopped over in Chicago recently en 
route East on business, and while here con- 
ferred with Carter H. Manny, the company’s 
local representative. Mr. Anderson stated 
that the export business in fir is picking up, 
and expressed the opinion that prices on the 
upper grades would show considerable firm- 
ness. 


J. M. Brown, president of the Long Lake 
Lumber Co., manufacturer of Pondosa pine, 
Spokane, Wash., stopped over in Chicago re- 
cently on his return to the West after visiting 
Kansas City, St. Louis and other points, 
While in Chicago he conferred with the 
O’Neil-Carney Lumber Co., local representa- 
tive. Mr. Brown expressed himself as well 
pleased with the volume of business his com- 
pany is receiving from this territory, and is 
quite optimistic regarding prospects. 





Retiring from Lumber Business 


Announcement has been made under date of 
Feb. 13 that effective March 1, I. R. Morris 
and Harry R. Morris will retire from the lum- 
ber business after 44 years of activity in the 
southern pine trade, 34 years of which were 
spent at 39 South LaSalle Street, Chicago. The 
announcement further states: “During these 44 
years our relations with the trade have been 
unusually pleasant, and it is with many regrets 
on our part that we sever these pleasant rela- 
tions which have always existed. With the 
closing of our lumber affairs, it is our inten- 
tion to make our future home in Los Angeles 
and Pasadena, Calif., and we extend a cordial 
invitation to our friends when visiting in Cali- 
fornia to call on us where they will always 
find a hearty welcome and ‘the latch string 
hanging out.’” 


Company President Seeks Medical Aid 


BLACKWELL, Wis., Feb. 15.—A special Pull- 
man was run over the North Western railroad 
to this point Monday to take Mrs. George C. 
Flanner, president of the Flanner Co. here, to 
Green Bay, whence she went on to Chicago 
to seek medical attention for anemia from 
which she is suffering. Mrs. Flanner has been 
president of the Flanner Co., widely known 
nianufacturer of maple flooring, as ‘well as 
other lumber products, since the death of her 
husband, George C. Flanner, a lumberman of 
wide reputation, about five years ago. Two 
of her sons, Frank and Phil D., are in active 
charge of the Blackwell operation. 


Move to Larger Quarters 


The Paul Miller Co., now located at 30 
North LaSalle Street, will on Feb. 18 move 
to larger arid more commodious quarters in 
Suite 1317 Chicago Mercantile Exchange, Chi- 
cago. This building, which has just been com- 
pleted, is of the most up-to-date type and 
centrally located. Paul Miller, head of the 
company bearing his name, has been located at 
30 North LaSalle Street for the last eighteen 
years, and the change in location is necessi- 
tated by an increasing volume of business. 

A. H. Braman, who is associated with Mr. 
Miller, announces the removal of the local of- 
fice of the Nicola Pine Mills (Ltd.), of Mer- 
ritt, B. C., to the same address as the Paul 
Miller Co. The Nicola company specializes 
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Lumberman Injured in Auto Accident 

New York, Feb. 13.—E. Gates Barnard, 
brother of Everett L. Barnard, former presi- 
dent of the New York Lumber Trade Asso- 
ciation, was seriously injured several days ago 
in an automobile accident. E. Gates Barnard 
is connected with Church E. Gates & Co., of 
which firm his brother is an official. E. Gates 
Barnard was driving to his office from his 
home in New Rochelle, when his car crashed 
into an elevated pillar at Boston Road and 
White Plains Avenue, the Bronx. He was 
taken to Fordham Hospital, where he is suf- 
fering from a serious injury to his skull. 
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Promoted to Sales Manager 


At the annual meeting of the officers and di- 
rectors of the Orton Crane & Shovel Co., of 
Chicago, held recently 
at the company’s manu- 
facturing plant at 
Huntington, Ind., P. A. 
Orton, sf., was re- 
élected president and 
general manager, and 
Harry Shaffer was re- 








P. A. ORTON, JR., 
Huntington, Ind.; 
New Sales Manager 
Orton Crane & Shovel 
Co. 





élected treasurer. P. A. 
Orton, jr., formerly in 
charge of sales in the 
Chicago territory, was 
elected vice president 
and sales manager, and 
Herbert Mertz was 
elected vice president in charge of sales in the 
New York territory. Alex Orton, works man- 
ager at Huntington, Ind.; C. C. Case, Chicago, 
and J. L. Kenower, Huntington, also were elec- 
ted members of the board-of directors. 


Lumber Company Elects Officers 


DututH, Minn., Feb. 13.—Edward Hines 
of Chicago was reélected president; H. C. 
Hornby, vice president and secretary; F. E. 
Weyerhaeuser, treasurer, and Thomas S. Whit- 
ten, general manager of the Virginia & Rainy 
Lake Co. at its annual meeting held recently 
at Virginia, Minn. Mr. Hines presided. Views 
expressed regarding the lumber outlook for 
this year were optimistic all along the line. 
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Spread of Chestnut Blight in South 


Wasuincton, D. C., Feb. 13.—The chestnut 
blight is continuing its rapid spread in the 
southern States, the United States Depart- 
ment of Agriculture warns, advising owners 
of chestnut timber to consider carefully their 
salvage operations, particularly in regard to 
the smaller trees suitable for poles and for 
manufacture of tannic acid. The bureau of 
plant industry and its codperating reporters 
made observations in 1927 to determine the ex- 
tension of the blight, and find no reason to 
anticipate any abatement of the spread and in- 
crease of this fungous pest. It is expected 
that within the next ten years the blight will 
kill most of the chestnut timber in the south- 
ern Appalachian region. 

All of the important chestnut-producing 
counties of Virginia except fourteen in the 
southwest corner of the State have 80 percent 
or more of the chestnut trees infected or killed 
by the blight. Twenty-one counties of West 
Virginia, seven of North Carolina, two of 
South Carolina, and two of Georgia, are in 
the same condition. Of the remaining coun- 
ties with extensive chestnut growth in the 
above States and in Tennessee and Kentucky, 


69 have from 30 to 79 percent of the chestnut 
trees infected; 62 have 10 to 29 percent in- 
fected; and 23 have less than 10 percent. 

As the rate of killing varies in different 
parts of the same region, the department ad- 
vises all owners to ascertain the present con- 
dition of their chestnut, especially if it is suit- 
able for poles. Some large pole buying com- 
panies discriminate against poles cut from 
badly blighted trees, and most of them will not 
accept those cut from trees killed by the blight. 
Consequently, many owners who have failed to 
cut before the blight has seriously attacked 
or killed their trees are suffering considerable 
losses. At the present time many stands suit- 
able for poles should be cut promptly to pre- 
vent loss, while others can be left for several 
years without danger. 

Stands of chestnut suitable for lumber need 
not be marketed so quickly, because killing 
does not decrease the value of these trees so 
rapidly as it does trees suitable for poles. The 
blight fungus, itself, does not decrease the 
strength of the wood but decay-producing 
fungi, which enter the wood immediately after 
the death of the tree, decay the bark and the 
sapwood in a few years. Checks, which begin 
shortly after the bark falls, deepen, and cause 
considerable loss in sawed products. Chestnut 
trees can be used for tannic acid extract wood 
for twenty years or more after death. How- 
ever, their volume is reduced, within a few 
years after death, by the decay of the bark 
and most of the sapwood. This loss is espe- 
cially heavy in chestnut of small size. 

As the present low price of the various 
chestnut products makes it unprofitable under 
some circumstances to cut and market chest- 
nut, each owner should consider carefully his 
salvage operations. 


LUMBER TRANSPORTATION 


Week’s Revenue Freight Loadings 


WASHINGTON, D. C., Feb. 15.— Revenue 
freight loadings for the week ended Feb. 4 
amounted to 926,204 cars, distributed as fol- 
lows: Forest products, 69,379 cars; grain, 53,- 
788 cars; livestock, 35,277 cars; coal, 180,636 
cars; coke, 11,368 cars; ore, 7,660 cars; mer- 
chandise, 249,170 cars; miscellaneous, 318,926 
cars. 
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Transit Rates for Planing Mills 


DALLAS, TEx., Feb. 13.—At a meeting of the 
Texas-Louisiana Tariff Bureau held here the 
matter of transit rates for lumber planing 
mills of Dallas between the industries and the 
State’s raw materials was discussed. It was 
stated that if the local mills are not given 
better transit rates they will be forced to 
move to the Pacific coast or other more favor- 
able locations. 

That mills in Dallas were losing money be- 
cause of “prohibitive transit arrangements,” 
was emphasized by D. L. Tarrance, of Dallas, 
representative Texas Hardwood Mill Co. 

“No longer are there left in Texas large 
bodies of timber which will make it profitable 
for a millman to move to the raw material 
supply.” he said. “The millman must locate 
at one place and depend upon the railroad to 
haul his raw material from scattered supply 
centers. If the railroads charge excessive 
rates, the millman will have to move or go out 
of business.” 

Other mill representatives were heard by the 
railroad carriers. Decision will be announced 
later, it was stated. 


Orders Placed for Freight Cars 


In the latest issue of the Railway Age ap- 
peared notices of orders for freight cars as 
follows: 

Orders—Swift Co., 300 steel underframes for 
refrigerator cars from Bettendorf Co.; Fruit 
Growers’ Express, 152 refrigerator car under- 
frames from the Pressed Steel Car Co.; St. 
Louis-San Francisco, 1,000 steel frame single- 
sheathed 50-ton box cars. and 500 steel 55-ton 
hopper cars from American Car & Foundry Co.; 
500 hopper cars and 500 automobile cars from 
the Pullman Car & Manufacuring Corp.; 500 
hopper cars, 500 flat cars and 500 box cars from 
General American Car Co. 


The Aristocrat 


Hardwood 
Beautiful 


Firm grained, fine textured, 
even colored, with incom- 
parable staining qualities— 
Philippine Mahogany is the 
ideal wood for fine flooring. 
Long lengths (6 to 20 feet) 
enhance beauty and reduce 


expense of laying. 


Q oO 


Learn to know this beautiful 
wood which is specially fine 
for flooring, but is also 
adapted for interior finish. 
We carry large stocks to 
meet all requirements. 


qQ Gg 


A practically inexhaustible 
supply, cheap labor and 
modern lumber operations 
on a large scale, and the fact 
that it comes into the United 
States duty-free, give Philip- 
pine Mahogany price advan- 
tages which must not be 
overlooked. 


We have prepared sam- 

ples in the white which 

we will gladly send you 
upon request. 


CHICAGO WAREHOUSE 
LUMBER COMPANY 


(703 N. KILDARE AVE. 
CHICAGO, ILLINOIS 
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WATCHCLOCKS 


DETEX WATCHCLOCK CORPORATION 
BOSTON-23 BEACH ST. 
CHICAGO-4147 RAVENSWOOD AVE. @ NEW YORK-76 VARICK ST. 











DAVENPORT 
HOTEL ireadguarters for 


Lumb f 
Spokane, umbermen o 


the Northwest 
U.S.A. 





Reasonable Rates 
Informal 
Numerous Dining 


Rooms, including 
Coffee Shop 








"Circulating Ice Water 


Washed Air 
Ventilation 





Hy iy! 























Radisson Hotel | 


MINNEAPOLIS, MINN. 











HEADQUARTERS 
for LUMBERMEN 














Resawed Fables 


is a collection of the funniest 
prosewritings of “the lumber- 


"it fo the cups 
is t di. - 
enssocd the bumbeomen veld 
with a smile. Every lumber- 
man owes it to himself, 
Price postpaid, $1.00. 
AMERICAN LUMBERMAN, Publisher 
431 Se. Dearborn Si., CHICAGO 

















_ Business Changes 


ALABAMA. 
ceeded by Stover Mfg. Co., incorporated. 


Mobile—Stover. Lumber Co. suc- 


FLORIDA. Jacksonville — Announcement has 
been made of the purchase by W. R. Boone, of the 
half interest of J. I. Faircloth in the firm of Boone 
& Faircloth. The firm has been operating in 
Berrien County, Georgia, on turpentine lands. Mr. 
Boone will take over the entire management. 

INDIANA. Westport—Westport Lumber Co., re- 
cently organized, takes over the business of the 
Westport Lumber & Supply Co. Will make im- 
provements and expand business. 

IOWA, New Albin—Chris Birch “Lumber Co. 
changing name to Mendenhall Lumber Co. 

LOUISIANA. Minden—Elder Hardwood Lumber 
Co. removed to Jasper, Texas. 

MASSACHUSETTS. Adams—M. J. Holden Lum- 
ber Co. sold to W. H. Arnold. 


NEBRASKA. Albin—Albin Elevator Co. suc- 
ceeded by C. N. Dietz Lumber Co. 


NEW YORK. Whiteplains—City & Suburban 
Sash & Door Co. changing name to Whiteplains 
City & Suburban Pine & Oak Mills. 

NORTH DAKOTA. Heaton—Heaton Lumber Co. 
sold to Smith Bros., of Ely, Minn., and -F. C. 
Clough, of Emrick, and will be operated as Smith 
Bros. (Inc.) 

OHIO. Kenton—Kenton Lumber Co. succeeded 
by Kenton Lumber & Supply Co. (Inc.); purchased 
by Peter Kuntz Co., of Dayton, and John M. Me- 
Laughlin, Middletown. 

Leipsic—James MacDonald Lumber & Building 
Supply Co. dissolved. 

OREGON. Hood River—Otto and Jake Horn 
have sold their interest in the sawmill of the 
Standard Lumber Co. 

Rainier—A. E. Veatch has purchased the Dwyer 
shingle mill in the Fern Hill district, near here. 

Shannon—The sawmill of the Shannon Lumber 
Co, reported sold by sheriff to U. 8S. National Bank. 

PENNSYLVANIA. Malvern—Fisher & Nolan 
succeeded by Fisher & Son Co. 

Philadelphia—Geissel & Richardson succeeded by 
Cc. P. Geissel. : 


SOUTH CAROLINA. Orangeburg—E. P. Farr 
and G. K. Rich have divided their interests in 
the Builders Lumber & Supply Co., and Mr. Rich 
has now acquired Mr. Farr’s part of the business. 
The concern will be continued as the Rich Lumber 
& Supply Co. 

SOUTH DAKOTA. Rapid City—John Knecht, of 
Spencer, Neb., has purchased the lumber yard and 
stock of the H. S. Daniels Lumber Co. 

TEXAS. Cain City—Jung Lumber Co. sold to 
Stein Lumber Co. 

Wichita Falls—Oil Center Lumber Co. changing 
name to Rounds & Porter Lumber Co. 


WASHINGTON. Aberdeen—Aberdeen Lumber & 
Shingle Co. has consolidated with the Hoquiam 
Lumber & Shingle Co., of Hoquiam. 

Cashmere, Dryden, Mansfield, Monitor and 
Wenatchee—Columbia Valley Lumber Co. sold to 
Columbia Lumber Co. 

Kelso—Builders Materials (Inc.) consolidated 
with Wilson-Mack Lumber Co., of Longview, Wash. 

Preston—Preston Mill Co. has purchased the saw- 
mill of Johnson & Swanson Co. 

Spokane—L. A. Wold has purchased the saw- 
mill of the Massey Lumber Co. 

WISCONSIN. Rhinelander—Rhinelander Lumber 
& Coal Co. succeeded by Sutliff Lumber & Supply 
Co. 


Incorporations 


CALIFORNIA. Athens (Gardena P. O.)—Athens 
Lumber Co., incorporated. 

DELAWARE. Wilmington — National Veneer 
Products Corporation, incorporated; capital, $500,- 
000; lumber and timber products; headquarters 
in Wilmington. 

Wilmington—Ar-rite Flooring Co., incorporated, 
capital, $25,000; lumber and sawmill business. 

GEORGIA. Thomasville—James Gribbon, incor- 
porated; capital, $25,000; retail lumber and build- 
ing materials, 

ILLINOIS. Chicago—Elston Mill 
capital from $10,000 to $75,000. 

Chicago—Green Mfg. Co., incorporated; capital, 
$15,000. 

Chicago—Weiman Co. increasing capital from 
$18,000 to $20,000 and adding 5,000 shares com- 
mon no par value stock. 

INDIANA. Spencer—Spencer 
Co., incorporated; capital, $25,000. 

IOWA. Waverly—Bergen Lumber Co. increasing 
capital from $50,000 to $60,000. 

LOUISIANA. Hammond—Long Lumber Co., in- 
corporated; capital, $10,000; old concern. 

New Orleans—Templeman Bros., incorporated, 
capital, $75,000; old concern. 

MAINE. Portland—Consumers Lumber Co., in- 
corporated; 500 shares no par value; address Chas 
E. Towne, 18 Rosemont Ave.; will do business in 
Boston, Mass. 

MASSACHUSETTS. Boston—Henderson & Nolan, 
incorporated. 

MICHIGAN. Detroit—Erie Lumber & Coal Co.. 
incorporated; capital, $10,000. 

MONTANA. Butte—Gimble Lumber & Fuel Co., 
incorporated; capital, $25,000; incorporators: H. 8 
Gimble and Bert R. West, of Spokane and C. H 
Jensen, of Anaconda. 


increasing 


Wood Products 








NEW YORK. Long Island City—New Broadway 
Lumber Co., incorporated; capital, $30,000; address 
Alexander Loos, 3659 36th St., Long Island City; 
will do business in Kings County. z 

New York—Re Lumber Co., incorporated; capita) 
$10,000; old concern; 47 E. Houston St. : 

New York—Ewing & Kalb, incorporated; capita] 
200 shares no par value; Jacob Gold, 1440 Broad. 
way. 

NORTH CAROLINA. Charlotte—Adams Mfg, Co 
incorporated. ns 

Winston-Salem—Builders Supply Co., incorpor- 
ated; capital, $150,000; lumber and building mate. 
rial retailing. 

OHIO. Columbus—Woodcraft Lumber Co., incor- 
porated; to do general jobbing business in southern 
pine, cypress and hardwoods. 

Hudson—Schow Woodcraft Co., incorporated; 
capitai, $25,000; to manufacture and distribute al} 
kinds of wood products. 

Mansfield—Sun Glow Mfg. Co., incorporated; cap. 
ital, $65,000. 

Willoughby—Laird Lumber Co., incorporated; 
capital, $75,000. 

OREGON. Eugene—Globe Lumber Co., incor- 
porated; capital, $25,000. 

Monmouth—Monmouth Lumber & Fuel Co., in- 
corporated; capital, $10,000. 

Portland—Kiddy Kage Co., incorporated; capital, 
$50,000; te manufacture children’s furniture. 

Portland—Western Forest Products Co., incor- 
porated; capital, $50,000; lumber manufacture. 

Portland—Beaver State Shingle Co., incaypor- 
ated; capital, $5,000; shingle mill. 

Rainier—Dubois-Kettenring Lumber Co., incor- 
porated; capital, $25,000. 

TENNESSEE. Dyersburg—Posten Lumber (Co., 
incorporated; capital, $10,000. 

TEXAS. Houston—Austin & Polk Ave. Co., in- 
corporated; capital, $10,000; 3203 McKinney Ave. 

San Antonio—South Flores Lumber Co., incor- 
porated; capital, $40,000; 325 W. Magnolia Ave., 
R. A. Richey. Old concern. ° 

Vernon—Sumner Colley Lumber Co., incorporated 
under same name, 


UTAH. Ogden—Brown Lumber Co., recently pur- 
chased by the Smoot Lumber Co., has been incor- 
porated as Standard Lumber Co.; capital, $25,000. 


WASHINGTON. Bellingham—Columbia Lumber 
Co. increasing capital to $350,000 and changing 
principal place of business to Seattle. 

Seattle—Oliver Lumber Co., incorporated; capital, 


$10,000. 
New Ventures 


CALIFORNIA. Los Angeles—Pacific Hardwood 
Mfg. Co. has engaged in business on East 62nd St. 

San Francisco—The Work Lumber Co. has been 
established by Thos. A. Work, jr., and Stuart 
Albert Work at Lighthouse and Davis avenues. 

San Francisco—J. W. Grant has opened the Hard- 
wood Flooring Specialty Shop at 1546 Divisadero. 


FLORIDA. DeLand—Bond-Booker Lumber Co. 
has been organized here to replace the E. W. Bond 
Lumber Co., of Lake Helen; remodeling plant and 
replacing pine manufacturing machinery’ with 
equipment to manufacture cypress. Adding over- 
head skidders, portable skidders etc. for logging 
operations; new power plant equipment; trams. 
George W. Booker, secretary. 

GEORGIA. Bremen—J. V. Holding has started 
a retail lumber business. 

Cartersville—Knight Mercantile Co. has added 
a lumber yard, 

Milledgeville—M. M. Crooms has installed a plan- 
ing mill to operate in connection with his mill at 
Sparta. 

Montezuma—McKenzie Lumber & Supply Co. has 
started in business. 

Savannah—Ward Lumber Co. has started a 
wholesale and commission business. 

Tifton—Wilder Lumber Co. will make extensive 
improvements; new building. 

Thomson—James and W. M. Morris, Newark, 
N. J., have leased a warehouse building here and 
are installing equipment for the manufacture of 
boxes, crates etc. 

ILLINOIS. New Lenox—New Lenox Lumber & 
Hardware Co, recently began business. 


KANSAS. Hutchinson—A. F. Koch has started 
a lumber and builders’ supply business, wholesale 
and retail, with warehouse on Santa Fe at 6th and 
Lorain streets. 


NEW YORK. Irvington—Irvington Lumber Co. 
recently began business. 

NORTH CAROLINA. Ahoskie—J. M. Johnson 
plans establishing woodworking plant for manufac- 
ture of broom and mop handles, rug poles etc. 

OHIO. Columbus—Powell Lumber Co., retailer, 
has started a wholesale department in charge of 
William Lynch. 

Columbus—O., H. Craft, formerly with the Adams- 
Winn Lumber Co., has opened offices at 8 East 
Long St. for the Woodcraft. Lumber Co., whole- 
saler. 


OREGON. Aloha—Matt and Rose King have 
engaged in lumber and building supply business as 
Aloha Lumber Co. 

Houlton—Copeland Lumber Co. has begun a re- 
tail lumber business. 

Portland—H. Gurke has engaged in business at 
309 Clay St. as H. Gurke Shingle Co. 

Portland—R. L. and Ethel Balzer have engaged 
in the loggers’ machinery business as Balzer Ma- 
chinery Co. 

TENNESSEE. Johnsen City—W. C. Price is 
establishing a new woodworking plant here for 


(Continued on page 98) 
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ij This Week’s Lumber Prices 








Following are f. o. b. mill sales prices as 





Flooring Finish 
1x3” E.G.— _ | B&better Rough: 
B&Btr ..-++++s 61.38 Se ctatvene 40.97 
No. 1... weeeees 53.00 ST. ate iidines 41.98 
1x3” F.G.— 1x5 and 10”.. 46.59 
BABtr ...ccsee 39.05 en PS 54.94 
i Desens seen 31.20 5/4x4, 6&8”... 56.75 
No. 2G ecoceece 24.18 vee, jom2”. 56.75 
1x a x 
SP sckeeewe 57.69 — 63.06 
SS eae 38.56 | 6/4 & 8 /4x5, 
1x4” F.G.— . 63.25 
BABtr ....-00% 38.53 | Bebetter ea 
SS ee | ° feer |. 46.15 
Me, Bin vosciccecs 22.50 | a ee a 46.68 
Cc er 47.24 
%x4” B&Btr 31.61 | 1x5, and i0”.. 54.51 
WOO. Boccvcsocse Coe | eee” sssce <u 61.08 
DM Se senate as 19.83 | 57a, 6&8”... 60.51 
Partition | wee BEY 72.60 
1x4&6” B&Btr. 40.00 | 6 57.61 
Drop Siding | 6/4 g}ixé, 
ix4 or 6” B&Btr ig | Le AY sacs SO 
, Secceowoass .26 = 
No. eee 25.18 _—- eek Bo 37.57 
Caps we” Sbawee es 37.52 
Rough heart, 14”, Se scccicnes 37.50 
20’ and under 53.00 | 1x5 and 10”.. 44.50 


Following are f. 0. b. mill sales prices made 


SOUTHERN PINE 


reported from Kansas City, Mo., for the week ended Feb. 10: 


| 


Casing and Base Shortleaf Dimension, Shortleaf Dimension, Longleaf Timbers 
B&better: 81S1E S1S1E No. 1 Sq. E&S 
6 One 0 .0x<. 57.38 | No. 1— No. 2— S48, 20’ and 
8 and 10”.... 58.23 | 2x 4”, 10’ ..... 23.47 | 2x 6”, 16 ..... 18.30 under: 
al eee 23.31 20’ 19.47 gh een 27.52 
Jambs Se 24.79 | 2x 8”, 10’ ..... 17.86 one * tea nes 30.73 
B&better: 18&20" 26.00 | 12” -::... 18.36 ee eee 32.53 
1x4 and 6”... 59.03 "407 g | eee: 19.66 
2x 6”, 10’ ..... 21.0 s 
1%, ie & 2x4 5 ee 21.66 18&20’ 21.11 cards, 818 or 828 
teens 61.45 16’ . 22.91 | 2x10”, 10’ Se 19.25 ~ 7 onan 
18&20’ 24.14 or Ras : oreeeees ; 
- rencing os 2x 8”, 10’ ..... 20.85 leap 0.60 1X10" ....00. 38.27 
NGxa” 30.9 OS ds 22.05 18&20’ 20.27 x12” ......% 47.68 
a 34.92 + Bites 23:01 | 2x12", 12” ..... 1.00 | No. 2 (all 10 to 20’): 
ue i it ke 18&20’ See i. ci, ae aatee 21.00 5 20.7 
4 SMES oe gg | BuO", 12) cee. 25.48 | No. 3— 1x10” ....... 20.71 
in6” ‘haa a A 19.19 | CESS 25.83 a 15.86 Mae «6.0 tse% 23.78 
Ma 3 Kill iste: 18&20’ |: 26.70 aR Gourde 14.49 | No. 3 (all lets.): 
oa” rns | SEER", OF 552i 28.00 OE . aieeiens 16.24 prrneeees 16.98 
“Bosephesess 14:05 12” ..... 28.33 BEE” vxnenen 16.25 1x10” reeeees 17.17 
1x6” «2+ +eee 05 "eso 31.16 OS ier i 17.20 
Shipla 18x20’ 31.32 Car Material No. 4 all width 
No. 1, 1x8” 2.10 | No. 2— (All 1x4 & 6”): and lengths.. 7.25 
No. 2 (10-20): 94, | 2x 4", 10° ...-. 20.92 = 9 oe 39.00 | no Pieotee 3th. 
i i 2° ees ¥ 7 “* - eee eee . % ° ° aaa 4 
OE Re 21.00 16’ ness’ 22.81 No. 3 16’....... 6.00 | No. 2, %”, 4’ 1.48 
No. 3. (all igts.): 18&20’ |. 23.86 | No. 2, Random. 16.38 Byrkit Lath 
nein ip 16.32 | 2x 6”, 10’ ..... 17.09 Car Sills 4 and 6”....... 11.65 
abet 17.31 Siauans 17.26 | Up to 9”, 37’... 47.83 | 8 and 10’....... 11.64 











in Shreveport (La.) territory during the period ended Feb. 10: 

















Plooring Pinish, C, Surfaced oO. G. Batts Dimension S1S1E Dimension S§1S1E Plaster Lath, 34"x4’ 
as — 58.26 | 1x6" anes aon aed $9.35 5x4” No.1&btr. 32.00 Long- Short- Long- Short- | No. 1........00- 2.75 
r Sap..... ae | ERE seme secece : Boards, S1S or S2S ea lea leaf leaf terial 
ool es ere 53.25 peeege* hae seam ape No. ° emg No. 1—2x4” No. 2—2x4” ~~ a 
—- ZLlG ceovcecece . ” ° rf , QR? 
ae ter axe $7.25 Ix 8”, rdm... 83.25 10’ .... 27.75 25.00 10’ .... 25.25 21.00 | B&btr, 7&8 25.75 
No1&C 34°00 | Drop Siding, No. 117 1x10”, rdm... 38.25 12’ .... 26.00 29 19°... Bae. 000 Random 
De Wwaeandan 250 | 1x6” B&btr. ... 37.75 1x12”, rdm... 48.25 16’ .... 27.25 25.75 16’ .... 24.50 21.25 Igth 39.00 
OD, Se vesecoess . eg gee 35.50 | No. 2— 18&20’. 31.25 28.25 18&20’. 27.75 24.75 | No. 1, 7&8’ . 30.00 
agg 57.50 | No. 2..... 25.75 $2 Soe. -- Shae ‘ — 34.75 36.00 22&24’. .... 24.00 12614’... 36.00 
evece e x » ram ° ode a ” °o P ° 
No, 2......+0+0- 30.00 | Casing & Base, 1x12”’ 10-16’.. 25.75 x10’ 2, 25.25 22.25 a 93.95 a 
1x4”, F.G.— | B&Btr. 1x12”, 18&20’. 27.00 a2” o 25.25 22.25 (Ten - AA lgth 36.50 
12 21.00 17.00 
gt Sap..... ba ght | 1x4” eee eee 48.00 | No. 3— 16’ .... 25.76 33.75 16’ |... 22:75 17:75 | No. 2 Random. 19.00 
9. * ape inte? 35 | 1x6RS” ..cccccs 53.50 1x 8”, rdm.. 17.00 18&20’. 28.25 25.25 18&20’. 23:00 19:25 No. 1 Longleaf 
MR Biccuscanes 3.25 | Jambs, B&Btr. 1x10”, rdm.. aioe 22&24’. 32.75 32.75 22&24’. 25.00 22100 bers 
Coiling perenne 0.75 1x12”, rdm... 18. 2x8”— . | 248"—— Sq. E&S, 20’ & Und. 
5x4” B&btr.... 31.00 | 1%, 1%&2”, 80.00 Shiplap, Random 12’ .... 35.50 24.25 19° 23.00 19.50 "& (RAE 15 
i Reces Se 1 : Lengths 16’ .... 28.25 22.25 16°... 23:00 21.00 | 3x4&10" 5x10/ 
No. 2.... 18.75 | Random Fencing, S18 | No. 1, 1x 8” ... 33.25 18&20’. 28.25 26.00 18820". 3660 24.00 peel 2.25 
Finish, B&Btr., No. 1, 1x4” 32.75 No. 2, ix 8”.... 31.50 22&24’. 32.25 30.00 22824’ . 27:00 | 3&4x12” ....... 41.75 
ace 1x6” 1... 34.50 1x10” ... 21.50 | 2x10”— 10° "*'* 94°99 | 6x12/12x12 40.00 
OO EROS I 44.59 | No. 2, ca Seer aes No. 3, a ace +25 ta eS $1.38 33-38 2x10" . : 6x12/14x14 48.00 
SE inne chivas 44.25 wees 19. > ve wv .. : , _ : rtle 
ee ne ernnnes 44.25 | No. 3, 1x4” .... 18.75 1x12” 18.50 18@20°. «28:75 12’ ..., 24.75 21.75 me. 2 Spaemene 
1x5&10" 2.222. | “6 o—— No. 3 Random axe: vss 7850) T8e sor! 22'50 22:00 | 84,,B&S, 207 & Und. 
ees -15 oofers . M. Dimension x12”— ° : 
5/4x4,6&8” 62.25 1x6” : OT  voscetesies 5.50 ae. ox 36.00 31.50 | 2x12”— sxi4ei0" bx107" 
5/4x5&10” ..... Bet SS ae 34.50 SEE) 8 svescesers 14.25 16’ .... 44.25 32.25 oa 24.25 20.00 Saree 25.00 
J, 3) ere 72.75 | SS eee 19.00 SEB” ncccvcccee 15.00 18&20’. 44.00 34.00 Oe ‘oe 29.00 25.00 3&4x12” Seeeees 31.75 
1% &2x4-12” =. 2 > a See 14.560 |.3x18” ...ccscece 14.50 22&24’. 46.00 36.50 SEGA’. 3 ..co BO.B5 | S/ERIC. 20.0000 48.00 
WISCONSIN HEMLOCK ENGELMANN SPRUCE WEST COAST LOGS 
The following are f. o. b. mill prices: Prices f.o.b. Chicago on kiln dried Engel- [Special telegram to American Lumperman] 
No. 1 Hemlock B mann white spruce boards, S48, D&M, shiplap, Portiand, Ore., Feb. 14.—Log market quota- 
” . ~m - 14° 16’ drop siding, ceiling and standard ——, in tions: : ‘ 
Oe ee lengths 6- to 16-foot, containing not more than Fir, yellow: No. 1, 50: " ‘. 
= © ococse sana yt 033.08 ey +4 10 percent of shorts nor more than 50 percent 3, $12. £0. 6 $22.50; No. 2, $17; No. 
8 ep . 31.50 32.50 $2.50 34.00 | of 16-foot: Fir, red: Ungraded, $15@16. 
SEIO" nc cccecs Gee 33.50 33.50 85.00 Dé&better 01 No.2 No.3 Cedar: $15@16. 
Saee”  swenes - 33.50 34.50 34.50 36.00 4/4 5/4 6&8 /4 pic 4/4* 4/4° Hemlock: Unerades, $11, $12 and a - 
For merchantable S1S deduct $3 from price S coeee e+ = $82 er oS eet se 24 Spruce: No. 1, $25; No. 2, $19; No. 3, $13. 
of No. 1; for No. 2, deduct $5. eee = 6£re0 «(88:00 (3608 ee 
For shiplap or flooring, add 50 cents to | 5» “11.180 $6 88 66.00 40.50 35.00 Bverett, Wash. Feb. 12-—Log quotations: 
prices of No. 1 boards. er asexs 91 95 85 oN 47.00 35.00 A a x, $28 Eo. 2, $9: No. +. 7%. 
Crating stock, Sl or 2S, 6” and wider, 6’ *For 5/, 6/ or 8/4 in No. 1, add $10 to price ng $29. s of shingle logs only lum- 
and longer, No. 2, $26.00; No. 3, $22.50. of 4/4 in same width; in No. 2, add $6; in emlock: No. 2, $14; No. 3, $12. 
No. 1 Hemlock, $181E— No. 3, add $5. Spruce: $1 higher than fir. 


8’ 10’ 14’ 16’ 
A ARTO $30.00 et 00 $29.00 $31.00 
a EE” 27.00 28.00 28.00 30.00 
Ae ee 29.00 31.00 30.00 31.00 
2x10” ....... 29.00 32.00 32.00 33.00 
2x12”) ow cc eee 30.00 33.00 33.00 34. 


No. 2 hemlock, rough, 6’ and longer, 2x4” 
and wider, $22.00; 1x4” and wider, $22.00. 


For No. 2 dimension, deduct $4 from price 
of No. 1. 


SOUTHERN PINE TIES 


New York, Feb. 14.—Following are quota- 
tions on southern pine ties, f. 0.b. New York: 





All 8” 6”— Sap Heart 
a oa ieardbecetuns - -$1.35 $1.65 
VINO Se cncew ds edusiase voce. Se 1.55 
ae jvevdsnbone boverdias: Bae 1.25 





Random Widths, 6- to 16-foot lengths— 
No. 4, ets $31.50; 5/4, $36.50; 6/4, $38.50; 


4, $42 
8/Ntoe 4 5, Oe, $25.50; other «Yon $29.50. 


For all rough stock, aad $2. 
Spruce lath, 4-foot, No. Ss *N0. 2, $6.95. 


WEST COAST SPRUCE 


[Special telegram to American LumsBerMAn] 
Portland Ore., Feb. 14.—The following are 
prices for mixed carlots prevailing here today: 





Finish— Factory er eke 
ee Ae eee $70.00 1 wwe weee ; 
1x4—10” .... 59.00 : ro oteeeeeee bog 

Bevel siding— eg aeeeoeetes 
TS RP At | 7 Te 7 eeeeree 3. 


Lath 50 
Y%x6" ....... 26.00 Green box imbr. 17.00 














Vancouver, B. C., Feb. 11.—Latest log mar- 
ket quotations are as follows: 

Fir: No. 1, $22; No. 2, $16; No. 8, $11. 

Cedar: No. 1, $23; No. 2, $15; No. 3, $8. 

Hemlock: i. 

Spruce: No. 1, $30; No. 2, $18; No. 3, $12. 


WESTERN PINES 


[Special telegram to AmertcANn LumsBerMan]* 
Portland Ore., Feb. 14.—The following are 
f.o.b. Chicago prices on Pondosa pine shop, 
S28: 





No.1 No. 2 No, 3 
S/é ee ee $61.66 $39.00 $33.00 
ee. 4 60.00 48.00 33.00 


"Ganied shop prices are for shipments of No. 
3 and better. For straight cars of specified 
grades, add $5. 
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DOUGLAS FIR 


[Special telegram to Amerrcan Lumserman] 
Portland, Ore., Feb. 15.—F.o0.b. mill prices on 
actual sales of fir, Feb. 11, 13 and 14, direct 
and wholesale, reported by West Coast mills 
to the Davis Statistical Bureau, were as fol- 


lows: 
; Vertical eae Ries - 
re $33 75 $34. 4 $28.1 75 Low 
ga eae ere nae ; 
DE * wteecnwes +4 4 
Plat Genta Plooring 
Dr. cactédxeexuee : 23.50 19.25 
i vcasana wads ieoree 39-28 26.75 
Mixed Genin apes 
EE Sadan nda aw 6 aia $15.75 
Ceiling 
Jie aya de here eae 23.50 13.25 
dens waeeanee al 24.75 18.50 
amp eae, = 
ae ie. vii hi’ hee ol 8.00 23.75 as 
awe a nha thine +% 25 25.50 — 
aay beim & darts aoe 16,25 
Pinish, Kiln ‘priea pay Surf 
x6” 1x8” 1x12” 
DE cnecvasdadeuses $38.00 $39.25 $47.50 
Common Beogte, and Shiplap 
x6” 1x8” 1x1 1x12” 
SS Se ee $17. 75 $15.75 $15. 50 $19.50 
oS aa 10.25 11.50 12.50 12.75 
EE na denis whew 8.25 7.50 7.50 emus 
Dimension 
No. 1, 2” | thick— 
12 14’ ’ 18’ 20’ 22&24’ 26- al 
47. $16.00 $15.75 $17.50 $18. 25 $18.25. ‘ 
6”. 15.25 15.25 16.75 17.25 17.25 $19.2 25 $21 1.75 
8”. 16.00 15.75 17.00 17°28 17.25 19.00 21.75 
10”. 16.75 16.75 17.25 17.50 17.75 19.25 22.25 
12”. 17.25 17.00 17.75 18.25 18.00 20.75 20.00 
2x4”, 8’, $15.00; 10’, $16.00; 2x6”, 10’, $14.00 
Random— 2x4” 2x6” 2x8° 3230° 2233° 
No. 2 ...$10.75 $10.50 $12.00 $12.00 $8.75 
a occas ae 5.25 esas neon eee 
No 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced.......... $18.75 
eae G@ 3EEIS” tO 40’, FOUR 2c cccccccce 17.00 
6x5 to 12x12” to 40’, surfaced.........- 19.25 
Pir Lath 
gg So re $2.50 
B&better, Flat Grain Car Siding, 9 or 138’ 
DT Rea neenedeleeunaeeeetebdiedeeabeee $31.50 
De sand eeeedeeceeeseusnstnseséenswes 40.00 





NORTHERN : PINE 


Duluth, Minn., Feb. 13.—Following are prices 
on northern white pine f. o. b. Duluth: 


CoMMON BOARDS AND FENCING— 


10 &12 ft. 14 ft. 16 ft. 
No. 1, 1x4” ....... $43.00 $43.06 $49.00 
OF epee. 46.00 6.00 48.00 

Ne eaeganey, 50.00 50.00 48.00 
ed cans 58.00 55.00 63.00 

ee ee 73.00 68.00 68.00 

eS og eens 34.00 34.00 40.00 
ft Tees es 36.00 36.00 29.00 

3) PRA 40.00 39.00 38.00 

yc csass 42.00 40.00 38.00 
 eredadee. 48.00 43.00 42.00 

No. 3, 1x 4” _...--- 26.50 26.50 27.50 
i et: 29.50 29.50 30.50 
_peeee 32.00 2.00 32.00 
"betas 33.09 32.00 32.00 

os cious 34.00 33.00 33.00 

For all white pine _ 1, 2 and 8, add $1; 
1x4 & wadr., 6 to 20’, 4,’ $26.00; No. 5, $18. 


For 818 or 82S AP 91. For resawin 
$1. S4S, D&M, drop siding etc., add $1.50 


No. 1 Pisce Strurr, 818S1E— 


add 


10’ 12’ 14’ 16’ 18&20’ 
2x 4” > -O85. 50 $32.50 $31.50 $31.50 $33.50 
eS are 8, 30.50 30.50 30.50 32.50 
2 ae 33. 50 33.50 31.50 31.50 33.50 
2x10” ... 35.50 35.50 35.50 33.50 35.50 
2x12” . 36.50 36.50 36.50 34.50 36.50 

No. 2 piece stuff, $3 less than No. ¢- For 


rough, deduct $1. For D&M, add $1.5 
SIpIne 4- AND 6-INCH, 4- TO 20-FooT— 


Norway 

Bébtr Cc E C&Btr. 
oh ereens $41. 50° $36.50 $27 00 $17.00 $32.00 
7 seeeeb 46.00 41.00 31.00 20.00 35.00 





RED CEDAR SIDING 


Seattle, Wash., Feb. 11.—Prices for mixed 
cars, new bundling, 8- to 18-foot, f. o. b. mill: 


Bevel Siding, %-inch 


Width— ear sa “—- 
BE ccocvcccces $24.00 $23.00 $16.00 
BenED. dccccccesee 25.00 23.00 20.00 
SE ccceawavedss 27.00 24.00 20@2z2 
Clear Bungalow Siding 

310.00" 33.00 
,  ccccvvccesedtovescowses ly \ 
Ph sadcueseesseoes ocanees 50.0 40.00 
Dn avsces beet Foneneeone 60.00 60.00 





CALIFORNIA PINES 


San Francisco, Calif., Feb. 11.—The follow- 
ing average prices f. o. b. mills, those on com- 
mons covering 1l-inch stock only, were re- 
ported by the California White & Sugar Pine 


Manufacturers’ Association for the period 
ended Feb. 8: 
California White Pine 
All widths— 
ex 1&2clr. Csel. Dsel. No. 8clr. 
4/4 ....$70.25 $63.70 $53.45 $49.00 
5/4. 73.35 62.75 54.15 52.65 
6/4 . 71.75 57.95 45.00 54.20 
8/4 . 80.50 71.05 58.00 61.25 
California Sugar Pine 
4/4 $92.70 $83.10 $63.60 $52.75 
5/4 .. 88.10 81.25 56.75 66.50 
6/4 . 86.25 68.90 48.40 58.25 
8/4 95.75 78.55 62.65 78.90 
white Pine Shop Mixed Pines 
"wa dean nade $30.55  Common— 
No. 1, 5/4xa.w.. 41.75 a Ek éwscsand $41.00 
No. 2, 6/4xa.w.. 24.65 2 sevens 25.50 
Panel, %"xa.w.. 63.85 ee @ scssewa 24.05 
ere 23.75 
Douglas Pir Timbers ....... 29.75 
C&better ...... $37.75 Siding, B&btr., 
Common ...... 9.10 =e 8.45 
Ties & timbers. 29.25 Lath— 
Dimension ..... 21.75 De 2 sesdeves $4.50 
White Pir Bo" LLL) 103 
C&btr, all sizes. ey No. 1 dim, 1% 
ag ; — Fe eae 19. 50 oe ees 24.40 
No. imen., Pin 
1 fgXa.w. 15.95 “a. eee “f be -50 
Export No. 1, 5/4xa.w.. 46.70 
Australian, 4/4x No. 2, 6/4xa.w.. 28.55 
ae 57.50 Cedar 
5/4xa.w. Ke + emi 56.45 Other than pen- 
6&8/4xa.w. 57.50 cil stock ....$19.00 





RED CEDAR SHINGLES 


Seattle, Wash., Feb. 11.—Eastern prices per 
thousand, four or five bunches, f.o.b. mill: 


nee Stock 





tandard Rite-Grade 
Extra clears, 6/2. 2 i502 .10 $2.10@2.15 
Extra stars, 5/2..... 2.25 
Extra clears ........ 3 350 2.45 2.60 @ 2.80 
Perfects, 5/2 ....... 2.90 @3.00 3.00@ 3.05 
DE cieeccscewas 2.95 @3.00 3.45 
Perfections ......... 3.80@3.90 3.85 @3.95 
Dn - eretochade El. j§ ~~ diebnmation 
Dimensions, 5”, 5/2.. 3.05@ Ba 60 Wacewebes 
Second Grades, B. C. Stock, at 
Standard ttle 
Com. stars, nh cane ee weds $2.95 
eee $ .85@ .95 dh «esedces 3.30 
, Sree: 1.00@1.10 Eurekas ....... 3.90 
Com. clrs.. 1.50@1.65 Perfections 4.10 


Norfolk, Va., Feb. 13.—Following are typi- 
cal average f.o.b. Norfolk prices, made during 


the week ended Feb 10, as reported by the 
North Carolina Pine Association: 
Rough: 
Edge, 4/4— 
ek a ee NS C5 o owiialh die bee ae arteke $48.80 
2 Bite sha te nee ees KaGrs chova des tuatl 30.00 
Ey ER rin lan Site a AAS etn thn haw in katte i de 23.65 
3} ¢ See ee eee 18.75 
No.2&btr 0.3 No.1 box 
Be  «vateuwndeexeae $48.68 $33.60 $25.75 
én wb acer ee <2 33.00 26.09 
EN -aahig Swath wanes 36.94 27.25 
a iced Soa wi pea cs ahi 30.53 
Edge No. 2 and better, YE emg $51.38 
Edge, No. 2 and better, 6/4............. 56.63 
De, OE GIP so bv ow ctacicavsece 31.88 
ee ik ct ehehoenenaeee 17.40 
Dressed: 2%” Over 
Flooring, #}”— Width 2%” 
No. 2 & btr. and B&btr..... $42.93 $40.95 
No. 1 com. and No. 3........ 35.05 34.95 
ee PO, nec wewecsesasmaen ee $35.94 
Box bark strips, dressed or resawn..... 17.75 
Roofers: *Air 
No. 1 dried 
BT 25:50 Cee eh er eereabaekesens $27.71 $17.72 
TE el Oe ee errr 7.96 19.11 
> cerns tader eke veedae se ves 28.51 19.00 
RNs = ities ith ihanianlinds aibccietiatendl a aiisinds tie 18.85 


__°F.o.b. Georgia- ‘Alabama mi mill points. 


~ POPLAR BEVEL SIDING 


Louisville, Ky., Feb. 13.—Local handlers of 
poplar siding report that demand continues 
very good, and that they are being kept well 
sold up. Consumption is fair locally, and good 
in rural territory. Prices at Louisville read: 





FAS Select No. 1 No. 
AA $50.00 $38.00 $28.00 $22.00 
S-inch ....... 50.00 36.00 26.00 22.00 
DE. ccae kes 50.00 35.00 24.00 18.00 





NORTHERN HARDWOODS 


* yellowing are wee of northern hardwood, 


. b. Wausau, 


FAS Sel. 


No. 1 % 
on” No. 2 No.3 
4/4 “8 S508 © 7a00 6 Gn.08 Ss On.00 
5/4 ... 100.00 00 5.00 , 20, ee 
6/4 ... 110.00 55:00 86:00 40:00 sae * 
8/4 - 115.00 100.00 75.00 45.00 
Basswoop— 
4/4. 72.00 62.00 47.00 31.00 22.09 
5/4 72.00 62.00 47.00 32.00 23.00 
6/4 75.00 65.00 62.00 35.00 24.09 
8/4 82.00 72.00 658.00 35.00 24.09 
10/4 ... 90.00 80.00 65.00 465.00 owe 
12/4 - 100.00 90.00 75.00 66.00 ee0 
or stock, 4/4, $75; 6/4, $80 or on 
S, $90; No. 1,’ $70. grade; 


poe No. 1 face clr. & btr., $60; . 
inch, $75. ’ - 
BircH— 
4/4 86.00 66.00 44.00 28.00 19.00 
mre o« 91.00 71.00 6562.00 4.00 20.00 
6/4 ... 96.00 76.00 58.00 36.00 20.09 
8/4 ... 101.00 81.00 70.00 44.00 21.00 

10/4 ... 110.00 100.00 90.00 60.00 ema 

12/4 115.00 105.00 95.00 60.00 oowe 
3/4 ... 80.00 65.00 40.00 25.00 ae 
5/8 ... 77.00 62.00 85.00 265.00 


sees 


For 10-inch & wdr., add $30; 8-inch & war, 
sda $15; for 5-inch & wdr., 8- foot & igr., add 


Price of ‘ & 6-foot 
red, add $15 


lengths, $28. 


For sel. 


Rough com 1x4-inch, two face clear, $80; 


one and two "face clear, 


$65; 


1x5-inch, two 


face clear, $90; one and two face clear, $70; 


run of pile, $68. 


Sorr EtmM— 

4/4 65.00 55.00 
5/4 70.00 60.00 
6/4 80.00 70.00 
8/4 85.00 75.00 

10/4 90.00 80.00 

12/4 95.00 85.00 

Rock ELM— 

4/4 70.00 

5/4 75.00 

6/4 75.00 

8/4 - 80.00 

10/4 ... 95.00 

12/4 - 105.00 
*Bridge plank. 

Sort MAPLE— 

4/4 62.00 52.00 
5/4 70.00 60.00 
6/4 80.00 70.00 
8/4 85.00 75.00 

RED OAk— 

4/4 ... 100.00 80.00 
5/4 - 105.00 85.00 
6/4 ... 110.00 90.00 
8/4 - 115.00 95.00 


Harp MAPLE ROUGH FLOORING STOCK— 


Harr MAPLe— 
Sel. 


45.00 24.00 
48.00 30.00 
58.00 28.00 
63.00 35.00 
73.00 40.00 
78.00 45.00 
45.00 25.00 
50.00 28.00 
50.00 28.00 
60.00 35.00 
75.00 50.00 
85.00 556.00 
42.60 24.00 
50.00 33.00 
58.00 30.00 
62.00 34.00 
65.00 40.00 
70.00 42.00 
75.00 45.00 
80.00 50.00 
No. 1 No. 2 
com. com. 
poe 1m +4 ose. 00 
7a 3.00 
No. 1&SelL 


FAS 6”&wdr. 6”&wdr. No.2 


4/4 ...$ 68.00 $ 52.00 
5/4 ... 75.00 65.00 
6/4 80.00 70.00 
8/4 88.00 78.00 
10/4 - 103.00 93.00 
12/4 ... 108.00 95.00 
14/4 ... 135.00 125.00 
16/4 - 160.00 145.00 


$ 42.00 $ 30.00 
45 3 


-00 3.00 
58.00 33.00 
65.00 34.00 
78.00 465.00 
83.00 60.00 

110.00 60.00 
130.00 60.00 


Add for straight FAS, $10; 8-inch and wider, 


$18; 10-inch an 


wider, 330; 12-inch and wider, 


aren stock contains 50 percent or more 
14 and 16 foot, and the following percentages 


of 12-inch and wider, 4/4, 10 Fa 5/, 6/ 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 
BEECH— 
FAS’ Sel. No.1&Sel. No.2 No.8 
yy toe 2 com. & better. .... $33.00 $16.00 
4/4 hi 55.00 $40.00 $35.00 25.00 19.00 
5/4 60.00 50.00 40.00 30.00 22.00 
6/4 70.00 60.00 50.00 35.00 22.00 
8/4 80.00 Score 60.00 40.00 26.00 
ENp DrRIzED WHITE MAPLE— 
FAS and 
Nos.1 & 2 Nos. 1& 2 
a enae en +++++$110.00 $ 86.00 
DP desweudseccevsesee” Ee 90.00 
Oe? ‘east esse stavences: 95.00 
BPE -accstneoves edxeeee ae 106.00 
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OAK FLOORING 


Following are average carlot prices, Mem- 
phis base, obtained for oak flooring during 
the week ended Feb. 4, as reported by the 
Oak Flooring Manufacturers’ Association: 


48x1%” 4x2%” %x1%” %x2” 


ist atd. wht...$114.26  ..... $90.78 $75.00 
ist qtd. red... 85.50 ..... 
ond atd. w&r.. 75.45  ..... 52.73 52.00 
ist pln. wht... 76.93 $ 67.25 60.79 50.24 
ist pln. red... 74.54 64.76 58.94 51.31 
ond pin. wht... 66.72 56.95 43.10 37.03 
ond pin. red... 65.18 53.96 43.46 40.21 
rd W&r ..---- 42.15 38.09 32.43 31. 84 
Fourth ....--- 17.27 18.71 

%x1%” %x2” axl” x2” 
9 mm wie... TRAS rcvae 
and dn. wht.... 77.01 78.25 66.31 67.50 
ist pln. red... 66.17  ..... 71.00 ‘ 
ond pln. wht... 58.66 59.17 56.37 
ond pln. red... 61.57  ..... 52.50 
grd w&r ....-- ee 45.00 
Fourth .....-. S5Oe cack iit 








HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple, beech and birch flooring, as 
reported to the Maple Flooring Manufactur- 
ers’ Association, averaged as follows, f. 0. b. 
cars flooring mill basis, during the week ended 
Feb. 11: 


MFMA MFMA MFMA 
MAaPLE— First Second Third 
Mat” oc cccccceeceses $70.78 $62.06 $42.58 





PHILADELPHIA PRICES 


Philadelphia, Pa., Feb. 13.— Wholesale prices 
secured from authoritative sources exclusively 
for the American Lumberman are as follows: 

Southern Pine, Merchantable—1905 
(Steamer Delivery) 


"and 4x4”. .$43.00 De” «(6o bao eee $49.00 
per and 6x6”.. 41.00 | pro 58.00 
3x8”, 4x8” and See” 4(eékoscny 56.00 

a” pceenewe 42.00 SET: 3 owedierne 68.00 
Be” cadecsows 50.00 pore abe aaa 65.00 


Lengths 22 to 24 feet, d $2. 
Bach 2 feet additional, e* $1. 00 to 32-foot 
ic 
Pryach 1 foot over 32 feet, add $1. 
Longleaf Pine Flooring, 25/32x2%3,-inch Face 
(Rail Delivery) 


B&btr. ht. rift.$82.00 No. 1 sap flat.. 40.00 
B&btr. sap rift. 70.00 No. 2 sap flat.. 29.00 
B&btr. flat...... 50.00 No. 3 sap flat.. 19.00 
Air Dried No. 2 Common Roofers 
1x6", %4x5 oe « 9838.08 1x10”, %x 9%..$28.50 
ins”) xr iees 22 °27:00 © xia” Sx1148.. 29.00 
Shortleaf Dimension, om, | \y%-inch Scant, 
Me scctaneeas irr $29.50 
nn 2psedhewaed ee BEE” én eeseen'e 31.00 
me” cacvenshes 27.00 
North Carolina Pine Flooring 
No een ses00 No. 4 
ae ee i ‘ a 
i eta Sk - écccemans 49.00 39.00 $29.00 
Kiln Dried North Carolina Roofers 
1x6”, %x5%...$30.50 1x10”, %x 9% - $32.50 
1x8”, %x7%y... 31.50 1x12”, %x11%. 33.50 
#i-inch thick, $1 more. 
Red Cedar Bevel Siding 
gz oo : iveetbesekewaW ae edie heeus 048.98 
0, GO sc neseuevicwiktnns oseesevavias a 
TREO. MNO 0 06:002td 040.28 eeetewenesnes 69.00 
Maple Flooring f.0.b. Philadelphia 
¥ir08 956.00 
MFMA First grade.........+. 77.0 85. 
MFMA Second grade......... 8.60 77. "00 
MFMA Third grade .......... rt 00 55.00 
Pondosa Pine Dressed 
Cc D No.2 No.3 
Sf ere $ 67.50 $57.50 $44.25 $36.75 
De. cm aka oie 72.50 62.50 41.25 38.2 
Oe veda pale ke 72.50 62.50 41.25 38.25 
| —e SS 82.50 72.50 41.25 38.25 
i. sqaken iu .50 87.50 44,25 39.25 
oe O6E WB. 6c. ss 102.50 92.50 48.25 43.25 
Lath, 4-foot No. 1 
ORT CeT : + c.i.f.—$7.25 delivered 
Hemlock cekepawnes . 5.15 c.i.f.— 5.75 delivered 





BLACK WALNUT 


Cincinnati, Ohio, Feb. 14.—The following are 
today’s prices on American black walnut f.o.b. 
Cincinnati: 
te 4/4, $240; 5/4, $250; 6/4, $255; 8/4, 
26 

spetents, 4/4, $160; 5/4, $165; 6/4, $170; 8/4, 

= 


$92.50@95; 5/4, $105@110; 6/4, 
31166120" ‘4° 
No. 2, 4/4, sae: bat/t, $50; 8/4, $55. 





HARDWOOD INSTITUTE PAST SALES REPORT 


Mem: aH Tenn., Feb. 13.—Chicago/Cleveland average hardwood prices obtained during week 
ended Feb. 7, as reported to Hardwood Manufacturers’ Institute: 


Chgo. Clev. Chgo. Clev. 














Chgo. Clev. | Chgo. Clev. Chgo. Clev. 
FIGURED SAP GUM WHITE OAK POPLAR SOFT ELM 
RED GUM Plain—Contd Plain—Contd. Plain—Contd. com. 
Quartered No. 2 com. | See a eee 6-4 32.25 
4-4 57.00 8-4 32.25 
4-4 128.25 6-4 64.75 A ee eke ee : 
oo bale on Pt Ee, No. 3 com. fig. grade | No. 2A com. COTTONWOOD 
’ O68 WES | ieee 1 ee 5 -12” 
4-4 66.25 4-4 42.25 | 4-4 37.75 45.25 Box boards, 9-12 
RED GUM 6-4 49.00 RED OAK | No. 2 B com. 4-4 66.00 
‘ Quartered 4-4 28.00 cee | ‘AS 
pa Quartered xed 26.50 FAs oan ASH | 4-4 55.00 eee 
0 com. a ad 
5-4 105.75 4-4 19.00 Plain | Plain a 
6-4 10100 BLACK GUM eed ee er FA 
Net com & ook — 5-4 9075 .... | G4 9858 54 109.88 
4-4 55.50 4-4 51.75 6-4 102.35 «| eo) com a sel -— 111.00 
5-4 61.00 No. 1 com. & sel a = nee’ | ot oe _ 8-4 : 127.00 
6-4 62.25 4-4 42.7 i . | 6-4 59.50 No. 1 com. & sel. 
8-4 64.50 4-4 53.00 59.75 oe. 4-4 58.50 
No. 2 com. TUPELO 5-4 © 63.50 72.50 | 8-4 64.25 FAS wormy ; 
8-4 37.00 4-4 46.00 6-4 67.00 SOFT MAPLE 5-4 61.25 
Plain No. 1 com. & sel te | 84 61.25 
FA 4-4 86.25 No. 2 com. | et tte glt-50 | Sound wormy 
4-4 99.25 . 4-4 42.00 | No. 1 com. & sel. | 4-4 41.00 
5-4 104.50 WHITE OAK RED & WHITE OAK 4-4 . 55.25 | 5-4 5.00 
6-4 104.50 pan Tenttered Sound wormy | HARD MAPLE | co eee!) ae 
NG-4 758.00 ct ie 16% <9 ia ae 80.75 | w 
5-4 59.00 5-4 134.25 POPLAR i ao ae BASSWOOD 
64 60:50 6-4 138.00 ... Plain F some , iy =" 4.50 
8-4 68.75 nS oe be” | ee ees |} 8 ee No. 1 com. '& sel. 
‘Quarta cf TES0 18 | mor beara thar Eade uw 
uarter - eos ° * 4 6- -00 WILLOW 
rag 4 80.00 pigt 104-75 120.00 §4 3i50 2 
o a0 - eee e 4-4 90.00 115.00 | HI 4-4 64.25 . 
= on ca Plain | gerzt 95-00 182.00 | wa neouel ~ >) oe 2 
4 6858 | ak as. | a 93.75 | noo _ : 
= 3 om > ot 5-4 106.50 :... 5-4 s3.00 | “Sf “Sass... — 
5a bare’ | 6-4 118.00 .... | Saps & sel | “4-4 69.00 
oo | 8-4 124.75 134.95 | 4-4 83.00 SOFT ELM | Ne. 1. com. & bet 
8-4 53:5 | No. 1 com. & se | 5-4 95.00 | FAS 4-4 00 
‘ 53.50 | 4-4 57.25 70.25 6-4 sess 90.00 | 8-4 66.7 ne 
Plain | 5-4 67.50 cose 8-4 100.00 | No. 1 com. & sel.” BIRCH 
Box boards, 13-17” | 6-4 68.50 82.25 | No. 1 com. & sel. | 6-4 52.0 .++s | No, 1 com. & sel. 
a Bee Gal 8-4 76.50 84.75 wn. ee oe ee ee 61.50 





APPALACHIAN HARDWOODS . 


Cincinnati, Ohio, Feb. 13.—Average whole- 
sale prices, carlots, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods today: 


QUARTERED WHITE OAK— 


4/4 5/4&6/4 8/4 
PAS wcccccces $135@145 $145@155 $155@165 
Selects ...... 105@110 et 4 115@120 
o. 1 com 80@ 85 85@ 9 90@ 95 


No. 2 com... 45@ 50 


Sound wormy 43@ 45 52@ 57 55@ 60 
QUARTERED RED OAK— 
en eee aw 
No. 1 com 60@ 65 
No. 2 com 40@ 45 
PLAIN WHITE AND RED OAak— 
cf er $105@110 $115@120 $125@1356 
Selects 2.20. 70@ 75 75@ 80 85@ 90 
No. 1 com.. 60@ 65 70@ 75 75@ 80 
No. 2 com.. 45@ 50 50@ 55 51@ 57 
No. 3 com. 22@ 24 23@ 25 24@ 27 
Sound wormy 48@ 50 60@ 62 60@ 65 
Basswoop— 
err 0@ 72 70@ 75 80@ 85 
No. 1 com 53@ 55 58@ 61 65@ 70 
No. 2 com 28@ 31 33@ 38 38@ 43 
CHESTNUT— 
BE sw bewures $ 90@ 95 $105@110 $115@120 
No. 1 com... 55@ 60 60@ 65 65@ 70 
No. 3 com 20@ 21 21@ 22 21@ 22 
Sd. wormy and 
No. 2 com. 32@ 34 36@ 38 38@ 40 
No. 1 com- 
mon & bet- 
ter, sound 
wormy 38@ 42 43@ 45 45@ 47 
BircH— 
oo. nS $100@110 $105@115 $110@120 
No. 1 com, 
and sel. 65@ 70 70@ 75 70@ 75 
No. 2 com.. 33@ 35 38@ 40 40@ 42 
BEECH— 
RED sid sees $ 60@ 65 $ 65@ 70 $ 70@ 75 
No. 1 com... 40@ 43 45@ 48 45@ 50 
No, 2 com... 25@ 28 28@ 30 30@ 33 
PoPLAR— 
Panel & No. 1, 18” & 
WIGEE ccccce $135 $150 $160 
PE. tibennee ds 105 120 130 
r —, & Sel. 80 95 110 
bn cee 65 70 70 
No ; ° aa 43 48 50 
iN a veeevs 28 30 30 
MAPLE— 
NN wis acid he $ 72@ 77 $ 77@ 82 $ 85@ Yv 
No. 1 com & 
in verre kes 48@ 53 60@ 65 65@ 70 
No. 2 com. 34@ 36 40 38@ 40 


54@ 39 55@ 60 | 


- | 6/4, $49: 8/4, $51@54. 





WEST VIRGINIA WOODS 


Philadelphia, Pa., Feb. 13.—Prices of West 
Virginia hardwoods, secured from authorita- 
tive sources exclusively for the AMERICAN 
LUMBERMAN, are as follows: 


Ash: FAS 4/4, 100@105; 5/ and 6/4, $115@ 
120; 8/4, $125; 10/ and 12/4, $135@140. Com- 
mon, 4/4, $62; 5/ and 6/4, $75; 8/4, $85. 


Chestnut: FAS, 4/4, $88@90; 5/ and 6/4, 
$110. Common, 4/4, "$55 @57;' 5/ and 6/4, 
$60 @ 62. Sound wormy, 4/4, $40@ 42. No, 2, 
4/4, $28@30. 

Poplar: FAS, 4/4, $115@120; v, os 6/ 
$130. Clear saps, 4-inch and UD; $85; 5 
and 6/4, $95@100; 8/4, $100@11 fy 4 
4/4, $62@65; 5/ and 6/4, 310078: 8/4, $78@ 
80.. No. 2—A common 4/4, $4 @45; 6/ and 
2—B common, 4/4, 
$30; 5/ — 6/4, $32@33; “3/4, $34@ 36. 

Red Oak: FAS, 4/4, $110@115; 5&6/4, $115 
@120; va "$120@125. Common and select, 4/4, 
$60 @62. 50; 5/ and 6/4, $65@67.50; 8/4, $70@75. 
No. 2 common, 4/4, $45@47.50; 5/ and 6/4, 
$47@50; 8/4, $50@55. 


White Oak: FAS, 4/4, $115@120; 5/ and 
6/4, $125@130; 8/4, $130@140. Common and 
select, aS $70.@ 75; 5/ and 6/4, Bit Ag 8/4, 
$80@85. No. common, f/t $50@653; 5/ and 
6/4, $55@58; 8/4, $60@63 





For Editorial Review of Current Market Oon- 
ditions See Page 41 


NORTHERN PINE 


MINNEAPOLIS, MINN., Feb. 14.—Ship- 
ments were the largest and sales next to the 
largest of the year last week, according to 
northern pine manufacturers and wholesalers. 
Railroads are taking a fair amount. Woods 
operations are progressing’ satisfactorily. 
Prices are firm. 


BUFFALO, N. Y., Feb. 15.—Northern pine 
demand is about steady, though not large. Re- 
tailers and industrial concerns are buying very 
conservatively and in most cases look for im- 
mediate delivery. A good part of the business 
is in truckload lots for nearby points. Méill- 
men have been predicting an advance, but buy- 
ers are averse to paying more. 


HARDWOODS 


CHICAGO, Feb. 15.—Orders for all kinds of 
northern hardwoods are being received with a 
fair degree of regularity. Automobile body 
plants are in the market for thick No. 1 and 
better maple and birch, and the interior finish 
factories are taking select and better birch. Fur- 
niture manufacturers are absorbing fair quan- 
tities of Nos. 1 and 2 birch, maple and elm. 
Low grade Nos. 2 and 3 common are in strong 
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LUMBER 


WE HAVE.IT 


to Buy Lumber 
from a Specialist 


—from a manufacturer who has 
concentrated his efforts to saw- 
ing one species of wood. For 
many years we have studied the 
individual factory requirements 
of different buyers of 


Cherry Lumber 


Our knowledge, experience and excel- 
lent facilities guarantee you complete satis- 
faction. 

Write us now about the various 
products you manufacture from Cherry 
lumber and let us quote you prices. 
Remember we are the oldest and largest 
manufacturers of Cherry lumber in 











America. 
WarrenRoss Lumber (Co. 
JAMESTOWN, 
NEW YORK 








GULF RED CYPRESS 
COMPANY 
Distributors of high class Gen- 
uine Tide Water Red Cypress. 
Straight or Mixed Cars. Annual 

capacity of our mills 
150,000,000 feet Cypress 
50,060,000 feet Southern Hardwoods 


13th Floor Barnett National Bank Bidg., 
JACKSONVILLE, FLORIDA 














Poplar Magnolia 
Oak Beech Gum 


POPLAR BEVEL SIDING 
BOX SHOOKS 


Eastman - Gardiner 
Hardwood Co. 


LAUREL, 
Member Hardwood Manufacturer’s Institute. 

















| Cummer Gypress Go. 


Mills: Jacksonville and Sumner, Fla. 


Cypress LUMBER 


Rough and Dressed 


Shingles and Lath 


| Sales Office, 300 Madison Ave., New York City | 
































demand from box factories and industrial plants 
for crating purposes, with dry stocks at most 
mills light. Prices are firm. Some orders are 
coming through for tupelo and white oak, but 
demand for southern hardwoods generally ts 
rather slow. Prices are steady. 


ST. LOUIS, MO., Feb. 13.—Activity in south- 


ern hardwoods continues “disappointingly 
fair,” due largely to the lack of buy- 
ing of the furniture interests, which 
refrain from buying because of lack of 


business, Automobile body plants are 
supplying a good demand for gum, elm and 
maple. Oak flooring is moving better but 
prices continue unsatisfactory. Planing mill 
trade is quiet. Prices rule steady for the most 
part, although thick gum is a little stronger 
and thin gum a little weaker. Sawmill oper- 
ators are holding down production. 


CINCINNATI, OHIO, Feb. 13.—Several hard- 
wood items showed softness this week, mills 
appearing more eager for orders and more 
willing to make concessions. Buying was 
more general, but in small lots for immediate 
shipment. Furniture factories and auto body 
builders were fairly active buyers. Flooring 
factories were taking some oak. Wholesalers 
have not changed quotations, and are hoping 
the slip will be only temporary. 


MINNEAPOLIS, 
still 


MINN., Feb. 14.—There 
is little life to the northern hardwood 


market. Wholesalers here are hopeful, how- 
ever, that spring will bring increased de- 
mand. They expect an upturn in the next 


few weeks. 
prices. 


There has been no change in 





BUFFALO, N. Y., Feb. 15.—There has been 
some increase in inquiry for hardwoods, and 
in the number of orders. Wholesalers regard 
the outlook as promising. Automobile factor- 
ies and furniture plants have been delaying 
their purchases and now find themselves 
rather short of stock. 


FIR, SPRUCE, CEDAR 


CHICAGO, Feb. 15.—Fir demand from coun- 
try yards is fairly brisk, but the volume of 
business from local retailers is not up to ex- 
pectations, although an occasional car of mixed 
items is being placed for prompt delivery. There 
is a fair movement of Sitka spruce, especially 
in the factory grades, to industrial consumers. 
Coast prices on fir remain on an even keel, as 
during the last few weeks the mills have sold 
a little more than they produced. 








SEATTLE, WASH., Feb. 11.—A firming-up 
of transpacific freight rates, due primarily to 
the release of grain for export, has had a 
somewhat bracing effect on the offshore lum- 
ber trade. There is a feeling of buoyancy in 
the domestic markets, although wholesalers 
are disappointed in the volume of orders com- 
pared with heavy inquiry from the middle 
West. Weather during the present week has 
been ideal for logging. 


NEW YORK, Feb. 13.—Large deliveries of 
fir were made last week to yards in the sub- 
urbs, the movement being much more satisfac- 
tory than for several months. The absence of 
heavy shipments has helped to stiffen prices. 
The market is on a better footing than it was 
a year ago. 


BALTIMORE, MD., Feb. 13.—The market 
for fir here is just about where it has stood 
for some time, with demand affected by the let- 
down in building and in other activities that 
call for the use of fir. 


KANSAS CITY, MO., Feb. 14.—The fir mar- 
ket appears to be coming along well and, while 
prices still are soft, sales managers are look- 
ing for more firmness in a short time. There 
is a fair demand for industrial items. 


CYPRESS 


CHICAGO, Feb. 15.—Tank and greenhouse 
interests are more actively in the cypress mar- 
ket. Some orders are being received from re- 
tail yards, and the volume is about on the same 
basis as a year ago. High grade thick lumber 
for tank purposes is scarce, but other grades 
are in good assortment, and prices are steady. 


ST. LOUIS, MO., Feb. 13.—Demand for yel- 
low cypress is fair and all users—wholesalers, 





retailers and industrials—are participating jp 
the activity. One of the strongest items is No, 
1, which is wanted by the coffin trade. Stocks 
of this item, as well as of No. 2 cypress, are 
scarce, Industrial crating stock is moving 
fairly well, as are finish and fencing. Prices 
rule firm. Demand for red cypress, especially 
yard items, is fair. 


HEMLOCK 


NEW YORK, Feb. 13.—Prices on eastern ang 
western hemlock have stiffened with slightly 
improved demand and fairly numerous inquir- 
ies. Most buyers prefer western lumber, 
which is much more plentiful. Yards are car- 
rying small stocks and buying closely. 


WESTERN PINES 


CHICAGO, Feb. 15.—Pondosa pine demand 
is slow, as local yards have pretty fair stocks, 
Retailers are buying some mixed cars for im- 
mediate requirements. Western pine prices re- 
main on a steady basis. There is a fair demand 
from the sash and door factories and other con- 
sumers for California white pine, prices on 
which are stronger, especially on No. 2 shop, 


SAN FRANCISCO, CALIF., Feb. 11.—There 
was a sharp upward trend in demand for and 
prices of pine during the week. The prices 
have advanced $2 on upper grades and shop, 
and $1.50 in lower grades. Eastern business 
has increased materially, especially rail ship- 
ments. Demand for box lumber has also in- 
creased. Retail business here is a little better. 


NEW YORK, Feb. 13.——Tmprovement in 
Idaho and Pondosa pines is slow. There has 
been no advance in Idaho, but weakness that 
prevailed late in January is no longer evi- 
dent. Some Pondosa prices have been put up 
$1, but this advance is not general. Inland 
Empire mill stocks are not heavy, and yards 
carry small amounts. 


BUFFALO, N. Y., Feb. 15.—Most western 
pines items hold firm and demand, particularly 
for shop lumber, shows a slight improvement. 
Industrial concerns and retailers are not car- 
rying as much stock as usual at this season, 
and are expected to put in a fair number of 
orders soon. The unusual strength of spruce 
ee is counted on to influence California pine 

th. 


KANSAS CITY, MO., Feb. 14.—Demand for 
shop items has been heavy the last two weeks, 
and advances of $1 have been posted. The 
demand for retail stock has been growing 
steadily, and factory demand is good. 


REDWOOD 


SAN FRANCISCO, CALIF., Feb. 11.—In- 
crease in both orders and inquiries are re- 
ported by redwood manufacturers. Prices are 
steady, with slight increases announced in in- 
dividual grades and sizes. Foreign trade is 
looking up, and rail business shows renewed 
strength. Retailers report business still be- 
low normal, but redwood demand is slightly 
better. Shipments to the northern part of the 
State have been heavy and some mills report 
shortages in upper grades. 


SOUTHERN PINE 


CHICAGO, Feb. 15.—Retailers are buying 
fair quantities of yard items in southern pine. 
Some mills report shortages in stocks of No. 1 
dimension, No. 2 common, all widths, and 6-inch 


No. 3. Industrial demand for crating and 
framing stock is good. Prices show a firmer 
tendency. 


ST. LOUIS, MO., Feb. 13.—There is a fair 
demand for southern pine, and the list is cov- 
ered better than it was a few weeks ago. 
Prices are stronger on some common items, 
notably Nos. 2 and 3 boards, but purchasing 
is still hand-to-mouth. 


KANSAS CITY, MO., Feb. 14.—Demand for 
southern pine was not quite so brisk last 
week, but this lull is considered temporary 
and prices have held firm. There still is a con- 
siderable volume of fill-in demand. Inquiry 
for spring requirements is being followed by 
orders, though the heaviest buying is not ex- 
pected before the end of the month. 
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SHINGLES AND LATH 


CHICAGO, Feb. 15.—White cedar shingles 
are in good demand, especially extras and sound 
putts, from country yards, at: Extras, $4.50@ 
4.60; standards, $3.50@3.60; sound butts, $2.85 
@3. Mill stocks are none too plentiful, extras 
and sound butts being particularly scarce. Lath 
demand is picking up, and prices are unchanged. 


SEATTLE, WASH., Feb. 11.—Upper grades 
of red cedar shingles rule strong, while the 
market on lower grades is stationary. Mills 
apparently are well booked with orders, which 
explains their indifference to new business on 
present prices. Quite a few operations have 
not resumed since the holiday shutdown. Log 
supply is tight, and shingle cedar is high in 


price. 


MINNEAPOLIS, MINN. Feb. 14.—While 
supply appears to be greater, demand for red 
eedar shingles has not gained. There is some 
buying, and prices are holding firm. Clears 
were quoted at about $2.25, and stars at $2.10. 
With woods operations handicapped, lath pro- 
ducers are not forcing sales. Large buyers 
have not shown any eagerness to contract for 
their year’s supply. 


KANSAS CITY, MO., Feb. 14.—Shingle prices 
have shown no change in the last week, but 
there is a slightly better demand. Lath de- 
mand is picking up, southern and western pine 
and redwood being in good call. Siding de- 
mand is slow and most buyers are satisfied, 
for the present, with mixed carlots, 


NEW YORK, Feb. 13.—Continued improve- 
ment in the spruce lath market has been noted, 
with prices firm at $6.75. Demand and inquir- 
ies have shown a sharp increase, since news 
spread that the Canadian output will be con- 
siderably less than that of 1927. Some dis- 
tributers are amply supplied. Demand for 
West Coast shingles has also improved, but 
prices have not advanced. Stocks are plenti- 


News Letters 


(Continued from page 87) 


Milwaukee, Wis. 


Feb. 14.—Wholesalers are disposing of fir 
and pine to the retail trade. The general ten- 
dengy of the West Coast items is upward. A 
good share of the business is on mixed cars, 
higher prices being asked for mixed than for 
straight loadings. Retailers as a whole are 
holding stocks down quite low. They are only 
a little higher than they were last year. Fa- 
vorable weather is permitting Milwaukee re- 
tailers to make deliveries. Country retailers 
are inclined to start building up stocks of 
hemlock. It is believed that they will again 
have a good business this year. 


Hardwood business shows no improvement. 
There are a few inquiries, but little business 
is developing. Small quantities of birch are 
moving to the furniture trade. Automobile 
body plants are taking small lots of dimension 
stock. 


The .Wisconsin Conference on Forestry will 
be held at the Hotel Pfister, Milwaukee, March 
28 and 29. 


Philadelphia, Pa. 


Feb. 15.—More activity was reported in 
Philadelphia territory this week, with sales 
and inquiries in sufficient volume to stabilize 
Prices in both softwoods and hardwoods. The 
Prices quoted last week in West Virginia 
woods remain unchanged. Longleaf pine floor- 
ing, and shortleaf dimension and roofers, made 
fractional advances. Southern pine sales have 
been reported at various figures, with a range 
of $5. Maple flooring is in brisk demand, with 
very little change in prices. 

Mr. and Mrs. C. C. Coolbaugh are enjoying 
a tour, which includes visits to various West 
Coast lumber centers. 

A splendid entertainment program is being 
arranged for the annual of the Lumbermen’s 
Exchange which will be held at the Bellevue- 
Stratford Hotel, on Thursday, March 1. 


Members of the Philadelphia Retail Lumber- 
men’s Association are participating in the 






















TFLCC 


Now Is The Time To Buy 


At this particular season there is usua ly a very marked de- 
pletion in retail yard stocks. 


When dealers begin to restock a heavy demand is made 
on manufacturers—in fact this demand often exceeds sup- 
ply and so often causes a rise in prices. 

We suggest you avoid paying a premium—now is the 
time to buy. Wire or write for prices today. 


We solicit your inquiries and orders for 


OAK—ASH—GUM—ELM— COTTONWOOD— 
CYPRESS 


Turner-Farber-Love Company 


Home Office: MEMPHIS, TENN. 


BRANCH OFFICES: 
New York, 350 Madison Ave. New Orleans, Hibernia Bank Bldg. Chicago, 612 North Michigan Ave. 
Mills at Memphis, Tenn. , Leland, Charleston, Tchula, Miss. 


























Birch 
Maple 
Beech 
Basswood 
Elm 
Norway 
White Pine 
Hemlock 


Quality 


NORTHERN 
HARDWOODS 


from Quality Timber 


Stack Lumber Co. 


MANISTIQUE, MICHIGAN 














Hemming sx. 8-Wheel Trailer 


This trailer is preferred by lumber- =” 
men who use tractors for hauling trains — nH - © 
of logging trailers because it gives a 
steel center line draught through the = | 
entire train. 


The sturdy construction of all Hemming 4-, 
6-, and 8-wheel log wagons and trailers insures 
long wear at rock bottom maintenance cost. 








SPECIFICATIONS: 


AXLES 4” x6’ split hickory. 
SKEINS 334”’ x10” or 4” x 12’’, long sleeve 


They are especially designed to meet the needs malleable. ere 
of lumbermen. That’s why so many of them RY ert, wit See ta. 
are in use today on the most difficult logging center bar, 434’x64”, with 3”x5” built-up 
operations. bars. 
TONGUE 4’’x6’’, 5’ long; reach,4’’x6’’, 11’ long 
Write for Complete Catalog Today. CAPACITY 10 tons. 











HEMMING WAGON FACTORY, Meridian, Miss. 
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; The Big Selling Ladders ' 
All Spruce Air Dried retaining full strength of . 
, qu’) ™material. ‘ me 
ova ie Every ladder individually made, no machine made 
PA A) ladders. wssulig oles 
, All Stock personally selected. 
Ladders made to meet specifications of State Labor 
Boards and Commissions of different states. 
If you stop buying you stop selling, If 
you stop selling you are out of business. 
THE W. W. BABCOCK CO., Bath, N. Y. 
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annual Hardware Show, which is being held 
this week at the Commercial Museum. 


Aberdeen-Hoquiam, Wash. 


Feb. 11.—Both rail and cargo business show 
a very decided improvement and, while prices 
are not satisfactory, there is a very good vol- 
ume of business being offered the mills. 

January cargo shipments from Grays Har- 
bor aggregated 103,889,681 feet, an increase 
of about 12,000,000 feet over January, 1927. 
but 4,000,000 feet less than was shipped in 
December, 1927. California took 35,846,000 
feet on twenty-eight coastwise carriers; Japan, 
26,861,601 feet on four ships; Atlantic sea- 
board, 21,406,692 feet on eight intercoastal 
steamers; east coast South America, 6,489,708 
feet; west coast South America, 2,228,478 feet; 


Australia, 4,847,104 feet; Europe, 3,114,021 feet; 
Cuba, 1,655,000 feet; Mexico, 1,048,660 feet; 
Hawaii, 372,417 feet. 

Louis Stewart vice president Sudden & 
Christenson, San Francisco, has been on the 
Harbor for the last week completing the amal- 
gamation of the Hoquiam Lumber & Shingle 
Co. and the Aberdeen Lumber & Shingle Co. 
The operation of the two mills has been placed 
under the management of the Aberdeen Lum- 
ber & Shingle Co., with Clyde Pitchford as 
manager. Sudden and Christenson own and 
operate vessels which reach all parts of the 
world, and are also heavily interested in Pa- 
cific coast lumber operations. The Hoquiam 
Lumber & Shingle Co., which has been idle 
for about five months, resumed operations 
Feb. 8. 


The new 23-mile logging road of the Schafer 


Lumber Co., Montesano, is now in operation 
The first train of seventeen cars was brought 
in last Monday. A party of Montesano off. 
cials and newspaper men were the guests of 
Albert and Hubert Schafer on the trip. 


The new $650,000 plant of the Aberdeen Ply. 
wood Co. started operations Feb. 8. Delay ip 
arrival of special machinery will make neces. 
sary a shutdown next week. 


Alex Polson, of the Polson Logging Co., left 
Saturday for Washington, D. C., where he wil 
aid the fight of the Northwestern mills fora 
tariff on shingles. Mark Reed, of Shelton, wij) 
accompany Mr. Polson. 


G. E. Anderson, of the Anderson & Middle. 
ton Lumber Co., left last week for Wilmington, 
Del., where his company has a large concen. 
tration plant. He will make stopovers. 

Henry Neff Anderson, with Mrs. Anderson, 
left this week for the East. Mr. Anderson js 
manager of the Twin Harbors Lumber Co, 
which wholesales rail shipments of the Ander- 
ton interests on Grays Harbor. 


E. K. Bishop, of the E. K. Bishop Lumber 
Co., with Mrs. Bishop will leave on Feb. 12 for 
a three months’ European trip. 


Kansas City, Mo. 


Feb. 14.—The first rush of buying for filling 
in purposes is about over, and the market was 
a little slower last week. Meantime retailers 
are looking over their stocks, and inquiry is 
beginning to come in, though most sales man- 
agers are not looking for real buying to begin 
much before March 1. The outlook continues 
to be very favorable, and better in the country 
than in the cities. With more open weather, 
country improvement work is expected to pick 
up materially. There is a good demand in the 
South and Southwest, except in the oil fields. 


Warren, Ark. 


Feb. 13.—Prices of Arkansas soft pine have 
maintained the strength shown last week, 
especially those of common yard items. Orders 
from dealers for the most part have been for 
mixed cars, with a few calling for straight 
cars of common yard stock. Total volume of 
yard buying has been on about the same level 
as in the preceding week, and hardly up to 
the manufacturers’ expectations. Industrial 
buying has been rather good, a number of 
orders having been placed, mostly for crating, 
with some calling for specialty material. 
Ladder business was quiet, but demand for 
lumber for novelty and specialty items is on 
the increase. Buying of car material is light. 
Production has been normal. The woods are 
unusually dry for this time of year and log- 
ging has continued almost without interrup- 
tion. Production, new business and shipments 
were just about equal in most plants. 

Officers of the Bradley Lumber Co. of Ar- 
kansas were hosts to department heads at the 
annual meeting here in the Club Rooms of 
the Bradley Lumber Co. store. R. W. Fuller- 
ton, president; Joe L. Reaves, sr., vice presi- 
dent; S. B. Fullerton, secretary, and E. F. 
Paulus, treasurer, were the officers present. 


Must Buy Cement From Dealers 


Manpison, Wis., Feb. 14.—During the season 
of 1928, in all probability all cement which will 
be used for highway construction will be 
bought from material dealers nearest the 
work. This comes as the result of the cement 
purchasing commission of Wisconsin rejecting 
all bids submitted by cement manufacturers on 
State and Federal aid work. The commission 
received bids on Feb. 3 on Portland cement 
for use in highway construction and for some 
counties and cities, amounting to about 668,000 
barrels, to be shipped during the year. After 
several meetings the commission decided to 
reject all bids. There were thirteen bids and 


all ranged between $2.60 and $2.73 a barrel. 
Superintendent of Public Property C. B. Bal- 
lard said that it seemed strange that the State, 
on a contract of this size, could not get cement 
cheaper than a small dealer buying only a 
small amount of cement. 
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OBITUARY 


HARRISON W. POTTER, pioneer lumber- 
man, of Beaumont, Texas, died at his home 
there Friday morning, Feb. 10. Mr. Potter 
was born in Wayne County, New York, Dec. 2, 
1836, and went to Beaumont in 1860. With 
the late Mark Wiess he engaged in the lumber 
pusiness and they operated their saw mill 
until the Civil War intervened; Mr. Potter 
joining the Confederate forces in 1862, serving 
under the late Capt. Geo. W. O’Brien in Co. E, 
gist Texas, and was discharged as a corporal 
in 1865. Upon his return to Beaumont he or- 
ganized the Reliance Lumber Co., which he 
operated until 1900, when he sold out to the 
late William Wiess, since which time he had 
not been actively engaged in the lumber busi- 
ness, but continued to show an active interest 
in the development of Beaumont. He is sur- 
vived by his wife, Mrs. Alice Cate Potter, 
and five nieces and nephews. Funeral serv- 
ices, held on Saturday afternoon, Feb. 11, were 
largely attended. Active pallbearers, all local 
lumbermen, or closely affiliated with the trade, 
were: Monroe Carroll, John L. Keith, Felix 
Saunders, Hubert Fuller, W. G. Reeves, George 
W. Carroll, Will Keith and Harry Shepherd. 
All members of the local camp of United Con- 
federate Veterans, of which Mr. Potter was a 
member, were named as honorary pallbearers, 
together with a iong list of his friends 
throughout the lumber producing section with 
which he was so long identified. 





CHARLES DILLER FRATT, 66 years old, 
died Feb. 3 at his home in Everett, Wash., 
following an illness of about two years. His 
health began to fail in 1926, when he went 
to Kansas City for treatment, and apparently 
recovered, for on his return he resumed his 
desk at the Robinson Manufacturing Co., of 
which he was secretary and manager. He was 
a specialist in the manufacture of fir doors, 
having been one of the first among West 
Coast lumbermen to introduce that product. 
into the Eastern market. He was a graduate 
of the University of Wisconsin, where he was 
prominent in athletics. In 1899 he became 
connected with the St. Paul & Tacoma Lum- 
ber Co., Tacoma, and-in 1891 moved to Everett 
to engage in banking, which business he fo!- 
lowed for a decade. In 1901 he joined the 
Robinson Manufacturing Co. 


CARL A. PAULSON, 73 years of age, retired 
lumberman of Spokane, Wash., died at Tacoma 
on Feb. 6 while visiting his daughter, Mrs. 
C. W. Mason of that city. Mr. Paulson was 
one of the pioneer lumber manufacturers of 
the Pacific Northwest. He retired from busi- 
ness 30 years ago and took up his residence 
in Spokane though during his active business 
life he operated on Puget Sound. Mr. Paul- 
son was the founder of the Paulson mill at 
Tacoma and was for years an active member 
of the business life of that city. He is sur- 
vived by his daughter, a son and six grand- 
children, 


MRS. E. A. SMITH, after a long illness, 
passed away at her home in Salem, Ind., Mon- 
day, Feb. 6. Mrs. Smith was the wife of 
Erdman A. Smith one of the pioneer walnut 
men of Indiana, who has been associated with 
the H. A. McCown & Co., Ohio River Saw Mill 
Co., and Southern Star Lumber Co. since 1898. 
Mrs. Smith was also the mother of Ford A. 
Smith, president and general manager of Stout 
Smith Trust, Salem, Ind., and of Roscoe F. 
and Clyde C. Smith, of McKenzie, Tenn., who 
_ and operate the Southern Star Lumber 

0, 


ANTHONY LANGRAFF who conducted a 
broom factory and sawmill at Parish, N. Y., 
for many years, died in that village on Feb. 3, 
aged 82. He was born in New Jersey and early 
learned the art of glass blowing, continuing 
the trade in Syracuse and Cleveland, N. Y., 
being owner and manager of the glass works 
in the latter place. He was well-known as a 
singer and evangelist, and was also a Mason. 





ROBERT R. SLAYTON, for many years 
connected with the Mears-Slayton Lumber Co., 
of Chicago, and later president of the R. R. 
Slayton Mill Co., also of Chicago, died at his 
residence, 4450 Dover Street, Chicago, on Feb. 
8. Mr. Slayton was active in Chicago lumber 
circles for many years and during the war 
took a prominent part in emergency work. 
After the war the business of the R. R. Slay- 
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Especially Adapted for 
Handling Lumber 


Designed for all kinds of yard use, 
the ORTON Crane Truck consists 
of a regular Model “V” crane mount- 
ed on a steel substructure equipped 
with rubber-tired steel. wheels, with 
wide steel road wheels or with flex- 
ible crawling treads. 


Travels and steers in any direc- 
tion. Lifts loads varying from 10,000 
pounds at a 10-foot radius to 3000 
pounds at a 20-foot radius. Equip- 
ped with a 53-horsepower gasoline 
engine. Separate clutches for each 
operation. Write for Bulletin No. 44. 


ORTON CRANE & SHOVEL CO. 


608 South Dearborn Street, Chicago 


Representative in Principal Cities 






RITON 


Cranes, Shovels & Buckets 





ton Mill Co. was discontinued and Mr. Slay- 
ton was connected with various other mills 
for a while, among them the Philip Rinn Co., 
sash and door manufacturer, from which he 
retired about a year ago. Mr. Slayton had not 
been in good health for some time. The re- 
mains were forwarded to his former home, 
Horse Heads, N. Y., for interment on Saturday, 
Feb. 11. 


MRS. W. H. MYLREA, mother of J. D. Myl- 
rea, president of the Thunder Lake Lumber 
Co., Rhinelander, Wis., died last week at her 
winter home in Palm Beach, Fla. 
services were held at Wausau, Wis., her old 
home. 


MART OSBORNE, a retired lumberman, aged 
57, died at his home at Indian Creek, Ky., 
Thursday morning Feb. 9 after a few days 
illness. Mr. Osborne was actively engaged 
in saw mill operations until last summer when 
he retired, leaving the supervision of his busi- 
ness to a son, Jack Osborne. A widow and 
several other sons and daughters survive. 





Funeral - 


FRANK L. EASTERLING, aged 51, lumber- 
man of the upper Cumberland river section 
of Kentucky died at his home at Ovenfork, 
Ky. Friday evening Feb. 10 following a few 
weeks’ illness. Mr. Easterling had been a 
successful saw mill operator there for twenty 
years. He sold his interests a few months 
ago to a brother, J. W. Easterling and retired 
to private life. His wife and two sons sur- 
vive him. 


JOHN HERDRICH, 67 years old, who oper- 
ated a saw mill near Royalton, Ind., for the 
last quarter of a century, died recently at his 
home at New Augusta, Ind., after a short ill- 
ness. Mr. Herdrich was well known_to lum- 
bermen in the State. His son John Herdrich,, 
had been a partner in the lumber _ business 
with him during the last two years. Surviving 
are the widow, son and four daughters. 





W. K. GILCREST, aged 62, formerly con- 
nected with the Gilcrest Lumber Co.,, of Des 
Moines, Iowa, who left the company 20 years 
ago to make his home in Gilcrest, Colo, died 
Feb. 8 in Colorado Springs after a long ill- 
ness. A widow, a daughter, a brother and 
four sisters survive. 
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BUSINESS CHANGES, INCORPORATIONS, ETC. 
(Concluded from Page 90) 


the manufacture of golf sticks, making an invest- 
ment of about $25,000. 


WYOMING. Albin—Home Lumber Co,, of Potter, 
Neb., opening branch yard. 


New Mills and Equipment 


MISSOURI. Neosho—Price Box & Basket Co. 
building a new mill and will install clippers, basket 
machines, unloading crane, shingle machine etc. 

NORTH CAROLINA. Siler City—Chatham Sash 
& Door Co. building addition to main plant; ma- 
chinery and equipment purchased. 

Wilmington—White Lake Lumber Co. will begin 
rebuilding at an early date the planing mill at 
Garland, N. C., recently destroyed by fire. 

OREGON. Empire—Empire Western Lumber Co. 
will open a sawmill here about June 1. 


SOUTH CAROLINA. Greenville—Haverty Furni- 
ture Co., recently incorporated here with capital 
of $40,000, will erect plant for furniture manu- 
facture. 

North Augusta—Southern Veneer Co., recently 
incorporated with $10,000 capital, reported plan- 
ning establishment of plant for manufacture of 
veneers. 

TENNESSEE. Johnson City—Tennessee Box Co. 
installing additional machinery in plant of the Von 
Cannon Lumber Co., recently purchased, and will 
double its capacity; will manufacture boxes. 

WISCONSIN, Madison—Way Bros. Co.. manu- 
Spesuring millwork, is building $15,000 addition to 
plant. 

West Allis—Convertible Door Mfg. Co., building 
addition to factory. 


Casualties 


MICHIGAN. Detroit—Alton W. Grigg Lumber 
Co., loss by fire, $50,000. 


MINNESOTA. Aitkin—Sawmill belonging to Kel- 
logg Lumber Co., of Minneapolis, destroyed by fire. 
NORTH CAROLINA. Wilmington—Planing mill 


and dry kiln of the White Lake Lumber Co., at 
Garland, destroyed by fire. 


OHIO. Fostoria—Fostoria Lumber & Supply Co., 
loss by fire, $100,000. 

Greenfield—Plant of Gray-Elliott Furniture Mfg. 
Co., including two large dry kilns, destroyed by 
fire; also plant of Greenfield Lumber Co., damaged 
to extent of about $15,000. 


WISCONSIN. Appleton—Appleton Mfg. & Lum- 
ber Co., loss by fire. 

Milwaukee—Milwaukee Western Barrel Co., loss 
by fire, $5,000. 


Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Patent 
office. Copies may be obtained from R. E. Burn- 
ham, patent and trade-mark attorney, Continental! 
Trust Building, Washington, D. -+- at 20 cents 
each. State number of patent and name of in- 
ventor when ordering. 


1,655,699. Composite lumber. William A. Hous- 
ton, Lewisburg, Tenn. 

1,655,828. Cutter. Frank R. Weaver, Clinton, 
Wis., assignor to Wisconsin Knife Works, same 
place. 

1,655,836. Saw toothed wood boring bit. Adolph 
H. Hawkinson, Rockford, Ill., assignor to Greenlee 
Bros. & Co., same place. 


1,655,856. Chain saw. Samuel J. Bens, New 
York, N. Y., assignor to Chain Saw Corporation. 








1,655,880. Shipping crate. Lester Smith, Port 
Washington, Wis. 
1,655,951. Saw set. Erik G. Hallstrom and Carl 


G. Nelson, Kemmerer, Wyo. 

1,656,161. Crate. Arthur A. Berndt, Chicago, 
assignor to Kurz Bros. Co., same place. 

1,656,311. Portable saw rig. James P. Anthony, 
Columbia, Mo. 

1,656,490. Saw. John A. Leutkemeyer and Jo- 
seph Wieberg, St. Elizabeth, Mo. 


1,656,676. Butt hook. Norman W. Mills, Port- 
land, Ore. 
1,656,802. Drier for veneer, wall board and the 


like. Arthur J. Vance, Painesville, Ohio, assignor 
to Coe Manufacturing Co., same place. 

1,656,804. Wood preserving composition. Karl H. 
Wolman, Berlin-Grunewald, Germany. 

1,656,819. End-matcher trim-gage for saws. Wer- 
ner Fetz, Memphis, Tenn., assignor to E, L. Bruce 
Co., same place. 

1,656,863. Process for the preservation of wood. 
Basilius R. V Malenkovic, Neulengbach, Austria. 


1,656,981. Sandpaper holder. George A. Lewis, 
Greenfield, Mass. 
1,657,280. Process of making plywood tubes. John 


H. Proctor, Andover, Mass., assignor to Plywood 
Tube (Inc), Lawrence, Mass. 


1,657,481. Sa tooth. William H, B. Perry, 
Waterbury, Vt. 


1,667,735. Saw swage. Edward P. Armstrong, 
Portland, Ore. 

1,657,854. Saw clamp. Axel Clemensen, Chi- 
cago. 

1,658,260. Dadoing machine. Marcus O. Solheim, 


Bayport, Minn., assignor to Andersen Lumber Co., 
same place. 

1,658,287. Shipping box. Sander Debus, Hast- 
ings, Neb. 

1,668,407. Nailing block for composite walls. 
Palmer Gustaveson, Los Angeles, Calif. 








Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 
5S cents a line for two consecutive weeks. 

75 cents a line for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Coumt in signature. 

Heading counts as two lines. 

No display except the heading can be ad- 
mitted. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


























MANY PEOPLE 


Are looking for the opportunity to 
sell what they don’t want and others 
are trying to get what you have for 
sale. 


Many are looking for employment 
and others want employees. 


A little advertisement has the possi- 
bilities of making the proper contact. 
MEN MEET HERE 
Place your advertisement in the 
Wanted and For Sale department of 

the 
AMERICAN LUMBERMAN 
431 S. Dearborn S&t., 
Chicago, Illinois. 





OFFICE EXECUTIVE 
WANTED 


Young single man with general knowledge of mill- 


work business. Accounting and cost experience 
necessary. Consider only an able, ambitious, well- 
educated applicant. 

GREGG & ‘SON 

Nashua, N. H. 


WANTED: EXPERIENCED, CAPABLE, 
energetic and trustworthy manager and good col- 
lector, between the ages of 25 and 35 years, for 
retail lumber yard in northwest Arkansas, good 
town and healthful location. Reply in own hand- 
writing, giving references, details concerning self, 
experience, and salary expected. 

Address “M. 3,” care American Lumberman. 


WANTED—Al1 FILER AND KNIFE GRINDER 
For one unit oak flooring mill. Prefer one who 
knows something about American oak flooring 
machine and Yates A-1 end-matchers. Must come 
well recommended. Good wages for man who will 
make himself generally useful. 

Address “R. 32,"" care American Lumberman. 


PLANING MILL GRADER 
To grade dressed lumber behind machine, prin- 
cipally hemlock. State experience and salary ex- 
pected. 
Address “P. 3,’ care American Lumberman. 


WANTED MAN EXPERIENCED IN 
Lumber business to act as solicitor in fast grow- 
ing city. Prefer one who can invest some capital 
and take interest in company. 

Address “M. 8,” care American Lumberman. 


WANTED: COMPETENT AND RELIABLE 
Estimator on special millwork; experienced in 
New York State. 

Address “R. 3,” care American Lumberman. 


WANTED—MILL SUPERINTENDENT 
Experienced in manufacturing crating and box 
hooks. -° 
~ ‘Address “Pp. 12,” care American Lumberman. 


WANTED—GOOD LUMBER INSPECTOR 
Prefer one that can grade both hardwood and 
pine lumber. Must be accurate and reliable, 























Address “P. 20,” care American Lumberman. 








WANTED 
MAN NOT OVER FORTY YEARS OLD 
TO TAKE COMPLETE CHARGE 
Of billing and detailing department in special mill. 
work factory, frames, sash, interior trim, stair and 
cabinet work, must be thoroughly experienced and 


competent, no apprentice wanted, good posit 
so right man in city of 300,000 in Northwestern 
0. 


Address ‘“‘M. 24,” care American Lumberman, 


ESTIMATOR—EXPERIENCED 
For wood working plant located in southern New 
England for getting out special inside and outside 
finish from architects’ plans for mills, houses and 
all other buildings. 
Address “‘R. 16,’’ care American Lumberman, 


WANTED DRY KILN OPERATOR 
Permanent position for experienced man. 700,009 
ft. capacity, Zone Progressive National System, 

Address “P. 37,’ care American Lumberman. 


WANTED 
Bookkeeper and general office man Chicago terrj- 
tory. State experience, reference, age and salary, 
Address “R. 23,” care American Lumberman, 

















WANTED—DRAFTSMAN 
Who understands making details, laying out cab- 
inet and stair work. 
Address “K. 16,’ care American Lumberman, 





SALESMAN WANTED 


for Retail Lumber Yard in California. Here is 
the chance you have been looking for to live in 
wonderful California, with chance to advance to 
management when qualified. Give full particulars 
in first letter, age, married or single, references, 
exact particulars as to class of work performed 
in past positions, salary expected, and relate any 
particular qualifications you may have that con- 
-vinces you that you can fill our position. Replies 
kept strictly confidential if requested. 


Address “R. 5,” care American Lumberman. 





GOOD OPENING FOR SALESMAN 
A well established commission lumber company in 
Chicago has an opening for an energetic lumber 
salesman who is acquainted with the Chicago, Mil- 
waukee and suburban retail lumber trade, and can 
sell Fir and Southern Pine, California and Inland 
Empire Pines. This is a steady position that will 
pay well to a good man. 
Address “P. 35,’ care American Lumberman. 


WHOLESALER 

In northeast Mississippi, handling capacity from 
twenty to twenty-five million feet dimension stock, 
desires to form connection with several selling 
representatives in Ohio, Illinois, Indiana, and 
Michigan, who are willing to become financially 
interested in a small way. If interested address 
“Pp. 25,” care American Lumberman. 


ATTENTION, OHIO SALESMEN 
A real salesman with established trade in Ohio or 
Eastern Ohio and Western Pennsylvania may learn 
of a good opportunity with prominent and old 
established wholesale house by addressing in con- 
fidence. 
“Pp. 5,” care American Lumberman. 


WANTED—SALESMAN FOR OHIO 
One who knows retail and industrial trade in 
northern portion and has thorough knowledge of 
Southern Pine, West Coast and Inland Empire 
products, Salary and profit sharing basis. State 
age, experience, salary expected. 
Address “K. 20,” care American Lumberman. 


WANTED—A SALESMAN 
For Nebraska territory. One familiar with Cost 
Book “A” and capable of figuring lists and small 
house jobs. State previous employers, age and 
initial salary. 
Address “P. 28," care American Lumberman. 


WANTED—WHITE PINE SALESMAN 
For large esta»lished firm. Must have thorough 
knowledge Inland F'mpire and California woods. 
Location Chicago. State age, experience, salary 
expected. 
Address “R. 31,” care American Lumberman 


WANTED SALESMAN 
Jersey or New York, to sell hardwood lumber, 
maple flooring, box and shook, crating cut to size, 
small squares, one to three inches. Salary or com- 
mission. JERSEY INVESTMENT CO., 9 Highland 
Place, Maplewood, N. J. 


WANTED SALEMAN 
To sell industrial and other direct users of South- 
ern Pine, Hardwoods and West Coast products on 
commission basis. 
open territory. , 
Address “M. 15,” care American Lumberman. 


DO YOU WANT EMPLOYMENT 
Or a better job? Advertise in the Wanted—Employ- 
ment columns of the AMERICAN LUMBERMAN. 
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WANTED 
Experienced Hardwood lumber salesman to cover 
New England states. Salary, expenses and com- 
mission basis. 
BUFFALO HARDWOOD LUMBER CO. 
940 Seneca St., Buffalo, N. Y. 


SOUTHERN WHOLESALE CONCERN 

Has opening for two salesmen selling yellow pine 

and fir to retail and industrial trade. Prefer men 

with established business. Replies confidential. 
Address “‘R. 26,” care American Lumberman. 


WANTED: 
Large Yellow Pine Manufacturer desires sales con- 
nection with a live salesman experienced in selling 
the industrial trade in Ohio and Pennsylvania. 
Address ‘M. 12,” care American Lumberman. 

















YOU SEE THESE ADVERTISEMENTS 


Why not place your ad in the classified department of 
the AMERICAN LUMBERMAN? When you want em- 
ployment advertise in the paper that reaches the people. 





EXPERIENCED LUMBERMAN 
Desires responsible position by a competent con- 
cern. Thoroughly experienced in all phases of 
the lumber industry, with four years experience 
as assistant manager of a large retail yard and 
one year of experience with a large southern mill. 


Age 27. Good education. Best of references. 
Four years with present company. Excellent reas- 
ons for changing. 

Address “P. 16,” care American Lumberman. 


WANTED—MORE WORK 
No snap. Been with one company 16 years from 
stenog and bookkeeper to manager present plant. 
Specialty manufacturing. Hope to enter retail 
lumber-millwork field with reliable company. Best 
‘of references and reason for change. Western or 
Central Ohio preferred. 
Address “P. 30,” care American Lumberman. 


MARRIED MAN, 35, WANTS POSITION 
As representative for building material concern 
with headquarters either Wichita, Kansas or Kan- 
sas City, Mo. Have had 15 years experience in the 
retail and wholesale building material business 
with proven ability. 
Address “P. 19,” care American Lumberman. 


PITTSBURGH LUMBER SALESMAN 
With eighteen years experience, well acquainted 
with the yard and industrial trade in Western 
Pennsylvania and Eastern Ohio, would like to rep- 
resent a Pacific Coast manufacturer. Salary or 
commission basis. 
Address “P. 33," care American Lumberman. 


RIGHT HAND BAND SAWYER 
wants position. 20 years experience on large fast 
mills north and south; age 43. Clean habits and 
best of reference; hard or soft wood timber. Will 
go ae Address P. O. BOX 300, Marlin- 
on, W. Va. 


SOUTHERN HARDWOOD SALESMAN 
at present employed, desires to make change and 
make connection with Southern Mill. Know trade 
Northern J!linois, Wisconsin and Mississippi Valley. 
Best of references. 
Address “R. 9,” care American Lumberman. 

















THOROUGH LUMBERMAN 
Man with over 25 years’ experience from stump to 
market, familiar with all departments of the lum- 
ber business as to manufacturing and wholesaling, 
especially in hardwoods. Possess a knowledge of 
sources of supply invaluable to wholesalers and 
large consumers, of various classes of stock, as 
to grades, texture and quality in general. Good 
executive and hard worker. Would consider propo- 
sition from strictly high class concern where a 
thorough knowledge of the lumber business is re- 
quired. Would much prefer a personal interview. 
Address ‘“‘P. 41,’ care American Lumberman. 


LUMBERMAN 
With executive and managerial experience in log- 
ging, manufacturing, shipping and ocean trans- 
portation, thoroughly acquainted with delivery 
of lumber along the North Atlantic seaboard by 
vessel, capable of taking complete charge of a 
large operation either in the South or West, wants 
a position with an organization where ability and 
application assures future advancement, 
Address “P, 22,” care American Lumberman. 


NORTHERN HARDWOOD SPECIALIST 
If you desire to retire from active management 
of your operation and are seeking a younger man 
to assume this responsibility I’m your man! Have 
had thorough training from the woods through 
the mill and yard to the consumer, and am 
familiar with each phase of the business. Can 
furnish excellent refereiices—and start work im- 
mediately. 
Ad@dress “L. 34," care American Lumberman. 


WANTS PLACE AS MANAGER OR AUDITOR 
Position wanted as manager of good retail yard, 
or as auditor, by a real lumberman who can pro- 
duce results. References will confirm statement. 
35 vears of age, married. 

Address “R. 21,” care American Lumberman. 


EXPERIENCED LUMBERMAN 
33 years of age, with 12 years experience as General 
Manager and Purchasing Agent operating line 
yards and hardware. Will go anywhere. What 
have you to offer? Best of references. 
Address “P. 4,” care American Lumberman. 


LUMBERMAN DESIRES POSITION 
As office man or salesman, with a New York or 
New Jersey concern. 35 years of age, married, 
13 years’ experience in the lumber business. Can 
furnish best of references. 
Address “P. 23,” care American Lumberman. 


POSITION WANTED 
Expert lumber traffic manager ten years expe- 
rience with lumber and _ railroads. Past four 
years Traffic Manager wholesaler Alabama. Best 
references. Married, age 40. Can report now. 
Address “P. 7,” care American Lumberman. 


COMPETENT RETAIL LUMBERMAN 
Wants position as an executive or yard manager. 
Thoroughly competent and familiar with all lines 
of the retail lumber business. Employed at present. 
Successful record, best of references. 

Address “P. 38,” care American Lumberman. 


SOUTHERN PINE AND HARDWOOD OPERATOR 
With 23 years’ experience is open for a job. Com- 
petent to take entire charge of an operation cut- 
ting up to 40 million per year. 

Address “P, 42,” care American Lumberman. 


SASH AND DOOR MAN 
Of extensive experience is open for a _ position. 
Thoroughly familiar with construction, estimating, 
billing, etc. 
Address “D. 25." care American Lumberman. 
































ACCOUNTANT 
Wide experience in wholesale, retail and manufac- 
turing, good correspondent, typist, and executive, 
is open for responsible position. 
Address “R. 15,” care American Lumberman. 


MILLWORK EXECUTIVE AND GENERAL MGR. 
Practical experience all departments, one of the 
best men in the business wants permanent con- 
nection. 

Address “P. 14,”. care American Lumberman. 








ANY NORTHERN OR SOUTHERN 
Hardwood manufacturer who can use the services 
of one having practical experience in lumber from 
stump to consumer, write ELMER B. SMITH, 
18 W. 13th St., Fond Du Lac, Wis. 


LATH MILL FOREMAN 
Middle age, fifteen years’ experience. Wants mill 
by day, or contract. First class filer and millwright 
Best reference. 
Address “‘M. 25,” care American Lumberman. 








WANTED POSITION AS 
Band saw filer; twenty years experience on all 
kinds of wood; excellent references; go anywhere, 
ready now. 
Address “R. 10,’ care American Lumberman. 


WANTED: POSITION WITH 
Sawmill or Wholesaler: High Class lumber sales 
correspondent, office man, typist, buyer. Best refer- 
ences. Go anywhere. 
Address “R. 29,” care American Lumberman. 


TIMEKEEPER—MANUFACTURING END 
Desires position with lumber concern. Six years 








EXPERIENCED LUMBER AND MILL MAN 
Open for executive or sales position in or around 
Chicago. Competent, steady, sober. Might invest. 

Address “R. 27,’’ care American Lumberman. 


EXPERIENCED AUDITOR—ACCOUNTANT 
And general office bookkeeper. Available at once, 
Fifteen years wholesale and retail experience. 

Address “lL. 21,” care American Lumberman. 


EXPERIENCED LUMBER BOOKKEEPER 
And general office man desires new location with 
year round plant; best references. 

Address “R. 18,” care American Lumberman. 














experience. Age 30, married, good refer 
Available at once. 
Address “P. 34,” care American Lumberman. 


ASSISTANT MANAGER OF LINE YARD 
System with 17 years experience in retail business 
is forced by sale of yards to private owners to 
seek new position where full salary may be earned. 

Address “P. 18,” care American Lumberman. 


GENERAL MILLWORK SUPT. OR FOREMAN 
Thoroughly experienced on special millwork, cabi- 
net work, machines, plans, details, billing, layouts, 
latest production methods in quality and quantity. 

Address “H. 17,” care American Lumberman. 








NORTHERN HARDWOOD INSPECTOR 
Now employed, wishes to make change. 16 years 
experience. Wis. or Upper Mich. preferred. 
Address “R. 20,” care American Lumberman. 


SAW FILER JOB WANTED 
Have had experience in hardwood and frozen tim- 
ber mills. References furnished. 
Address “P. 31,” care American Lumberman. 


RETAIL YARD MANAGER 
Eleven years experience. Will soon be available, 


Desire permanent position. A-1 references. 
Address ‘‘M. 17,” care American Lumberman. 











WANTED—SECRETARIAL POSITION 
Ten years experience in lumber business. Can 
furnish best of reference. 
Address “‘R; 17,” care American Lumberman.. 





SAW MILL MANAGER WANTS POSITION 
Complete large operation, go anywhere, ready 
now. Money maker. 

Address “I. 23,” care American Lumberman. 





POSITION WANTED 
By log loader engineer with twenty years expe- 
rience. Good references. 
Address “R, 2,” care American Lumberman. 








WANTED POSITION BY EXPERIENCED 
Hardwood buyer and inspector; age 27. Will go 
anywhere. References. 

Address “L. 20," care American Lumberman. 





MANAGER 
Experienced, well educated, twenty years in serv- 
ice, now employed, would like to make a change 
by May or June to manage good sized yard in 
good town with high school or city. Experience 
also in hardware store, implements or coal. Quali- 
fied to take care of German trade. 

Address “R. 30,” care American Lumberman. 





WANTED: JOB. SALES MANAGER OR 
Assistant Sales Manager. Capable, energetic. Good 
record and references. 
Available March first. 

Address “R. 28," care American Lumberman, 


Sawmill and Wholesale. 





WANTED—CREOSOTING PRESSURE RETORT 
About 50 feet long. 
Address “P: 10,’’ care American Lumberman. 





WANTED—160,000,000 FEET 
Of timber located Gulf Coast territory. 
Mobile, Ala. 


BOX 176, 





WANT TO SELL YOUR TIMBER OR 
Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
ICAN LUMBERMAN, 431 S. Dearborn St., Chicago, 








WANTED RETAIL OR LINE YARDS 
Michigan, Illinois, Indiana, Ohio, Minnesota, Iowa 


and Wisconsin. Responsible party interested in 
acquiring first class properties in these localities. 
ty sales, inventory, and all available informa- 
on. 

Address “K. 14,” care American Lumberman. 


WHOLESALE CONCERN COVERING 
New England, parts of New York and Pennsylvania, 
looking for a good, reliable connection to handle 
Southern Hardwoods on a commission. What 
have you to offer? 
Address “R. 8,’’ care American Lumberman. 


ABOUT $10,000 TO INVEST 
In lumber yard with position as manager. Ten 
years experience. 
Address “R, 1,” care American Lumberman. 


WANTED TO BUY 
Small retail yard on terms, can give good security, 
prefer one-yard town. 
Address “K. 22,” care American Lumberman. 














WANTED—LUMBER 
Want to contract output of Southern hardwood 
mill band preferred but not essential; capacity 
25,000 feet or more per day, cutting principally 
— and Oak. Write us giving detailed informa- 
on. 
Address “S. 101,’ care American Lumberman. 





WANTED . 
Five hundred cars walnut logs. Twelve inches and 
up diameter, eight feet and up long. We inspect 
at shipping point and pay cash. 
GEO. W. HARTZELL, Piqua, O. 





ED—MACHINERY 


Horizontal slab resaw. Vertical resaw band or 
circular. Rip and cut off saws preferably auto- 
matic. Box factory conveying machinery. Double 
surfacer, edger, log splitter and filing room ma- 
— Give complete details and price in first 
etter. 

Address “P. 9,’ care American Lumberman. 





WE BUY AND SELL SAW FILING MACHINERY 
What have you to offer? 
GeBOTT MFG. CO. Muskegon, Mich. 





WANTED TO BUY 
Five to Fifteen miles 50 or 56-lb, steel relayers for 
logging railroad. 
Address “P. 2,” care American Lumberman. 


WANTED TO BUY LOCOMOTIVE 
Rod or geared. Weight not over 60 tons. 
H. V. TURPEINEN, Kilton, Mich. 
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FOR SALE—TWO GOOD RETAIL YARDS 
in N. W. Missouri. The best agricultural part of 
the state. Located seven miles apart. Offered at 
a sacrifice for a cash deal to settle an estate. 
Fine deal for line yard company. 
Address “R. 7,” care American Lumberman. 


FOR SALE: 
Retail lumber business in Arizona, established 
twenty years in district of twenty thousand people. 
Netted last year over six thousand. Reason for 
selling, retiring. 
Address “‘M. 18,” care American Lumberman. 


FOR SALE—RETAIL LUMBER YARD 
Good reasons for selling. If interested write for 
particulars. 
Address “R. 4,” care American Lumberman. 


LUMBER AND MILLWORK YARD FOR SALE 
Suburban Philadelphia, railroad siding, good lova- 
tion. 

Address “R. 6," care American Lumberman. 


FOR SALE: SMALL COUNTRY TOWN YARD 
In good farming community in West, central part 
of Illinois. Might lease ground and sheds. 

Address “P. 24,” care American Lumberman. 


TWO GOOD YARDS FOR SALE 
In Northern part of Michigan. 
Address “M. 26," care American Lumberman. 


FOR SALE 
Two good yards for sale. Central Kansas wheat 
and corn belt. Real estate paid for on rental 
basis. 
Address “P. 26," care American Lumberman. 


FOR SALE—RETAIL YARD AND PLANING MILL 
in good residence and industrial town in Ohio. 
Address “H. 5," care American Lumberman. 


FOR SALE—MY LUMBER YARD 
At Martinton, Illinois, good one man yard. $12,000 
will handle. E. P. KRUM, Bloomington, III. 
































NEW AND SECOND-HAND BARRELS 
Manufacturers of new and second-hand barrels. 
In market for slack cooperage. 

. W. BENSON & SON 
108 Pennsylvania Ave. Syracuse, N. Y. 





FOR SALE 


Complete woodworking plant, electrically driven, 

specially adapted to the manufacture of Mouldings, 

Trim, and Window and Door Frames. 

Address: LOUISIANA RED CYPRESS COMPANY 
Poydras Building, New Orleans, La. 





BUSINESS OPPORTUNITY 

Having cut out our cypress and hardwood holdings 
we have on hand a complete 30,000 ft. capacity 
band mill, which is too good to junk or sell as 
second-hand material. 

From a reliable firm wishing to change from circu- 
lar to band mill operation, or one having good 
timber holdings, we will consider a proposition to 
put in our plant and take preferred stock at a 
fixed rate, 

DEBLIEUX LUMBER CO., INC., 
Opelousas, La. 





FOR SALE 
Planing mill and retail yard. To close up 
estate we are offering good mill, about 150,000 ft. 


of rough lumber, oak, poplar and chestnut, 80,000- 
ft. dressed pine, yard stock. Can purchase the 
entire outfit for $16,000, which is less than the 
actual value of mill. This has always been a 
good mill proposition and has made money, but 
must dispose of same at once. KUHN BROS., 
Warsaw, Ohio. 


ASSOCIATE WANTED WITH INVESTMENT 
In sawmill operating year round, where output is 
sold year in advance, or will sell outright. High 
grade birch and pine. Long supply of standing 
timber. 

Address “P. 32," care American Lumberman. 


PLANING MILL AND CONCENTRATION YARD 
For sale. Located in Mississippi on new railroad— 
plenty of good short leaf timber available for sev- 
eral years run. Timber close in.- Will justify 
thorough investigation. 

Address “M. 6,’" care American Lumberman. 


FOR RENT—SASH AND DOOR FACTORY 
In a live western town of eighteen thousand. Smal! 
capital will handle. No one but a first class mill 
man need apply. One who thoroughly understands 
plan work. Excellent chance for right man. 
Address “L. 14." care American Lumberman. 


WHY WAIT WHEN YOU WANT SOMETHING? 
When you want & new stock of lumber or shingles, 
mew or second-hand machinery, engines, boilers 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get it 
at a small cost by advertising in the “Want- 
Columns” of the AMERICAN LUMBERMAN, Man- 
hattan Building, Chicago, Ill. 

















SAW MILL FOR SALE 
Six-year-old plant, consisting of band mill, resaw, 
planer mill and two lath mills, located on Soo 
road and Lake Michigan in Northern Peninsula of 
Michigan, Purchaser need not tie up much money 
in standing timber, as large stands of hardwood 
timber available to mill are for sale by various 
owners and could be purchased as needed. Mill 
now being operated, ready for immediate use, Ex- 
cellent timber easily available to mill, runs heavily 
to hardwood. 
Address “B. 10,” care American Lumberman. 


BUSINESS OPPORTUNITY 
Excellent geographic location for hardwood and 
yellow pine distribution yard. Seven acres ccn- 
taining three thousand lineal feet. Private rail- 
road switch with dry kiln capacity half million 
per month. Good, dry storage houses and plan- 
ing mill equipment. American appraisal value 
$110,000.00. Will sell outright or allow equity to 
stay as an investment in new organization. 
Address “L. 2,’ care American Lumberman. 


PACIFIC COAST DOUGLAS FIR OPERATION 
Consisting 10-ft. Allis Chalmers band mill with re- 
saw, planing mill, logging equipment and timber 
lands. Mill located on Coast with protected harbor 
affording rail and water shipments. Many billion 
feet of fir and spruce timber accessible to streams 
afford cheap delivery of logs for the next fifty 
years. 

Address “L. 12,”" care American Lumberman. 

WOOD WORKING FACTORIES 


At sacrifice prices. Choice locations in Central 
States with low labor costs. Free industrial sites 











with switch to responsible manufacturers. Build- 
ings constructed and financed. $1.00 sq. ft., up- 
wards. Write us your requirements. FANTUS 


FACTORY LOCATING SERVICE, 1325 S. Oakley, 
Chicago. 





FOR SALE 
Small well equipped woodworking plant located 
in northern hardwood territory. Local capital 
available for right purchaser. 
Address “R, 12," care American Lumberman. 


FOR SALE—SMALL BOX FACTORY 
Established and growing business. Located in 
fruit growing section of California. Small initial 
investment, 

Address “R. 22,” care American Lumberman. 


FOR SALE—SMALL BAND MILL 
In Hardwood location, on railroad, in small town. 
Price $6,800.00 including 250,000 feet Hardwood 
timber. Plenty timber available. 
Address “P. 6,” care American Lumberman. 


FOR SALE 
Handle business manufacturing commercial han- 
dles, well established, doing good business, bright 
prospects, bargain. Address OAK GROVE HAN- 
DLE CO., 10 Sherwin Block, Elgin, Ill, 














FOR SALE 


Commercial railroad ties for private track. Also 
Standard Railroad Ties, and short ties for narrow 
gauge track for contractors’ use. W. J. DELANO, 
St. James, Mo. 





FOR SALE 
8000 6x8-2 and larger extra good second class pine 
cross ties 36c loaded SP rails in Texas. Also No. 1 
Pine, white oak and mixed wood cross and switch 
ties, all kinds rough timbers, different lines Texas 
and Arkansas. LOUISIANA LUMBER & SUPPLY 
COMPANY, Dallas, Texas. 





DRY LOG RUN RED OAK FOR SALE 
Lumber cut five years, on sticks two years, in shed 
three years. 

About four M ft. 6/4-10’ to 16’ heavy to 16’. 

About 20 M ft. 4/4” 10’ to 16’ as follows: 

10% 10’, 10% 12’, 15% 14’, 65% 16’. 

About 3 M ft. 4/4” quarter sawed white oak 
extra nice, good widths and lengths, all sold on 
inspection. 

Address “R, 14,’ care American Lumberman. 


HEMLOCK LUMBER FOR SALE 
Good quality hemlock sawed to order. 
lengths and large sizes a specialty. 
Write us your needs. 
WILLIAMS LUMBER COMPANY, Jellico, Tenn. 





Long 





FOR SALE 
2 cars 4/4 Sel. & FAS Cypress 4/4 & 8/4 Sap Gum. 
CASH LUMBER CO. 
Rison, Ark. 


AMERICAN WALNUT EXPORT LOGS 
For sale. Any quantity all times. WALTER A. 
WESTGATE, Mendota, Illinois, U. S. A. 


HAVE YOU TIMBERLANDS 
To sell? Advertise your timber and timberlands in the 
—" LUMBERMAN, 431 8S. Dearborn St., Chi- 
cago, ; 
















FOR SALE—NEW YORK STATE TIMBER 
2000 ACRES 
10,000,000 ft. Hardwood 
70% Red and Yellow Birch 
15% Hard Maple 
15% Beech 
All largely Virgin Growth. Land included. Also 
20,000 Cords Spruce Pulpwood. 
A great bargain—less than $3.00 per M’, ang 
$3.00 per cord. On N. Y. C. R. R. $70,000. 
Address “R. 24,” care American Lumberman, 


TIMBER FOR SALE 
3,500 acres choice timber near Uniontown, Pa, 
cutting 30,000,000 ft. saw lumber and 2,500 cars of 
mine material, mostly oak and chestnut with other 
valuable hardwoods. One of the finest stands 
hardwood remaining in Pennsylvania. Good log- 
ging conditions near railroads, heart of coal and 
coke regions, 75 miles from Pittsburgh. For par- 
ticulars, Representatives, STEWART HEIRS, 1442 
Clifton St., N. W., Washington, D. C 


FOR SALE 
624 acres land with young growing timber within 
6 miles of Williamsburg. Timber is known to 
grow faster in this section than any other in the 
East. Price $20.00 per acre—land and timber. 
BOGGS LUMBER CO., Williamsburg, Va. 


FIVE MILLION FT. CHOICE HARDWOODS 
Mostly Oak and Hard Maple 2 miles: from B. & O. 
siding near Piedmont, W. Va. Timber is tall and 














straight, cheap to operate: for price and terms 
Address “R. 19," care American Lumberman. 











FOR SALE—HIGH GRADE HARDWOOD TIMBER 
Located in Northern Michigan, convenient to rail- 
road. Estimate 1,500,000—maple, birch and other 
hardwoods. Price very reasonable. Also larger 
tracts. Address DRAWER 817, Houghton, Mich. 


FOR SALE—OAK TIMBER LANDS 
640 acres estimated 1,000,000 feet of saw timber. 
Will price so the lumber will more than pay for 
one-half of the land. Must sell quickly. Address 
A. M. WEIR, Rio, Illinois, 








IF YOU WANT TO CUT A SMALL TRACI 


Of timber and want to get a portable mill for it, 
a small ad in the American Lumberman will put 
you in touch with some such operator who is 
through with his mill. 


If you want to sell the mill, put an ad in the 
American Lumberman. You will find another fel- 


low who will want just what you have. 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, III. 











ABOUT 15 MILLION FEET 
Cypress, oak, ash, bitter pecan and persimmon, 
in Avoyelles Parish, La., at a low figure, for cash. 
— L. E, NORTON, Scanlan Bldg., Houston, 
exas. 


FOR SALE—16,000 ACRES LONG LEAF 
Yellow Pine; also hardwood of all kinds. Some 
virgin. Located on I. C., . R. Price reasonable. 

HARLES ARON, care Watt’s Hotel, 

Monticello, Miss. 








WANTED —OWNERS OF TIMBERLANDS 
To advertise in the For Sale—Timber Land depart- 
ment of the \merican Lumberman for good results. 
WRITE US 
American Lumberman, 431 South Dearborn S&t., 
Chicago, Illinois 





B. C. TIMBER 
For Sale. 350,000,000 ft. of timber, about 75% 
excellent fir, fine location for water and rail ship- 
ment. Good millsite. Price $2.50 per thousand 
on easy terms. Full particulars from 

CANADIAN FINANCIERS TRUST COMPANY 
839 Hastings St. W., 
Vancouver, B. C. 


TIMBER LAND FOR SALE 
To close estate one hundred million feet choice 
Douglas Fir near Rogue River Junction, Oregon, 
at extra low price; easy terms. 
Address “L. 19,” care American Lumberman. 


FIFTY THOUSAND ACRES PONDOSA PINE 
Long, clean bodied timber, soft and light; con- 
tiguous timber available if desired. Address 
MANAGING OWNER, 615 Porter Building, Port- 
land, Oregon. 

VANCOUVER ISLAND, VIRGIN GROWTH CEDAR 
About 300 acres on Tidewater, should cruise from 
12-15 million, 70% cedar, $75 per acre. W. H. 
SHARP, 540 Kelvin Road, Victoria, B. C., Canada. 

FOR PINE AND FIR TIMBER LANDS 
Write FAVELL-UTLEY REALTY CO., Lakeview, 
Ore. 
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WE OFFER THE FOLLOWING 
Used machine tools which are in fair condition 
at the following low cash price f.o.b. Olean, 
subject to prior sale: 


1—Chandler Planer, 30” between columns, 30” 
under rail, table 12’x27”, price $300.00. 
1—Coburn 30” Mill, fixed rail, 17” under rail, 
price $200.00. 

1—New Haven Slotter, 12” stroke, 30” table, 
price, $200.00. 


1—Morgan Steam Hammer, about 900 pounds, 


price $300.00 








1—Cupola, * 54” diameter, 54’ high, Coleo, price 
00.00. 
ag ae compressor, twin so sve stage, about 
500 cu. ft. capacity, price $400. 
CLARK BROS. COMPANY 
Olean, New York 
FOR SALE 


Bradney Standard Electric Lumber Piling Machine 
complete with motor and cable. In excellent order. 
Costs new $2000.00. Must move immediately. First 
$500.00 takes it. 
J. LEE HACKETT 
3-123 General Motors Bldg., Detroit, 


FOR SALE 
At a fraction of cost 40,000’ capacity rotary Saw 
and Planing Mill complete with saws, belting, 
roller dump carts and 


Mich. 





filing machinery, wagons, 
lumber buggies. EUGENE E. PATTERSON, Fi- 
field, Wis. 





ONE. 18’x36” ATLAS CORLISS ENGINE 
3—Sturtevant Planing Mill Exhausters, 
2—Mitts & Merrill No. 6 Hogs, 
1—Jeffrey Type E Shredder. 
Very attractive prices. For details 
Address “R. 25,” care American Lumberman. 


WICKES GANG FOR SALE 
One number ten Wickes belt-driven gang, twenty- 
inch stroke, steam press rolls. In first-class condi- 
tion and is now clean and ready for shipment. 
Here’s a bargain fer someone. 
Address “S. 119,” care American Lumberman. 


FOR SALE 
5-TON CRANE 70/ SPAN—MANY OTHERS 
750 AND 1,000 KVA., 480 V., 60 CY., 3 Ph. Eng. 
Sets. Engines, boilers, pumps, new and used machy. 
ROSS POWER EQUIP. CO., Indianapolis, Ind. 


FOR SALE —ONE CAPITAL VENEER MACHINE 
62” blade with stump attachment. Would consider 











putting mill in other plant and taking interest 
if satisfactory. J. O. CAMPBELL, 1319 High St., 
Beatrice, Nebraska, 





FOR SALE 
Box factory machinery and equipment. 
condition. Going out of business. 
WM. F. GOESSLING BOX CO. 
210 Florida St., St. Louis, Mo. 


FILER AND STOWEL, 9 BAND SAWMILL 
Well equipped Planing Mill, 6 Dry Kilns. Selling 
plants as units or machinery separately. 

FEARON LUMBER & VENEER CO., Ironton, O. 


FOR SALE—PLANER 

Holmes 14” double surfacer and matcher, A-1 con- 
dition. Bargain 

W. E. TRUMAN, Reed City, 

FOR SALE 

S. A. Woods eight inch planer machine in A No. 1 
condition. 

CASH LUMBER CO., Rison, Ark. 
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CORLISS ENGINE 
1 Hewes & Phillips Corliss engine, 85 H. P. 
16”x30” single right hand crank, Single eccentric. 
12’x20” cast iron fly wheel, split girder base, con- 
tinuous cast iron sub-base. Sight feed lubricator. 
Al condition. $400 f. o. b. here ready for re- 
assembly. 

THB McNEILL COOPERAGE CoO. 
Easton, Pennsylvania. 














ELECTRICAL MACHINERY 


Motors and Generators, A. C. and D. C. for sale 
at attractive prices. Large stock of New and Re- 
built Motors on hand at all times. Write for our 
stock list and prices. 


V. M. NUSSBAUM & CoO., 
Fort Wayne, 


Ind. 





FOR SALE MARCH 15TH, 1928 


1—DOUBLE 9 FILER & STOWELL 
BAND SAWMILL WITH AUXILIARY EQUIP- 
MENT, COMPLETE, INCLUDING DRY KILNS. 


LOGGING EQUIPMENT CONSISTING OF: 


Rapid McGiffert Loaders 
42-ton Rod Locomotive 
35-ton Rod Locomotive 
36-ton Lima Shay Locomotive 
42-ton Lima Shay Lomomotive 
67-ton Baldwin Locomotive 
63-ton Baldwin Locomotive 
Miles 45-lb. Relayers 

Miles 35-lb. Relayers 
Skeleton 40M Capacity Log 


— 


Cars 


oc fF NOR RH ee ee 
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40’ Standard Flat 60M Capacity Log Cars 


ARKANSAS LUMBER COMPANY 
Warren, 


Arkansas 





RAILS 


Relaying and New, all sizes. Track Supplies. 
Prepared to give you high class service. Don’t 
buy before you get our quotations. 
PERRY BUXTON DOANE CO. 
Pennsylvania Building, Philadelphia. 





RELAYING RAILS 

1000 Tons 75 Ib. 1000 Tons 56 Ib. 

1500 Tons 70 Ibs. 800 Tons 40 Ib. 

1000 Tons 60 Ib. 700 Tons 35 Ib. 
First class condition, priced low for immediate 
shipment. All other weights. We buy for cash all 
weights of relaying rails. Send us your offerings. 

ELSON 
Boatmen’s Bank Blidg., St. Louis, Mo. 








100 LB. OPEN HEARTH STEEL T RAILS 
600 tons—also 400 tons 90s—800 tons 80s—200 tons 
70s—150 tons 65s—350 tons 60s and lighter weights. 
Angle bars, frogs, switches, tie plates, locomotives, 
ears. E. C. SHERWOOD, 50 Church St., New York. 





RELAYING 40 LB. AND 60 LB. RAILS 
Also 30s, 35s. 56s, 70s, 80s, 85s. New rails, all 
weights, Switches. frogs, second-hand locomotives. 
ROBINSON & ORR, 419 Wood St., Pittsburgh, Pa. 


RAILS 
New and relaying 500 tons 60s, 500 tons 70s, prae- 
tically new. Also large tonnage ef light section 
relayers, frogs and switches, spikes, bolts, locomo- 
tives, cars, etc. Nha cheerfully quoted. 


Park Row Blidg., Union Trust Blidg., 
New York City. Pittsburgh, Pa. 





LIMA STANDARD GAUGE 


PRAIRIE TYPE LOCOMOTIVE 
2-6-2, cylinders 15x20”, 180 lbs. steam, weight 
working order exclusive tender 47 tons, built 1909. 
A-1 rebuilt condition. 

BALDWIN STANDARD GAUGE 

PRAIRIE TYPE LOCOMOTIVE 
2-6-2, cylinder 12x18”, 
clusive tender 31 tons, 
condition. 


180 lbs. steam, weight ex- 
built 1916. A-1 rebuilt 


Large stock rebuilt locomotives. Also flat, box, 
Passenger, camp and logging cars. Standard 
trucks for logging. Repair parts for cars and 
locomotives. Steam shovels, dragiines, locomotive 
renee log loaders, etc. 
EORGIA CAR & LOCOMOTIVE COMPANY, 
Atlanta, Georgia. 





CARS 


60—36 ft. 80,000 lb. cap. flat cars. 

100—40 ft. 80,000 lb. cap. flat cars. 

40—6,000 and 8,000 gal. Class 2 all steel tank cars. 
20—36 ft. 80,000 lb. cap, A-bottom side dump cars. 
4—8-wheel caboose cars. 


HYMAN-MICHAELS COMPANY 
Chicago, Ill. St. Louis. Mo. 





REBUILT LOCOMOTIVES 


80-ton Baldwin Prairie t#pe 2-6-2 
75-ton Baldwin Prairie type 2-6-2 
42-ton Baldwin Prairie type 2-6-2 
39-ton Baldwin Prairie type 2-6-2 
28-ton Baldwin Prairie type 2-6-2 
63-ton Baldwin Mogul type 2-6-0 


BIRMINGHAM RAIL & LOCOMOTIVE CoO., 
Birmingham, Alabama. 





FOR SALE 
One 32-ton Heisler Locomutive, 
Not a worn out, discarded machine, but we have 
one more Locomotive than we need. Will allow 
the right kind of parties to try it out before buy- 
ing. Specifications and price on application. 
ADAMS NEWELL LUMBER COMPANY, 
Deemer, Miss. 


ONE. STANDARD GAUGE 70 TON 
ONE STANDARD GAUGE 50 TON 
BOTH SHAY GEARED LIMA LOCOMOTIVES 
in Good Repair. Full Details and Prices on Request. 
MEDFORD LUMBER COMPANY, Medford, Wis. 


FOR SALE 
28-ton Lima Shay geared 


in good condition. 








One (1) 


locomotive, re- 
built, R 


TOMAHAWK STEEL & IRON WO 
Tomahawk. Wis. 
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MOTOR TRUCKS AND TRACTORS 


using the classified department. If you 
sell or want to buy, insert an advertise- 
the “Wanted and For Sale Department” 
AMERICAN LUMBERMAN, Manhattan 
Chicago, I}. 


Sold by 
want to 
ment in 
of the 
Building, 











bulletins. Time is the test. 





The PLYMOUTH 


GASOLINE AND DIESEL 


LOCOMOTIVES 


is complete from two to fifty ton sizes. Write for catalog and performance 
It’s the saving in operation cost that counts. 


Plymouth Locomotive Works, Plymouth, Chio 





LINE OF 











SLOW SPEED, LOW POWER 


Shavings and 


MECHANICAL Wood Waste Furnace 
Stokers. 


Engineers and Contractors 





Pershing GO, ILL. 


Dust Collecting Systems 


POSITIVE Long Distance Conveyor Systems. 


Central Blow Pipe Co. 


1729-31 West Phone, Lah os 6416 
Road, CHICA 


LOGGING LOCOMOTIVES 














63 Ton Heisler, 200 Pounds Pressure, Electric Headlights, Straight and 
Automatic Air Brakes, BUILT 1919, THOROUGHLY OVERHAULED 


36 Ton Heisler, et 1910 


28 Ton Shay; 70 Ton Shay; 2—36 Ton Climax. 
ROD LOCOMOTIVES, All Types, 7 to 100 Tons; Cars, Rail, Etc. 
Allcompletely overhauled in our own shops. Immediate shipment from stock. 


SOUTHERN IRON & EQUIPMENT CoO., 





42 Ton Heisler, BUILT 1916 
2 Ton Heisler, BUILT 1920 


ATLANTA, GA. 
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, The alphabetical letters tollowing a firm name in this index refer to its other classi- 
"fications as indicated by the similarly lettered headings. 








A—NORTHERN PINE 
B—SPR : 


C—HEMLOCK 


Baboock Lbr. Co.....aboegiko 


Bradley, Miller & Co..acm(i) 18 
Brooks & Ross Lbr. Co.aci 10-11 
Cadiliac-Soo Lbr. Co. ... .acl 
Osery River Boow & Lambe 
.bel 14-15 
—, Lbr. Co., C.C.. .acljz 
Connor Co., R..acdhi-ij-o3-s 4 
Elias & Brother, G....abcelj 16 
Foster-Latimer Lbr. Co. .acij 
Hales Timber Co., Inc...acdi 72 
Hettler Lbr. Co., H. H.acdelj 36 
Hines Lbr. Co., Edw.aceh lis 
Hines Hardwood & Hemlock 


Jackson & Tindle, Inc...acdi 72 
Kneeland-McLaurg Lbr. Co.clj 
Mershon, Eddy, Parker Co 


i) 


Lbr. Co., The -abodijs 
Ooonto Co............. aed! 
Pike-Dial Lumber Co... .aho 
Pilsen Lbr. Co....... aces 
Rib Lake Lumber Co.. ...¢i 
Rart-Owen Lbr. Co....... al 72 


Sawyer Goodman Lbr. Co.acij 
— Carpenter & Clarke 


eats cum aenide ao1-2-3 17 
oe Lamber Co......... a $5 
Thunder Lake Lumber Co.al 


Von Platen-Fox Co....... acl 7 


ne 


West Penn Lbr. Co...... acel 74 


vieusedboboetes acdijzs 36 
Wistar, Underhill & Nixon.aci 114 


Worcester Co., C. H.....cdlj 
Yawkey-Bissell Lbr. Co..ci 10-11 


O—CEDAR POSTS AND POLES 
D-1—FIR PILING 


0-2—WESTERN CEDAR POSTS 


Sennor Co.,R. acdhi-lis03-1 4 
Hales Timber Co., Inc...acdi 72 
Hettler Lbr. Co., H. H.redelj 36 


Brown & Co.. Geo. C... .d 
Bruce Company, E. L..d3elj 74 
DeSete Hardwood Flooring 
Plascocsesovss c+ etad d3j 


E-I—ARKANSAS SOFT PINE 


Arkansas Soft PineBureau..el 
Caddo River Lbr. Co... .e-el 


Wisconsin & Arkansas Lumber 
aD cea easenene on eli 10 11 


E—SOUTHERN YELLOW 
PINE 


F—CYPRESS 


Caddo River Lbr. Co... .e-ell 


Dibert, Stark & Brown Cy- 
press Co., Ltd 
Eastman, Gardiner & Co... 


Hammond Lbr. Co., Léd....¢ 


Hillyer Deutsch Edwards, 
Im 


Hines Lbr. Co., Edw..acehlis 


Hines Lumber ioenevenen 
Edward. . 


Jackson Lumber Co........¢ 


jJackson Lumber Co. E.E..¢ 4) Coiling Lbr. Co., John D..hs 83 


Long-Bell Lumber Company 


Long Leaf Yellow PineManu- 


Teeee ee reece eee eee ee 


Mutual Lbr. Co., Ine. 
Natalbany Lbr. Co., Léd...el 
Newman Lb. Co., J. J..a2eik 


Peavy-Wilson Lbr. Co... ..el 
Pelahatchie Lbr. Co., Inc... 


Sumter Lumber Co., Inc....¢ 


Vernon Parish Lumber Co..¢ 
Wausau SouthernLbr.Co. e 10-1 
Weyerhaeuser Sales Co...... 
ad2eh 1-2-4-5 


eee eee eee 


Wood Lamber Co., W. C.. 





Wyatt Lamber Co.... .. 


Alger-Sullivan Lbr. Co..... e 76) Johnson & Wimsatt 


Boeckeler Lumber Co...efho3 78| Willson Bros. Lbr. Co... .ags 


ssid omeearmnele a2d3elj TREAT ' L 
seen. Blsin.csn. d3elj 74 REATED MATERIA 
Burton-Swartz Cypress Co.of 

Rica: f 2|Long - Bell Lumber Compnny 


Central Coal & Coke Co..eb1 Wolmanized 
Cummer Cypress Co........ { ¢4)American Lumber & Treating 
Dantzler Allied Mills....... . Corporation 


Exchange Sawmills Sales oe 1—Flr 2—Red Cedar 
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Igen Lamber Co......... efi 7g] ines Lhe. Co.. Edw..sceh tls 
Marathon Lamber Co...ei 12-11 
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ee 1- 
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sande diannasdin tame a2fil 95)Ss. Paul & Tacoma Lbr. Co. 


Wier Lumber Co., R. W.... 76 
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Where no page is given the advertisement appears every other week | 
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DESIGNERS 
Complete 


National Blow Pipe & Mfg. Co. 


Limited 


NEW ORLEANS, LA. 
MANUFACTURERS 


BLOW-PIPE Installations 


Positive High Pressure Pneumatic Systems 
FANS, DUST COLLECTORS, BLOW PIPING 


CONTRACTORS 





SLOW SPEED 


STERLIN LOW POWER 
BLOWER SYSTEMS 
Handling SAW DUST and SHAVINGS 


Designs and Estimates free of charge. Results guaranteed. 
BLOWERS. CYCLONE DUST COLLECTORS. AUTOMATIC FURNACE FEEDERS. 


Sterling BlowerCompany, Hartford, Conn. 


Branches:—New York and Philadelphia. 
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Need We Add Anything? 











- E. know that the Shay is the surest power_ 


on the market. It clings to the roughest 
track. It handles a larger tonnage than any 
other locomotive of its size. It is very econom- 
ical.” * . . o 


































Need we add anything to this comment from 
the President of a mid-western concern ? 














Whatever the conditions, no matter how tempo- 

Write fora rary the track, nor how severe the grades and 
Shay Catalog. curves — Shays serve satisfactorily year after 
year, giving the dependable service that means 
low-cost hauling. 

















LIMA LOCOMOTIVE WORKS 


Incorporated 
Lima, Ohio 17 East 42nd St., New York, N. Y. 


West Coast Representatives: Southern Representatives: 
Hofius Steel & Equipment Co., Woodward, Wight & Co., Ltd. 
First Avenue South at Hudson, Howard Ave., at Constance St., 


Seattle, Washington. New Orleans, Louisiana. 


Shay Geared | (EOMOTIVES 
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Since 1837 


White Knives 
Are Better. Why? 


Because for 90 years we have 
been tempering steel—not 
mechanically but in the “Old 
Fashioned” way. That is why 
White “Old Fashioned” Qual- 
ity Knives have a better tem- 
per and will last longer. 


We want to show you. May 
_ we send you our new Knife 
and Saw Catalogue? 


The L.& I. J. White Co., Inc. 


70 Columbia St., BUFFALO, N. Y. 

































Lumber From This Mill Sells 


The all-steel-iron construction of the Knight Portable Mill 












Cc ° 
- nee ag insures an accurately, well-sawn product that 
Outfits. meets buyers’ requirements and that therefore 


enjoys a good sale. Moreover, all-steel-iron 
construction insures lowest cost 
in repairs and replacements. It’s 
the sturdiest little mill built. 


Edgers, 
Trimmers, 
Etc. 


Write for 
Special Circular. 


KNIGHT “éc> 
“get OF eae 1700 Market Avenue, S. 
No. 15 All-Steel-Iron Saw Mill. CANTON, OHIO 





Once Used. Always Used 


Ss ' 6+ 7+ 8.9 
ee eee ed me a 
~ 1 7-7-8" —-9r 


OUR BOARD RULES are popular with on, 
bermen who LA 4 a durable and — 
made article. e make 

measure any length and bt a of fenae 
_ and LOG RULES with any scale, diameter or 
length measurements desired. Write for cata- 
log describing our complete line. 


td 14 eS 9G - 1B 69-10 A 
prs 31d 1B a6 67. +8 19 i} 
2. 6 f 6: : = 4-7" 
























National Hardwood 


Lbr. Ass'n Rule 


Pre ee 
Cleveland Rale Co., “sue” 








FT. SMITH LUMBER CO. 


PLAINVIEW, ARK. 
Manufacturers 














“Suit Shat Lent, Yellow Pine 








“Extablis 


Reve STAMPS. 


BRASS & TRADE 
>| ALUMINUM 19) CHECKS 


Write Sor aS Yo ur Catai d 
“i We Leon MFG. CO. 
9364-572 WRandolphSt 
—S i _CHICAGO ia 
‘ pela ict 








RANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, = 431 So. Dearborn St.. CHICAGO 
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IT CAN’T FALL DOWN! 



















The System 





speeds up production 
of highest quality output 
“Since making the Moistat installation, our drying 


capacity has been increased to such extent that we sel- 
dom operate the kilns on Sunday.” 


Ligonier Refrigerator Co., Ligonier, Ind. 


























“The Standometer” i 
Patent Allowed i 


Here’s an interesting new device for checking up the dry kiln 
humidity. It won’t tumble down or knock over like the ones you 
have. Notice the weighted base brings it right up like those “topsy 

z. S z — turvy” dolls, and the cage (monel metal) protects it against costly 
National Moistat kiln porn gum for ree Pa at ae of White. breakage which is always occurring with your ordinary type. Special 
Smith Mfg. Co., Los Angeles, California. wooden knob, also top ring for hanging on hooks; special circulation 
holes in base to increase the circulation past the tubes. Easily read. 
Made either with “shake down” maximum reading type or with 
plain tubes. One of these will outlast several of the other breakable 


The N ational Dry Kiln Co. type. Stop hygrometer breakage by getting this new, better Standometer. 


437 West Georgia Street, | INDIANAPOLIS, INDIANA . 
mast die hens tein ae hn “ei The STANDARD Dry Kiln Co. 











Write for catalog and February Spokesman. 











1529 McCarty St., Indianapolis 














A Sales Messenger That Gets 
Results—64e HOME MAKER 


This attractive, newsy magazine is published 
monthly by the American Lumberman as a sales- 
help for retail lumber dealers. Its many interesting 
articles create interest in home 
building, remodeling and re- 
pairing. 

The HOME MAKER carries 
your name and address on 























three prominent pages (see It Goes 
illustration at the right) and H 

has every appearance of hav- Right Into 

ing been written and printed the Home 

by you. It is, in fact, Every Month 


The Lumber Dealer’s 
Own Magazine 


and is enjoyed by every member of the 
family. Use the HOME MAKER to “blanket” 
the territory you can profitably serve and let it 
build goodwill and sales for you. You'll say it is the 
best and most economical advertising you ever used. 


















Coup on N Ow ee se Lumberman, 431 S. Dearborn St., CHICAGO, ILL. 


I am interested in the HOME MAKER. Please send sample copy and | 


It will not oblige you in any way but will | prices—without obligation to me. 


bring you a sample copy, prices and com- 
plete information. Pin the coupon to your | 
letterhead and mail it now. | Name... .....--------------- ----------- f= -EASe WE eeaVn Os eee RAtene een Ee 
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Reduce Your 




















Hauling Costs 


Geared _— 4 —hr?-eee : Eliminate that constant resetting of tires—neces- 
| , sary with wooden wheels—and cut your repair 
bills materially by equipping old wagons and 
carts or new ones with our 


Steel Wheels and Axles 


Since 1885 es 


For 43 years now Climax Locomotives have Lumber Buggies 


been delivering gilt edge service on logging 


jobs. They have met and handled the tough . F 
lobe along with tse ilar Gece. fies Sinve Millmen who need lumber buggies, log wagons and 


de h ‘tenia failed. If carts will find it well worth their while to send for our 
made good where others have failed. pa catalog. We build them to give long, dependable 
investigate fully we believe you will most cer- service at low upkeep expense. 

tanly buy a Climax. 





—_ eae _=tef e@ 





Ask as about Trailers for tractor hauling, 


Write for the CLIMAX catalog. rood , C4 ae ae ae _ 

eo Ww 

« . \ 
Climax Manufacturing Co. Electric . 


CORRY, PA. Wheel 




















Sales Representatives: 
San Francisco: E. S. Sullivan, 751 Monadnock Bldg. Co. 
Vancouver, B. C.: Vancouver Mchy. Co. Seattle: Climax Locomotive Co. Dept. A. L. 
Quincy, IIL 








































Handle 40% More Logs Daily With 
PHOENIX CAR STAKE POCKETS 


They greatly speed up the loading and unloading job. No cum- 
bersome chains to bother with. No stakes to cut. Just pull the trip 
from the opposite side of the car and the load rolls off. Positively 
eliminate danger. Stakes cannot stick, nor can trip be released ac- 
cidentally. Shrewd millmen figure Phoenix Car Stake Pockets save 


them $20 to $30 a day—$6000 to $9000 a year. 


Write for the PHOENIX circular —no obligation. 


EAU CLAIRE EQUIPMENT & MACHINERY CO., Eau Claire, Wis. 


\. We also furnish extra parts for Phoenix Sawmill Machinery. “BE 
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Goodyear’ Miller gs 

















HYMAN-MICHAELS COMPANY 
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Headquarters for 












Yy, Made OPEN | 
Z “or Hard 7 
RAILWAY MACHINERY 9 oO eae aie 
The handle, clevis and hooks are made ofbest $3.35 Each 
= material. verare toss books. ond suteate are ¥ 
CARS.ETC. = Ss vin teymatshstan” fiesta sa" ek Beads, 0. ‘ 
4 =S CLOSED GOODYEAR | 
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[Load Binder, 
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Motors and Turbines 
Best Price—Quick Delivery 
HYMAN-MICHAELS COMPANY 
PEOPLES GAS BUILDING 
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The HEISLER, Sturdiest of Geared Locomotives, 















is giving mills real protection 
against tie-ups for want of logs 


In the rough service which log hauling usually is, the 
HEISLER stands up better than any other locomotive 
used for this work— according to the men who have 
“tried them all.” 


Here’s just an example— the experience of Mr. Thomas 
Larkin, President of the Trap 
Creek Logging Co., of Nallpee, 
Washington: 


“Not one day in the repair 
shop in five years—” 


‘*T want tosay that as a logging 
locomotive, the HEISLER can- 
not be improved on for reliability. 
In the past five years we have not 
lost a day on account of the 
HEISLER.’’ 


The central driving 
shaft of the HeEIsier, 
with the universal 
coupling close to cen- 
ter of pivot, prac- 
tically eliminates tel- 
escopic slip of the 


GEARED LOCOMOTIVES coupling, cutting down 


the friction (when 










It is the strongest geared loco- 


motive, very simple in design— r rounding a sharp 


with fewer parts, and consequently bigger and stronger parts. Only one set of curve) to only 1/30 of 
Stine Dail q y D168 : é . | Ask the man who has what it nn be ‘f 
ge bevel gears to each truck. No power is wastedturning over needless “tried them all.” the Hitman fed o 


gears. side- shaft. 
Our catalog will show you, in a few minutes time, how the HEISLER Loco- 

motive will assure your mill a steady supply of logs. Drop us a line for this 

book; you will read it with interest. a |: 


HEISLER LOCOMOTIVE WORKS, Erie, Pa., U.S. A. | 































Longer Service—Lower Upkeep 


These two important factors in lumber cars have proved to many of the 
largest sawmill operators in the country the advantages of installing 


OTTUMWA 


Roller Bearing 
Car Wheels 


They require re-greasing but once 
a year, require less power to move 
cars, and are more economical in 
operation. Let us tell you more 
about these car wheels and our 
roller-bearing lumber buggies to- 
day. 


Ottumwa Iron Works, ©Ct"s*.°"” 


8-Wheel Log Wagons Reduce Hauling Costs 40% 


THOUSANDS OF THEM IN USE TODAY 2 2.z0n 


by some of the largest operators in the country—verify this 
statement. Built on a scientific principle, they require less ¢‘ 
power to pull a given weight over an uneven road than the « 
ordinary wagon and thereby save ‘ou money by increasing i 
your facilities and saving time. 


It’s all in the 8-wheel construction 


> illustrated herewith are indis- | 
Our ensable in any logging camp. 
“ or handiness, practical opera- 
Self-Loading tion and a time and money 
saver, a trial easily proves 
Skidd their worth. We should like 
ers to tell you more about them. 
Further particulars yours for 

the asking. 


LINDSEY WAGON CoO. 


Sole Manufacturer, LAUREL, MISSISSIPPI 











Write for Circular 
Describing these Trucks. 


In writing for prices, specify diameter of 
wheel desired and track gauge. We will 
be pleased to refer you to large Mills 
using our trucks. 
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Rack and Pinion Knee 


THE FILER & 














MILWAUKEE, WIS. 


Filer & Stowell Air Dog Equipment 


WILL PREVENT MISCUTS, 
SECURE BETTER GRADES, 


ELIMINATE BOSS DOG TOOTH 
MARKS, AND 


SAVES DOGGERS’ WAGES. 


STOWELL CO. 




















The“‘MAINE” Steel Revolving Electric 
Derrick Made the Log Pond 
a Thing of the Past 


Eight tons capacity, eighty foot work- 
ing radius, with thirty-five feet under the 
boom for piling logs, gives a general idea 
of this derrick installed at the mill of 
R. J. Darnell, Inc., Batesville, Miss. 
Each incoming log is lifted and sorted 
from the flat cars shown in the center to 


its proper classification in the storage pile. 
When a run of oak is to be sawed, the 
derrick delivers oak logs from their pile to 
the log haul in the foreground leading to 
the mill. No logs are lost, nor any equip- 
ment. One operator controls all move 
ments of the derrick. 


Why not install this derrick and gain these advan- 
tages? We will help you solve your problem. 


The Maine Electric Co. 


Electric Derricks, Hoists, Cranes, Winches 


PORTLAND, MAINE 














Toro Your Slabs ret tnt 


We make 2 sizes of these machines. 


We Manufacture Four Sizes 
of Band Resaws 


Cut-Off Saw Tables 
Automatic Cut-Off Saw 
Power Feed Board Box 
Machine 
Automatic Hand Hole Cutter 
=> for Boxes 
; 42-inch Slab Resaw for Saw 
Mills 
Rip Saw Tables 











SI — - 
42” Saw 18” wide Slab. 


FISCHER MACHINE WORKS CO. 


1841-45 Carroll Ave.. CHICAGO. ILL. 














BOLINDERS 


_, HIGH SPEED 
=” § CUTTER HEAD 


4 Always perfect pattern, 

; never loses form, finest 

Swedish high speed steel, does not lift or pull grain, 

leaves no waves, less upkeep, no setting, fits any 
planer or profile spindle. 


Longer Life — Higher Feed — Better Lumber 


Shipment of all standard patterns from stock. 


BOLINDERS COMPANY, Inc., 















33 Rector Street, 
NEW YORK CITY 






FEBRUA 


en 


ee 

















Fesruary 18, 1928 


AMERICAN LUMBERMAN 109 








18, 1998 
——nl 





oe 
e —_—\_! 
———E 








pense. 


Grate, Improved 
Patented June 9, 1925 





Hollow B 


Under YOUR boilers or in YOUR ovens, 
with YOUR fuel, at OUR risk and ex- 


The Gordon Hollow Blast 


57% more efficient than the original 
Gordon Hollow Blast Grate. 


TRY THIS 


last Grate 


Gordon Hollow Blast Grate Co., 


Also Manufacturers of The Celebrated “ TOWER” Line of Edgers and Trimmers. 
ESTABLISHED 1889. 





Greenville, Michigan. 
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Investigate Now! 





‘Td like 
anew 
Lane 


te x 
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nt wear out 


Write for complete catalog or for 
bulletin on any. special machine. 


Lane Manufacturing Co., Montpelier, Vermont 


HERE is perhaps no machine used in the 
lumber industry that gets more abuse or 
harder service than a portable sawmill. 

Our 70 years’ experience have taught us how 
to build sturdy, durable, portable sawmills. As 
proof of this we point with pride to the thousands 
of Lane mills in all parts of the civilized world’ 
which are sawing all kinds of timber. 

Lane mills are easy to run, economical and are 
fully. guaranteed. If you own scattered tracts of 
timber you should learn more about the 


LANE. Line of Machinery 


TRAOE- MARE REG VU. B FoF Oo 


Sawmills Log Hauls Jump Saws 

Band Carriages Sawdust Conveyors Double Band Saws 
Short Log Mills Shingle Machinery Universal Saws 
Edgers Lath Machinery Strippers 

Planers Drag Saws Steam Feeds 
Trimmers Swing Saws Independent Feeds 


Clapboard Machinery Lumber Transfers, etc. 
Also Builders of Electric Traveling Cranes, Derricks and Stoneworking Machinery. 


























) “Grates Th 


Life of Putnam’s Grates Increased 6 Times 


Superintendent C. F. Fleishel of Putnam Lumber 
Company, Jacksonville, Florida, writes us that he 
has one set of Thomas DURABLE Grates now in 
use and still good after 34 months service where ordi- 
nary grates had lasted only 6 months. 


Do you wonder at the last sentence of his letter: 
“*I consider Thomas bars the best in the world’’? 


Mr. Fleishel’s problem was grate bar economy and 
longer service. Your’s may be similar—or it may 
be more steam or burning a difficult fuel. No matter 
what it is, there is a Thomas Grate and method to 
solve it. 


Write us for name of users near you. 











Thomas Grate Bar Company 


BIRMINGHAM , ALABAMA 
SALES OFFICES IN PRINCIPAL CITIES 



















AMERICAN LUMBERMAN FEBRUARY 18, 1928 


a 





















GEN UINE McDonough Carriage Dogs 


Guaranteed Under All Conditions 


You take no chance as they must give satis- 
faction. 








We agree to accept the return and will re- 
fund the purchase price of all sets which do not 
prove to be entirely satisfactory. 


Could any proposition be fairer? 

_ They can be installed on all makes of car- 
riages. 

Send for bulletin and list of users in your 
vicinity. 


McDonough Manufacturing Co. 
EAU CLAIRE, WISCONSIN 
Sawmill Machinery and Band Resaws. 
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| The Shimer Cutter Head 











Fig. 627—8 Bits 


The designing and making of Cutter Heads 
to accomplish certain desired results is a tech- 
nical matter and the business of experts in this 
line. Our experience has given to the wood 
worker an easy system of making Flooring, 
Ceiling, Siding, Ship Lap, Door, Sash and 
Mouldings. 


These tools have a distinct value to every mill- 
work manufacturer. Fitting and trying by filing 
to shape are not necessary when sharpening bits. 
We put the shape of your pattern permanently 
into the cutters we make and they are easily 
sharpened with a file or grinder and set with the 
gauge we furnish. 


The Expansion Feature enables the operator 
to quickly adjust the cut made by the Bits as 
they become dulled or for a different condition 
in which the lumber is found demanding either 
a tight or loose fit in working. This adjustment 
can be made without removing the heads from 
the spindles. 


Shimer Cutter Heads remain in fine working 
condition for many years and are practically 
indestructible. They are tooled out of our own 
special brand of Solid Steel Forgings, are well 
proportioned and balanced. The cutting bits 
are made of an especially high grade carbon 
steel, or high speed steel as required. 


Let us have your orders for any Cutter Head 
equipment which you may contemplate install- 
ing or write us about it. 


Address 


SAMUEL J. SHIMER & SONS 


Milton, Pennsylvania 
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The Perfection in 
SASH PULLF* 


Grand Rapids All Steel Pulleys add a definite selling 
point to your window frames. They are universally 
acknowledged superior, because—they are built to 
exacting standards by specialists who for more than a 
quarter century have concentrated exclusively on the 
design and manufacture of this one line. 
Every one of the millions made is guaranteed perfect— 
guaranteed to fit the mortise—guaranteed not to break 
—guaranteed to carry any weight a cord or chain will 
support. 
Profit by the experiences of the majority of win- 
dow frame manufacturers—join them in standard- 
izing on Grand Rapids All Steel Sash Pulleys. 
The line is complete—meeting every requirement in 
~ Ball Bearing, Axle Bearing, and Cone Bearing types— 
for instance, in this line only can you obtain the large 
lubricated Cone Bearing Pulleys, self-aligning and 
noiseless Grand Rapids All Steel Sash Pulleys are 
recognized as the world’s finest—but cost no more than 
ordinary cast iron pulleys—and far less than freak 
designs with extravagant claims. 

Sold by Leading jobbers everywhere. 
Write us for catalog and Free samples. Prompt ship- 
ment guaranteed regardless of size of order. 


GRAND RAPIDS HARDWARE Co. 
564 Eleventh St. 


Grand Rapids, Michigan, U.S. A. 


GRAND RAPIDS 


ALL-STEEL 


SASH PULLEYS 


SS 








SELLERG 


Locomotive Fire Extinguisher 


Provides fire protection 
for lumber yards, docks 
and warehouses where 
switching engines are in 
use. Steam is supplied 
from the locomotive 
boiler and water from 
the tank, or connection 
may be made to a hy- 
drant. Throws a strong 
solid water jet through 
5/8” nozzle. The Extin- 
guisher is provided with 
the Sellers Automatic 
Overflow Relief which 
prevents “breaking of the 
jet” when the _ hose 
kinks, and has a swivel 
angle connection for the 
fire hose. 


Wm. Sellers & Co., Incorporated 


PHILADELPHIA, U. S. A. 





Injector Dept. 


















Send for Your Copy 


A new catalog of interest to every Write 
veneer manufacturer—freee Dept. AL 


PROCTOR & SCHWARTZ, INC. 


7th STREET & TABOR ROAD : PHILADELPHIA 
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yodyear Tire & Rubber Co., Inc. 


The high speeds and varying loads of lumber mill duty test the stamina of any 
belt, and it is in this exacting service that many of the best records for economy, 
efficiency, and trouble-free running are made byG.T.M.-specified Goodyear Belts. 





No other plant demands more from its belt- mill officials to analyze your requirements 
ing than the lumber mill does, with its high- for a single drive or an entire equipment. 


speed edgers, its planers, band-saws, and y,,, may depend on any Goodyear Mechan- 
woodworking machines. ical Rubber Goods he may recommend — 
No other plant, therefore, can profit more Transmission Belts, Hose, Valves, and Pack- 
from having its belts specified to their partic- ing—to give you more efficient and econom- 
ular jobs, as Goodyear Belts are specified by _ ical service. 





the G. T. M.—Goodyear To get in touch with the 
: TRANSMISSION BELTING— : 
Technical Man. Thev, Goodyear, Wingfoct, Pathfind G.T. M., or for further in- 
The G. T. M. is an expert | GoOoDYEAR HOSE-— formation, write to Good- 
on belting. He will be glad Air, Water, Steam, Mill| year, Akron, Ohio, or Los 
. GOODYEAR PACKING — Asbestos, Rubber ‘ ° 
to co-operate with your Angeles, California. 











The Greatest Name in Rubber 
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[Is your factory dirty 
and cluttered up with 
shavings ? 


Are you using too much 
power on your dust col- 
lecting system ? 


If so, consult one of the 
oldest concerns in this 
country. 


iehtind Blow Pipe Co. 


2544-54 W. 21st St., CHICAGO, ILL. 
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American Steele Wire 


Amerie Company's 


Wire Rope 


ad AERIAL 


TRAMWAYS 


AMERICAN STEEL & WIRE COMPANY 


: Chicago. Boston, Cleveland, W. orceater, Panedes hia, Pittsburgh, St. 
Louis, faffalo, Detralt, Cincinnath, Wilkes-Barre Baltimore, Kansas City, St, Paul, Minneapolis, 
Oklaboma City, Qtlanta, Birm inghem, Mem s, Dallas, ' Desver, Sait Lake 


Cit 
| Products Co —* ~~ Los Angeles, Portiand. Cease. 








PARDEE & CURTIN LUMBER CO. 
SALES OFFICE 
CLARKSBURG, W.VA. 
MANUFACTURERS OF VIRGIN GROWTH WEST VIRGINIA HARDWOODS. 
NEW DOUBLE BAND MILL 
BERGOO, W. VA. 


Good Babbitt Aids Production 


F because it keeps your machinery in op- 
J eration and eliminates frequent rebab- 
MORE JONEs 

Hoo-Hoo —Rex — Improved 


bitting. The best is always cheapest be- 
cause of the longer service it provides. 

More-Jones Hoo-Hoo, Rex and Im- 
preved Babbitts were designed for saw- 
mill use. Let us help you choose the 
babbitt especially suited to your needs, 
Write for full information and prices 
today. 


National Bearing Metals Corp., St. Louis, U. S. A. 





SABBITT> 





The Gideon-Anderson Co. 


“The House of Quality” Can handle orders of all sizes expeditiously. 


Hardwood and Cypress Lumber 





A cleaner plant, lower fire risk, less power 
continuous trouble-free operation 


Kirk & BLUM 


Blower Systems 
Collecting- Convering-Ventiatiig 


THE KIRK & BLUM MFG. CO., 2852 Spring Grove Ave., Cincinnati, Ohio 





Plant: Sales Office and Yard, Office: 


208 Murray Bldg., 
Double Band Mill, 2nd and Angelica Sts., Grand Rapids, Mich. ’ 6OMillion Ft. 














Gideon, Mo.  $T. LOUIS, MO. = Frank Barnard, Mer Ammually 
Synonymous | PRESCOTT __BEST SAWMILL 
Terms: MENOMINEE MACHINERY 




















CHESTNUT Hardwoods [re 


SOFT 
POPLAR 


cw | and Cypress |= 


STOCK 
Wistar, Underhill & Nixon p7A.NeDErpnia PA 






























Refrigerators for all pur- | 
Me R y poses. Save food and | 
money. Styles to suit 


every need in the com- 
missary store. 


| McCray Refrigerator Sales Corporation, 743 hake St. | 





Send for Catalog 
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R.B.ROLLER BOLSTERS 


Shipped K. D. Require about 3 hours for easy 


The R. B. Company 


Guinotte and Euclid, Kansas City, Missouri 








our Lumber 
at a Time with 


installation. Fits any truck, trailer 
or loading wagon. 




















